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BEAVER f : NE M A. Most rugged and powerful machine on the market 
Upkeep cost at a minimum. 12” of working space All gear driven. Rack and pinion feed. Power 
Adjustable quick-opening die heads. 192 different sizes and 
safety switch lock 


jtrip wrenchless or standard chuck 
kinds of dies available. Automati 


BEAVER PIPE TOOLS 
One big line gives you fast deliveries— 
complete inventory—sure profits 


The big, popular, complete line of Beaver Pipe Tools gives you a 
maximum stock from which to sell. Beaver tools sell fast because they’re 
well known, better made and trouble free. You can offer your customers 
complete service on all pipe and bolt threading needs. Write today for 


Beaver Catalog 501 Let it guide you to bigger and faster sales! 


Lightweight (100 Ibs 
oil. Power grip wrenchless or standard chuck. Bronze 


and powerful. Gears run in 


bearings. Automatic safety switch lock. Ventilated 


motor. Drive geared tools up to 8”. 


. 

» For hand or power use Cut, groove or bevel 

, Blades for each purpose, including Saran 
Cut pipe square without burrs 
cut pipe from 4g” to 12”. 


Seven sizes 


Two new and better models. No. 2 cuts 4s” to Long, tapering, one-piece, drop-forged cones 
N 4 cuts 2” to 4 No. 2x and 4x are Special grade alloy tool steel. Available in 
three-wheel cutter * both swivel and ratchet types 


BEAVER PIPE TOOLS 


INC . 216-300 DANA AV 


to 1” pipe - & 

bolts, also conduit and brass 

tubing. Can’t clog or slip 

Inverts for close threading 

Easy to oil. Ample chip clear- 
ance. 
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One-piece, fully adjustable, 
Threads 4", %7 ¥2 
changing dies or bushin 
Universal centering chu 


Extremely compact 
adjustable 
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DON’T SHY AWAY 





hat good advice for 
ilesmen when applied t 
} 


tough problems. A plant 


superintendent _ tells 


te 
pag 82, why a he pene 
te 


industrial supply 
salesman is the kind ot 


n sta 


than i} HOY work Ii 


with 


HARD TO SEI 





<— 


ATTITUDE 





It’s the “you” of it—how 
you react to the people 
and elements in your life. 
An Albany salesman took 
time off to take a good 
look at hiniself. If you 
want to follow his lead 
the questions he asked 
himself start on page 84. 


WOMEN IN A “MAN’S INDUSTRY” 





> 


vomen—one from California, the other from 

usin—ably demonstrate their professional 

Che Californian is manager of the abrasive 

vhile the lady from Wisconsin is president 

ide salesman for her firm. On page 88, 

id about their success in a predominantly 
Feld 


ONE MORE CALL 


— 


That's the daily rise in 
the calls made by sales 
men of a St. Louis supply 
company. Credit is given 
largely to two new report 
forms devised by the sales 
manager. Page 92 





NEW TERRITORY CONFIDENCE 








Toledo sal manager One of the chief assets 
nded up miscellaneous, of a Tacoma salesman is 
industrial accounts that he has faith in the 
ind handed them all over products he sells. Add to 
t ne salesman. Page 98 this his ability to talk to 
] ssful his § the “back room” men 
been You'll read all about it on 

page 104 
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Editorial 
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Supply Sales Trends 114 News 
Price Index 118 ABC. Editorial 
81 Outlook for Business 120) On the Market Today 





GANGING UP ...to boost sales! 


This is the Holo-Krome sales force. At their recent 
annual meeting, they enjoyed a week-long oppor- 
tunity to discuss both the common and unique 
problems encountered by Holo-Krome distributors 
and customers in the year past. 


They have been able to exchange—with the 
entire Holo-Krome team—the new ideas and tech- WHICH OF THESE HOLO-KROME 
niques which will help you guarantee your cus- MEN SERVES YOU? 
tomers the best possible socket screw products and 1. James |. Anthony 10, Lawrence Kiauder 
the best possible service in the year ahead. (We 2. John R. Atley 11. Hugh March 


shall continue to ship all standard items from stock COS (A, A Sa, Vere. 
P-uce A. Clark 13. Fred Paulsen 


the same day we get the order!) William W. Gnann 14. Thomas L. Price 


The Holo-Krome representative is a good man . Russell E. Gregory Gites 
i . Ww. 
to know, a good man to work with because he’s a Owen W. Harrison 16. Arthur B. VanDelft, Jr 
ho k k Actually. he’s as - E Keith Hight 17. Alden C. White 
cilia tend cite wae - cones en y» 7 . Robert U. Ingraham 18, Joseph Gross, Export Mgr. 
much a part of our distributors’ organization as he 


is of our own—and that’s a mighty good thing for 


all concerned! she] Moll @ de), E 
lo lold 


DISTRIBUTORS: If you are not a Holo-Krome Dis- 
tributor, H-K’s 100% Distributor Sales Policy is worth 


your investigation! SOCKET SCREWS 


THE HOLO-KROME SCREW CORP. @ HARTFORD 10, CONN., U. S. A. 
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LINK{@}BE 


re 


eISTRIBUTOR NEWS 





3 Types of Worm 
Gear Drives Cover 
Most Applications 


Convenient, compact, right-angle 
connection to various prime 
movers and driven equipment 
is offered by Link-Belt’s com 
plete line of single-, helical-, 
and double-worm gear drives 
All are available in both hori 
zontal or vertical housings, with 
either single or double reduc- 
tions furnishing the answer 
for many industrial applications 

Compact, high-strength de 
sign permits high-ratio speed 
reductions in small space with 
ample capacity for heavy loads 
Automatic splash lubrication and 
large roller bearings assure long, 
trouble-free operating life. Your 
customers can be sure of Link- 
Belt dependability in speed 
ratios to 8000:1, up to 124,000 
pound inches torque and over 
100 hp. 





as 
Widespread 
for Car Spotters 


Every railroad siding represents 
a potential sale for a Link-Belt 
Car Spotter with which one man 
can move up to six loaded freight 
cars with ease and speed 
Throughout industry 3 

find other applications: moor- 
ing barges or ships, shifting loads 
in and out of terminals and 
warehouses, moving heavy shop 
trucks, and dragging loaded 
skids. In fact, wherever rope 
pulls up to 10,000 Ibs. are re- 
quired, a Car Spotter can do the 
job 


you ll 








Link-Belt Idler Grease $ 
Is Industry's Most 





Mill Bearings Offer Efficiency 
Under Heavy Loads and Impact 


Left, cutaway view. Right, shows how thru-bolts tightened 
into serrated nuts hold base and cap firmly together 


For years, users of heavy indus- 
trial machinery sought a reliable 
bearing that could meet load 
and impact extremes, yet main- 
tain free-aligning action. To fill 
this need Link-Belt introduced 
their Mil! Bearing with a cast 
steel housing of great strength. 
Though still relatively new, 
these heavy-duty bearings have 
earned wide recognition in steel 
mines, foundries and on 
heavy excavating equipment. 


mills, 


Link-Belt Mill Bearings have 
important in-built advan- 
effective lubricant reten- 
ample load ca- 


high-strength base 


these 
tages 
ti0n 
pacity 


s€ais 


design and more. All are the 
split housing type—easy to in- 
stall, inspect and remove. 
Acquaint your customers with 
all the facts on Link-Belt Mill 
Bearings by offering Book 
2565A. It contains complete 
dimensions and load rating data 








LINK-BELT COMPANY 


Plants in: 

Indianapolis « Philadelphia 
Chicago « Atlanta + Colmar, 
Pa. «+ Houston + Minneapo- 
lis + San Francisco « Los 
Angeles « Seattle. 


Offices in Principal Cities 
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eal 
Effective 


Basic to the life of any belt con- 
veyor idler is the bearing grease 
seal. In Link-Belt Idlers, you can 
point to the most 
effective grease 
* Sales seal on the mar- 
Meeting ket 


in Print This Link-Belrt 


exclusive results 
from many years 
of intensive laboratory and field 
testing. Felt and neoprene are 
combined with steel retainers 
and spacing collar to make an 
accurate cartridge labyrinth seal 


The result is a positive contact 
seal which is unsurpassed in its 
ability to effectively retain lubri 
cant while excluding dirt and 
moisture. There are no springs 
or loose washers—no possibility 
of metal-to-metal contact. 


6 other reasons why 
LINK-BELT IDLERS 
cut handling costs 


1, Husky bearings minimize belt 
wear and power consumption 
2. Safe, convenient grease fit- 
tings provide easy lubrication 
3. Concentric rolls have smooth 
surfaces and rounded edges. Ma- 
chine-made, continuous welds 
exclude dirt and moisture. 
4, Ovter shell counterbores and 
counterbores and journal of heavy 
wall bearing retainer tubes with 
press fits of the roll head assure 
hop-free rotation. 
5, Strong, rigid frames support 
rolls in perfect alignment 
Though held securely, rolls can 
be easily removed for inspection 
6. Grooved hex nuts lock into 
malleable brackets, creating truss 
effect — prevent shaft rotation 
and bracket spreading under 
both vertical and impact loads 
On every count, Link-Belt 
idlers are built to last longer, 
reduce handling costs. Where 
information is desired, offer 
Book 2416. 


13,684 


3 








selected 
for 
service 





GAGE SELECTOR 





The keynote of Industrial 
Distribution is Service, and 
Threadwell’s progressive 
distributor sales policy has 





long recognized and 

promoted this important feature. 
Latest aids are the new 
THREAD GAGE SELECTOR and 
NET PRICE SELECTORS 





NET PRICE SELECTORS 


for taps, dies, tap and die kits, 








COMPLETE LINE OF HIGHEST PRECISION GAGES 


counterbores and keyway 
broaches. Each is designed to 
simplify the selection of 
Threadwell products — and 
emphasize the service of 
Threadwell distributors, by 
means of prominent imprint 


space on the cover. 





eet 











KEYWAY BROACHES & SETS 





ADJUSTABLE ROUND, 2-PIECE & HEXAGON DIES 








ask about 

the Threadwell 
family of 

convenient service 
data— your 
prospective customers 


will be impressed. 





Treadwell 


THREADWELL TAP & DIE CO. 
Greenfield, Mass., U.S.A. 





THE FINEST IN CUTTING TOOLS & GAGES — 
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The Cover 


When you stop to take a good look at 
yourself, you usually find plenty of room 
for improvement. And here’s where the 
editorial content of this issue comes in. 
\ series of articles, beginning on page 81, 
will provide many ideas and ways to help 
you help yourself. 


Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
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John A. Wertis 


Associate Editor D. A. C. McGill 


Associate Editor Robert Slate: 
(Chicago) 
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If you read the excellent analy- 
sis of trends in a recent issue of 
Industrial Distribution you will 
remember the four points below 
— taken from the study. Check 
these important requireménts 
that distributors want—see how 
PROTO excels on every count! 
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FimsT 
IN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















T-L FLEXIBILITY MEANS ECONOMY 


BUSHINGS ARE INTERCHANGEABLE 
IN FOUR DODGE PRODUCTS 


The immediate acceptance of Taper- 
Lock Sprockets and their widespread 
use throughout industry give further 
point to the standardization made 
possible by Taper-Lo« k, Many indus- 
tries have proved the economies in 
time as well as money which can be 


Taper-Lock is not only keyed to 


the shaft but grips it with the firm- | 


ness of a shrunk-on fit. Yet when 
the sprocket is to be replaced it 
comes off easily, quickly. The bush- 
ing may be reused when the sprocket 
is discarded. 


Used in Sprockets, Sheaves, Couplings and Conveyor Pulleys. 


effected as a result of the inter- 
changeability of Taper-Lock Bush- 
ings in Sprockets, Sheaves, Couplings 
and Conveyor Pulleys 

Dodge Taper-Lock Sprockets are 
availabie in a range of sizes from 
No. 40 to No. 160. Taper-Lock 
Bushings are available in sizes for 
the great majority of industrial ap- 
plications. Dodge Sprockets are “‘off 
the shelf’’ items for Distributors be- 
cause use of Taper-Lock Bushings 
has eliminated the necessity of 
reboring, kevseating or machining. 


Standardizing with Taper-Lock 
products avoids down-time on pro- 
duction machinery and enables a 
reduction in inventory. 





55 MORE GRADUATE 


The last of three classes in the fall 
term of the Dodge School of Trans- 
missioneering ended on October 1. A 
total of 55 graduates of this 21st term 
brings the number of Transmissioneers 
awarded certificates during the 11 years 
of the school’s existence to 1319. The 





1955 spring term will open late in April 
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‘DODGE TORQUE-ARM 


SPEED REDUCERS 
BUILD PROFITS 


The steadily growing demand for 
Dodge Torque-Arm Speed Reducers 
is bearing out predictions that this 
line would become one of the very 
“hottest” in profit possibilities for 
Distributors. 

The performance record of Dodge 
Torque-Arm Speed Reducers, proved 
| in tens of thousands of installations 
im all types of industry, shows effi- 
ciency up to 97% and savings in 
| cost up to one-third! 

This reducer is mounted directly 
jon the dnven shaft. No foundation, 


| 


DODGE 
TORQUE-ARM 
SPEED REDUCER 





F 


no flexible couplings, no sliding base 
required—and there are no lining 
up difficulties. The torque-arm, fast- 
ened to any fixed object, anchors 
the reducer. The unit is driven 
through any V-belt drive, and stock 
Taper-Lock Sheaves are prescribed 
for each job. 

Torque-Arm Speed Reducers are 
supplied in single and double reduc- 
tion series, with capacities from | 
to 43 hp, output speeds from 12 t« 
330 rpm. 
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You Said tt 


Literature Exchange 
GLascow, SCOTLANI 
We are subscribers to your publica 
DisTRIBUTION and 


tion INDUSTRIAI 


In particular 
1 the 


find it of great interest 
we refer to your August issue an 
article commencing on 
What Happens To An Order” 
We are a recently founded firm and, 


page 


in view of the ever-changing prices of 
materials and alteration in manufac 
turers’ designs, we have delayed issu 
ing a main catalogue for the moment 
We should be obliged if you could 
let us have the names and addresses of 
about 12 firms in the industrial sup 
plies trade employing staffs of approxi 
mately 100 employees, to whom we 
desire to send copies of our publica 
tions, with a view to exchanging ad 
vertising materials which they issue t 
their customers 
James GRANA 
Direct 
lyfe & McGrouther Ltd 
© For those interested in exchang 
ing literature with Fyfe & McGrou 
ther Ltd., their address is 218-254 
Kennedy Street, Glasgow C. 4. 


Tomorrow's Salesman 


Burra.o, N. 

\fter reading “‘Shorty’”’ Holton’s art 
cle (“Here Are Advantages, Disadvan 
tages Of Your Job As Distributor Sales 


in your October issue, al 


man,” p IS 
I can say is that the supply house that 
gets “Shorty” Holton, | 

winner and will 


have a not have t 


worry about his making good 
I am reading this article to our m 
just so they won't overlook it, at 
next sales meeting 
Epwin E. Hea! 
President 


Hartheld-Healy Supply C: 


Industrial Distribution 


Industrial supplier in Scotland wants to exchange 


advertising literature with distributors here; manu- 


facturer’s man gives his vie 


tor salesmen; readers praise 


w of calls with distribu- 


“7 Ways,” ask for more 


on selling, send thanks, spoof handwriting experts 





ll bet, will 





“Careers in Industrial Distribution” 


Ed. Note: Eugene F. McCarthy, chairman, the Joint Educational 


Aids Committee of the National 
tributors’ Association, recently sen 
of both associations. 


and Southern Industrial Dis- 
t this letter to the membership 


If you have not gotten your copies yet, do so now. 


PHILADELPHIA, PA 

Have vou made full use of the 
excellent article on our industry pre 
pared by the editors of INDUSTRIAI 
DisTrRiBuTION with the cooperation 
f this Committee? 

Before you answer this question 
review pages 105-112 of ID’s June 
issue. It tell the story of the Indus 
trial Distributor in a 
However, it will 


concise and 
interestmg mannet 
do very little good if it is not read 
yy the people we want its messagc 
to reach 


A sex 


ges will remind you of many wa\ 


ond reading of these cight 
in which ind 
yur industry, can benefit from an 
intelligent distribution of this story 
For more uses of this booklet, refer 
to page 104 of ID for June.’ 

his is a public relations job in 
which we all should participate. Its 
that our 
nd the part it plays in today’s econ 
mv become more 

Additional booklets are yours for 
from InNpusrriALt Dts 
rRIBUTION, 330 West 42nd Street 
New York 36, New York. Don’t 
miss this opportunity to “sell” our 
Write for f 
n Industrial Distribut 


you, your company ; 


ybject is to see industry 


widely known 


the asking 


ndustn vour supply o 


Careet 
’ 


; . 
Aid 


These are ID's suggestions: 

1. Get copies into the hands of 
the student guidance people in your 
local high Take them 
around personally if possible but, 
f not that, drop your H., 3. princi- 
pal or Director of Student Guid- 
ance a letter and enclose reprints. 


school. 


For those of you who are co 
operating in the Business-Education 
Program of The Chamber of Com 

all means avail yourself 
Copies of the booklet for 
distribution 


merce, by 
of some 

3. For those of you who are 
active in Service Clubs, take some 
copies along at the next meeting 
and spread the message of your 
industry 

4. Every salesman is bound to 
have at least a few customers who 
are interested in high school kids 
and in guidance and counseling 
work. Here is a talking point. Show 
them what is being done by your 
industry 

5. And last, but certainly not 
least, this booklet should be read 
by every person working in every 
supply firm. It can be read in the 
magazine, of course, but extra 
copies of the booklet are available 

that evervone can see it 
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Continued on page 10 








Industrial Distribution’s survey of 
distributors reveals that they want, 
among other advantages, the three 
heips shown here from their manu- 
facturers. 


Compare your own reaction with 
the survey. Chances are, you'll 
agree with the vote of your fellow 
distributors. And you’ll have a new 
appreciation of the matchless 


DO YOU WANT THE 


Lunkenheimer policy . . . because 
it of fers distributors the very things 
they want and need. These three 
are only a few of the exclusive fea- 
tures of the Lunkenheimer Plan 
for *‘Distribution through Dis- 


tributors.’ 


’ € ‘ —_ 


Visitors at the Lunkenheimer factory have 
the advantages of detailed product displays 
and sales discussions with Lunkenheimer 


sales executives. 


Distributor sales repre 
sentatives attending con- 
ferences at the Lunken- 
heimer factory observe 
the many rigid testing 
techniques employed. 


BRONZE ° IRON ° STEEL 


i 


ONE 
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DISTRIBUTORS VOTE FOR? 


Sales Training Aids 


A 3% asked for 
0 manufacturers’ schools 


The Lunkenheimer sales achool has held 


training sessions @ n an aver- 


age of four times @ year — every year 

since 1921. Lunkenheimer saleamen and List the 
factory representatives make hundreds used by most 
of talks before sales meetings and thou- ave a ligt 
sands of field calls with distributor men °riginated! 


every year. 


ts j ec 
t nel 
| m and the “Nox. 


The cost of a 
Lunkenheimer V 
alve gets small 
er and smaller 


and small 
' smaller with each passi 
assing year of d 
5 ependable servi 
vice. 


NAME IN VALVES 


IN 
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SUPREME is on the grow! 69. 





Industry has been asking for them. 
Now, after the most exacting on-the- 
job tests, Supreme Products, Inc. 
announce the addition of two new 
large capacity Supreme Brand Chucks 
to their ever-expanding line. They are: 
(1) Model No. 9T3 with 3/16" to 3/4" capacity. 
(2) Model No. 15T33C, 0” to 1/2” capacity 
drill press chuck with ball bearing lock 
collar. 
With these two new chucks, Supreme 
now has a total of 30 separate and 
distinct models for the industrial and 


Supreme 


PRODUCTS, INC. 


2222 So. Calumet Avenue 
Chicago 146, Illinois 


O.E.M. user to choose from. It means 
that the extra performance of Supreme 
is now available to virtually the entire 
metalworking industry. See and try 
Supreme Chucks. Learn why Supreme 
Chucks have become standard equip- 
ment on so many of the products of 
America’s foremost tool manufac- 
turers. 


> %* 


upreme g 


CHUCKS 








You Said It 


Starts on page 








ContrisuTions to your “Letters to 
the Editor” department are we! 
come from all readers. Write on any 
topic you like; we'll publish it and, 
if you do not want to be identihed, 
you can rest assured that we know 
how to keep a secret. 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas 
Let’s have ’em 

Just send your letter to the 
Eprror, Inpustriat DistriBuTION, 
330 West 42nd St., New York 36, 
N. Y . 

The Editors 











Getting Together 


New ENGLAND 

As a manufacturer's representative, 
I enjoyed reading the two-part article 
“It’s Only A Matter Of Getting To 
gether” (Oct., p. 86 

Maybe some of my experiences have 
made me bitter, but I can’t help but 
feel the two distributors cited in this 
story are still very much on the excep 
tional side. I’ve tried some of this 
advance appointments with distributor 
salesmen and their managers. They 
always say, “Well, I get an early start 
Meet me in the store at 8 a. m. and 
we'll hit the road fast.” 

So I'm there at 8, but where’s the 
distributor salesman? He had to take 
the laundry in to town, drive his kids 
to school, or some such meaningless 
excuse—that’s what he says when he 
arrives close to 9. Then he asks me to 
wait a minute, someone he has to see 
in the office for a second, some stock 
he wants to check, catalogs to pick up, 
or some such thing. 

At 10 a. m. 
leave, but he gets an incoming call; 
then it’s time for coffee, so we sit 


we're almost ready to 


awhile. By the time we leave, we drive 
half a mile and it’s time for lunch. 
And nobody gets back from lunch 
before 2, so why rush? 

We make our first call before 3, and 
then it’s too close to + to make any 
so let’s call it a day. By 
that time I’m ready to call it a day 
I've been on pins and needles since 
5 a. m. 

Don’t get me wrong—distributors, 

Continued on page 14) 


more calls, 
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Never Confuse the No.8 MARVEL @ .....ccuvn 


with an ordinary Band Saw a aa 


.-only the MARVEL is Universal 7 Sh wavs te 


mains stationary. 
& Only on a No. 8 MARVEL 


can the saw column be 
instantly indexed and 
locked at any angle from 
45° right to 45° left, and 
the saw then fed thru the 
work at the desired angle 
— without moving the 


‘> Only a No. 8 

MARVEL can 

do all of these 

things: Snip-off a “4” 

rod or cut-off an 18” 
x 18” cross section 


gZ 


Rough to Size and Shape 


. _ 
ro) Only a No. 8 MARVEL has 


the large T-slotted work 
table, with removable quick action 
vise, that permits accurate set-ups 
of work of unrestricted sizes and 
shapes, special fixtures; Etc. 


“Rough Machine’ to size and shape 
with minimun chip waste 


The No. 8 MARVEL is the “busiest tool in the shop”’ wherever 
installed because it is a universal tool—has both the capacity and 
the versatility to handle not only standard sawing jobs but 
innumerable ‘‘trick’’ and convenience jobs as well. More than 
a metal saw, the No. 8 MARVEL is a fine machine tool with 
machine tool features like: Both power and hand feeds; Depth 
Stops; Automatic Blade Tension; Built-in Coolant Pump; Three 
operating speeds (or six with 2-speed motor). Moisture-proof 
electrical controls that conform to both “J.I.C.” and “MACH- 
cut off and shape INE TOOL” electrical standards; Dirt-proof ball bearings, etc. 


Swoctues! Goame. If you cut, machine or fabricate metal, this is a sawing 
machine you should know about. Write for catalog. 


ARMSTRONG-BLUM MFG. CO. - 5700 West Bloomingdale Avenue * Chicago 39, U.S.A. 
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TWO OF THE GREATEST NAMES IN FIRE PROTECTION 
HAVE JOINED FORCES 


PYRENE and C-O-TWO, world-renowned manufacturers of approved fire protection equipment, are now 
unified under the same management to give you the finest and most complete line on the market today... 


built-in fire detecting systems that quickly respond to smoke, heat 
or flame... 

all types of portable fire extinguishers and built-in fire extinguishing 
systems that kill fire fast. . . 


plus an expert fire protection engineering service that gives unbi- 
ased advice on what is best for the particular fire hazard concerned. 


The many benefits resulting from combining the extensive facilities of PYRENE and C-O-TWO make 


handling this top quality, well-rounded line more profitable than ever before. Get complete facts today ! 


: PYRENE-- C-O-TWO 4 


Sqréne) NEWARK 1 + NEW JERSEY (G0-1w0 
Sales and Service in the Principal Cities of United States and Canada » “a 


COMPLETE FIRE PROTECTION 


portable fire extinguishers . built-in fire detecting and fire extinguishing systems 


CARBON DIOXIDE DRY CHEMICAL VAPORIZING LIQUID + SODA-ACID + WATER CHEMICAL FOAM + AIR FOAM 
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Which is the C&Cap ? 


.. all of them 


—ready for fast delivery on time! 


If it’s a cap screw, CleCap makes it. What- 
ever head style or size you want, whether 
you want ferrous or non-ferrous. You can 
get CleCap top-quality fasteners, on time, 
one or a million! 

We're The cap screw specialists—that’s 
why thousands of our customers stick to 
CleCap year after year. They can’t beat 
the quality—and they know by happy 


experience that their friends at CleCap 
gladly knock themselves out to get them 
what they want when they want it. 

That can be pretty important to you. Who 
pays when late deliveries shut down your 
production? ... No fooling—it pays you 
to order your requirements from CleCap. 
You'll like the service you get. 


The Cleveland Cap Screw Company 
2931 East 79th Street * Cleveland 4, Ohio « VUIcan 3-3700 TWX CV42 
Warehouses: Chicago * Philadelphia » New York + Providence + Los Angeles 


NOUBLE 
Originators of the Kaufman ID cess 
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Sell the ROUGH TOP ——_— 
that RATES TOP r 
by Independent Test 3 ——— a a a. 


exceptions, too. But if more houses 


on page 





heeded the suggestions in your 
article, there’d be more business ob 


aden meteor tained by both the distributor sales 


belt which was consis- man and the manufacturer’s salesman 
tently able to move the Yours for more and better calls 
representative cartons up togethe 

an incline in excess of 40°. — 


*Test data on request. 


MANUFACTURER'S REPRESENTATIVE 


“One of the Best” 


Daas, Texas 

| have been reading INpusrrRiat 

Disrripution for quite a few years 

lo my way of thinking, the artick 

entitled ““7 Wavs to Sell More Today’ 

Sept., p. 105) is one of the best that 
| have read for quite some time 

I'he article not only covers various 
types of selling, but it also gives a good 
cross section of activity over the entire 
United States. Plus, of course, the 
fact that it makes worthwhile com 
ments on the general mill supply dis 
tributor and also the specialized supply 
house which covers only a few major 
lines. 

You, and your staff, are to be con 
gratulated on such a worthwhile in 
formative article. 

HERCULES SAFETY GRIP Invinc H. Bucs 


President 


CONVEYOR BE LTING lool Supply & Engineering Co 


GREENFIELD, Mass 


Build sales with the belt that shows it can take the most 
slippery load up the steepest climb. Base your sales 
approach on this fact: in comparative tests with other in your September issue, certainh 
leading makes Quaker Hercules was the only belt to contains a wealth of information in 
carry cartons up an incline of more than 40°. Why? in-casy-to-read form 


The 32-page feature article 
Ways to Sell More Today,” appearing 


Because its rough surface has thousands of rubber tenta- We will appreciate receiving 25 ad 
ditional copies of this article for dis 


cles that securely grip the most slippery materials—and me sari. coc cetienea aga 

because the live rubber construction of its friction side eee 
assures proper traction between belt and pulley. These Chreadwell Tap & Die Co 
facts add up to better performance for customers and Renstsieves. N. } 


better sales for you with Quaker Hercules. We have nated a vety intescstine 
s c article in the September issue of IN 
Belting, Hose, Packing and puSTRIAL DusrrispuTion entitled 
Moulded Rubber of every Ways to Sell More Today.” 


, Since this is the tvpe of information 
construction for every need. . aye” | 
we would like to have for al! of ou 





resale men, we were wondering 


QUAKER RUBBER CORPORATION whether or not reprints were available 
DIVISION OF H. K. PORTER COMPANY, INC, S. B. Wotre, JR 


OF PITTSBURGH Advertising Divisio 


PHILADELPHIA 24, PA. Ingersoll-Rand Compan 


Branches in Principal Cities Continved on page 1$ 
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THE NEW LINK §@ [REP IN CHAIN... 


e c 


a Sa a — 2 ee ee — 


Round, the oldest name in chain, is now linked to Republic 
Steel, producer of the world’s widest range of steels and 
steel products. 

This integration of Round’s chain manufacturing facilities 
with Republic’s experience in producing all types of steels 
assures you of the highest quality chain products. 

Republic will stress service and quality which have been 
characteristic of Round chain products for over 85 years. 
REPUBLIC Round CHAIN is the only chain where quality 
can be controlled from ore to finished product. 

Your orders for REPUBLIC Round CHAIN will be handled 
promptly and efficiently through a central sales organiza- 
tion. Strategic coast-to-coast location of manufacturing 
plants and warehouses assures you of prompt service and 
delivery. 

The Republic Round Chain Division manufactures a com- 
plete line of welded and weldless chain for every industrial, 
farm and home requirement. 


For additional information on sales and service, write: 


REPUBLIC STEEL CORPORATION 
Round Chain Division 


Broadway and Chaincraft Road, Cleveland 5, Ohio 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 


REPUBLIC eo 


J CHAIN 


Other Republic Products include Bolts and Nuts, Sheets, Hot Rolled and Cold Drawn Bars, Steel and Plastic Pipe, Tubing 
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Puts Carborundum Distributors anotier 
big step ahead of competition 


TOOL ROOM 


A COMPLETE LINE OF WHEELS ( S*=yeht, * (Recessed Straight Cup \FoR EVERY TOOL ROOM OPERATION 


Flaring Cup * Dish + Saucer 


... Continually putting more sense in your customer's 
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LOOK FOR THE V40 ON THE 
BRIGHT RED BLOTTER 


EASY TO ORDER! Gui for grit, grade for 
grade, these new wheels match current wheel specifica- 
tions. But—you can prove that V40 Bond Wheels out- 
perform any other tool room wheels your customers 
are now using! 


EASY TO SELL! Powerful CARBORUNDUM mag- 


azine advertising is telling your customers about these 
outstanding new wheels—urging them to call you for 
yet ESSING a demonstration. And a full-color sound movie, packed 
FASTER D with hard-selling facts about V40 Bond Wheels has 
4. be been prepared for you. To arrange a showing to your 
sales force, call your Carborundum District Sales Office. 
The Carborundum Company, Dept. ID 85-410, Niag- 

* ara Falls, New York. 


6-410 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 7 





PNB olaillaye 


> new development 
by SKIL! 


SKIL 


TWO-WAY 
Saw Blade 


... Lasts four times longer than ordinary 
blades...yet never needs resharpening! 


Here is the first real cost-cutting development 
yet made in circular saw blades! The new 
SKIL Two-Way Blade. .. lets your customers 


save three ways: (1) Gives them /fowr times as 


= \ 
——— 
Ss 

—* 


many cuts! (2) Eliminates three to four costly 


REVERSIBLE! Unique tooth de- fesharpenings! (3) Reduces down-time! 


sign cuts either way, gives twice SK w : 
the chat Gay be SKIL Fwo Way Blade is top quality 
versed again and again! throughout: Specially-treated alloy steel, 50° 


harder than ordinary blades. Precision- 
ground, uniformly-set teeth of patented de- 
‘a PY if : S ~~ ; 
. sign. oOpecial no-giare, rust-resistant hinish 

\_ A 
: Constant diameter for uniform cut-depth. All 
i insure controlled cutting performance under 


toughest job conditions ... provide economy 
SELF-HONING! Trailing tooth- 
edges are honed while leading 
edges cut. Always a shorp cutting 


edge ready for instant use! : 
SL 


DISPOSABLE! Four times longer Made only by SKIL cuperctien 
life! Saves on needless resharpen- formerly SKILSAW, Inc 

- ‘ 5033 Elston Avenue, Chicago 30, Ithnors 
ing! Low over-all cost makes dis- 3601 Dundas Street West, Toronto 9. Ontario 


posal practical when worn ovt! 


CONTACT YOUR SKIL WHOLESALER! 


and work features customers go for! 
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You Said It 


Starts on page 





Competition and Fair 
Trade 


Mippie ATLANTI: 
It’s encouraging to see a magazine 
like yours recognize the fact that com 
petitive selling is here. I'm referring 
to that special article you put out a 
little while ago called “7 Ways to Sell 
More Today 
I am wondering now if vou could 
do anything about printing something 
on resale prices and whether or not 
Fair Trade is a good thing for com 
petitive selling 
Maybe some of your readers, either 
distributors or manufacturers, have 


some ideas on this 
D. ¢ 


What Next! 


East Nortu CENTRAI 

[ get a lot out of your magazine but 
sometimes I wish it would make 
up its mind, like for instance the 
irticle about that handwriting expert 
“Graphology Sells Industrial Sup 
plies,” Oct., p. $2). 

One month ID is telling us about 
how we should get on the ball with 
sales analysis, aptitude tests, and all 
the other paraphernalia of scientific 
management. Then along comes thi 
bit on judging salesmen by their hand 
writing 

Now how about an _artick 
crystal-ball gazing or tea-leaf reading 
ind slant it to the sales manager? 

M.G 


Curtain Call 
NorFOLK. \ \ 


We want to thank you very much 
for the very nice article in the Sep 
tember issue regarding our deliver 
policies (“Deliver the Goods I 
Watch the Cost, p 5 

Also, we want to let you know tl 
INDUSTRIAL DISTRIBUTION 
through the hands of many of 
key people and we find it is extreme! 
helpful 

Wma. McCormick PAxtTon 
President 


Paxton Compan 





THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE the complete Maurey 


When you or your customer require dive parts immediately, MULTIPLE 
. V-Drive Line includes 


Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 FUL-GRIP Q-D sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 


MOR-GRIP Mullti-V Belts in all standard 
Maurey assists your selling effort in every way possible, lengths in A, B, C, D and E sections 


providing you with attractive, informative catalogs of proven MOR-GRIP V-Link Belting 
selling power . . . folders, booklets and blotters imprinted in A, B and C sections 
with your name on request . . . live leads produced by Maurey Complete Multiple V-Drive Accessories 


trade paper and direct mail advertising . . . and the 


horsepower, are ready for immediate delivery. 


SALES HELP 


personal assistance of Maurey field engineers. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 


V-Drive Line. Write us today. Hi-Q bushed type and fixed bore type 


cast iron and pressed steel V-Pulleys . . . 
MOR-GRIP FHP V-belts, O, A and B sections 
in all standard lengths . . . 


: manufacturing pharma. te EE 
maurey corporation coders 


2915 South Wabash Avenue, Chicago 16, Illinois Flexible Couplings . . . 


The Complete Multiple and Fractional Horsepower V-Drive Line Complete V-Drive accessories 


Serving Industry Since 1917 . 
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Firet DELTA Dealer 











Delta Tools are always prominently displaye« 
Warner Hardware Co., Delta's first distributo 
R. E. Staska, Warner's Industrial Supply Division Manager says that ‘‘Delta’s day, Warner’s consistently sell more than $100,001 
PI £ 


aggressi v« m rchandising plays a big part in our successful promotion worth of Delta Tvols every vear 














Ctill Growing with Delta 


@ Delta Is Synonymous with 
Warner Hardware in Minneapolis! 


@ Expanding Delta Line 
Brings Ever-Larger Sales! 


Delta’s first Industrial Distributor is today one of the ten largest 
in the nationwide Delta dealer organization! 


Since they bought their first Delta Tool in 1924, Warner Hard- 
ware Co. of Minneapolis has grown steadily and soundly with 
Delta through the years; today the Warner organization con- 
sists of a large Wholesale Division, an Industrial Supply Divi- 
sion, and a Retail Division that includes six retail stores. 


“‘And today,” comments R. E. Staska, Industrial Supply Division 
Manager, ‘‘we’re selling well over $100,000.00 worth of Delta tools 
every year —and still growing. 


“The reasons for this large sales volume are simple,” continues 
Mr. Staska. “Delta tools are tops in quality and dependability, 
and we put our own top effort behind them. 


“Our salesmen are specialists. They know the tools and how to 
sell them. Every man has been factory-trained at the Delta 
School, and is competent to handle everyday problems concern- 
ing Delta machines and their applications. 


An efficient perpetual inventory system a “And, because the Delta line is so complete and so widely ac- 
Warner's big — e — yes weg? —— cepted, and with so many applications, we can afford to spend the 
insures a compiecte SLOCK 0 ella oois am . . ; 

time, effort and money necessary to promote it in new markets. 


accessories for immediate delivery 
‘‘Delta’s aggressive merchandising program—-with constant con- 
sumer advertising, sales aids, catalogs, stuffers and sales building 
packages——plays a big part in our successful promotion. 


‘“‘Actually——through the years—the Delta trademark has become 
synonymous with Warner’s in Minneapolis.” 


The test of time is the best proof, after all, of the consistent selling 
strength of the Delta Power Tool line. While Warner Hardware 
Company was the first, Delta factory-dealer relationships of 20 
years and more are not uncommon. That’s because Delta quality, 
coupled with dealer service of equally high quality, builds ever 
larger and more profitable sales. Delta Power Tool Division, 
Rockwell Manufacturing Company, 634L North Lexington Avenue, 
Pittsburgh 8, Pa. 


DELTA oaualityY POWER TOOLS 


Another Product by Rockwell 
DELTA QUALITY MAKES THE DIFFERENCE 











THE MOST FLEXIBLE of the standard six-strand hoisting ropes is needed 
for this !adle crane—that's Tiger Brand 6 x 43 Filler Wire Rope. A tough 
independent wire rope core resists heat and adds strength. 
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THE MOST WIDELY USED of all 
Tiger Brand Hoisting Ropes is 6 x 25 
Filler Wire Rope, used on this mobile 
yard crane. This rope has high strength 
and good resistance to wear and fatigue 


TIGER BRATIO 


FITS THE JOB! 


WHETHER YOU NEED a wire rope for a ladle crane, 
a yard crane, a skip hoist, a winch, a sling, a guy 
line, or any other job, you will find a Tiger Brand 
Wire Rope that’s especially suited to the job. 

Both the inside and outside of every Tiger Brand 
Wire Rope is made for a particular type of service. 
Take a ladle crane for example. Its hoist rope slaves 
away over a white hot steel furnace day after day. 
A strong, tough, heat resistant core is needed. For 
that reason, Tiger Brand Ropes for this service 
are built with independent wire rope cores. 

These ropes must be flexible too, so the strands 
are formed from a large number of wires. This en- 


ables them to flex and bend easily, repeatedly, with- 
out danger of fatigue failure. 

Other ropes need completely different properties. 
Quite often, a fiber core is preferable to any other 
type. Sometimes the outside wires must be unusu- 
ally heavy gauge to withstand abrasion. And then 
there’s the matter of lay, and preforming, and the 
grade of steel. Every rope job is special. If you are 
ever in doubt about which rope is best for a job, 
about how much service can be expected from a 
rope, about how to increase service, call in a Tiger 
Brand Wire Rope Engineer—he knows the answer. 
Just call your Tiger Brand Distributor. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO - 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEE! EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 


Peru. 
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Now Morse takes another giant 
step ahead .. . this time with ““Vectormatic”’ 
Tap-Thread Grinding ...an entirely new 
process that includes an entirely new method 
of close-tolerance gaging. 


The tap is sized by exclusive Vectormatic 
““Magic-Mike” control. Size control mecha- 
nism and the adjusting segment of the circuit 
are completely locked-in, to insure uniformity. 
In the whole operation, the work is never 
touched by the gaging mechanism, which is 
controlled by an invisible wall of electrons 
activating a series of relays. Control mecha- 


‘ ra 
ce At *Fooe 


Nowy hp 


i 
~ 
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nism is unaffected by voltage fluctuations and 
vibrations. 

That’s why Morse Vectormatic Thread Grind- 
ing is the most precise method in use today .. . 
and why Morse Taps are now, even more 
than ever before, top money-makers for all 
Morse-Franchised Distributors. 


MORSE TWIST DRILL & MACHINE COMPANY 
(Division of VAN NORMAN COMPANY) 


NEW BEDFORD, MASS. - Worehouses in New York, 
Detroit, Chicago, Houston, San Francisco 


MORSE 


Cutting Tools 


buy them by phone from 
your Morse-Franchised Distributor 


and save ordering time 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 





Roll finishing 


ENGINE LATHE BECOMES POLISH- 
ING UNIT by mounting this Ryman 
roll grinder and polisher on the car- 
riage. The machine has two finishing 
positions — one, with the work roll in 
direct contact with the metal for quick 
removal; second, with belt contact as 
shown in photo (left) for polishing. 
Note the fine finish the shaft is getting. 
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There’s a new approach to roll grinding and polishing these days. 
True creative engineering as shown in these Ryman machines, and 
the use of BEHR-MANNING Belts, are solving tough production 
problems. 


Descriptions of the many profit-saving applications of abrasive 
belt grinding involving BEHR-MANNING® Belts, would fill a 
book. The material is on file at your nearest BEHR-MANNING 
Application Clinic, with machines on hand to test time-saving 
methods on samples of your own work. Make a date through your 
local BEHR-MANNING Representative, or write direct te Behr- 
Manning, Troy, N. Y., Dept. ID-11. 


In Canada: Behr-Manning (Canada) Ltd., Brantford. 
For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N. Y., U.S.A. 


HERE IS A SET-UP FOR REAL PRODUCTION in an important steel Plant 
(upper left). The two Ryman machines do a rough and finish polishing job as the 
bars are fed past them, while rotated on rubber covered rollers. The machine is 


equipped with mechanical means of raising the finished bars to the table shown 


at right of the picture. 


BD / A COATED ABRASIVES 
' A PRESSURE-SENSITIVE TAPES 


bitin of NORTON Company 


for the newest in coated abrasives... watch BEHR-/MANMING / 
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Hewitt-Robins 
Franchise 


A Few Territories Are 
Still Open For Our Famous 
Line Of Quality Industrial 
Rubber Products! 


MR. DISTRIBUTOR: 


Hewitt-Robins is looking for a lim- 
ited number of aggressive industrial 
supply distributors to handle our 
expanded line of industrial rubber 
hose and belting in choice franchise 
areas. 

Our Distributor Sales Policy cov- 
ers these important points: 
PRICES scaled both for profit and 
active competition 


SERVICE from local stocks, insuring 
ready availability and rapid delivery 
of heavy selling items 


HEWITT-ROBINS 


EXECUTIVE OFFICES, 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Con- 
veyors * Robins Engineers « Resifoam + FOREIGN 
SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal 
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_ Is looking for 
- Distributors! 


PROTECTION guaranteed against 
competition from us or other 
Hewitt-Robins distributors 


TOP QUALITY design, materials and 
workmanship to meet specific serv- 
ice and operating conditions 


STRONG SALES ASSISTANCE to 
help you sell effectively . . . Classi- 
fied Directory advertising; mag- 
azine advertising; directories, cata- 
logs and registers; promotion broad- 
sides; folders; bulletins and advertis- 
ing reprints. 


* * 


If you are interested in further details, 
write today to Mr. Henry C. Heine, 
Manager of Distributor Sales, Hewitt- 
Robins Incorporated, Stamford, 
Connecticut. 


INCORPORATED 
STAMFORD, CONNECTICUT 


Hewitt-Robins Internationale, Paris, France 
Robins Conveyors (S. A.) Lid., Johannesburg 
EXPORT DEPARTMENT: New York City 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 

















P&H Zip-Lift Electric Hoist 
(Rope Control Model) 
Brand new. Same manevvera- 
bility as the pushbutton control 
model. Rope control equipment 
permits substantial price reduc- 
tion — makes easier sales for 
you. Sales-helps galore on these 
popular hoists. Available in 500 
and 1000 Ib. capacities. Ask to 
see them. 


P&H Zip-Lift Electric Hoist 
(Pushbutton Control) 

This sturdy small hoist is a hot 
item for multiple sales. Some 
large plants use as many as 500 
Zip-Lifts to keep loads moving, 
for positioning work and equip- 
ment. Capacities from 250 Ibs. 
to one ton. In use in many 
diversified industries and insti- 
tutions. 


P&H Hevi-Lift 

Custom-built to your customer's 
specifications. Over 3,000,000 
possible variations of this heavy- 
duty hoist to fit your prospect's 
needs. Easily converted to any 
type mounting; trolley, bolt, or 
lug suspension, hook suspension 
or crosswise. Geared-limit switch 
can be set to suit ceiling dnd 
floor limitations. Available in 
capacities up to 15 tons. 





Savings os Hig 


h as Eight Cents 


per Minute —and you re making sales-sense 
fo your industrial prospects 
HOISTS 


or 





OU can back up that savings statement with 
the name of the Falk Corporation in Milwau- 
kee. That’s where we got the story. 

Back in 1946, Falk engineers installed a P&H 
Zip-Lift in Foundry No. 1. They hung it on an 
overhead trolley, used it for the automatic return 
of wooden patterns coming out of the roll-over 
machine after the sand molds had been made. 
Workmen like the way it speeds operations, call 
it the “merry-go-round.” 

Up until the time this set-up was installed, it 
took four men to move one of these patterns, that 


weigh between 400 and 500 pounds. Today — one 


P&H Hand Chain Hoists P&H Jib Cranes 


There's a whole group of these 
hoists. You can sell spur-geored 
hoists, army-type trolley hoists, 
low-headroom trolley hoists — 
whotever your customer needs. 
Capacities up as high as 25 
tons. Completely fills your line 
of P&H Hoists and accessories 
—you're ready to supply what 
ever your customer needs. 


wren rn ane 


. — 





Eight different models of jib 


cranes, including brocket-type, 


mast-type, and pillar-type. Ca- 
pacities up to 12,000 pounds 
— all of them built for a reach 
of from 8 to 20 feet. Addition 
of this complete line of jib 
cranes to the P&H selection lets 
you sell both the hoist and the 
mounting. Catalog and sales in- 
formation available to help you. 


pots ee eee ==TEAR OUT COUPON AND MAIL TODAY =<«<«««eeeeee 


man, using a Pushbutton Control Zip-Lift, moves 
one pattern 30 feet in 30 seconds. 

We won't give you all the details here, but Falk 
accountants have the savings on this operation 
pegged at more than $10,400 per year . . . about 
8¢ per minute. Operating cost to effect this saving 
... Slightly over 1¢ per minute! 

Sure, we'll be glad to give you the complete 
story on this installation at the Falk Corporation. 
Just ask for it by using the handy coupon below. 
Oh, and by the way, if you're interested in taking 
on the complete P&H Hoist franchise in your area, 


say so. On your letterhead. Today! 


HOISTS 
HARNISCHFEGER 


CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West National Avenue, Milwaukee 46, Wisconsin 


Gentlemen: Please send me the complete, illustrated sales-tool on the Falk 

Corporation. I am also interested in more information on (] P&H Zip-Lift, 

Pushbutton Control, (1) P&H Zip-Lift, Rope Control, []) P&H Hevi-Lift, 
) P&H Hand Chain Hoists, 1] P&H Jib Coanes. 


Name 
Company 
Address. 


City 





All Raybestos-Manhattan 


Distributors and their Customers 


Benefit by... 


A BUSINESS RELATIONSHIP 
THAT “WEARS WELL” 


Complete Line Industrial Rubber Products 


Factory-Field Engineering Service 


Progressive Product Development 


The average relationship between Raybestos-Manhattan and 
the R/M Distributor is of many years standing. Raybestos- 
Manhattan’s record of long, satisfactory association with 
distributors is based on a policy of friendly personalized 
attention to distributor problems . . . and dependability 
of service and delivery over the years. 

Industrial rubber product leaders like Homoflex Hose, 
Condor V-Belts, Condor Compensated Belt, Condor Whip- 
cord Endless Belts, Homocord Conveyor Belts and others, 
provide sound profit advantages to the distributor by giving 
his customers long, trouble-free service on the job. 


Customers get “More Use per Dollar”. As a result, their 
repeat business gives R/M Distributors more sales from 


every dollar of selling effort. 
Strategic Warehousing, Dependable Delivery 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


\@Q 4erF 


Flot Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Mose tndustriol Fire Hose 








Other R/M products include: Industrial Rubber * Fan Belts * Radiator Hose * Brake Linings * Brake Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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CLEVELAND (WWKéE/4Ze4 TOOLS 
° Re TICK) * GF v7 - | ae UnlevlOKOS : Ife coal e Giobs 


These superior tools retain a sharp edge under high tempera- 
tures and have excellent resistance to abrasion. Additional 
tool life and economy result from the use of the best hard- 


ened high speed steel bodies. 


— ut CLEVELAND twist ors co. 


is tt . 
7 hat . 1242 East 49th Street Cleveland 14, Ohio 
in the leading metal- Stockrooms: New York 7 + Detroit 2 + Chicego 6 + Dallas 2+ San Francisco 5 * los Angeles 58 


. £. P. Barr itd 1t d W. 3, England 
working magazines. ite ar - 


Request your copy of 
this descriptive new 
booklet on CLEVELAND 
Carbide Tipped Tools 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 





YOUR CUSTOMERS 
the ADVANTAGES of 
STANDARDIZING on HAYS 


SQUARE HEAD 


“°° §STOPS—VALVES—FITTINGS “" 


Your customers can fill practically all their 
needs for stops, valves, and fittings from one 
source .. . when they select their needs from 
the hundreds of HAYS items for steam, water, 
gas, and chemical lines. They can reduce 
inventory, reduce maintenance costs, and LEVER HANDLE 
make quick replacements when necessary. a. 
The HAYS line is a quality line, built to Aire Ren, Square 
the highest standards of workmanship, by a 
company which has earned its reputation = 
through over eighty years’ experience in te 
undeviating insistence on making only the " 
best possible products. Every stop and valve 
is individually tested before it leaves the ® 
factory. ‘ 
CHECK your HAYS Catalog . . . note the 
ALL IRON STOPS complete line that is available from one GRADUATED 
source. Pare aoc 


BRONZE 3-WAY 
PLUG STOPS 


HAYS MANUFACTURING COMPANY 


General Offices and Factory 


823 West 12th Street, ERIE, PA. 
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THE i 


“100” Package? 


For many years, the National Industrial 
Distributors’ Association has been advo- 
cating the use of decimal packaging. 


Lamson & Sessions again leads the fastener 
packaging parade by becoming the first 
major manufacturer to package stove 
bolts, machine screws and machine screw 
nuts in the “100” unit package for the 
convenience of the distributor. 


F EASY TO ORDER & 


Our decimal dollar and cents monetary 
system has made it easier for people to 
think in terms of 100 units. Hence it’s 
easier to order nuts and bolts when you 
can order by the hundreds, thousands or 
ten thousands. And it’s easier to figure 
what they cost you per unit, too. 


By the same token it's easier to price the 
single units or packages and know pre- 
cisely what percent profit you are getting. 


Distributor salesman and their customers 
invariably talk in terms of decimal quanti- 
ties and most orders are issued on this basis. 
That's why the “100” packaging—and 
only the “100” packaging — makes sense. 


So, make it easy on yourself. Buy all 
your stove bolt, machine screw and 
machine screw nut requirements from 
Lamson & Sessions. We can promise fast 
delivery from stock. 


Yze LAMSON & SESSIONS @. 


1971 West 85th St. Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio « Birmingham ¢ Chicago 
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AIR COMPRESSORS, HOISTS and CYLINDERS 


Costs 
CH il Cpe 


AIR TO DO INNUMERABLE JOBS AT LOWER COST 
WITH A PRECISION-BUILT CURTIS COMPRESSOR 


@ Timken roller main bearings equipped—easy external adjustment. 
Self-oiling—pressure lubricated rod bearings and piston pins. 
Air-cooled—no danger of freeze-ups. 


Tank Mounted Compressors Y% H.P. through 15 H.P. (up to 
78 cu. ft. displacement per minyte) 


Simple Compressors % H.P. through 50 H.P. (up to 300 cu. ft. 
displacement per minute). 


eee eeeeeeeeeeeeeeeeeeeeeeoeeeeeeeee 


LIFT OR LOWER LOADS QUICKLY 
WITH A CURTIS “ALL STEEL” AIR HOIST 


@ Cut costs with these time-saving, work-saving air-powered hoists. 


ee PUSH IT, PULL IT, 
oman LIFT IT, LOWER IT 


WITH A 
CURTIS “ALL STEEL” AIR CYLINDER 


*—~ 


e @ Curtis Bracketed Air Cylinders can work in 
any position from horizontal to vertical. 


@ Delicate control of lifting and lowering speeds. 
@ Cylinders ground and polished on inside diameter. @ Valve is disc type. Returns automatically to 


@ They bring new time-saving ease where lifting, neutral position when operating chains are 
lowering, pulling or pushing is required. released ... and effectively hold the load. 


Get all the facts about cost-cutting Curtis equipment! 


1854 100 ram @ Une OES pneumatic MACHINERY DIVISION 


of Curtis Manufacturing Company 


1911 Kienlen Avenue «+ St. Lovis 20, Mo. 
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Whatever the job... 


automatic 
washers 


washers 


ERMACEL TAPES 


n, New Brun = a 
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For! Worlh 


SCREW CONVEYORS 
AND ACCESSORIES 


[VERTICAL 


OR | HORIZONTAL 








THE MOST COMPACT CONVEYOR 
FOR BULK MATERIALS 


FORT WORTH screw conveyor and vertu- 
cal screw elevators provide the most compact 
means of conveying or elevating bulk ma- 
terials, such as grains, or other free flowing 
products. Space occupied is less than half thac 
of most other types of conveyors. 





Vertical screw elevators are used to lift 
materials up to seventy feet, depending on the 
nature of the product. Initial installation cost 
is low, A minimum amount of upkeep is re- 
quired 


FORT WORTH HELICOID 
SCREW CONVEYOR 


has many advanced features, which 
definitely rate it the outstanding 
conveyor on the market today. All 
sizes up to 16” are cold rolled by 
the Fort Worth process which 
hardens the wearing surface and 


assures longer life. 


COMPONENT PARTS 


necessary to fit practically any in- 
stallation requirement are 
manufactured to highest 
standards and can 

usually be furnished 

from stock. 


Write for 
Catalog 200 


Sie 
~~ 


Investigate the 
FORT WORTH P ——— 
LINE Toda p's WAREHOUSES 
y + CHICAGO + ST. LOUIS + MEMPHIS 
+ HOUSTON + LOS ANGELES +KANSAS CITY 
OTHER + JERSEY CITY + SAN FRANCISCO + ATLANTA 
FORT WORTH 
PRODUCTS 
QD SPROSKETS 
QO SHEAVES 


INDUSTRIAL STEEL & MACHINERY CO. 


FANS 
Dept. 111 3600 McCART ST, FORT WORTH, TEX 
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These WIXON Prccuch 
Lore in Oomand / 


Wherever air hose is used... in construction, mining, quarrying, 
shipbuilding, steel mills, foundries and other industrial plants of 
every description... there is a Dixon coupling especially designed 
to assure tight, leakproof connections in the specific service in- 
volved. Three of these couplings are described below, with their 
companion fitting, the “Boss” Self-Honing Air Valve. Not illus- 
trated are “Boss” and “GJ-Boss’’ Couplings . . . well-known for their 
outstanding strength and safety on all high-pressure air lines. 


You can sell these Dixon Couplings and Valves with complete 
confidence that they will live up to their reputation for unequalled 
quality, efficiency and economy. 


“BOSS” Se/- Honing 

AIR VALVES 

Exceptionally strong and durable, to 
withstand the rough service involved in 
construction and mining, ond to perform 
with equal efficiency on compressors, 
hose lines, pipe lines ond other units re- 
quiring positive, trouble-free air control 
Quick-opening; self-adjusting; full flow; 
no packing required. Male or female ends 


"GJ-BOSS"” AIR HAMMER 
COUPLINGS 


The couplings to recommend for heoviest- 
duty rock drilling operations in construc- 
tion, mining, quarrying. Ground Joint de- 
sign eliminates replocement of worn or 
lost washers 


“AIR KING” Zacch- heting 
AIR HOSE COUPLINGS 


The ideal coupling for compressor and 
air hose connections in outdoor and indoor 
service, and for water, oil and general 
spraying applications. Universal 
type, quickly connected and disconnected. 
Available in malleable iron, cadmium 
plated, and bronze. Sizes Ya" to 1". 


"DIX-LOCK" Zaceh- Af eting 
AIR HOSE COUPLINGS 


For air and pneumatic tools, high pressure 
gos ond hydroulic service. All male and 
female locking ends ore interchangeable, 
regardless of hose or |. P. T. size. Quick, 
snap-lock connecting oction. Streamlined 
design assures nect oppeorance and 
eliminates snagging. Cadmium plated 
steel, or brass, in sizes %", 4%" ond %". 








TO HELP YOU in selling more Dixon products, 


© consistent advertising schedule is maintained 
in leading industrial trade papers, directories, 
etc. Also, envelope stuffers and other direct YYZ é Coupling O, 


moil material, covering most items, are avail- 


able with your imprint GENERAL OFFICES & FACTORY PHILADELPHIA 22 A 


BIRMINGHAM ~- LOS ANGELES - HOUSTON -. DIXON VALVE T TOR 


a ate mPan 
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Compound Interest 


ABRASIVE DISTRIBUTORS 


Month after month, these and other eye-catching Jewel 
Brand advertisements appear in leading industrial pub- 
lications. Seen and remembered by the nation’s biggest 
buyers and users of abrasive products, they help sell 
Jewel Brand Coated Abrasive Belts first for all types of 
finishing. Backed by a complete line of sharper, tougher, 
longer wearing Jewel Brand Abrasive Belts on your 
shelves they can do a job for you, too. Write now for 
complete details on the profitable Jewel Brand franchise. 
See for yourself why more and more saleswise Industrial 
Distributors call Jewel Brand the best brand. Abrasive 
Products Inc., Pearl Street, South Braintree 85, Mass. 
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Thermoid 
Multi-V Belts we 
cut operating costs 


C, Dand E 


There’s a Thermoid V-Belt for every plant application. 
Section Belt 


Every belt is pre-stretched to provide longer service and 
maximum power transmission without slippage. Thermoid 
C, D and E sections are rayon-grommeted for brute 
strength and extra flexibility that withstands repeated 

shock loads. The entire belt is vulcanized into a solid unit 
that resists moisture, abrasion, internal friction and heat... 
assuring longer wear with less maintenance, lower 

operating costs. 


Mr. Distributor: Thermoid “built-for-the-job” 
Multi-V Belts, Hose and Conveyor Belting can help you 
increase your sales to all industries. You can always 
rely on Thermoid service and the complete cooperation 
of experienced Thermoid Sales Engineers with their 
intimate knowledge of industrial rubber problems. 


7 
— & Elevator Belting - Transmission Belting | hermol Rubber Sheet Packings « Molded Products. 
b FHP. & Multipie V-Belts - Wrapped & Molded Hose industrial Brake Linings and Friction Materials 


ar”, 5, ; 





pl a te, 
‘ 


‘ A ‘ t 
Thermoid Company *‘Offices & Factories: Trenton, N. J., Nephi, Utah 





‘Our 150 YEARS of combined CATALOG Exferteuce 
Plus Cooperation of over 7,000 Manufacturers... | 


IS YOURS when you buy your catalog from 


Carl Strasser 


~ 
A 
a 
5 
4 
a 
L 
. 


0 ye 
ar 
yours ©xPerience 
Production 


 WErnZ 


Distributors’ repeat orders confirm, 
“You're in Good Company” when 
you buy your catalog from... 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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New SKIL’ DRILL 


offers great sales-getting features! 


55% 
GREATER 


There are good reasons 
why this new SKIL Drill is POWER! 


big profit news for you. 

First, new sales-making 
features, like those listed 

here . . . second, this SKIL ‘'75”’ 
is backed by a tremendous 
advertising program and 
outstanding product 
promotion to get 

increased volume. 





NEW! A SKIL DRILL EXTRA! 


Model 78—%” in steel and 
¥%” in wood—Ideal for gen- 
eral purpose use; preferred for 
all-around wood boring jobs 
Exceptionally high torque at 
low speed for the tough jobs 
Removable side handle stand 
ard equipment. 











@ Motor 55% more powerful, with 

é tool weight less than ever. 
or more \ @ All anti-friction bearings—for 
i greater efficiency and low mainte- 

SKIL Drill sales, \ o—. 

/ @ Contour-fit handle for easier and 

Ss more comfortable handling. 
sell these features! { Oeijiy-designed tigger lock for 
continuous operation—handy side 





FAR 
EASIER 
HANDLING! 


@ New molded rubber strain relief 
—protects cord against fraying or 
breokage. 

@ Large inspection pictes easily re- 
moved for checking and cleaning. 
@ Convenient chuck key holder on 
cord. 

@ Special high ond low speeds 
available to meet every drilling job 
of your customers. 





and other profitable SKIL products, call your 
nearby SKIL factory branch office or write 


For complete information on New SKIL Drills, SKI 


. ’ 
direct! SKIL solves your customers’ problems! Made only by SKIL Corporation 
formerly SKILSAW, inc 
5033 Elston Avenue, Chicago 30, Iilinors 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 





PORTABLE 


TOOLS 
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lusG PRODUCT ADVANTAGES...... 


Ks 


THE BEST DISTRIBUTOR PROGRAM 
IN THE INDUSTRY 


Here's the gauge line that has important advantages to both 
Customer and Distributor . 


FOR THE CUSTOMER—Dependable gauges with enduring ac- 
curacy —at competitive prices. 


FOR THE DISTRIBUTOR-A pricing structure that assures ad- 
equate profit—-PLUS immediate availability from the world’s 
largest gauge stock. USG makes the most complete line of 
gauges and other pressure sensing and actuating devices in 


the world 


For more information on the USG Distributor Plan, call 
your local USG Sales Office or write United States Gauge, 
Division American Machine and Metals, Inc., Sellersville, Pa. 


; Gauge. Mheadguail 2 


FOR OVER 50 YEARS 


UNITED STATES GAUGE 


United States Gauge, Division of American Machine and Metols, Inc., Sellersville, Penna. 


WHAT THE NEW Pilea 
DISTRIBUTOR PROGRAM 


MEANS TO YOU 


WORLD-WIDE ACCEPTANCE—USG is the 
world’s largest manufacturer of gauges 
and other pressure sensing and actuat- 
ing devices. More original equipment 
manufacturers specify gauges made by 
USG than any other make. 


HIGHEST QUALITY—To insure gauges 
of enduring accuracy and dependabil- 
ity, USG maintains a rigid quality 
control system. This rigid inspection 
system is supported by a Standards 
Laboratory with masters measuring 


from low vacuums to super pressures. 


REALISTIC PRICING-—USG’s facilities are 
economically integrated for large vol- 
ume, quality controlled production, 
permitting better gauges at compet- 
itive prices—with a mark-up that assures 


you adequate profit. 


IMMEDIATE AVAILABILITY—-USG main- 
tains the world’s largest stock of gauges 

over 200,000 standard gauges in a 
wide variety of types, sizes and ranges. 
To economically handle your special 
gauge requirements, USG stocks the 
world’s most complete line of gauge 
components to meet any pressure and 


actuating need. 


ADVERTISING AND MERCHANDISING 
HELP—-Month after month USG pre- 
sells your customers and prospects with 
full page advertisements. Over 6,500,000 
advertising impressions reach your 
customers and prospects annually. All 
advertisements are prepared to direct 


business to you. 
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STANDARD MERCHAN DRIVE PIPE 


"’ 
| {) 


REAMED AND 
DRIFTED 


3,000F & 6,000 
HYDRAULIC 


—S 








= Standard mer- | 
chant and APIi 
<= =e Line couplings (up & 
l= to 2°) are avail- 
a pS able in conven- 
tent cartons, at ne 
extra cost 


AND DISTRIBUTORS 


More thon 23 types of couplings, covering your 
standard requirements, are regularly stocked 
and available for prompt shipment. Special 
couplings fabricated to order. 


Capitol Couplings are made to specifications 
of the Association of American Railroads, the 
American lron and Steel Institute, and the 
American Petroleum Institute, 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS (Sy T 
mr : - = L » 0 
= ; 


MFG. & SUPPLY CO. 
~ COLUMBUS, OHIO 





Sometimes the easy way is the best 


“In buying bolts, as in doing anything else, the simpler you can make it the more time you save. That's 


why we take the easy way of buying all our bolts from Bethlehem. Bethlehem bolts come in a com- 


plete range of types an i sizes, and they have the dependable quality that our people like.” 


BETHLEHEM STEEL ,COMPANY, BETHLEHEM, PA 


On the Pacific past Bethlehem products are sold by Bethlehem Pacific Coast Stee! Corporation. Export Distributor: Bethlehem Stee! Export Corporation 
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RO ant Mills Factory 
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Recognized leadership backed by powerful national advertising A 
complete line of quality products with growing demand Competitive 
prices Liberal discounts. That is the United States Gasket Company 
story that is attracting interest of some of the best and biggest Industrial 


Distributors in America. 


Write Harry Stott, General Sales Manager 


UNITED STATES GASKET COMPANY «+ CAMDEN 1, NEW JERSEY 


TEFLON Jacketed Gaskets « TEFLON Snap-on Gaskets +» Spiral Wound Metal- 
Asbestos Gaskets for flanges and boilers - TEFLON Expansion Joints and 
Flexible Couplings - Braided TeFLon Packing - Braided TeFLONn-Impreg- 
nated Asbestos Packing - Extruded TEFLON Packing - TEFLON Bulk Pack- 
ing « TEFLON sheets, tape, rods, tubing, bars and cylinders. 
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CC 


products 


NEW DISTRIBUTORS 
CLIMB ON 
R-PaC BANDWAGON! 


= HERE’S WHY: 


@ Prominent distributors throughout the country have been added to 
the R-P&C list in the last year. The reasons that prompted these new 
distributors to join R-P&C’s happy family of distributors are identical 
with those which have kept many other R-PaC jobbers on the roster 


for generations. These include: 


Greater Profit with a Complete Line 
Illustrated here is but a sma!! sample 
of the complete R-P&C line—which 
includes gate, globe, angle and check 
valves in all standard materials in a 
wide range of sizes and pressure 
classes. Bar stock valves, asbestos 
packed cocks, Lubrotite gate valves, 
cast steel fittings and other specialties 
round out the line. 

The completeness of the line gives 
R-PaC jobbers extra profit possi- 
bilities—allows them to bid on, and 
get, a big share of all the valve busi- 
ness in their territories. 


R-Pac is Easier to Sell 

For over 84 years, R-PaC has been 
building quality valves and customer 
preference. R-P&C’s reputation for 
quality makes selling their products 
easier—simplifies the jobbers’ mar- 
keting operation. 


All these Sales Helps 


R-Pa&C jobbers get the benefits of a 
complete roster of sales aids unsur- 
passed in the valve industry. Inten- 
sive advertising in industrial publi- 
cations (usually two-page spreads), 
catalogs, literature, a quarterly house 
organ, wall charts, selector slide rules, 
trade shows—all increase the selling 
effort behind R-P&C Valves. A qual- 
ified staff of valve sales engineers 
gives jobbers technical assistance on 
major projects—helps them sell the 
big orders. 


Easy to Stock and Ship 

Unit packaging of R-P&C valves 
keeps stocks neat and cuts down 
handling time. 

You too can join our happy family 
of R-PaC distributors and partici- 
pate in the above advantages. As a 
first step, write for details. 


R-PaC Valve Division 


AgCO 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 


R-P:C 
valves 


Houston, New York, Philadelphia, Pittsburgh, San Francisco, 


react 
mean 


Asbestos-packed cocks, aon 
R-P&C exclusive, are furnished in iron 
in sizes from 4" to 6” with screwed 
or flanged ends. 


? 





Bridgeport, Conn. 


Cast steel fittings, ells, tees, lat- 
erals, crosses, reducers—screwed or 
flanged ends. Furnished in a wide 
variety of sizes up to 24”, in pressure 
classes from 150 to 2500 Ibs. 





Pressure sealed bonnet joint 
cast steel valves are furnished in 
gate valve and globe valve sty!es in 
900 Ib., 1500 Ib., and 2500 Ib. 


pressure classes. 


Lubrotite Gate Valves, exclusive 
with R-P&C, provide a patented lu- 
bricant seal which gives positive shut- 
off, retards corrosion, reduces main- 
tenance. Furnished in iron, iron with 
bronze trim, cast steel with stainless 
trim, in sizes from 2” to 24”. 


Bar stock valves ore precision 
machined from highest quality 
bronze, carbon steel, or alloy steel 
bar stock. Working pressures for car- 
bon steel range from 10,000 Ibs. at 
150°F to 475 Ibs. at 1,000°F. Sizes 
from Ye” to 1”. 





“2 7am? seme ae 


ee ee | 





DUTCH BRAND 
‘COLOR TAPE 


8 coLors 


Red « Yellow ¢ Green « Blue 
Gold ¢ Silver ¢ Black © White 


4 wiprtnHs 


o ti 6 a 1 


wi 


BETTER FOR ELECTRICAL INSULATING, INDEXING, COLOR CODING 


Here’s a newline of tapes that your customers will use wherever 
color can help them with indexing, holding, splicing, reinforc- 
ing operations. They’re UL listed. This fact alone suggests many, 
many uses in this day of complex colored-wire electronic 


assemblies. Their remarkable qualities are listed below. color coding clecirle wiring 


Ever-increasing sales are certain to follow your introduction re 
of this great line of DUTCH BRAND Vinyl COLOR TAPES. ; The Tape 
Developed through research to give usefulness and fine ap- with a 


| =-—~ 
A 7 a 
pearance not formerly available. me 4 Thousand | 

Uses charts and graphs 





Let DUTCH BRAND Viny! COLOR TAPES make an attractive 
profit for you. 


\ | %: uly 
. a! ‘| 
—— 


“7 


Tensile Strength —15 Ibs. per inch width < using | dies tata 
Dielectric Strength— 1000 volts per mil of thickness 
Thickness—0.006" Length—36 yards 


Moisture Vapor Transmission Rate—1ess thon 3 | D UTC H B R A N 
i P R 


EXCELLENT DISTRIBUTOR PLAN oO D U eh 


e FA } “9 ‘van CLEEF BFS inc BOtvistow 
' 7890 WOOCOLAWN AvEnut ” aad 
. ‘ 
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Solid wedge, inside screw 


rising stem 


; 4 ay? t — 


ET oe ye = 


=e 
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Split wedge, inside screw, Solid wedge, 
rising stem non-rising stem 


Se eae I 


eS SE Pt I 


... we've added 125 and 150 Ib. bronze gate 
valves to our union bonnet line 


WORKING PRESSURES 


125 Ib. W. S. P. 400° F 
150 Ib, W.S. P, 400° F, 


ALVES 
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Success of our 200 Ib. line of union bonnet bronze gate 
valves necessitates expansion of the line to include 125 Ib. 
and 150 Ib. classes. Sizes range from 4 to 2 inches. 


NOTE THESE ENGINEERING FEATURES: 

This line has a flat seat on the bonnet which mates against 
the body, providing adequate bearing area for sealing. 

Tight bonnet joint, but easy access to interior for inspec- 
tion and service. 

Full ports permit unobstructed flow. 

Back-seating arrangement permits repacking while under 
pressure. 

Split wedge has ball in socket contact ... permits wedge 
to adjust itself to seat. 

Slip-on type “T” head stem-to-wedge connection. 

Lug-type hexes make valves compact and provide a better 
wrench-gripping surface. 

To learn more about this expanding line of valves, write 
for our Union Bonnet Bronze Gate Valve Catalog Folder. 


THE OHIO INJECTOR COMPANY ¢ WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON 





THERE'S A FLEXLOC LOCKNUT TO REPLACE ANY ORDI- they like to test samples. Be sure to suggest it to them, 
NARY NUT. More and more engineers, designers and produc- FLEXLOCs are continually proving their worth as lock and 
F stop nuts in such widely diversified applications as buses, 


tion men are finding FLEX! S pay dividends in original 


equipment and for aintenance work. You can reap a cranes, trucks, textile machinery, locomotives, pumps and 


harvest of profits by itacting these men—they’'re all open washing machines. Regular height from #4 to 2”, thin type 
to suggestions for the u of better fasteners to hold their from +6 to 114”, clinch type from #4 to 4”. All are self- 


products and production lipment together. Incidentally, locking, all one piece and all-metal 


WHAT’S NEW WITH FLEXLOC 


News that helps you sell 


HERE'S A FLEXLOC SALES AID TO HELP YOU SELL 
THESE NUTS. “Things to talk about when selling 
Fiextoc Self-Locking Nuts” is an abbreviated course 
in product sales points. It gives a fast, easy refresher 
course in the FLextocs mentioned above. Take five 
minutes to read it and you're ready to answer most 
questions about FLexLocs. These pocket-size booklets 
are available for your salesmen to take on their calls. 
Write Flexloc Locknut Division, STANDARD Pressep 
Steer Co., Jenkintown 13, Pa. 


FLEXLOC LOCKNUT DIVISION 


JENKINTOWN PENNSYLVANIA 
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THIS TOOLROOM IS A SELLING TOOL, TOO. You can’t control 
quality without a good toolroom containing all the latest and most 
modern equipment. There are many larger toolrooms than that at 
SPS; many have more equipment. But none are better. The SPS 
toolroom is a completely self-contained area. It has its own individual 


locker room, washroom and toilet facilities, heat treating, tool stores, 
etc. We don’t want the highest paid personnel in the plant walking 
too far for the things they need and use. We think that this group is 
important to us and to you because they-provide the quality in 
UNBRAKO products that makes it easier to sell this line 


WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


PRECISION PLATING HELPS SELL SPS PRODUCTS, TOO. At one 
time SPS had its plating done by outside suppliers. Now it does 
its own. We've recently completed a booklet on this department. 
You'll want copies for your salesmen, naturally. And you'll want 
an 8-page section from the book for wide distribution among 


INDUSTRIAL DISTRIBUTION ¢ 


your prospects and customers. It points out some curious and 
plain facts about maintaining accurate thread fits in plating 
screws which will help you sell UNsRakos. For your supply, 
write Unbrako Socket Screw Division, STANDARD PRESSED 


Street Co., Jenkintown 13, Pa. 
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MAN-OF-THE-MONTH 


John N. Sherman, formerly manager of Quality 
Control at SPS, has been made Manager of Tooling 
& Quality. Sherman joined SPS in 1940 as a screw 
machine operator and progressively advanced to 
set-up man, group leader and foreman. In 1949 he was 
largely instrumental in setting up an integrated, plant- 
wide program of quality control, thus pioneering in 
this field. He was born in Philadelphia and studied at 
Gettysburg College, Temple University, and the 
University of Connecticut, 


HERE'S A SEL-LOK SALES TOOL YOU'VE BEEN ASK- 
ING FOR—all the facts about Set-Lox Spring Pins. 
Gives valuable information that your salesmen can 
use during a call, is designed as a self-mailer to permit 
you to circularize your prospects, can be used as a 
give-away after a call or at local trade shows. You'll 
want quantities, of course. Give imprint and delivery 
instructions. Sel-Lok Spring Pin Division, 
STANDARD Pressep Steet Co., Jenkintown 13, Pa. 


UNBRAKO SOCKET SCREW DIVISION 


PENNSYLVANIA 


JENKINTOWN 


HOW TO SELL MORE UNBRAKOS AND MAKE MORE MONEY. George Gade, 
vice president in charge of sales, addresses a session of the SPS Sales Training 
Program. This 3-day refresher course for distributors’ salesmen is packed full 
of data that can help you sell more profitably. It is a mixture of classroom 
instruction, sales and technical information and demonstrations, and plant tours. 
If you haven't received all the facts about this down-to-earth program, we'll be 
glad to send a folder about it. Be sure to get enough copies for all your salesmen. 
They'll approve the opportunity to make more money for you and themselves 


SELF-LOCKING SOCKET SET SCREWS FOR PULP CLASSIFIER. An Unerako 
Knurled Cup Point keeps the screen in position on the shaft of this unit. If it 
slips, the test is washed up, must be repeated. The company selected an UNBRAKO 
because it won't work loose. More about the holding power of an UNBRAKO 
Knuried Cup Point Set Screw is told in SPS News, a description of the tests 
run at the ASTE show. You'll want quantities of this piece. 
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ie. ‘ ~ : 


GET IN ON THE GROUND FLOOR. Good plant layouts are planned buyer in the plant, and getting him to send you to the pliant 
in advance. It's mighty smart selling and profitable to ferret out layout men. If you tell them the Hallowell story and help write 
plans for plant expansion and modernization early. Once you have the specifications, it’s a cinch that you'll get a good order for 
the lead it's a matter of setting your course, contacting the Hallowell Shop Equipment. 


WHAT’S NEW WITH HALLOWELL 
News that helps you sell 














MAKING A MAILING? Form 839A catalogs the 
complete Hallowell line. All you have to do is 
address, stamp and mail it. We'll be glad to im- 
print as many of these effective self-mailers as you 
may need. Just let us know the quantity and give 
us imprint instructions. We'll handle all the de- 
tails promptly. 


NEW SHELVING SALES AIDS READY. Form 2045 gives complete specifications for HALLOWELL SHOP EQUIPMENT DIVISION 


shelving components. Form 1337 gives complete pricing information. Quantities for 
handout or mailing to your prospects and customers are yours for the asking. Send 
your request to Hallowell Shop Equipment Division, STANDARD Pressep Stert Co., 
Jenkintown 13. Pa JENKINTOWN Mi PENNSYLVAN‘'A 
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the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 


are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel —famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available fez all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 
ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. iD 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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YOU CAN PICK 


’ U.S. RUBBER 


core FOR 

Restaurants Banks 
Stores Libraries 
Theatres Schools 
Night Clubs Churches 
Apartment Houses Hospitals 
Office Buildings Auditoriums 
Hotels Ships 
Clubs 


U.S. Royalite® perforated and corrugated mats and 
matting, and U.S. Geometric Roll Matting are the ideal 
floor covers. They are loaded with strong selling features, 
packed with profit-pulling points. For example: 


@ Rich colors and designs @ Noiseless to walk on 
e Cleaner, more sanitary @ Can be furnished with any 


U.S. Geometric @ Tough, durable identification desired 


Roll Matting 
U.S. Stair treads are available in a variety of lengths and 


are made to withstand rugged conditions. 


For full information contact any of our 27 District 
Sales Offices, or write to address below. 


“U.S.” Research perfects it. 
“U.S.” Production builds it. 
U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 

Hose ¢ Belting + Expansion Joints + Rubber-to-metal Products + Oil Field Specialties + Plastic Pipe and Fittings + Grinding Wheels + Packings + Tapes 

Meided ind Extruded Rubber and Plastic Products + Protective Linings sud Coatings « Conductive Rubber * Adaesives « Roll Coverings «+ Mats and Matting 
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STANDARD for 
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ee Red Shield sahil: 


i STANDARDIZE WITH STANDARD. The profitable line to represent..Com- 
plete, nationally recognized for top quality. Promoted, accepted 
N ilceltleoti Mule iis ae-lela ttl ob Miclaielamels)s)laclileuni-la/ia-Maclelio lemaelelin 


STANDARD TOOL (“0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 
; ‘ 





FACTORY BRANCHES IN: NEW YORK ° DETROIT © CHICAGO « DALLAS © SAN FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores Special Tools 


Geared to Meet the Need for Speed 


That's why STANLEY ELECTRIC TOOLS are a profitable line to sell. 











No. 230 Series 











Soll 


BENCH GRIND- 
ERS! Sturdy, smooth- 
running, ball-bearing 
grinders designed in six 
sizes.. Every shop is a 
potential customer for 
these durable, heavy- 
duty tools. 


— 
DRILLS! Rugged — 


accurate — powerful — 
complete — from the 
1” Mighty Midget to 
the 1)” largest of the 
line. Stanley Electric 
Drills are built to serve 
— and built to sell! 























No. U216 








ae 
PLANES! Power 


planes with spiral cut- 
ters up to 244” wide and 
3/16” deep — with or 
across the grain. 


all 
INISHEARS! The 


modern cutter that’s re- 
placing snips wherever 
steel and brass cutting is 
done. Stanley line con- 
sists of six portable mod- 
els cutting 18 to 6 gauge, 
and three stationary 
models for 10 and 14 


gauge. 


eee 
VERSATILE! The 


Router is standard 
equipment in every 
woodworking shop. Fine 
for non-ferrous metals, 
too. Complete line of 
routers *4 HP to 3 HP. 
Accessories available. 


ES 
GRINDERS! Four 
different sizes light 
enough for hand-grind- 
ing; 2 can be mounted 
and used as stationary 
grinders. Sure-fire 
sellers 
































ar - 
DISC SANDERS and 


grinders — electric ham- 
mer — electric screw- 
drivers! The Staniey 
Electric Tool Line is 
complete — geared to 
today's needs! 





POWER SAWS! 
NEW 7” builders saw 
(W70) makes every cut 
used in modern building. 
Protected against blade 
freezing and motor burn- 
out. Other sizes and 
models available. 





1a” 


= 














fine Electric Tools with absolute 


This Line’s Complete! ccutibon. 





[ STANLEY ] «: s 





For virtually every Stanley Elec- A directory of Stanley Service Sta- 


tric Tool indicated above, there isa tions is packed with each tool. For e 
full line of attachments. And each complete information, write to Pte, bole 
i j ’s rigi Stanley Electric Tools, 412 Myrtle 


tool is built to Stanley's rigid stand- 
ard of quality—quality known the Street, New Britain, Conn. Ask for 
world over. You can sel] this line of Catalog 12. 
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A Division of The Stanley Works 
HARDWARE + TOOLS + STEEL STRAPPING + STEEL 





announcing... 


the Goulds Fig. 3305 
two-stage, opposed im- 
peller pump for clear 
liquids. 5 sizes. Capaci- 
ties to 1200 GPM. Heads 
to 1000 ft. 


This new Goulds pump offers you 5 specific 
operating and maintenance advantages .. . 


To reduce your liquid-handling costs 
through greater standardization, easier 
maintenance, and improved operating 
characteristics, Goulds engineers have 
developed the new Goulds Fig. 3305 two- 
stage, opposed impeller centrifugal 
pump. Here are the highlights—the re- 
sult of 50 years concentration on indus- 
try’s centrifugal pump needs. 


High operating efficiency, 
low maintenance cost 


The Fig. 3305 pump combines the seven 
features indicated on the sectional draw- 
ing below to contribute a qu ility of de- 
pendable service which adds up to true 
operating and maintenance economy 


o 2 


@ Tefion water-seal rings. 

2) Stainless steel impeller key. 

3] Bearing housing sealed against mois- 
ture and dirt. 

© Cowl-type glands suitable for use with 
quenching liquids. 
Renewable stuffing box bushings. 
Die-formed stuffing box packing 
Corrosion-resistant gland bolts 


2 Reduces your spare parts inventory 


Only two shaft and rotating parts assem- 
blies provide for 5 pump sizes and 10 
pump combinations. This means a re- 
markable range of parts interchange- 
ability which you will find detailed on 
page 7 of the descriptive bulletin. 
Furthermore, most of the components 
of the Fig. 3305 shaft and rotating as- 
semblies are interchangeable in the Fig. 
3405 single-stage, double-suction pump 
which has won industry-wide acceptance 
in the year since it was introduced. 

This high degree of standardization 
helps materially to reduce spare parts 
inventories. It also gives you great flexi- 
bility in adapting your Fig. 3305 pump 
to changing field requirements. 


3 Saves space 


The short bearing span of Fig. 3305 
pumps means -considerable saving in 
floor space—as much as 50% in some 
comparisons with conventional designs 
of comparable capacity and head. 


4 Stuffing box to match your 
requirements 


You can choose either a conventional 
stuffing box with gland or a mechanical 
seal, according to your need. And you 
can easily change from one to the other 
at any time. 


5 Simple to change rotation 


A patented locking device makes it easy 
to change the rotation of this pump from 
right-hand to left-hand or vice versa in 
the field and without additional parts. 

Before you select another pump for 
handling clear liquids at rates up to 1200 
cpm and heads to 1000 ft., be sure you 
have the detailed cost-advantage story 
of Goulds new Fig. 3305 pump. We'll 
send you descriptive bulletin— promptly 
on request, 


Get the complete story —This 12-page illustrated Bulle- 


MEMBER 
‘a pletely 


tin No. 722.6, covers the new Goulds Fig. 3305 ~~ com- 
It gives specifications, interchangeabili 


ty tables, 


performance curves, dimensions. 


ud: 


PUMPS INC. 


Seneca Falls 
Hew York 


4TLANTA «+ BOSTON + CHICAGO « HOUSTON + NEW YORK «+ PHILADELPHIA «+ PITTSBURCH «+ TULSA 
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Regular slimline, left, gives 620 units of light. New High Output Rapid Start lamp, right, gives 840 units of light. 


NEW GENERAL ELECTRIC FLUORESCENT 


LAMP GIVES '/3 MORE LIGHT 
THAN ANY PREVIOUS FLUORESCENT 


LIGHTS ALMOST INSTANTLY— General Electric announces 
the most important advance in fluorescent lighting in 10 
years: the new High Output Rapid Start fluorescent lamp. 
The 96-inch High Output lamp gives 36% more light 
than the most powerful G-E fluorescent lamp previously 
available. 

For new installations, General Electric High Output 
lamps offer this “ bonus of light without increasing the 
number of fixtures or maintenance costs. 

This big increase in light, with no increase in lamp size, 
has been achieved through a special cathode developed by 
General Electric which permits a boost in lamp wattage to 
100. Because the cathode is of the famous General Electric 
triple coil design, these Rapid Start lamps light up almost 
instantly. General Electric High Output lamps have a rated 


life of 7,500 hours, the same as all General Electric genera 
lighting fluorescent lamps. 

A new G-E base and socket design protects the lamp 
contacts by recessing them. A simple push-pull sets the lamp 
in its fixtures. 

HAS VARIETY OF USES 

The new General Electric High Output fluorescent 
lamp is especially suited for use in areas with high ceilings, 
in factories, warehouses, offices and stores. Also in store 
windows, showcases and other places where you want higher 
lighting levels in keeping with the modern trend. New 
fixtures designed for the G-E High Output lamp will soon 
be available from a number of lighting fixture manufacturers. 

For information, write to Lamp Division, General Electric 
Company, Dept. 166-ID-11, Nela Park, Cleveland 12, O. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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You're always 
with HARPER/FASTENINGS 


Greater Earnings— Y ou profit two 
ways when you stock and sell 
Harper Fastenings 
industry's growing demand for 
corrosion-resistant fastenings— 
pioneered by Harper. And, to this 
sales volume, add your higher 


There's 


margin On superior stainless steel 
and non-ferrous fastenings. 


A Complete Line—To meet your 
customers’ toughest requirements, 
Harper produces a broad line— 
over 7,000 different items are 
available from stock. You can 
obtain bolts, nuts, screws, wash- 
ers, rivets and other fastenings 
promptly—in all types, sizes and 
corrosion-resistant metals. 


Established Leadership— Harper 
is the world’s largest exclusive 
producer of corrosion-resistant 
fastenings. A third of a century of 
metallurgical and engineering ex- 
perience—plus the latest manufac- 
turing techniques—assure your 
customers the finest in fastenings 
when you sell Harper. 


FOR FURTHER INFORMATION, MAIL THE COUPON. 
CATALOG AND LATEST DISCOUNT SHEET WILL BE SENT WITHOUT OBLIGATION. 


¢ BRASS e MONEL 
The H. M. Harper Company 
8219 Lehigh Avenue 


Morton Grove, Illinois 


e NAVAL 
BRONZE 


e NICKEL 


HARPER 


EVERLASTING FASTENINGS 


« COPPER 


Please send me: 


e SILICON 0 Catalog 


BRONZE 


O Distributor’s Discount Sheet 
e ALUMINUM 


e ALL STAINLESS STEELS Company 
Address 
SPECIALISTS IN ALL CORROSION-RESISTANT FASTENINGS City... 


-«» Male... 
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ONE stock 


G p- Mast , 


plate sprocket 


Cullman finished fixed bore sprockets include standard 
keyway and setscrew 


i 
- 


~ 


Exploded view ih tes The same Grip-Master 
the simpli: bushings are used in 


Grip-Master sprockets flexible couplings 


For the ful! story 


fits FOUR kinds 


of hubs 
in different 


bore sizes 


i 4. 
Gas 4 
(ae 4- 


Or reverse the process and 
one hub fits up to 75 different 
stock Grip-Master plate sprockets. 
Complete with keyways and set 
screws the Grip-Master sprocket line elimi 
nates alterations—increases “over-the-counter” 
sales. And replacement costs are way down 
since only a plate sprocket is required 
In the smaller sizes Grip-Master tapered 
bushing and “‘fixed-bore’”’ sprockets fill out the 
line—offer the same advantages 
In addition, you’re backed up by “‘across 
the-board”’ inventories of stock sprockets 
plus roller and conveyor chains for any need. 
Take advantage of the complete Cullman 
power transmission line and sell quality that 
will reflect in long service life, repeat sales and 
more profits for yourself 


on the Cullman Grip 


Master power transmission ling—roller 


choins, ss 


»ckets and flexible couplings 


USE THIS HUB 
FOR WELDING 


POWER TRANSMISSION 
ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVE AND DISTRIBUTORS IN ALL PRINCIPAL CITIE 
CULLMAN WHEEL COMPANY, 13947 ALTGELD STREET CHICAGO 14, ILLINOIS 
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te direct for Bulletin =—184, or see 


s| Cullman Distributor 


tert SS 
10403.A 





Through specialization, Card is 
better prepared to fulfill your most 
exacting threading requirements. 


TAPS by CARD 


Completely stocked offices at Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco and Seattle 
See your local Card distributor for prompt deliveries and helpful service 


S$. W. CARD MANUFACTURING CO., MANSFIELD, MASS. * D/\V'S 1 OF UNION TWIST DRILL TAPS * DIES *SCREW PLATES 
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Advertisements like 

this one appear 
regularly in 

MILL AND FACTORY 
MACHINERY 

AMERICAN MACHINIST 
CANADIAN MACHINERY 
MODERN MACHINE SHOP 
TOOL ENGINEER 


Every Jacobs 
Advertisement Features 


the Industrial Supply 


Distributor’s Service 


Another Ad for YOU 


The Jacobs Chuck ad shown here is one of a series appearing regularly in 
industrial magazines. This series directs customers to you . . . helps make 
your selling easier. When you talk about Jacobs Chucks, your customers 
know you're talking about the world’s most famous chucks. The Jacobs 
Manufacturing Company, West Hartford 10, Connecticut. 


vivs a JACOBS 


IT HOLDS... Business for You 
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Simonds Branch Office- 


SIMONDS aifftovm 








ALL CHART! 


including 
of Stock 


the nearest 


| SASetui ee 


DIE STEEL 


IMMEDIATE BELIVERY 
REAGY.TO-.USE 


3-3+3-3-33 ed 


ff 


(eT 


iZ\eo 
if 


8+*3-3-3-F-53-00§ 


ie 
Pmds-00 PS \scaeed-5+3-F~a7 enh 
BSbeeF-3+F-F~57-00 8 


fs|m 


WIDEST SELECTION OF STOCK SIZES EVER OFFERED! 


~~ 


SIMON 


ground tool and die steel. . 


Now you can get HUNDREDS OF NEW STOCK sIzEs of Simonds high-grade, precision- 
. sizes that save more time and money .. . sizes that 


formerly were special but now are available from stock at regular prices. Now 
you can offer “1001 sizes for 1001 uses”... with a choice of OIL or 


AIR Hardening type steel in 18” and 36” lengths. 


OIL HARDENING TYPE — Non-deforming, 
spheroidize-annealed for best machinability 
and consistently uniform hardenability — 
from Simonds’ own steel mill. Extra-smooth 
finish with all decarburization and surface 
defects removed. Wide hardening range. 
Individually packaged (18” and 36” lengths) 
with simplified heat treating instructions. 


DS 


SAW AND STEEL CO. | 


FITCHBURG, MASS. 


Factory Branches in Boston, Chicago, San Francisco and Portland, Oregon 


Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y. 


AIR HARDENING TYPE — Non-deforming, 
spheroidize-annealed, 5% chrome — more 
wear-resistani yet easy to machine and heat 
treat with uniformly excellent results — 
another product of Simonds steel mill. De- 
carburization and surface defects removed. 
Wide hardening range. Individually pack- 
aged with heat treating instructions. 


IE STEEL 


Canadian Factory in Montreal, Que. 


Simonds Abrasive Co., Phile., Po., and Arvida, Que., Coneda 
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in TUBING TOOLS 


Once your customers find out how quality tubing tools get 
jobs done better, faster and with greater satisfaction, they're HI-DUTY” TUBE CUTTER 


never satished with anything less 

That is why Imperial Tubing Tools — industry's most com- Features free wheeling ball-bear- 

' anom. Ro action and ent feed mech- 
Roller type with flare cut- 

The market is large. And remember, the sale of tubing tools off groove. Retractable reamer. 

lead i alin of euiine . eho ( : 1] No. 274-# for 1/8” to |” O.D. tub- 

ead to the sale of tubing and tube fittings as well. ing, Other Other models for sizes to 

2-1/4". Also sawing vises. 


plete line — are the most widely used tubing tools today. 


ROL-AIR” FLARING TOOL GEAR TYPE BENDERS LEVER TYPE TUBE BENDERS 


; ; Will bend any hind of tubing Form neat accurate bends to 
is collnenatty basnities Rameee including hard copper and heavy short radius — any angle up to 
high polish. Does not mar tubing. Also pipe. — =~ pe x —<¥.- a ee pom 
Ne. $00-" flares 3/16", 1/4”, ratio makes ibra positioned any- 
$/16”, 3/8", 1/2”, 5/8” O.D. Tub- 270-# Individual alee - where on tubing. Neo. 364-F In- 


, 3/16", 1/4", 5/16", 3/8”, 1/2”, dividual benders for 3/16”, 1/4”, 
ing. Also other models for mak oe Tubing. 3/8” 5/16”, 3/8", 1/2”, 5/8”, OD. 


ms 45° and 37° single and double 5/8”, 3/4 OD. T Tubing. Ne. 362-FA Bends both 


= 5/8” and 3/4” O.D. Ne. 350-F 
Bends all sizes from 1/8” to 3/4” 
After flare is O.D. 

: a lost-mo- 
tion - mechanism 
automatically Poe flaring larger sizes of tub- 
causes faceted easy and simple No. 203-FS 
cone to burnish ares 3/8” 7/8", 1-1/8” O.D. Tub. 
flare. Has latest type, quick slip-on- 
ec. Swivel cone. Ne. 103-F5 


Flare is rolled flares 3/4”, 7/8” and 1” O.D. 


die block 
so that wall 
thickness is 


SS FLARING TOOLS erie for Cotes 


for Larger Sizes me ie 
ons grr 9 line covering 





Imperial’s com- 


THE IMPERIAL BRASS MFG. CO. plete line of tub 
511 South Racine Ave., Chicago 7, Ill. ing tools 
in Canede: 334 Lauder Ave., Torente, Ontorio 


EME PERIAL toes tc rs stu wine 1 
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ae nouncing 


M0 MILLING CUTTERS 
aud END MILLS © 
éy Butterfield 


With the addition of Milling Cutters 
and End Mills, Butterfield now offers 
a fuli line of metal cutting tools. 
Milling Cutters and End Mills are made 
to the same exacting standards of 
dependability and extra performance 
which mark Butterfield's Taps, Dies, 
Drills, Reamers, Counterbores, and 
Screw Plates. 


PA 
uN Twis*y?T seeds 


BUTTERFIELD D 


Saas Y tae, VERMONT, 


TAPS - DIES - DRILLS - REAMERS - COUNTERBORES - SCREW PLATES - MILLING CUTTERS . END MILLS 


Butterfield builds business fer you with advertisements like 


this uppecring in the leading Metol-Werkin ublications. 





~ NEW! 


10 key features in a brilliant new design 


the Ahlberg ‘‘ SP”’ 


PILLOW BLOCK 


: Good news for bearing users! The new SP 
6.) combines all modern pillow block features to give 
you finer performance . . . longer life 
... greater economy! 


. Grease fitting for 6. Eccentric type shaft lock 


lubricati 
mena 7. Maximum size balls 
. Pre-lubricated bearings for greater capacity 


3. Generous lubricant . Equal load distribution 
reservoir for longer life 


4. Fully self-aligning . Strong, rigid housing 


. Dirt-proof, leak-proof . Elongated bolt holes 
flinger type seal for interchangeability 


Write 
for catalog 
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Why all the excitement about 


PLASTIC PIPE? 


It’s Highly Resistant to Corrosion 


a 


Think what this can mean to those 
concerned with disposing of industrial 
wastes, sewage and other fluids—in fact, 
all customers with a corrosion problem. 
Both Republic Semi-Rigid, made of 
butyrate, and Republic Flexible, made of 
polyethylene, are immune to electrolytic 
action. Each type is particularly resistant 
to certain groups of corrosive elements. 


It’s Highly Resistant to Clogging 


Think what this can mean to customers 
that must contend with scale or other sedi- 
ment. Enormous cleaning bills are elimi- 
nated. That’s because smooth inner sur- 
face of Semi-Rigid offers no foothold for 
deposits which result in costly shutdowns. 


Think how this can reduce gas line re- 
placement costs. No need to dig up lawns. 
Simply thread Semi-Rigid through exist- 
ing lines. Transmission is not retarded 
either. Reason: less friction. The old pipe 
becomes protective conduit for the new. 


It’s Not Affected by Freezing Temperatures 


Think what this can mean to your cus- 
tomers who use irrigation and sprinkler 
systems. Republic Flexible Plastic Pipe is 
resilient, will not fail with changing tem- 
peratures. It is widely used on farms for 
jet pumps and for watering livestock. 


It's Extremely Easy to Install 

Think what this can mean to your cus- 
tomers’ production schedules—and their 
pocketbooks. It’s lightweight—one man 
can carry several 20-foot lengths of Semi- 
Rigid—or a 300-foot coil of 1” Flexible. It 
can be cut with an ordinary knife or hand 
saw. And Semi-Rigid is quickly “welded” 
with a brush-applied solvent. Insert- 
type fittings and stainless steel clamps 
permit fast joining of Flexible Pipe. 


Republic Steel, one of the world’s largest pro- 
ducers of steel pipe, was the first among steel 
companies to produce plastic pipe commercially. 
And all recommendations are based on over 50 
years’ experience in the pipe making industry. 
So if your customers have a piping problem, 
whether it’s plastic or steel, call on Republic's 
specialists. They're always at your service. 


Booklet No. 603 gives sizes, lengths, test pressures and other 
valuable information on Republic Plastic Pipe. Write to: 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES Y) CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 


REPUBLIC 
PLASTIC PIPE 
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Other Republic Products include Steel and Stainless Steel Pipe and Tubing, Bolts and Nuts, Sheets, Hot Rolled and Cold Drawn Bars 
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1500 TEands af 1000F 
Vo ot 


DROP FORGED STEEL 


= CHROME-MOLY STEAM VALVES 


Hold the line at... 


Oswego, N.Y. Station of 


** NIAGARA MOHAWK POWER CO. 


Lcading central stations know 
and trust Vogt drop forged steel 
chrome-moly valves in their 
toughest high pressure and high 
temperature services. 
Specify Vogt ... and be SURE! 


*The Huntley Station at Buffalo 
and Dunkirk Station at Dunkirk, 
N.Y. use many Vogt valves. 


‘TOP: Air view of Oswego, N. Y, 
Station of Niagara Mohawk Power Co, 


CENTER: Valves on main drum of 
875,000 pounds per hour steam gen- 
erator. 


RIGHT: Drains from main steam, at- 
temperator, and superheater lines ems 
ploy a maze of valves, 


NEW CATALOG F-9 
Consult its 400 pages for the complete 
Vogt line of drop forged steel Valves, 
Fittings and Flanges for steam, water, oil, 


gas, air and refrigeration services. 
‘ 
HENRY VOGT MACHINE CO., Louisville 10, Kentucky 
BRANCH OFFICES: NEW ORK, PHIILADELPHIA, CLEVELAND, CHICAGO, ST. LOUIS, DALLAS, CHARLESTON, W. VA. 
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PRODUCTION AND 
MORALE GET A 


“Production and worker morale have 
7») gone up noticeably since we installed 
Coffing Quik-Lift Electric Hoists,” 

says Floyd S. Hamer, production manager 
of the Hamer Oil Tool Company, Long 
Beach, California 

This leading manufacturer of blind and 
plug valves finds that Quik-Lift Electric 
Hoists have more than measured up to ex- 
pectations both for their ability to do the 
job and to stay on the job. So successful 
were the first few units tried, in fact, that 
today there are 36 Quik-Lifts in one build- 
ing alone 

Quik-Lifts are made to order for produc- 
tion work of this type. They are built to 
stand up under tough assembly-line use. Like 
Hamer, many have found that a Quik-Lift’s 
dependability soon repays its cost in saved 
down time — and production and morale 
get a lift in the bargain. 


For full information on Quik-Lifts, and the 
complete line of Coffing portable hoists, write 
Dept. A11E 


"Nobody lifts anything around here now.” 
Today, all the heavy lifting is done by Cof 
fing Quik-Lift Electric Hoists at the Hamer 
Oil Tool Company. Quik-Lifts are avaiabl: 
in 17 sizes from 500 to 4,000 lb. and a 
choice of lifting speeds up to 49 [t. per. min. 


COFFING HOIST COMPANY 


Danville, Illinois ( 
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FLEXIBLE 
SHAFT 
MACHINES 


---versatile 
finishing 
facilities— 

no costly fixed 


equipment! _ —_ G y 


No heavy, bulky motor to handle! You can guarantee your customers 
positive control of the operation because the machine operator holds only 
the handpiece, not the heavy, bulky motor. That means less operator 
fatigue, higher production, fewer rejects. 


ROTARY FILING GRINDING 


Wide range of uses! You can sell a Strand Flexible Shaft Machine for 
grinding, rotary filing, wire brushing, buffing, polishing and many other 
preparation and finishing operations. And a strong selling point in your 
favor is the new Strand Quick Change Coupling that lets users change tools 
in seconds without using wrenches. Simple press-type locking button does 
the trick! 
Wide range of speeds! Best of all, you can offer a choice of two 4-speed 
ranges or two 5-speed ranges when you recommend a Strandflex machine 
. speeds range from 850 to 12,000 RPM ... motors up to 1 H.P. Change 
speeds without changing pulleys or drive belts by the patented Strand 
Gear Drive Unit standard on all Strandflex machines. And, for an even 
greater range of speeds you can offer the new High-Speed Gear Attach- 
ment that actually triples rated spindle speeds. Operates at up to 27,000 
RPM for high speed steel or carbide cutters! 


Full Strand line also includes direct drive and counter- 
shaft machines with up to 3 H.P. Also all accessories 
and tools. if you’re not already handling this famous 
line write now for open territory information. FREE 
CATALOG 131-A. 


V4 
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| VY l/ Steel Equipment 
for the SHOP too 


ig 


Peae by STEEL-PRIDE, makers of 
the lockers and cabinets 
_ your customers like 


°S 


Foremen’s Desks 

Service Carts Shelf Box Cases 

Cabinet Tables Stacking Boxes 

Drawer Cases Nesting and Stacking Pans 
Shelf Boxes Tool Boxes 

Tool Stands Metal Shelf Doors 


Three pieces of our new 
durable, practical shop 
equipment of heavy gauge 
steel. (Above) Shelf Box 
Case that holds up to 252 
or more sections for small 
parts. (Right) Shelf Box, 
with dividers. (Left) Fore- 
man’s Cabinet Type Desk. 


T. broaden our usefulness to you and to your 
customers, we take pleasure in announcing that 
through our purchase of the production facilities of 
Advance Metal Products Corp., you can now sell 
your customers the quality steel equipment they 
need for their factories and shops — as well as the 
famous Steel-Pride lockers and cabinets already well 
known in their offices. They'll find greater conven- 
ience, greater economy — and so will you — from 
placing all these orders with the same source. 


Steel-Pride Cabinet and Locker, both made 
with the famous JET-LOK® Construc- 
tion, which saves hours of assembly time, 
and makes these lockers and cabinets All of this equipment is of heavy-gauge steel, hand- 
rigid, durable, pilfer-proof, some, and built to stand rugged wear. Send the 

coupon today for the complete catalogue and price list. 


We are equipped to make special items to your specifications 





WE SELL ONLY THROUGH DEALERS, 
1D 1154 
NEVER DIRECT <FAe pride 








‘STEEL SERVICE MANUFACTURING CO. 


ete, OHIC 
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edened by electron tr 
«tion. It means that 4 
resman's pliers must make 
least 100,000 cattings of 
mpered steel wire to meet 
tica’s hiah standards 
trica® Pliers are used by 
eading American utility 
companies 


owner. | go 
along with the 
experts. | look 
for the name 
Unca”” 


Your dealer bas UTICA® Pliers and Ad- 





“There's the pliers 


for me—that . 
7 over and over again... 


name Utica” 


means ao." GR to help our distributors... 


UTICA ves tm 


IN ADS LIKE THIS 


This is One reason why indus- 
try knows and prefers UTICA 
quality. Worker, foreman, boss 


wpm a mechanic. ... they all know UTica® 


I've tried ‘em 
all. It's Unica” 


Urica® Adjustable Wrenches : TOOLS 
have advantages found im ne . fer 

other wren. hes for example 

ardened jaw sul UTILITIES 
faces and extra-strong knurls b _ “i 
which assure ruggedness and ue mSTAUAnON 
jurabslity And only Utica : ‘ ond IC 
makes the Ne. gpa. The wrench » 

ydj ustable that locks \ 


induction t 


that 5 
that clamps like a wise 


justable Wrenches, er can get them for you. 
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And these new gk 
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NEW Smits sullod BETTER TOOLS These env 
elope enclos 
ures, yours for 


ciiiend | | the asking. Your imprint FREE. Send 


vited to send for Utico s 
hure. This departme t 
re vital jet eng 


timately be ova lable * 








joes avait Aare ror TECHNICALLY TRAINED PERSONNEL 
| OOD] 


prop ForGE & TOOL CORPORATION | 
UTICA DROP FORGE & TOOL CORP. 


Utice 4, N. ¥. 
ta Canoda: Adiom Too! & Supely Co. ud, M vee’ —— Utica 4, N. Yy. 








! 
n Canada: Adiam Tool & Supply, Montreal 
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AAMERICAN SAW & MFG. COMPANY 


ZZ 13 SPRINGFIELD, MASS. 


HACK SAWS + BAND SAWS * GROUND FLAT STOCK + HOLE SAWS 
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40 


A variety of patterns for 125- 
150-200-300 and 350 Ib. serv- 
ice, including Underwriters’ 
Approved velves, ulso Solder 
End, Socket End, and Quick- 
opening Gates. 


SPLIT WEDGE 


Union bonnet, traveling spin- 
die patterns for 125 and 150 
Ib. service. Also the popular 
SWINGTITE fast-action Lever 
Gote. 


MONEL SEATING 


For long-range economy in 
destructive services, the 
Jenkins line includes the 200 
and 300 Ib. valves illustrated 
(right). Available with MONEL 
rings and bronze wedge, or 
MONEL rings and nickel alloy 
wedge for exceptionally 
severe conditions. 


reasons why JENKINS DISTRIBUTORS 





have the RIGHT answer to any need for 
BRONZE GATE VALVES 


JENKINS BRONZE GATES 
WITH MONEL SEAT RINGS 


BRONZE WEDGE 

200 Ib. 300 Ib. 
Fig. 270-U Fig. 280-U 
Fig. 270-UL 
(U.L. approved for 
L.P.G. service) 

NICKEL ALLOY WEDGE 

200 Ib. 300 Ib. 

Fig. 270-UN Fig. 280-UN 


4 \ 
*\ 
Ss 


THIS NEW BRONZE GATE FOLDER 


Form 181-C is available now to 
oll Jenkins Distributors, with Dis- 
tributor imprint on front cover. 


INDUSTRIAL DISTRIBUTION 


Look over the list of 40 patterns in 
Jenkins’ complete line of Bronze Gates. 
You'll find the right pattern for any need, 
built to provide the extra value that 
makes Jenkins the best buy for any service. 

This new folder includes a handy chart 
for quick reference, and describes many 
features of the most popular patterns that 
assure easy maintenance and long wear. 
Featured are the popular Jenkins 200 
and 300 lb. MONEL seat gates that are 
setting mew records for endurance and 
economy on industry’s toughest services. 

This wide variety, plus Jenkins qual- 
ity, is an idea! setup for steady sales, as 
any Jenkins Distributor will agree. It’s 
another of the many reasons why it 
pays, and pays well, to sell Jenkins 
Valves. Jenkins Bros., 100 Park Ave., 
New York 17. 


JENKINS 


LOOK FOR THE JENKINS DIAMOND 


VALVES => 


SOLD THROUGH LEADING DISTRIBUTORS 
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Variable Speed 


AIR HOIST 


Choice of Controls...New Pendant, push- 
button, instant stop or start, up or down. . . also, 
double cable control. 

Variable Speed ...1000 Ibs., 0 to 38’ per 
minute ... quieter ... no spark hazard... ex- 
plosion-proof motor. 

AIR-powered for Safety. ..can’t burn out 
... can't overheat... permits continuous use... 
unaffected by dust or fumes. 


Lightweight... only 28 4 lbs.—overall length, 
10%". 
SEE YOUR ARO DISTRIBUTOR 
THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 


Aro Equipment of California, Los Angeles, Calif. 
Aro Equipment of Canada, Ltd., Toronto 1, Ontario 


: . Offices in Al! Principal Cities 
Also ... Air Tools .. . Lubricating 
, Equipment . . . Aircraft Products 
® +++ Grease Fittings 
% This Ad working for YOU 
in leading industrial publications 


76 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 





Talk of the Trade 


SILVER TONGUED: At the recent regional meeting 
in Detroit, Stu Russell (J. H. Russell, Holyoke) made 
uch a hit discussing “Cost Reduction” that National 
ind Southern officials are inviting him to speak in Phila 
delphia and Biloxi . . . Speaking of Detroit, reminds us 
that we heard about the Far East trip made by T. B. 
Moore (Detroit Ball Bearing) who became ill and had 
ne devil of a time getting back to home base Tom 
savs Detroit sure looks good again 





HURRICANE: When Hurricane Carol struck, Lou 
Lincoln (Bay State Tap) was working in Cleveland . . . 
He had heard nothing of the storm, and was surprised 
upon returning to the hotel to receive the following 
telephone message: “Mrs. Lincoln phoned to say they've 
had a hurricane with extensive damage—Come home at 
once.’ Immediately, Lou tried to telephone Vi at 
Cape Cod, but the lines were down Until he finally 
‘ot home, Lou imagined every eventuality, and was much 
elieved to find that “‘only 15 inches of water had entered 
When Hurricane Edna struck, Lou was 
home, and was evacuated, with all other area residents, 
Edna veered out to sea and Lou 
Vi wants 


the cellar.” 


to the school house 
s still waiting to see his first big hurricane 


no part of another storm 


SEEN KELLY?: Yes, we have. Grace, that is—the gor 
geous creature that graces movies like “Rear Window” 
And it seems every Philadelphia distributor not only has 


seen Grace, but knows her, too, through her father, big 


INDUSTRIAL DISTRIBUTION 


time contractor, Jack Kelly Grace’s dad is a member of 
the same legion post as W. H. ““Tup” Tuppeny (Maddock 
& Co.) . . . Speaking of “Tup” brings to mind the intelli 
gence that he’s not only the son of a baker, but a master 
baker himself . . . And in the same firm, there’s another 
baker's son, Ed Glaesser . At one time Maddock 
boasted a third baker's son—the late Herman Ottinger. 





FOURTH GENERATION: Louis L. Woodward (The 
Woodward Co., Albany) was mighty glad to welcome 
Louis L., Jr. back from Korea recently . . . Sr. has been 
with the company 33 years, and with Louis Jr., and 
Austin W. both on the job, he’s inclined to let the 
fourth generation see what they can do to perpetuate 
the company Albany reminds us there’s the chance 
these days of seeing Bernie Murphy (Sager-Spuck Supply) 
chasing around the streets in the dark of night . . . The 
Murphys recently acquired an addition to the family- 
a pedigree Beagle known as “Jiggs’”’ . “Jiggs” is so 
friendly he'll walk off with anyone who'll pat him on 


the head! 





SALES, STEAKS & SAUCE: A recent sales meeting at 
Briggs-Weaver’s B-Bar-W Lodge not only featured sales 
talks and discussions, but all attending were treated to 
teaks and barbecue sauce mixed by Ashley DeWitt . . . 
Everyone in the organization is now trying to get Ashley 
to write out the barbecue sauce recipe for publication in 
the company house organ House building may be a 
tar cry from sauce mixing, but J. L. “Lee” Hodgkins 
H. B. Kimmey, Albany) not only builds houses, but 
ulso builds the furniture to put in them . . . Right now 
Lee and his son are spare-time building up at Lake George 
the third housc to be completely Hodgkins-built. 

G.L.B. 
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“What make er brand of files do you prefer?” 


os pc ta 
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PULAR FILE BRAND 








MORE THAN 3-TO-1 
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- Special heat-resistant cover compound, 


firmly bonded to carcass. 


- Non-charring asbestos cords interbraided with wires 


which dissipate static electricity. 


- High adhesion between plies provided by special insulative compound. 


» Steel wires of high-tensile strength braided to resist high sieam pres- 


sures and make hose Burst-Proof, 


Heat- and oil-resis inne 
mek ting r tube retains resiliency under high-pressure 





THEIR SAFETY IS YOUR CONCERN! 








REPUBLIC’S 5 -Point SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected. 


A PRICE basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM from competition from his source 
of supply, either direct or indirect, among 
the trade covered by his day-to-day so- 
licitations. 


SELLING helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a 
knowledge of the product scid. 


Your customers have the right to expect that the products you 
furnish them are the safest products available. 

You are doing that when you introduce them to Republic's new 
WIRETEX Steam Hose. WIRETEX Steam Hose will not burst . . . 
cannot suddenly spray out super-heated steam, blinding steam, 
maiming steam, yes, even killing steam. 

WIRETEX Steam Hose is another reason you can be glad you 
are selling Republic Products. It means more and easier sales 
for you. . . greater safety and increased satisfaction for your 


customers. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution - 


Do You Have a Prima Donna? 


W! ill ect i 
along” with 


9 
the character t 


operation from the inside n n the px im the They Also Help 
yarehouse, from the people in ntin 
peration, of cours has its Jimmy. To be sure, he is 


1c in the organizat man. He brings in the top volume 


His often-expressed es ut, the point is, he coulkdn’t do his job alone. The 
the man who makes tl ish reg ng t's he telephone, the 


ling job I do tha warehouse, the man on the delivery 


girl in billing, the order 


n the team. Selling is the prime fun 
listributor organization, and everyone has 

No one alone is responsible for succes 

Jimmy Does It ney invested in inventory, the money spent 


romotion and advertising, the service costs 


P ve 
ist weekend I wei yt gal nd wa that insure dependability, the integrity of the firm 
k by the parallel he glamor in the back er the vears make the selling job easier. Indeed 
ld carry the ball and capture llines. But ‘ e it possibl 
uldn’t get past re of nage without nt the prima donna salesman 
help of the other men ft Here’ He move t and is impatient with those 
v it works ho move and think less rapidly than he does. H« 
Che ball was on abou was may strike some sparks in his drive for sales. Thes« 
down and t va to go f hrst WI parks, however, may light a fire under some peopk 
a touch dow! nn vho need warming up. I only want to suggest that 
riven the bal he €1 ole vou ilesman give a thought to his teammates 
ive a truck throug] gO ve e big order he brings in prebably was due to the 
1 touchdown fact that teammates had opened an opportunity 
As the story appears in the pap 1e teal held for him “big enough to drive a truck through”. 
eight yards in three 
Jimmy Glamorosk 
wavy over for the toucl 
game. After enough of this 
nusual Jimmy wh 


ing, that is. H« n beheve operator | 
] - ¢ } 
teamwork lose their meaning, and Jimmy expects the 
; : é‘ . 
esser beings to jump when the master gi s the word. 
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Asphalt plant is tough on bearings, but Bob Sherman cases problem with Ray Mahaffey, superintendent. 


Take It From The Customer— 


S A BUYER AND useR of industrial products, Ray Ma 
haffey, piant superintendent, Associated Sand & Gravel 
Co., Everett, Wash., has some definite ideas about in 
dustrial supply and equipment salesmen. Mr. Mahaffey, 
who has the responsibility of keeping asphalt coming 
out of the plant, is qualified to comment on salesmen 
for another reason—he's a former salesman 
“Salesmen should know their products,” Mr. Mahaffey 
says, “and, most important of all, they should have con 
fidence in those products. The salesmen won't solve all 
the problems that customers pose, but they get around 
a lot and see much that can help customers. A salesman 
who shows no curiosity or interest in operations in which 
products he sells are involved, just isn’t a supply sales 
man. At least, he can’t be of much help to me 
The salesman shouldn't duck problems, even if he 


IDEAS about what products can do are welcome. Mr. Sher- 
man goes over bearing catalog with Mr. Mahaffey to select 
heavy-duty unit which can do the job 


doesn't know too much about the solution. ‘The answer 
will be somewhere in his know-how about the products 
he is selling and what they can do. He should give his 
product a chance to sell itself by letting the customer 
know about it. With what the customer knows about his 
own problem, and what the salesman knows about his 
product and application, the two could usually get to 
gether and come up with an answer that should benefit 
both. 

“Take Bob Sherman here (Sherman is sales repr 
sentative of Washington Bltg. & Rubber Co., in Everett, 
Wash.); the way we got together on one of mv toughest 
problems is a case in point.” 

What was the case? To begin, Mr. Mahaffey described 
his operation. He supervises what is known as a “batch” 
plant making asphalt in bulk which is shipped by truck 


STOCK ITEM which can do the job is inspected bv Clair 


Aase, inside salesman, and Mr. Sherman at the branch in 
Everett, Wash., after visit to plant 
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. 


Give Your Products A Chance 


to the road-building jobs in the field. Gravel is pre-sorted 
by size and specifications and run through a pre-heater 
Oil is injected inte the mixture and then the mix is fed 
into a pug mill. This pug mill has twin shafts on which 
are mounted paddles which force the mixture forward 
and out into trucks. 

At the outboard ends of the shafts are two bearings 
These were bronze sleeve type in the original equip 
ment. But the abrasive nature of the mix, which is 
subjected to very high pressure at the ends of the shafts, 
wore away the bearings in what Mr. Mahaffey thought 
was no time. When the bearings wore. the shaft centers 
dropped, causing the paddles to grind away at the linings 
of the pug mill. ruining these too 


Repairs Costly 


bad a job, but cer- 
It meant working 


Replacing the bearings wasn’t too 
tainly not welcome to Mr. Mahaffey 
at night and incurring overtime costs. After a run of 
40,000 tons, or two-thirds of a year’s production, the 
shafts wore so badly that they had to_be replaced also 
ind at considerable cost. This was no picnic because it 
meant a down-time of two days with three men working 
on the job. The paddles had to be heated off 

Mr. Mahaffey had been casting about for a solution 
for some time. But the salesmen he talked to, he said, 
seemed a little too cautious. He attributed this to the fact 
that everyone knew that the batch plant is rugged on 
items like bearings. At the time, Mr. Sherman was 
covering the Everett area out of Seattle. It must have 
been his second or third call on Mr. Mahaffey that the 
latter brought up the subject of the pug mill difficulties 

What pleased Mr. Mahaffey was the casual way in 
which Mr. Sherman asked to look over the operation 
ind equipment. This was encouraging; here was inter- 
est. Mr. Mahaffey’s confidence in Mr. Sherman multi- 


Well done is the good word for Mr. Sherman, who is shown by Mr. Mahaffey how well bearings stood up. 


By Jack Wertis, 


Senior Associate Editor 


plied when the latter remarked that he was sure they 
could find heavy-duty bearings to do the job and the 
chances were that they were in stock. He had seen his 
line of bearings doing some rugged work in other fields. 

Ihe pair got together in the field office and pored 
ver the catalog of bearings with Mr. Sherman pointing 
out the items he thought would work. They checked 
pecifications and made a selection after figuring out 
that the bearing would have to be removed from the 
pillow block. To protect the bearing, Mr. Sherman 
lescribed a flare ring he had seen operate under some- 
vhat similar conditions in a pulp mill. The idea was to 
secure the ring on the shaft between the mix and the 
bearings so that the ring would divert the mix over the 
bearings and out. It was a joint effort, with Mr. Mahaffey 
figuring out much of the details of substituting after 
getting the necessary product information and suggestions 
from the salesman. 


Got Results 


Mr. Mahaffey is pleased with the result of this kind 
of selling. He has not changed the new bearings or 
hafts or liners since. After 19,000 tons had been run, 
he stripped the bearings down just to see how they looked 
and reported that they were as good as the day they were 
put in. After 40,000 tons, there wasn’t the least sign 
of trouble. The bearings cost nearly 10 times what the 
original equipment replacements cost but Mr. Mahaffey 
was more interested in how much was saved 

“Salesmen who try to sell me without showing any 
ippreciation of what I’m up against,” Mr. Mahaffey 
idded, ‘‘just don’t interest me. What they say goes in 
one ear and out the other. Any high pressure stuff is 
out as far as I’m concerned. I used to be a salesman 
myself and I believe in knowing your product and giving 
it a chance to sell itself.” 
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. 


By George L. Bottari 
Assistant Editor 


Take A Good Look At Yourself 
What's Your Attitude On... 


A. Your Products and Services? B. Your Company? 
C. Your Superiors? D. Your Co-Workers? 
E. Your Customers? F. Your Family? _G. Life In General? 


H. Yourself and Your Profession? 
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r is AXIOMATIC that the salesman who thinks right will 
| perform right. And the right attitude has been defined 
as a positive expectation of success 

Unfortunately, a healthy mental attitud« 
prime assets of the successful salesman—can be affected 
by many conditions lack of job security; lack of 
confidence in one’s superiors, produ ts, company; pessi 
mism about the atomic age; dissatisfaction with working 
conditions (including pay); loss of enthusiasm for ling; 
envy of competitor salesmen. 

Charles W. Lapp, in his book entitled Personal Super 
vision of Outside Salesmen, says, “The trend in sup 
vision 1S toward more forms, reports techniques, 
supervision tools routing, work planning, teaching, and 
correcting. In following such a trend, the salesman’s atti 
tude toward his company, his products, his customers, 
and his job can be neglected very easily. A salesman, to 
do an effective job, must be properly motivated 

In the same book, it is interesting to note that a survey 
of an industria! manufacturer revealed that almost 60% 
of its salesmen indicated they had encountered difficulties 
external to their business relationships that had ted 
their selling 

While management can _ take 


steps to pl 


atmosphere conducive to a healthy mental attitude 


is only one person who can do the job pro 


Primarily, a salesman should devote 


A. Your Products and Services? 


Do you believe in your products’ quality and advantages? 
Are you sold on offering your customers the “best buy’? 
Are you ready and willing to make emergency deliveries? 


“By selling quality products at the proper price, I think I 
am contributing to my customer's end products. By pro- 
viding service, I enable my customer to manufacture his 
products in accordance with the demands of the consumer 
market.” 


ippraisal. This has been rated, time and time again, as 
one of the top requisites for successful selling in the 
industrial field, along with product and customer know! 
edge. 

Self appraisal, per se, however, is valueless unless the 
salesman takes positive action to correct his shortcomings 
Chis does not mean the salesman must be capable of 
psychoanalyzing himself. Usually a salesman knows when 
he is disgruntled, frustrated, unhappy and, in those cases 
where he is actually unaware of mental conflict, it will 
soon be called to his attention by observing co-workers, 
family, or superiors 

\t this point, the salesman must take the most im 
portant step toward remedial action: he must acknowledge 
the need for corrective measures. Then, if the salesman 
finds he is unable to cope with his problem, he should 
depending upon the seriousness, and nature, of the 
problem—discuss the matter with a close personal friend, 
1 member of the clergy, a sympathetic superior, or a 
psychiatrist 

Everyone is subject to ups and downs—good moods 
ind bad. Certainly salesmen are no exception. 

If it is self-evident that the right attitude is important, 
it should also be self-evident that it is smart business for 
salesmen to take a good look at themselves once in a 
while. 


llow about you? What's vour attitude on 


B. Your Company? 
Are you loyal to your company? 
Do you believe in your company’s policies and proczdures? 
De you envy competitor salesmen? 
“I'm for my company 100%. How can a salesman sell a 
customer, if he’s not fully convinced of his own company’s 
honesty and integrity? Lack of loyalty, dissatisfaction, envy 


—all lead to frustrations that undermine a healthy mental 
attitude.” 





Take a Good Look at Yourself 
What's Your Attitude on... 
(continued) 


The salesman in the pictures, Bernie Murphy of 
Sager-Spuck Supply Co., Albany, says, “I believe one of 
the salesman’s most critical times is his first year on the 
outside. For a year and a half I was store manager, 
and orders kept streaming my way. But, during my first 
year of selling, I rarely picked up an order while making 
a call. I became discouraged, didn’t think I'd make the 
grade. My mental attitude was sad, my thinking on the 
verge of the negative. But one day Howard Sager, presi- 
dent of the company, complimented me on my progress. 

“That was all I needed to restore my confidence. Since 
then I've tried to maintain a positive approach to my job 
at all times.” 

Mr. Murphy's awareness of the importance of the 
right attitude has evidently paid off—last year he was 
made assistant sales manager of the firm. 

According to Conrad P. Spuck, executive vice-president, 
“Management can engender the proper mental attitude 
by fostering a team spirit throughout the organization so 
that salesmen feel at home working with likeable people 
who are doing their job of backing him up. And, when 
the salesman does an outstanding job, he should receive 
praise and recogmtion.” 

Vice-president John M. Garvin adds, “That's why we 
have a good sales force here. From my observations on 
the outside, I've noticed that when a salesman’s attain 
ment is suddenly on the decline (unless there’s an eco 
nomic or local reason) the cause can be traced to his 
mental attitude, and, in many cases, to trouble at home. 

“In addition to providing a salesman with continual 
training, adequate equipment and aids, management 
should show some interest in his personal life. Manage- 
ment today has some obligation to help, or guide, salesmen 
to solve their problems, straighten out their difficulties, so 
that they regain the mental health necessary to do a 
good, effective selling job.” 


C. Your Superiors? 
Do you have confidence in your management? 
Do you have respect for your superiors? 
Do you resent constructive criticism? 
“During my first year I was in the dumps—didn’t seem as 
though I'd work out. But, when top management compli- 
mented me, my attitude quickly became positive. And I’ve 


learned that management has to criticize as well as com- 
pliment.” 


Your Family? 

Are you proud of your family? 

Do you have a happy home life? 

Is your wife a help or a hindrance? 


“During 16 years of marriage, Kay's understanding and co- 
operation have been big factors in guiding me. We enjoy 
our children and “Jiggs”, a pedigree Beagle pup. Home is 


where we prefer to spend our leisure time.” 
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. Your Co-Workers? 


Are you considerate of office and warehouse personnel? 
Do you make an effort to get along with everyone? 
Do you regard co-workers as members of your team? 


“We've got a fine bunch here. As an outside salesman, | 
know it’s vital that everyone does his job. I've learned 
inside personnel cooperate better with you when you under 
stand their chores, and keep vour requests reasonable 


Life In General? 

Do you have faith in anything? 

Do you have aspirations, ambitions? 

Are you pessimistic about our “atomic age’? 


“When my morale is low, when I feel inadequate, there's 
a place where I can‘get a lift—in church. I feei my church 
activities—spiritual and social—are important factors in 
maintaining a healthy mental attitude 


. Your Customers? 
Are you interested in customer's products and markets? 
Do you learn all you can about customer's personnel? 
Do you believe serving customers helps our economy? 


“I’ve got only one customer, but I cover four towns and 
contact over 20 purchasing groups. Serving this one cus- 
tomer, I’m conscious of a spirit of pioneering, a search 
for new ideas. In my small way I try to contribute to their 
continued progress.” 











H. Yourself and Your Profession? 


Take another look in that mirror! 

So you've checked yourself on your preducts and services, 
your company, your superiors, your co-workers, your cus- 
tomers, your family, and life in general, but—how about 
yourself . . . and your profession? 


De you take pride in your appearance? 
Do you have respect for the selling profession? 
Do you have poise and confidence? 


“I like selling because it provides the best opportunity to 
use initiative,” says Mr. Murphy. “A desk job entails re- 
strictions, the danger of monotony, but in selling I have 
freedom of movement. I found that a public speaking 
course helped me to think, and speak, clearly and confi- 
dently. 

“Another thing—being aware of your own mental 
attitude makes you more sensitive to the buyer's mental 
attitude. Every time I call I’m conscious of the buyer's 
‘mood’. It helps to know when to press, when not to press, 
and how much to press.” 











AYBE SOME PEOPLE in the industrial supply field 
M feel there’s no place for a woman in the higher 
echelons, but at C. W. Marwedel in San Francisco a 
trim blonde named Elinor Stone has been manager of 
their abrasives division for over a year and a half—and 
doing a fine job too 

rom taking shorthand to directing an eight-man staff 
quite a leap, but in Mrs. Stone’s words, “I’m handling 
the job and, when I came with Marwedel seven years 
geo, I didn’t know what 
Hler lack of formal training has been no handicap 
In her estimation, the 


, = 
grinding wheel was 


either, according to Mrs. Stone 
prime requisites for su h a management 
|. Ability to super 
Knowledg¢ or where 
quickly, when needed 
Background and experience in paper work 
Though she doesn’t make shop calls, Mrs. Stone dek 
gates that work to two specialty men in her department 
l'o instruct the men under her supervision (plus 20 
eneral line salesmen), Mrs. Stone enlisted the aid of 
Norman R. Ekholm, Norton Company abrasive enginec: 
\ program has been established calling for more, and 
mtinued, instruction sessions. To provide herself with 
idditional product knowledge, Mrs. Stone travelled to the 
Norton Company's factory in Worcester, Mass., for a onc 
veek course, then parti pated in a three ‘ 
Behr-Manning’s Trov, N.Y. plant 
ore joining Marwedel, Mrs. Stone. a high school 
iduate, had had experience in personnel for the Navy, 
ind as an operator (and later supervisor) for Pacity ele 
hone & Telegraph Company, but no previous exper 
nce in the industrial 
As sect v to t rasives division manager, Mrs 
Stone, like manv goo rl soon knew almost as 
much about the isiness as her boss And, when he 
left Marwed« oin the supplier's organization, Mrs 
Stone was chosen to succeed him 
What does it take fo woman to get such 


Mrs. Stone advises, “Ambition. And somethi 


INDUSTRIAL DISTRIBUTION 


Who Says 
Aren't 


Elinor Stone of San Fran- 
cisco says: “I encounter less 
sales resistance. 


Occasionally, when new customers learn “E. B. Ston 
is a woman, they won't talk to her, refusing to believe 
voman could know anything about grinding wheel 
oated abrasives. “‘But,”’ Mrs. Stone smiles, “I edu 
them eventually.” 

l’‘rom Mrs. Stone’s observations, a woman 
in advantage over a man I encounter 
istance. Customers are more apt to give in 
ng to a woman’s voice on the line.” 

Since moving into Marwedel’s inner office 
Stone has continued to seek additional knowledg 
local sources. She enrolled in two cou t ¢ 
Costa Junior Colleg« 

Since switching from secretary to managemen \l 
Stone has had a busy schedule—in addition to h 
work, and two nights a week at college, Mrs. Ston 

1 


iouse in Richmond, California, for her husba 


vear old son Kenneth 


CURIOSITY plus ambition, savs Mrs 


earning re than vour 
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Women 
Salesmen? 


»> | 


Loretta Waegli, Green Bay, 
Wis., says: “Buyers lose their 
skepticism fast. 


\We © SELL INDUSTRIAL SUPPLIES SUCCESSFULLY sas 
President Loretta Waegli, Industrial Machinery & 
Supply Co., Green Bay, Wis., * t 


you have to make peopk 
ike you; you have to-get along with them 


You have to 
know your products, give good service, and work hard.” 
[his viewpoint is influenced by three factors—exten- 
e experience in industrial selling, practical experience 
in purchasing, and the fact that Salesman Waegli is 
$100,000 annual vol 


me) m a predominantly masculine field 


woman operating successfully 


When a new customer comes in here, ivs Miss 
ely. “he often looks skeptic il at first ut when | 
hal to raise 


nm him for, savy, machine tools, h« 


vebrows and say, ‘You know \ hinerv, don’t 


Industnal Machinery stocks cutting t mechani 
tools, portable tools, machine t 


equipment, bearings, 


PRODUCT KNOWLEDGE and 
W aegli will sell the most skeptica 
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ment, mechanical rubber goods and motors 

“I know everything we handle inside out,”’ says Miss 
Waegli, “except pumps. I never could master pumps 
| think they’re an engineering job in themselves. 

“I can set up the equipment myself—I have to, since 
| do the uncrating, and perform demonstrations. I have 
to make recommendations, and I have to sell—to do 
that, you have to have an idea of what makes the 
vheels turn, 

“Recently a customer came in and wanted a router 
| had a combination planer and router that I wasn’t too 
familiar with. I put it together, put in the collet chuck 
ind bit, and it worked. I was relieved—better yet, the 
customer was impressed—and he bought it.” 

Miss Waegli started with a Green Bay industrial sup 
ply house three months before she graduated from high 
chool. Her first job consisted of checking in merchan 
dise, shipping, some office work and taking care of the 
tore generally. When the firm expanded she was pro 
moted to waiting on customers; later her duties included 
purchasing. 

She started her own business with a partner seven 
vears ago—she now carries on with one outside salesman, 
and one inside helper. 

Miss Waegli, who sees quite a few salesmen during 
her working day, has decided opinions on what makes 

good one. “In the years I’ve been in business,” she 
says, “I know of only two manufacturers’ men whom | 
thought were top notchers. ‘They had pleasing person 
alities; they knew their business; and they didn’t try too 
hard for the order—as a result, they got mine. 

“It’s been my observation that the younger salesmen 
ipply high pressure—they want to make a mark for them 
elves—so they often try too hard.” 

As for Miss Waegli’s tool knowledge, one Green Bay 
competitor says simply I wish I had a man here in 
my place who knew the contents of the shelves as well 
as she does.”” One of her mechanical tools suppliers 
says of her ability, “She really knows her stuff—she does 
a good job for us, and it seems to me, she knows almost 


evervthing there is to know about our line.” 
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OUR NEW Westri¢ 


Of those indicated by 


sD TRUNK LINE 


VEstfield 2.5 
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MEMO PADS §and BLOTTERS are the best 


= 
4 


WE Sttield 


2-554) 


‘ome 5 


HAND Ha 
a ee ARE co. 
MUZABETH, Wy 5. > 


door-openers, 


according to the management of Hand Hardware, Elizabeth, N. J. 


AND HARDWARE Co 
hs firms everywhere, has a lons 
men would like to call on but « 
ill. Here’s how the c 


men—production executives, f 


mpan 


ers who influence buving but 


men—by means of carefully-d 
for their desks 

Blotters and ratch id 
mai aimed at these 

Ihe blotter is a 4- by 9-inch 
draw'ng I re d how 
ent the 
onnected by lines to the 


Hardware’s n 


der which distant 


individual 


ments to repre 


tises Hand 
custom 


mber and have 


trunk m 

cally 
The diagram 

uppls firm on | 


ine 


Green Color the Secret 


ratch pad is 4 bi 
1's name at the toy 
The 


whatever 


bottom green color, tl 
kev to 


mmon 


succes 
to most papers o1 
might be too glaring. This s 


] ] 
eves and distinctive. Ly 


} ; 


+h 


midst 
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heafs of white pads and papers, it stands out and draws 
the eve.’ 

lhe company also uses light green for quotation sheets 
ind salesmen’s sheets—to draw attention, 


sales analysis 


for different reasons 


Ordering Made Easy 


Both blotter and scratch pad serve to keep the com 
pany’s name where the prospect will see it often, and 
both are designed to lead him, by the suggestion proc 
ess, toward an order—the blotter by its stress on telephone 
utility 


1 paper to inscribe memos which the Hand people hope 


numbers, the scratch pad by the nature of its 
will end up as orders 

The blotter goes to the firm’s entire mailing list, the 
ratch pad to a special list comprised of names turned 
in by salesmen. These are generally men in the plant 
vhom salesmen seldom or never see, but who have some 
iy in choice of materials and supplies. Many of the pads 
70 to head offices of firms whose branch plants Hand 
Hardware 


The scratch-pad list now contains about 120 names 


scrves 
with new ones being added continually. Each prospect 
on the list gets a new pad monthly. 

Savs E. R. Blancke, Jr., “While it is 
mpossible to trace orders to this type of direct mail, we 
feel its proven this must that 
people in customers’ firms who seldom see our 
lesmen at least can’t help but recognize our name and 


vice-president 


popularity is and mean 


many 
some idea of our service 


have 
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Reports That Work 


for Salesmen— 


and Management 


SALES MANAGER Joc E. Walsh, R. J. Bearings Corp 
St. Louis, arrived at final design of two forms through trial 
mid error Customer rr pe rt combined 1 records on one 





Name / 


Date 


PROGRESS PLANNING REPORT 
ee 7 - 


Accounts {| Plan Te Contact 
Week of Berd S, 4 


MC NDAY - 
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—— 
= “vt ne 2 
M1” Bhawd Mh rabas 
Ahtudristam. drttefeldd prs 
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CUSTOMER PRIMARY REPORT , 1 in on each PROGRESS PLANNING REPORT jis filled in a w 
t terial obtained from original records: subse idvance; submitted to sales manager after working-we 


opened mpleted. Sheet insures sound scheduling, pr 


tomer 


month], dun fs] 3] ustomer rea t 
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By Robert Slater 


Associate Editor, Chicago 


SALESMAN Ross W. Bristol values systems because it gives 
him fingertip information on | ustomers. Since salesmen 


ponsi for istomer sales, it gives them 


ind deletions from the mailing list; and a 


large combined expense account-call report form. As a 


It gives R-J a closer cor | of its mailing ] result, no one used any of them. 

Then I tned to oversimplify it—one card for each 
dav, with the calls listed, and the back left blank so that 
the salesman could indicate the results. That didn’t work 


It enables the sales 
itv to the salesman 
Sales figures fo 
available cither 
“Before instituting this system,” says Mr. Walsh, “we 
had a cardex system dealing with those accounts the sales 
ich week, the sal and men considered their most important—but this record 
from the call r read e called was maintained in the office. There wasn’t enough report 
ym the record o he determines whether of salesmen activity either—but, most importantly, the 
salesman himself didn’t have any record. The very fact 
that the salesmen now carry these forms with them faith 


Complete record 


ible in case of 


progressing oO 


fully shows that it is designed primarily for their use 


of the week co ie ind son # rather than as a check for our purposes.” 


out his progres 
I 


ompleteness with 
La S } nd tu ; y or 7 7 aon 
we psy . -, wena Wt np Salesmen Ail for It 
Ross W. Bristol, R-] salesman, is enthusiastic about 
the system. “One day I left my book in the office,” he 
savs, “and I was lost without it. It gives me fingertip 
salesmen, who hem in order a1 ake ; information on my customers—I make notes on the back 
of the primary report—customer’s hobbies, whether he 
has children, etc. If I don’t get a chance to make all the 
lls I’ve listed on my progress report, I do my best to 
make them up the next week.” 
According to Mr. Walsh, R-J’s salesmen have mor 
ounts per man than the average suupply house—thus 
he believes it’s particularly essential they determine where 
t is most profitable for them to spend their time. He is 
highly pleased now with the results of the system, and is 
confident that the future months will show even a greater 


ncrease in both sak ind calls 
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Are You 


decking yo" 
j cons 0 


Before 
pros am 


I Santa 
| Claus to your customers at Christ- 
mas, they brand you as a 
Scrooge? Or do many of them con- 


you stoprep playing 


would 


sider the business Christmas gift a 
somewhat dubious benefit, often un 
wanted and always carrying with it the 
slightly uncomfortable implication of 
a gratuity? 

A growing number of distributors 
are expressing deep concern about this 
business Yuletide giving 


institutional- 


question, as 


becomes more firmly 


ized and competition encourages 


greater lavishness in gifts 

“Problems connected with the gi\ 
mg and receiving of business Christ 
increasingly 


“It 


yarticularly the monev involved, 


mas gitts are becoming 


iweravating,’ writes one executive 


is not 


but the various ramificahons of over 


:, 
looking somebody or being in com- 


petition with somebody else on the 


ittituck wn 
The 


ilways em 


staft 


recipients of 


howard supplic rs 


gifts here a 


barrassed if they receive anything of 
: 
nomMita Vaiue 

that 


DuUuVe! 


more than 


Certainly é now people are 


our just be 


not giving gifts to 
is Joe Doakes 
where they might 


} 


cause he they ar 


giving expect to 
derive some ultimate benefit.” 


While few 


burden 


distributors minimize 


the financial vf the Christmas 
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rself out in re 


f busine 


d suit and 


es Christmas 


By Van Ness Philip 


Assistant Editor 


list ind it be a heavy 


whether a firm is dispensing calendars 


can one, 


or liquor by the case—all who serious); 
question the Santa Claus role stress 
that it is fraught with other dangers. 
Among the more obvious, besides the 
enmity that may follow omission of a 
name, are those resulting from inequi- 
table discrimination in the value of 
presents, distribution of useless or in 
to match 
And 


who 


ippropriate gifts, or failure 
the 


there are 


largesse of 
still 
deplore what another distributor calls 
“the 
Christmas” 


competitors 
many customers 
booming commercializing of 
for 


reasons 


ind sent 


? 
religrous 


mental! 


But Christmas Is Still Christmas 


By no means all distributors share 


this view. Gift-giving is elaborately 


organized many industrial centers 


particularly large cities, and some 
managements feel they must live with 
the custom as it is, whether they fully 
not planned, 
list get 
they maintain. Chr 
s still Christmas, and the spirit 
that 


to discourage 


ipprove Or Properly 


1 Christmas need not out 


of control, tmas 
behind 
distnbuted 


ind 


niving is equitably 


~! 


tends greed mute 


hite W 


; aybe 
gifts — mayb 


Going 0 Be Santa Gaus 


ck over these 


- > 7 che » 
hiske rs, your plans 


youll change 


the consciousness of 
terior motive 

These managements feel that 
cannot afford to cffend customers who 
have come to expect presents over the 
Some firms even allow them to 


recipients 


they 


years. 
select their own 

Gitts 
the cost of a top-grade liquor basket, 
not for 
igents of mayor accounts 

Distributors committed to the Santa 
Claus role are wary of its pitfalls and 
warn that 
to the Christmas list can prevent an 
occasional boomerang of ill-will 
with th 

+ 


| 
the largest a 


ranging in value up to $5 


are uncommon purchasing 


only metculous attention 


Grading of presents most 


valuable reserved for 
counts or most important executive 
is an accepted custom, but must be 
handled with tact 
who practice it testify 

Some 


ind rairnes Those 


management trive ind 
’ 


i id us 


make gifts as 


persona 
possible, ruling out the stereotyped or 
Aiming at in 
ind novelty, one firm 
n Christma 


ther 


unimaginative present 
dividuality 
ts gift budget betwee 
customers’ birthdays, an 
ywav with Christmas g 
substituted presents 
Recognition of import 


’ J 
customers’ lives with spe 


potent goodwill 
tried it 


1,000 diapers on 


builder, 
One distribi 


the bit 


h ive 
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(Qrctadi 1953 


AND 





We are pleased to announce the presentation of a 
BENNETT POSITIVE PRESSURE THERAPY UNIT 


A CROUPETTE HUMIDITY AND OXYGEN TENT 
to Roger Williams General Hospital of Providence. 


These have been given as a Christmas gift in your 
name as one of our good friends and customers. 


FRANKLIN SUPPLY COMPANY 
Providence, R. L 








ONE ANSWER-—This New England firm has discontinued personal Yuletide gifts, 


nds t 


f a customer's representative. Wed Hospital, Attractive cards were sent 


dings and anniversaries aftord ler st istomers announcing the present 
rift opportunities Christmas gift in your name as 
increasingly favored as a gift tod ne of our good friends and custom 
is the popular-magazine subscriy 
which insures that the recipient g W. S. Nott Co., Minneapolis, sub 
nstallments on his gift every week o tituted institutional for personal gifts 
month and presumably; minde three Christmases ago. Beneficiaries 
that often of the giver. Printers’ In iclude the Salvation Army, orphan 


1agazine reports that the trend. i x ind childrens’ hospitals. ‘The 


business gifts is defimtely towa nanagement reports that customers 
utilitarian, ranging from fishing tackk vho were showered with leather goods, 
to household gadgets. When these flowers and other presents in the past 
items are used by the recipient arently do not miss these annual 
family, warm feelings are generated utes. The company’s mail bulged 
toward the donor, so the logic go th congratulatory letters, say. the 
rs, citing the firm for its apprecia- 
f the true Christmas spirit. Said 

\ radical departure in distnibuto ne customer, “We believe you have 
Christmas gifts is the institu tarted something that many others 
3! , plan launched by ral hou ikl well afford to follow 


the past few years 


New Twist—Institutional Giving 


» been discontinue Motor Group Pioneers an Idea 
Vi iy Lai a’ 


One trade group, the Motor & 


ynent Wholesalers Association, 
7 


een actively promoting the insti 
ing plan among its mem 


An M. E. W. A. letter urging 


j , 
n the same cities to pool their 


foundations advise ymong 


Give in the name of your cus 
rather than in your own name 
to the institution that 
great majority of your 


A . ] 
either directly or indirecth 
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istead t rthy causes. Card tells customers how fund was spent 


If you cover a large area, choose a dif 
ferent institution each year. 

“3. Consult the institutions as to 
what they need most, and then give 
those items 

+. Get all the publicity possible.” 

Ihe letter adds: ‘Make sure that 
the recipient institution sends an ac- 
knowledgement or thank-you note or 
card to each of your customers (at 
your expense, of course ).”’ 

\ Washington, D. C., group of 
Automotive Distributors who tried the 
group-institutional plan reports: “We 
feel we are contributing to the,welfare 
of the community as a whole and not 
giving presents to individuals who in 
some cases are not appreciative and 
creating the enmity of some of those 
who would be neglected.” 

No Whiskey This Year 

One M. E. W. A. member wrotk 
“Our customers at first were a little 
miffed at not being treated to a little 
liquid refreshment but, on receipt of 

nice letter from the hospital, soon 
got over their selfishness and were 
happv to have the money go to a bet 
¢ 1S¢ 

Said another member, “We have 
had only one complaint, and we made 
him feel like what he is (You know 
vhat 

While institutional giving may not 


Continued on page 180 





RECONDITIONING TOOLS is a service Som pp! TRAINING nnet includes stud 


an’ offer, thank I omplet iy-equ pped NOT Sunderson xplains 7s to Dick Kellis 


How a Machine Shop Pays 


By Ray Barnett Managing Editor 


*-. 
Ge 


DEVELOPMENT of standards for sharpening or recon MANAGEMENT at Sonnet Supply believes product kn 
ditioning tools is a major part of sales program. Paul Sax edge is the key to sales. Merle Hilliard, general n 
} ) YT ry 


man checks tox pecs with sales manager Robert Stevens ind Mr. Stevens discuss the pro 
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STOCK TOOLS ar t sI BLUEPRINT READING is a must at Sonnet; the management feels the shop helps 


Dick Griffen | nvsterv out of blueprints Salesman W. W. Forst checks over print 


Its Way in Supply Sales 


California firm utilizes shop as three-way selling aid 


A OMPANY-OPERATED MACHINE SHOP, fully equipped ening was a step taken by Sonnet only after communica 
with milling machine, grinders, comparators, lathes, tion with several manufacturers had shown that standard 
brazing machines, etc., ranks high in the sales program of sheets were not available. Sonnet management felt there 
Sonnet Supply, Hawthorne, Calif was a service to be rendered to customers in providing 
It’s easy to understand, too, why Merle Hilliard, gen them with accurate information on reconditioning tools. 
eral manager, and Robert L. Stevens, sales manager, think I'ypical of the standards “put on paper” for the use of 
» nghly of the machine shop that they use it as customers is the metal slitting saw sheet. It contains 
eight columns: In the first column 27 saws are identified 
2. A place for developing standards for tools by catalog number and then, for each one are listed 
3. A shop in which a recondition and sharpening serv diameter, width, hole, hub, length side tooth, recess and 
ice is rendered number of teeth. At the bottom of the sheet specific in 

Che Sonnet company deals in “precision cutting tools structions are given for “procedure for resharpening.’ 
ind allied products.” And, according to both Mr. Hill The company’s program for helping customers make 
Mr. Stevens, to sell cutting tools successfully tools last longer also includes, of course, actual recondi- 


Tf 


l. A training shop 


iard and 
vou must know everything there is to know about the tioning and sharpening in the Sonnet shop. Sonnet sales 
tools, what they can do and what they cannot do.’ men make a point of explaining to customers that speci- 
One of the Sonnet requisites for a salesman is that he fication sheets are available if the customer wants to do 
must be able to read blueprints. Mr. Stevens pointed out his own reconditioning. In many cases, though, custo 
that a man does not necessarily have to be an engineer, mers feel that they can use their own facilities for other 
1 must help employees learn purposes and, as a result, do use the Sonnet shop 
ill about products, regular sessi re conducted in the In addition to three major benefits, Mr. Stevens 
shop by the shop foreman, by factory men and by Mr pointed out that having a fully equipped shop puts Son- 
Hilliard and Mr. Stevens. “A man is going to learn more net salesmen in the position of being able to 
ibout a tool,” said Mr. Stevens, “‘if sees it in operation sell “specials” with delivery almost equal to that of stand- 
nd has someone explain what ypening and why.” ird tools. How’s it done? Simple, said Mr. Stevens, 


yf standards f nditioning and sharp standard tools are converted to specials in the shop 


but blueprint reading is 


Developing 
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Signmaker J. A. Nettleton (left) is one of John Miller’s many customers. Here he demonstrates a hand grinder. 


How to Greate a New Territory 


Without disturbing existing territories, this 


Toledo distributor discovered a brand-new 


territory—and realized unforeseen potentials 


HE SALES MANAGEMENT PROBLEM Of Toledo’s Bost 
Techitees Co. is no different from that of many 
territory has a number of 
salesman to bother with 
1 healthy 
potential. The problem: How to find time to get to them 

Several years ago industrial sales manager R. M. Shan 


another distributor—each 
accounts too small for the 


Yet, in the aggregate, these accounts comprise 


non hit on the idea of rounding up all these miscellanc 
ous, non-industrial accounts, and handing them over to 
one salesman. “After all,” he says, 
were small and outside the industrial field, they did need 


‘while these firms 
industrial supplies. I figured there would be some nice 
business here for some salesman.’ 
Che salesman he picked for the job was John B. Miller, 
1 big, quiet-spoken, thoroughly-experienced supply man 
start, Mr. Miller saw the challenge in his 
ind went to work creating a “territory” 


From the 
issigninent 
where none existed before. 

For pure diversity, John Miller's 250 active accounts 
perhaps rival those of any other distributor salesman 


They include greenhouses, lumber vards, dairies, an 


optical firm, a truck line, a resort company, hospitals, a 
of course, a number of indus 


‘fix-it’ firm. There are, 


trial accounts. but firms too small to warrant much atten 
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tion from a salesman whose time is taken up with larger 
customers 

In starting out on his new job, Mr. Miller got the 
challenge he was looking for. In fact, at first he encoun 
tered resistance, since most of the firms had never done 
business with a distributor salesman befor« 

However, with hard work and tact, Mr. Miller dis 
covered these new accounts soon welcomed his regula 
calls. Not only were they interested in the \ 


sed with the amount 


irious product 
lines he had to offer, they were impres 
of help he could give them in product application 

In the eight or nine vears’ he has been working his 
territorv,”’ Mr. Miller has seen his sales volume grow to 
the point where it even exceeds that of some of the 
In fact, when he was offered a 


regular territory five years ago, he turned it down so he 


regular sales territories 
could stay with his “cats-and-dogs.”’ Not only is he as 
far ahead financially, but he is still turning up new 
potentials. 

For Mr. Shannon, the one-time experiment has proven 
to be efficient sales management. Serious gaps in existing 
territories have been bridged; at the same time, salesmen 
in these territories have been left free to fully develop 


existing accounts 
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By Don McGill 


Associate Editor 


GREENHOUSE presented unforeseen potentials Above) Normal Miller 


nanager of Miller Farm & Greenhouse Co., examines new sprinkler 
vn hos Below) Mr. Miller discusses gages for Green 
lant with co-manager Joseph F. Miller 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 


* 








Tomorrow's leaders in the industry assemble for their first classes 


Clarkson Sets ID Course in Motion 


Thirty-six students embark on four-year curriculum 


leading to B.S. degree in Industrial Distribution 


root 


graduate of the local high school, and was active in | 
Potsdam, N. Y., sect its four-vear course in mdustrial ball, wrestling, the Dance Club, Hi-Y, and Service Squad 
distribution in motion with an enrollment of 36 students Allen Sinisgalli, born in 1936 in Nutley, N. J. and was 
drawn from New York, New Jersev, New England graduated last June from the Nutley High School, was 
Illmors, and Canada president of his senior class, baseball manager, che« 
Six of the students beginning the course were winne: xder, and a member of the Debating Club, Art Cl 
of scholarships donated by manufacturers, distrib ut md Student Council 
Mill and Factory and INpusrriat Distrisution. Five William A. Rengert, born in West Falls, N. Y., in 
the scholarship winners are from New York state, onc 1 graduate of Orchard Park Central School 


+ 


|* MID-SEPTEMBER, Clarkson College of Technology, 


1937 and 
plaved three years of varsitv football, four vears of bask« 


from New Jerse 
ball, and was an active track and field man 


Charles R. Cummins, Jr., Niagara Falls, N. Y.. was 
born in 1936 in St. Louis, and was graduated from LaSalle Russell M. Weaver, who was born in 1937 in Rosiere 


High School. A member of the football and basketball N. Y., was graduated from Lyme Central School in Chau 
mont, N. Y., and participated in football, basketball 


baseball, the school band, debating, the Student Council 
ind was elected to the National Honor Society 


teams, he also participated in school dramatics. 
Robert F. Koenig, born in 1936 in Tarrytown and was 


graduated from Irving High School in the New York 
Club, The statements these scholarship men have given 


town, had wide interests in school: the Science 
are studying industria 


Rand. Math Club, Yearbook staff, chorus, Dramatics the following pages as to why they 
Club, and History Club distibution match their school backgrounds—both in« 


bert Shepard. born in 


| 


ive voung men with ambition 


193 ! va } ite thev are a 
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x 


as four-vear course in industrial distribution is initiated at Clarkson Tech. 


= o% , 
™ WH» “> gol, 
~~ ~S 
. a : onal we 


* 


Charles R. Cummins, Jr Robert F. Koenig 
Beals McCarthy & Rogers Scholarship Henry G. Thompson & Son Co. Scholarship 


ft. Lowe W. Herron, chairman cf Clarkson's depart 
nent of industrial distribution, gives a calculating machine 
n to Robert, who say | have found that oa straight 
ngineering course would have been too complex for me 
When the industrial distribution course was outlined, it 
eemed it was just what | wanted. It combines busines 
with engineering to form me of the most interesting 
unique courses | have ever taken 
, 


ext i is 


. 











William A. Rengart 
Norton Scholarship 


| was especially interested in enrolling in the industria 


distribution course at Clarkson because the field for which 


been portrayed as one 


the curriculum prepores one has 
positions | 


with challenging and financially-rewarding 
hope my study at Clarkson will help me to become a fine 
leader in the field with a great deal of opportunity 


Allen Sinisgalli 
Mill & Factory Scholarship 


have learned through vocational tests giver 


choo! that, althoug! 

| do not hove the ability 
with people ho sxlways held an interest 
turned to business administration. But there, my tendenty 
toword the sciences would be wasted. | was looking for oa 
course in which | could train to work with people 
learn a littie about the technical side of busine if 


the answer in the industrial distribution course.’ 


] 
an aptitude in the sci« 

to become an engineer. Working 

for me | 
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Robert Shepard 
Industrial Supply Corporation Scholarship 


Talking it over with admissions director Loren Edward 
aistribution 


Robert say | am interested in the industria 
curriculum because it will prepare me for a varied number 
in a field where there are no limits to advancement 


t 
r bs 
witt the struc ture f the course 


| also like if Decause 
you are not narrowed down to one particular type 
field becomes crow 
} 


# work 
r one pcrticular job. If one led 
] mother bran 


ore prepored ft enter 


Russell M. Weaver 
Industrial Distribution Scholarship 


y mterested 


at Clarkson, because 
ng with training 
see things not 
toa from the bus 
nmin tne tribution of ¢ 


ther p bie field 
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Habits of Success—! 


uman Nature’s a Key Factor 


Determine the nature of the prospect's 
wants, then make your appeal accordingly 





Pivotal person in any sales program is, naturally, 
the individual salesman. In this article, first of By Richard S. Schultz 
three, the author discusses how salesmen can industrial Relations Methods, Inc 
acquire “success habits,” habits that net higher New York 

sales for you, greater job satisfaction for them. 











the individual salesman. Regardless of efforts made to operative 
velop a streamlined and well-coordinated sales organiza- here are often instances where the salesman has failed 


} 


A’ SUCCESSFUL SALES ORGANIZATION is built around someone “who doesn’t know what he wants,” or “unco 


it’s imperative that every man do the right thing in to analyze a prospect accurately, where he has adopted a 
ght place with the right people at the right time and short-cut” method of judgment. From the very outset, a 


| rig! 
the righ 


ii 


it way alesman should evaluate a prospect by interpreting his 


Ihe individual salesman’s su depends, therefore, way of talking and acting—not by the way he is built or 
n a thorough understanding of his job and good work dressed 
habits. And the art of sellins—any kind of selling Further. the salesman should consider each sales situa- 


t a problem, and apply to it his knowledge and 


depends on seven fundamental habit tion as 
understanding of people. Successful selling requires that 
Be alert to the customer’s individuality the salesman realize a customer is persuaded not so much 
Appeal to the customer's | mal want by what is said, as by how it is said and who says it The 
Systematize sales efforts old idea of “‘selling’’ a prospect has given way to the 

Use interview skills newer practice of ‘helping’ a prospect to buy 
Fortify the presentation . , 
Dispose of Rieutlans — Appeal to the Customer’s Wants 
Secure decision and action Every salesman faces this question: “What are the 

really important selling points about my product?” 

\s each salesman and sales organization looks at pres Even in industrial selling, the customer's personal pref- 
business conditions and beyond, these seven “success erences play a large part. For example, even though a 
habits” will answer the question What can I do per uyer may respond only to such rational appeals as econ 


—\. : y enace nad me . comt + ” ad 
sonaily to assure my success and meet our competihion omy, cost-saving, efficiency, and dependability, he can 


} 


cTit 


espond also to emotional appeal 
For example, while he may want new equipment be- 
Part of the salesman’s success depends on how well he ause it’s efficient or labor-saving, he may also want to 


them to purchase intelli- maintain 


The Customer's Individuality 


personal prestige among his competitors by 


gently installing the same equipment 


an analyze prospects and help 


In helping a prospect make a decision to buy, the sales [he salesman’s task, therefore, is threefold 


} } 


man must not only be well-informed on his product, but 


Learn the prospect’s wants 


also must have a practical knowledge of human nature. 2. Determine the character of those wants 


+ 


he salesman must be able to deal effectively and Make the appropmate appeal 


directly with people. He must ada 
ind be fully informed about their way ing, doing, tion, the salesman should make an emotional appeal. On 


feeling, common beliefs, and aversions or preferences. the other hand, if the prospect wants efhciency and econ- 
In many cases, when the sal 1 is unable to make my, the salesman should make a rational appeal 


ict to theirs, For the prospect who wants prestige or social recogni- 


headway with a prospect, he n wrongly put the pros- 


pect down as being “uninterested,” “temperamental,” Next Month: Planning and Interviewing 
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‘OB AND REQUIREMENTS ar xplained by Bob John DETAILS which help him to suggest products, in this case 
on ». Urban. Inc.. to Oswald “Ozzie’’ Gordon, Webster ingular cut of pipe, a1 explained to Mr. Gordon by Matt 
R Machinery & Supply Ci ilesman Vale, plat iperintendent at Urban, In 


ell Confidence—tt's an A-1 Product 


Any sound knowledge of products and applications is excellent basis 


for some effective personal selling, Tacoma, Wash., salesman learns 


MACHINE to do the job is demonstrated to Messrs. Vale SERVICE 
und | SO Mr.G tt st tion at Urban plant Nir. Gordon w rrinds we it ng ace 
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SWALD “Ozzie” Gorpvon of Webster-Robinson Ma 
O chinery & Supply Co., Tacoma, Wash., can give 
you several reasons why he turned to selling industrial 
equipment and supplies after some 15 years of varied 
during which he rose to a 
upervisory level. But, commented Stewart Webster 
president of Webster-Robinson, it takes only three of 
these reasons to explain Mr. Gordon’s progress after a 


little more than two vears of selling 


machine shop experience 


experience 

[hese reasons are 

|. He likes to meet peopk 

2. He feels at home with the products | Ils 

3. He gets a big kick out of working on mechanical 
problems, especially when he solv is instru 
mental in solving, them 

In our field,” Mr. Webster add three at 


ae ae - 
utes can get a salesman far u relative ort time 


Needs Brushing Up 


lurning to Mr. Gordon u get the modest admis 
sion that there are many salesmen who are more gifted 
idvantag In tact 
speaking courses 
to improve himself in this respect. However, Mr. Gor 


don doesn’t rely too much on an ability to talk in selling 


1 


talkers, and he doesn’t belittle their 
Gordon has takén a coupk 


products; he emphasizes sound assertions and proof by 
demonstration of his products’ functions. In this area, 
he feels, he enjoys certain advantages which many gifted 
s of knowing how 


Don't forget, he 


talkers do not That i the advantag 
ind why the products he s« ire used 
machinist by trad 

(his machine shop exp ib] him to meet 
technical men in customer ; on t level of 
understanding of mechani problems 
He talks the language of plant Dp ors \ ther their 
vork involves production 01 

Occasionally, Mr. Gordor imi runs into difh 
ulty in getting the purcha 
back-room”” call but he n 
f it does take a littl 
vom, he hasn't experien 

ptance of the kev m 

rks back to the pul hasi 
vith back-room pet 

If | had to make a ch 


able to talk 


YT ] 
mnel oO 


On Sure Ground 


f 1 plant 
man mav b 
lar product 

the latter s 

probably | 

And tl 


ing some ptr 


As Mr. Gi 
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Could Mr. Gordon illustrate the point with a case? 


“IT was calling on a p.a. in a shipbuilding yard. They 
were making mine-sweepers. We wanted the band saw 


blade business 


“The blade specs were sent from the back-room t 
p.a. did the selecting of suppliers. Maybe I should hay 
concentrated my sales pitch on him the way the othe 
fellows were but that wasn’t my way. What I was most 
interested in was in getting an idea on how these blades 
were being used. So I concentrated on getting permis 
sion to go back and see for myself. I must have harped 
on this for some time because the p.a. finally asked me 
So I explained to him that I 


had some experience with saw blades and saws 


what good would it do 


See The Job First 


‘When the p.a. learned I had handled saws myself, 
he confided that they had had some trouble cutting 
thin wall tubing and were thinking of changing over to 
another method of cutting entirely, probably cut-off 
He asked me if [| could 


suggest something. I told him I couldn’t promise him 


wheels. You know, abrasives 


inything; I had to see the job thev were doing before | 
could say, but the chances were that I might be able to 
help. The p.a. bought that 

“The p.a. was nice enough to explain to the foreman 
that he brought me out because I had had some experi 
ence with saws. I had brief chat with the foreman 
about where I worked and what I had done, and he 
seemed to like it because he took me over to show m«¢ 
the cutting operation. He explained that they were cut 
ting tubing of various materials—aluminum, stainless 
steel, bronze, copper and nickel. He was a little doubtful 
bout cut-off wheels since they couldn’t have any burn 
ing of material. But the saws weren’t cutting square a 
per Navy specs. Total variance on the job called for 
only 5/1000 from the square 

“One look at the saw they were using and I suspected 
the trouble. It was an old one. Parts that had broken 
had been welded but not true. The last tune it had 
been adjusted was a long time ago; it needed adjustment 
badly. Considering the business I was after, I thought 
it was worth a chance to rehabilitate the machine. So I 
suggested that he send it over to my place where we 
could work on it. He had nothing to lose and he did 


Fixed The Machine 
¢ parts for the badly-repaired 
ones, adjusted the cut and tested the saw with the mi 


materials used at the plant. I also got the idea that a 


“In our place we got n 


raker-set blade would do the work better and it did 
When the foreman tried the machine out he wv 
not only enthusiastic about the wav it worked but heé 
lso was quite flattering to the p.a. about our compam 
ind the service we gave. Yes, I got a good share of th 
all right but, not only that, orders for two 

W Saw machine De which Wa THIce 
But,” Mr. Gordon ncluded, “I think the bigg« 
saw that surprised look on that for 
fa when he cut one tube after another and 
t the results he had b I knew I made 


blade busine 


kick came when | 


looking for 
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Would You Believe It? 


HERE’s an old gag about the economist urging a 

client to “Watch these developments.” A week later 
the client, having suffered terrific losses, telephoned 
the economist and complained: “I've been watching the 
developments closely, but what do | do now?” 

These cartoons are somewhat like the economist’s 
advice: They call your attention to statements you're 
likely to hear from many customers, but no attempt has 
been made to write advice-giving captions. The cartoons 
were inspired by an item in the house organ of Farquhar 
Machinery Co., Jacksonville, which did give this bit of 
advice as a quote from the Gay Philosopher: 

“It ain't what you hear that counts—only what you 


believe.” 























No, wee overstocked ~ No we couldn't poxibly 


/ use oue.” 
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‘No, we getall our widgels From * Alo, 'muot sosuve 
, Hustler Sappy." Your products will do.” 























INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 





Checking program f sessions of the recent Detro Old friends met at the registration da\ 
meeting are Jam on Detroit Ball Bearing) and J. | heraton-Cadilla Here, Donald Mol ur 
KA kert, of Ricker I strial Supply oF Milw 1K if vith Da | goott, of ] | W r& ( 


325 Attend 


On Better 


i 


First on the program were g: nial gatherings like this. In the group are Bud W irthlin 
Wirthlin-Mann Co., Cincinnati; Dan Northup (Henry G. Thompson ind John 
Dugan. Geor Flora, R. Dykstra and Don Dykstra (Arro Expansion Bi 


Flanking B. O. Schmaling, « r ipplies Co Lo W } OTK 
1, Il. a l ( ' ' ' ' & H 
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ost 


McD. England, Logan Hardware & 
vy Co., Logan, W. V., Southern 


sation resident vas a 


Detroit Meetin 


Management 


Scott, president, Van Norman 
on “Lovalty Works Both 
to Greater Sales 


HE FIRST in a series of tl ¢ eting held cribed “An Approach to an Automatx Office.” 
last month by the National an« Associations he Reverend Raleigh E. Sain, Director of Research 
t the Sheraton-Cadillac Hotel, Detroit. Some 325 distrib ind Church Planning, Detroit, delivered the invocation 
utors and manufacturers’ representatives met for a day of F. J. O’ Laughlin, Commander Mfg. Co., and T. Gor 
Si on t yu ( to Better don Vaughan, W. M. Pattison Supply, Cleveland, wer 
\lanagement,”’ l listened to f{ ikers disct ul meeting chairmen. Also at the speaker's table were R. H 
Barr, Reilly Bros. & Raub, Lancaster, Pa., president of 
lhe program opened with the National Association; T, D. Vander Voort, Clemson 
efore the formal session peakers morning ses Bros., American Association president; and C. McDon 
ion were Stuart A. Russell, president ¢ ussell & Co., iid England, Logan Hardware & Supply Co., Logan, 
Holyoke, Mass., on the topic, ost nscious Em WW. Va., president of the Southern Association. 
lovees Are the Key to Cost Reduction”, and James ¥ 
Scott, Van Norman Co., who | oke on | iltv both to Next Meeting in Biloxi 
nanagement and to emplovee 
Dr. Henry Bund, executive edit irch Institute The next regional meeting, Jan. 12-15, will be in the 
America, summarized current econo1 trends at the Edgewater Gulf Hotel, Biloxi, Miss., and will be spon- 
mal luncheon. Other Melvin G sored by the Southern and American Associations. A 
rover, vice president, Wilson igl Welch & Philadelphia mecting of the American and National 
t H 1 Alan Associations will be held in the Warwick Hotel, Feb. 


ul and 


iness S¢ 


it probDiems 


rover, on “Budgeting Managemen 
Mann, commercial coordinat SKF Industries, who 28-Mar. | 
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SALES QUIZ: Test your knowledge of. . . 


Products and Markets 








ee 























To get your bearings on BEARINGS, bear down 
on product knowledge. Here are some ques- 
tions designed toward that end. 
A. Match the letters on the drawings of the 
ball bearing and tapered roller bearing with 
bearing terms below. 
| inner race (cone) 
| roller retainer (cage) 
outer race (cup) 
| tapered rollers 
| bore 
| ball retainer 
B. Which two of the following operating con- 
ditions must the bearings salesman determine 
first before he investigates the others—all of 
them essential: 
| temperature conditions 
| assembly requirements 
radial loads 
outer ring rotation 
thrust loads 
lubrication 
C. The factor that will most influence the 
salesman’s choice of the babbitted, or anti- 
friction, or oilless type bearing for the job is: 
| shaft diameter and speed 
shaft alignment and deflection 
kind and direction of the load 


2 Knowledge of proper operation and mainte- 


nance of PNEUMATIC TOOLS can be of in- 
estimable assistance to industrial salesmen 
selling such items as air-powered drills, ham- 
mers, screwdrivers and nut runners, saws, 
grinders, etc. 
Here are some questions that will help you 
brush up on this subject: 
A. Before connecting the tool, the air line 
should be blown out. 
True | False 
B. It is not necessary to check tool-housing 
bolts and handle prior to connecting tool. 
[) True False 
C. Air pressure should be maintained at 90 
Ibs psi. 
[) True False 
D. If pressure drops off, which of the following 
should be checked: 
[) air strainer, screens and filter 
| air line 
| compressor 
| blades 
| governor 








Modern plants are more and more concerned 
about protection and appearance of equip- 
ment and buildings. Iron and steel, wood and 
concrete surfaces are potential substances for 
PAINTS. 

Brush up on paint know-how with the following 
questions, and paint the town red with profit- 
able orders. 

A. What are the three principal methods of 
paint application? 

B. Generally, successful maintenance of metal 
surfaces requires several applications of paint 
film. Primers are the most important of these 
layers. Why? 

C. Unprotected concrete floors and walls will 
dust and disintegrate. What types of paint 
would you recommend for this service. Why? 
D. What resins will adapt paint to provide 
satisfactory protection of iron and steel in 
high temperature areas up to 1700 deg. F.? 
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You can emulate the energetic salesman in the 
* cartoon by jacking up your sales with HY- 
DRAULIC JACKS. 
Hydraulic jacks, with various attachments, are 
used in many ways in such diverse fields as: 
electrical, mining, marine, aviation, oil, and 
construction. To overcome lack of jack know- 
how, try answering the following questions: 
A. Potential-minded salesmen should have no 
trouble listing at least seven uses for hydraulic 
jacks. How many can you list? 
B. Generally speaking, every hydraulic jack 
should be capable of sustaining the load with- 
out lowering less than: 
Yg-in in four hours 
| “%4-in in three hours 
¥2-in in two hours 

C. The best fluid to use in the industrial hy- 
draulic jack is: glycerine, mercury, 

brake fluid, dewaxed jack oil. 
D. Hydraulic jacks may be used in a hori- 
zontal position, provided the pump beam is 
above the release valve. True False. 





5 If you're looking for a pipe line to increased 


sales, try concentrating on PIPE AND FIT- 
TINGS. Today, more and more plants are 
installing pipe lines to handle hot or cold 
water, steam, air, gas, chemicals, corrosive 
materials, etc. The salesman with product 
knowledge of pipe stands a fitting chance to 
get his share of the increasing potential. 
Possibly the following pipe and fittings 
questions will point the way. 
A. Which of the following types of pipe are 
commonly employed in plants: copper; brass; 
steel and iron with additions of copper or 
other materials; wrought steel, welded and 
seamless; cast iron, with or without alloys of 
chromium, nickel, etc.; wrought iron. 
B. Fittings may be made of which of the fol- 
lowing materials: cast iron, carbon and alloy 
steels, brass, malleable iron, copper, alumi- 
num, nickel alloys, lead, glass, plastics. 
C. Shut-off valves of branch pipe lines should 
be located as far from the main lines as pos- 
sible. True [) False. 
D. If one of your customers gives you an order 
for “wrought pipe” can you tell exactly what 
he wants? 
E. Above what size is pipe identified by its 
outside diameter? 





6. Grinding wheels, like any other tools, require 
care and maintenance so that they can per- 
form efficiently. DRESSERS are the tools that 
do the trick for two of these maintenance 


operations. 

A. Can you describe the two different opera- 
tions performed by dressers? 

B. Though described as wheel dressers, some 
types are used for the truing operation. Can 
you name at least three types of dressers used 
for truing? 

C. Dressing should be done with wheels turn- 
ing at relatively slow high speeds. 

D. It is advisable to use a diamond tool to 
true a diamond wheel. True False 


FOR ANSWER, PLEASE TURN PAGE 





Answers to 


Sales Quiz on pages 110-111 











1. 4 Parts shown in the drawings are: A. outer 


race (cup), B. roller retainer (cage), C. tapered 
rollers, D. inner race (cone), E. ball retainer, 
F. bore. 

B. Radial loads and thrust loads are the two 
conditions you are advised to look for first, 
then investigate all the others 

C. Shaft diameter and speed is the most in- 
fluential factor, although kind and direction 
of load also will affect his choice, after shaft 
diameter and speed are known. 


1. 


A. Hydraulic jacks may be used: as hydraulic 
presses; for lifting and lowering machinery; 
for straightening equipment, lineshafts, drums, 
barrels, etc.; for assembling machinery; for 
welding operations; for nouse moving; for test- 
ing and weighing. 

B. A good hydraulic load bearing jack will 
sustain the load without lowering less than 
¥g-in in four hours. 

C. Dewaxed jack oil is best; brake fluid the 
worst. 

D. False; the pump beam must be below the 
release vaive. 








A. True. Blowing out air line removes mois- 
ture and accumulated dirt. 

B. False. Check tool-housing bolts and handle, 
because looseness can cause violent internal 
action and misalignment of interior parts. 

C. True. Lower pressures slow down work. 
D. If pressure drops off, check all. If strainer, 
screens or filter are dirty, blow them out and 
wash them. Air line should be checked for 
leaks; also be sure there are not too many 
tools on one supply line. Compressor should be 
checked for faulty operation. If blades are 
broken or worn, they should be replaced im- 
mediately. Governor should be checked for 
cleanliness and free operation. 


”?. 


A. All types of pipe mentioned are commonly 
used today. 

B. All materials mentioned are used to make 
fittings. 

C. False; shut-off valves of branch pipe lines 
should be located as close to main lines as 
possible. This is safest, most positive installa- 
tion practice. 

D. No. The term refers to either wrought steel 
or wrought iron, and is only a distinction from 
cast pipe. 

E. Pipe is identified by or ‘side diameter above 
12-in. 








A. Three principal methods of applying paint 
are: brushing, spraying and roller coating. 
B. Primers bond tightly to the metal, prevent 
corrosion, and form films to which finish coats 
can adhere. Both red lead and zinc chromate 
are widely used as primers. 

C. Special cement and concrete types—alumi- 
num, rubber or oil base. These paints have 
been developed to withstand moisture and 
weather, as well as to resist the lime in the 
concrete. 

D. Addition of silicone resins adapts paint to 
high temperature areas, up to 1700 deg. F. 





A. Two operations performed by dressers are: 


' Dressing—the removal of foreign matter und 


dull abrasive grains from face of the wheel 
that is loaded with particles of materials be- 
ing ground. Truing—cutting away wheel to 
restore grinding face to proper shape, or to 
change its grinding face for a different grind- 
ing operation. 

B. Some types of dressers used for truing are: 
revolving metal cutters, harder grinding 
wheels, diamond dressers, stick dressers. 

C. Wheels should be turning relatively slow 
when dressing. 

D. False. To true:a diamond wheel, use a 
soft silicone carbon stick. 
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Contains the most 
up-to-date and 
complete information 
on Stock Roller 
Chains and Sprockets 


FILL OUT COUPON BELOW 
FOR YOUR COPY 


‘ne 


'Anap Alm c 
Lis, Mp, 
“we *Plagy AMY iT | 
—_ “4, s. Hi c. 


From the files of 
DIAMOND CHAIN ENGINEERS ae 
Backed by 65 Years of Roller Chain Experience 


In this latest 64-page Catalog 754, you will find the most authentic and com- 
plete data on Roller Chains and Sprockets—data drawn from 65 years of expe- 


rience in the manufacture and application of Roller Chains. 1 here is no substitute 


for such experience. 
You will find it worth while to have a copy of 
y 7§< »ck 2 fere > 4 > 
Catalog 754 on your desk for ready reference. Write | CLIP COUPON AND MAIL TODAY! 


today—or just fill out and mail the coupon. 
Diamond Chain Company, Inc. 
Dept. 480, 402 Kentucky Ave. 
DIAMOND CHAIN COMPANY, Inc. Indianapolis 7, Ind. 
Dept “a poe sencthoneaigiaar 9 2° 7, indiana Reese aell « copy of your New Catalog 754 on 
Offices and Distributors in rincipal Cities Steck Choins ond Sprockets tos 


Please refer to the classified section of your local telephone 


directory under the heading CHAINS or CHAINS-ROLLER 





NAME 


mawoxn Sy a 
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.S. TOTALS 


August 1954 
Compared with 


July 1954 


+1% 


Vdd 


August 1954 
Compared with 


August 1953 


-10% 


First 8 Mos. 1954 
Compared with 


First 8 Mos. 1953 


-12% 





uu 








_. 











Supply Sales Trend 


Final Figures For August 1954 





August 1954 
Compared with 


July 1954 


August 1954 
Compared with 
August 1953 


First 8 Mos. 1954 
Compared with 


First 8 Mos. 1953 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 2% 
= 9% 


+ 2% 


+ 6% 








-15% 
23% 


-16% 


- 





-14% 
-21% 


-15% 


- Te 





INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 











Ads like this 


LIGHTWEIGHT CHAMP | 


Makes Dies Work Better... Longer 


make your selling 


of the die. Asa result dies last longer and pro machine. Bu 


ee -more 
struction, it is easy to move from job to job 


duce the accurate threads that mean a good co uct i ’ 

job every time The standard range is 4%’ to 2°’. Range with 
‘ . is 2 os 

Other features of the Lightweight Champ help “ive shaft is 2A" t 

make it an outstanding walue. Like the new For complete data, write us or, better sill, con- 

wrenchless chuck that grips and holds tight — tact your local Oster distributor 


An exclusive Oster design feature found in either right oF left hand direction; revolving 
on the Lightweight Champ is the non-binding rear chuck; easy access to either 
two driving arms on center line with spindle motor of switch weight Champ has 

absolutely inde 


prevent excessive strain and wear on one side structible guaranteed for the life of the 
spite of the tough, rugged 


They even up the load on the die stocks an all welded, stec 


THE 


MANUFACTURING CO. 


OF me ond Focter: 


2081 Ecst 6lst St., Cleveland 3, Ohio 


Builders of Cost Reducing Threading Equipment Since 1893 


52 


Month after month Oster ads appear in leading 
publications read by your customers. They’re 
designed to help you make quicker sales... 
easier sales and greater profit. 

The ad shown here, for instance, is designed 
to save your selling time. It plays up the Oster 
Lightweight Champ and points out the bene- 
fits this tough, durable machine has to offer. 
Like the two driving arms on center line 
with spindle which even up the load on die 
stocks—prevent excessive strain and wear 
on one side of the die and increase die life. 


THE 


And this ad tells your customers about the 
wrenchless chuck that grips and holds tight 
in either right- or left-hand direction. It 
points out that the welded, all-steel case is in- 
destructible and guaranteed for the life of the 
machine. 


And every Oster ad that appears invites buyers 
of Oster Threading machines to see their Oster 
Distributor. If you would like further infor- 
mation on the complete line of Oster Thread- 
ing equipment, just let us know and we shall 
be glad to send it. 


MANUFACTURING CO. 


Main Office and Factory: 


2041 East 61st St., Cleveland 3, Ohio 
Factory Branch: Seles and Service, 25-36 Jecksen Ave., Long Island City 1, WN. Y. 


Builders of Cost Reducing Threading Equipment Since 1893 
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SALES TRENDS (Cont'd.) 





August 1954 
Compared with 
July 1954 


August 1954 
Compared with 
August 1953 


First 8 Mos. 1954 
Compared with 


First 8 Mos. 1953 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


SAST SOUTH CENTRAL 
Alabama 

Kentucky 

Mississipoi 


pn 
Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
W voming 


PACIFIC 
California 
Oregon 
Washington 








+ 6% 


+ t% 





-10% 


-11% 


+ 6% 


- 3% 


- 2% 
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THANKS 


a 


@ One million Yarway Impulse 
Steam Traps have been sold 
through Industrial Distributors 
since 1935... and to all those 
distributors and their salesmen 
who have had a part, we say, 


“Thanks a million.” 


To other distributors, who 
may be in territories not 
covered by our Selected 
Distributorships, and would 
like to have a part in 
selling the second million, 
we invite your inquiries. 


Write... 


YARNALL-WARING COMPANY 


111 Mermaid Avenue 
Philadelphia 18, Pa. 


| 
l 
| os 
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Price Index for 19 Product Classes 


(1947-49— 100) 
Y> Change 
August July August From 
NAME OF PRODUCT CLASS D4 "54. "53 «Year Ago 


Abrasive Products 116.9 116.9 116.5 +0.3 
Cutting Tools 121.6 121.6 120.5 +0.9 
Fans and Blowers 143.7 143.7 141.9 +1.3 
Fasteners 156.3 153.9 153.9 
Incandescent Lamps 136.9 136.9 136.9 
Industrial Rubber Products 127.6 127.6 127.1 
Lubricants 69.7 69.7 $5.1 
Materials Handling Equipment 133.9 133.8 131.9 


Mechanics Hand Tools 139.8 139.4 136.7 
(Files, saw blades) 


Metalworking Accessories 127.8 127.8 128.7 
Motors 111.4 111.4 121.1 


Paint 112.8 112.8 110.7 





Portable Power Tools 118.6 118.2 118.1 


Power Transmission Equipment 133.1 133.1 129.6 
Precision Measuring Tools 118.3 118.3 120.6 
Pumps and Compressors 131.9 131.9 131.6 
Steel Products 144.5 144.5 141.7 


(Pipes, bars, nails, ete.) 


Valves and Fittings 130.4. 130.3 129.0 


Welding Machines 124.3 124.3 124.4 
(Equipment, rods) 


Total Index 128.6 128.4. 128.0 


Source: Rureau o bor Statistica and Industrial Distribution 
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Here’s 
the hoist line 
to sell. . 
with a 
wide selection 
fo cover every 


handling job 


HOISTS 


including 


ELECTRIC 
SPUR GEARED 
LOW HEADROOM 
ARMY TYPE 
EXTENDED HANDWHEEL | 
TWIN HOOK 


OVERHEAD I-BEAM 
TROLLEYS 


(Current advertisement at right in 


Factory and Mill & Factory) 


Your Heavy Handling Jobs 
will get a lift with 


CHESTER HOISTS 


ELECTRIC HOISTS 


Model E: 5 sizes, ‘4 to 2 ton. Flexible wire 
rope-cabie lift, pendent push-button control. 
Lifting speeds 15 to 30 f. p.m. 


Model EC: 3 sizes, 4 to 1 
ton. Lightweight, portable. 
Welded alloy steel link 
chain, pendent rope control. 
Lifts adaptable up to 66 ft. 


GEARED CHAIN HOISTS AND SPECIALS 


_ 


- Fy, 
aq” 


Chester Spur Geared Chain 
Hoists, % to 25 ton...and many 
specials including the Army 
Types, Extended Handwheel 
and Low Headroom Trolley 


Hoists are available. 


Whatever your handling problems... whether you need 
the quick light action and maneuverability of Chester Elec- 
tric Hoists ... or the solidly dependable stand-by lifting of 
Chester Hand Chain Hoists... there’s a wide selection 
available to meet your exact requirements when you choose 
from the Chester Line. 

Ask your distributor for complete information on Chester 
Electric and Hand Chain Hoists...or write to us for 
electric hoist bulletins E-853 and EC-953 and the Chester 


Hoist catalog. 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Company, <isbon, Ohio 


—— ff fa mae | @ 
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The Outlook For Business 





By The Economies Department, McGraw-Hill Publishing Company 


INDICATORS 


FOR EXAMPLE ... 


REGIONALLY ... 


THE BIG QUESTION 


OPERATION “NUDGE” 


THE CONSUMER 


Major economic indicators still give the now-familiar impression of standing still 
With minor exceptions, they’ve recorded virtually no change for the past six months 
But the surface impression in this case is illusory—like the eve of Carol, the wild lad\ 
The hurricane’s eye, you nay remember, remained placid while 


visitor from the south. 
So it is with business conditions 


travelling over the sea’s surface as fast as 50 m.p.h 
different lines of business are moving so rapidly in opposite directions statisticians ¢ in’t 


detect any overall change. But changes are apparent in individual industries 


lhe automobile industry is now tooling up for a really sharp rise in production 
during the last part of this year. Rising orders for steel are expected to send the steel 


production rate to 75% before year-end. Similarly, output of many other basic indus 


trial materials will pick up, not only because of higher auto production but higher 


production in other industries 
On the other hand, many companies that make fabricated products may find th« 
Machinery producers have been watching their back-orders shrink, 


sledding rougher 
of consumer! 


ind now face several months of declining production. Most makers 
durables face strong competition this winter; weaker companies may soon begin to 


shade prices to maintain volume. 


lhe economic picture has its regional variations. In Maine, where the textile 


ind shipbuilding industries have languished, times are really hard 
in the coal mining districts of Pennsylvania and West Virginia 
has had a declining share in our recent general prosperity 

On the other hand, things are picking up sharply wi Detroit, Cleveland, and oth 
And in New York, with activity humming on both Wall Street 
high and retail trade is the best 


Ihe same is true 


And the farm belt 


iutomotive centers 
md Seventh Avenue (garment district), incomes arc 


for some time 


Can the strong industries and the strong regions pull the weaker ones along? 
If, for example, the improvement in steel operations leads to an imcrease m stec] 


plant and equipment. this will be a help to th 


industry expenditures for new 
weak 


machinery makers. However, if next vear follows the pattern of 1954, new 
spots may develop in some areas as strength ariscs in others. Strictly in terms of 
the private economy, then, the aforementioned pattern of overall stability with 
isolated ups and downs may well continuc 

Federal spending is now falling only half as fast as it did in 1953. Chances ar 
further cuts in spending in future will be small. It’s doubtful if further savings 
can be made on military spending without actually weakening our defenses. ‘The 
economy will be stimulated, however, by government stockpiling (already lead and 


zinc prices have been bolstered as a_ result) 


In addition, a number: of government departments plan to increase thei 


ordering in what has been called Operation Nudge (nudging the 
is being timed to have a stimulating 


economy, that is 


ships, army uniforms, trucks. This ordering 
effect on business. 
The government is doing all it can to 


easy. Federal monetary authorities are taking ever 
borrowing money will be able to get it cheap 
is possible with pri 


make borrowing at low interest rates 


step necessary to make sur 


myone with a reasonable excuse for 
Che Treasury is arranging its borrowings to interfere as little 


vate demands for mone, 


Mr. American Consumer has bought more goods and services in a vear of 


Although there will be more unemplovment in 


recession” than in anv vear in history 
Abilitv to spend 


some industrial centers, the general level of income will be verv high 
will be accompanied by more attractive prices and harder-reselling advertising by manu 


facturers of consumer good 
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PROGRESS for real 
“POWER | 


grinding! 


Fibreglass 


Specially treated Nylon Mesh 
Reinforcement | 


Ps a) 

‘ 
Layers of Fast Fibreglass to support 
Cutting Abrasive area around hole and hub 


Again BAY STATE progress opens new horizons in faster, safer heavy-duty 
portable grinding. Saf-T-Cut “BZ” disc-wheels are reinforced 

with multi-layer fibreglass and specially treated nylon. 

Give “BZ” disc-wheels all the power you have! Run them at maximum recom- 
mended speeds! They have been * ‘built” to withstand heavy-duty grinding . 
with long wheel life. Extensive tests on weld grinding jobs 

have produced record breaking results. 

Get the fastest heavy-duty cutting action, the greatest disc-wheel strength, the 
maximum wheel life . . plus a range of hardnesses from which to choose the 
one you need. Saf-T- Cut * ‘BZ” is Bay State’s latest “Wheel of Progress”! 


ASK FOR A DEMONSTRATION ON YOUR WORK. 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S. A. 


4 5 Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
WHEELS of PROGRESS In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
——— 
e Manufactu 2e23 of all ly pres of Quality Abrasive Products 
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SU PVARTC 
FACTS 


a collection of useful tips to help you 
develop new selling leads in 
industrial markets 





TAPE KEEPS 
WET BATTERIES 


SMALL SNIPS OF “SCOTCH” BRAND 
ACETATE FIBRE TAPE SEAL VENT HOLES 
IN BATTERY CAPS, SEAL OUT MOISTURE, 
AND DUST PRIOR TO SHIPMENT. TAPE 

ALSO HOLDS, MENDS, CODES, IDENTIFIES, 
REINFORCES. 


6cass QuuSe.Eas’ | 


THEY MAKE THIS TAPE SO STRONG 
THAT EVEN THE “WORLD'S STRONGEST MAN” 
(WRESTLER PAUL BAILLARGEON ) CAN'T 
= BREAK IT ! REINFORCING 

“MUSCLES” OF GLASS OR 
RAYON GIVE “SCOTCH” BRAND 

FILAMENT TAPE A TENSILE STRENGTH UP 

TO SOO LBS. PER INCH OF WIDTH. MAKE IT IDEAL 
FOR HEAVY DUTY PACKAGING, BANDING. 
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TAKE A FOOT LONG 1/2" 
DIAMETER FORGED- 
STEEL CHISEL--FEED 
IT TO A THREE-M-ITE 
ABRASIVE BELT GRIT 
#36. WATCH THAT CHISEL 
DISAPPEAR ! YES, THIS 
DEMONSTRATION SHOWS 
HOW 3M BELTS DO TOUGH 
GRINDING JOBS WITH 
EASE. SHOW LITTLE 
WEAR. THEY'RE THE 
FASTEST-CUTTING, 
LONGEST-LASTING OF 
THEM At ! 

















74 ? 
"“SAFETY-WALK” BRAND NON- 
SLIP SURFACING PROVIDES 
PERFECT TRACTION WHERE- 
EVER THE DANGER OF A 
FALL IS PRESENT. THOU- 
SANDS OF TINY MINERAL 
EDGES TAKE A FIRM 
BITE ON FOOTGEAR - EVEN 
UNDER WATER, Olt OR GREASE. 
A NECESSITY FOR KITCHENS, 
SHOWERS, STAIRWAYS, 
WALKWAYS, e#eeeseseeece= 
RAMPS. 


Please send more information on the products checked below: 


() “Scotch” Brand Acetate Fibre Tape [[] “Scotch” Brand Filament Tape 
[] 3M Abrasive Belts (] “Safety -Walk” Non-Slip Surfacing 
() “Wetordry” Polishing Belt [] other “Scotch” Brand Pressure-Sensitive 
Tapes [_] other 3M Abrasives 


- 


BE 667 MORE DEUS 08 prot oppor- 


tunities in the fast-selling a 
3M line of industrial * 


products. Send coupon today! 
NAME 


FIRM 
ADDRESS 


CITY ZONE STATE 


Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6,.Minn.—also makers of “Scotch” Sound Recording Tape, “Underseal’ 


MINNESOTA MINING & MFG. CO. Dept. ip-114, St. Paul 6, Minn. 


COMPANY Rubberized Coating, ‘‘Scotchlite” Reflective Sheeting, “Safety -Walk"’ Non-Slip Surfacing. General Export: 122 E. 42nd St., New 


York 17, N. Y. In Canada: London, Ont., Can 
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American Chain & Cable 
Buys Bristol Co.; 
To Continue Expansion 


American Chain & Cable Co. of 
Bridgeport, Conn., has purchased The 
Bristol Co., Waterbury, Conn.., 
facturer of industrial instruments and 
socket screws, for about $7,600,000 

Ihe new owners said they contem 
plate no changes in management, pet 
“Bristol is in a strong 


manu 


sonnel or policy 
financial position 
undertaken 


ind an expansion 


program some vears ago 
will be completed in 1955.’ 

American Chain officials 
purchase was made for the employ 
ment of surplus funds. “After look 
ing over the field, The Bristol Co. was 


of its good growth 


said the 


selected because 
possibilities in this era of 
controls in manv industries.” 

Bristol has 27 branch offices, branch 
factories in Chicago San Fran 
ind a Canadian subsidiarv, The 

Co. of Canada, at Toronto 
1889 to manufacture the 

William H. Bristol, it 
now produces devices for automatic 
controlling, recording and telemeter 
ing temperature, vacuum, 
draft, flow, ph, liquid depth, humidity. 
current, motion and 
speed. It also makes military aircraft 
instruments. Since 1913 it has manu 
factured socket screws, both multiple 


iutomatn 


ind 
Cisco 
Bristol 
Founded in 
mventions of 


pressure, 


boltage, powcr, 


syline and hex 
Bristol officers 
Carlton W. Bristol, board chairman: 
William H. Faeth. president; and Ed 
win P. Claus and Harrv FE. Beane 
presidents 
American 
posed of 16 
more than 100 industrial products in 
ind hardness 


Present include 


vice 


Cable. 
manutactures 


Chain & 
divisions 


com 


cluding \ ilves PACS 


testers 


Named Aircraft Director 


Earle M. Jorgensen, president and 
general manager of Earle M. Jorgensen 
Co., Los Angeles, has been elected a 
director of Northrop Aircraft, Inc. He 
is also a vice-president of the American 
Steel Warehous Associahon ind ! 
bank director 
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by the new owners to 
| vestors Corp., 


‘NEWS - 
Beals, McCarthy & Rogers Has New Owners 


New York City group buys Buffalo firm; 
Will retain name, expand business 





MANUFACTURER 











Beals, McCarthy & Rogers, 128-vear-old Buffalo, N. Y., industrial supplies 
and steel firm, has been sold to New York Citv interests. 
lhe purchasing group is headed by Charles Shipman, president of Coordi 


nated Financial Services, and David G 


announced that the business would 


Baird, New York City financier 
be continued as 


The 
a Buffalo enterpris« 


under the same name and with its present organization. 


l’‘ormal closing of the deal is ex 
pected November 1. The New York 
‘rroup is purchasing the assets of the 
business rather than its corporate 
stock. The present corporation, Beals, 
McCarthy & Rogers, will eventually 
be liquidated, it was understood, al 
though the name will be retained for 


| the business. 


Plant to Be Leased Back 


Che company’s plant is being sold 
Associated In 
and then will be leased 
back on a 10-year basis, with option to 
buy. Associated Investors was organ 
ized for the plant purchase, with Har 


| vev B. Newins and L. Lawrence Green 
| as its principal owners 


Founded in 1826 by Samuel F 
Pratt, the Buffalo firm first operated 
under the name S. F. Pratt & Co., 


| later became, successively, Pratt & Co.. 


Beals & Brown, and Beals & Co. In 
1917, the name was changed to Beals, 
McCarthy & Rogers 

The firm has been largely owned by 
the Rogers and McCarthy families of 
Buffalo. Since 1929 the Rogers have 
been the majority stockholders 

Eugene F. McCarthy, now 
dent, was elected to head the firm last 
vear following the death of J. Frederick 
Rogers, who had been president since 
1939. Mr. McCarthy is the son of 
the late Edmond D. McCarthy, 


presi- 
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founder and president of the former 
McCarthy Bros. & Ford, Inc., now 
Buffalo Electric Co. His uncle, the 
late Eugene J. McCarthy, was presi- 
dent of Beals, McCarthy & Rogers 
from 1919 to 1929. Other officers are 
Edward K. Hirsch, vice-president and 
treasurer, and Paul W. Evans, vice 
president and secretary 

The company was in business in 
Buffalo 16 vears before a railroad came 
to the city. Its warehouse and offices 
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were on the Terrace until 1950, when 
its property was razed to make way for 
railroad-vard relocation and its large 
modern plant at 635 South Park Ave 
was constructed. The firm now em 
ploys more than 200 people and does 
business in western and central New 
York State and northwestern Pennsy! 
vania. 

Mr. Baird, speaking for the new 
owners, said they were motivated b\ 
confidence in the trade position of th« 
company and the future of Buffalo as a 
center for industrial supplies Ihe 
group will concentrate chiefly on fun 
neling additional business into the 
enterprise, which they believe can bi 
expanded considerably,” he said 

Mr. Baird, a partner in Baird & Co 
is a director of the Marine Midland 
l'rust Co. of New York Citv and the 
Seaboard Air Line Railroad. Mr. Ship 
man is a New York financial consult 
ant. 


NEW MANAGER of Industrial Sup 
ply Department of El Paso branch of 
Mine & Smelter Supph Ci Denver 
1S W Joseph See] 





Marsh to Head 
Western Operations 
of Flexible Tubing 


Flexible ‘Tubing Corp. has named 
Philip H. Marsh as manager, Western 
yperations, with responsibility for sales 
is We ] iS 
ictivities 

Mi 


. 
n Pasadena 


warchouse and assembly 
Marsh's headquarters 
He 
through the company’s established dis 
tributor network in California, Ore 
gon, Washington, Idaho, Montana, 
Wyoming, Nevada, Arizona, New 
Mexico, Cx lorado and [ tah ind will 
the aviation 
original equipment markets 

For the past two years Mr. Marsh 
has been contracting officer at Wilkins 
Air Force Depot in Ohio. He holds 
degrees from the of Wash 
School 


will supervise sales 


ilso direct sales to ind 


University 
ington and Stanford Graduate 
of Business 

He succeeds Ralph H 


esigned 


Philip H. Marsh 


Ira Welborn Retires 
After 25 Years With Orr 


Ira C. Welborn, dean of 
[ron Co., Evansville, Ind., 
has retired from the selling field 
April, Mr. Welborn completed 
25th vear as an Orr Iron salesman 

At the 19, Mr. Welbor 
tarted as a salesman for the Swanson 
Electric Co. of Evansville, continuing 
in that position for 17 years He 
joined Orr in 1929, and was ass 
to the Kentucky territory 

His territory, with revisions, will be 
covered by Woods Jackson, Orr Sale 


joined the ympany in 194 


the On 


sales force, 


age of 


igned 


nan who 


Bradford Supply Cited by Worthington 


Plaque marking 28 years of association with Bradford Supply Co., 
presented to R. J. C€ oopcr, Bradford vice president, by | 
f Worthington (¢ orp. of Harrison, N. J 


Bradford, Pa., is 
J. Whelan, vice-president 


Worthington Corp. of Harrison, 
N. ]., recently marked its 28th anni- 
versary as a supplier for Bradford Sup 
ply Co., Bradford, Pa., at a dinner for 
xecutives of the two companies at 
Pennhills Club 

\ plaque commemorating the long 
issociation and combined work of 
the two firms in water flooding equip 
ment was presented to R J. Cooper, 
Bradford vice-president, by F. J. Whe 
land, vice-president of Worthington 
Among those attending was C. (¢ 
Scott, retired Worthington engineer, 
who sold the first pump for water 
flooding in the Bradford area in 1917 


Worthington executives said they cred 
ited the distributor firm with pioneer 
ing the engineering skill and facilities 
for this type of equipment throughout 
the nation 

Bradford Supply, founded in 1907, 
now has 15 branches covering impor 
tant oil producing sections throughout 
the country 

Attending the dinner, besides Mr 
Cooper and Mr. Whelan, were F. E. 
Foster, T. R. Blauser, R. G. Rickards 
ind C. D. Chamblin, of Bradford 
Supply; and W. A. Meiter, J. W 
Stovall, D. E. Tessendorf, J. O. Glenn 
ind A. F. Welsh, of Worthington 


Stanley Salesmen See New Lines and Aids 


Stanley Electric Tools exe 
for a five-day conference 
Frederick O. Fuller, sales no 

presided 


hese 


inager 


itives and sal 
featuring display of new 
l and 


a 
ently in New Britain, 
lines and merchandising 


Fimer W. Ellsworth, assistant sales 
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Distributors Get Supplier’s 50-Year Plaques 


Officers of Minneapolis Iron Store, Minneapolis, and Nicols, Dean & Gregg, St. 
Goldthwaite, 


(left), commemorating more than 50 years’ association 


Paul, receive plaques from A. I 


Arthur J. Miller, Jr. 


Chicago Wheel & Mfg. 
Names New President 

Arthur J. Miller, Jr.. been 
ciected president and general manager 
of Chicago Wheel & Mfg. Co. suc- 


ceeding A. J. Miller, Sr., named chair- 
man of the board 


The 


has 


new president was treasurer 


and factory manager of the company’s | 


Valparaiso, Ind., plant. 

Other officers elected were Henry 
i. Miller, vice-president and general 
production manager; Henry M. Mann, 


treasurer and chief of sales engineer- | 


ing; and Arthur T. Dalton, secretary 
and general sales manager. I. Daniel 
son, long associated with the firm, was 
emeritus and 
on financial 


elected vice president 
will continue as 
matters 


The company is celebrating its 60th 


idvisor 


anniversary this veai 


126 


Whitman & Barnes vice president 


Whitman & Barnes Division of 
United Drill & Tool Co. recently pre- 
sented plaques, marking more than 50 
vears of association, to officers of 
Minneapolis Iron Store, Minneapolis, 
inl Nicols, Dean & Gregg, St. Paul, 
two firms combined under the 
name, General Trading Co. 

Participating in the ceremonies were 
John McClure, president, and S. B 
Dean, chairman of the board, General 
l'rading Co.; A. E. Goldthwaite, dis- 
trict manager, Whitman & Barnes; 
Winter Dean, vice-president and 
treasurer; A. J. Burns, assistant indus 
trial manager; E. A. Sundlie, 
yeneral manager; W. F. Kelly, 
assistant general sales manager, Gen- 
cral Trading Co.; and Robert Jordan, 
Whitman & Barnes district represen- 
tative. 


now 


sales 


sales 








Wessendorff, Nelms 
Buys Space to Expand 


Wessendorft, Nelms & Co., Hou- 
ston, Texas, has purchased a three 
acre tract on Harvey Wilson Drive for 
future expansion. 

No immediate plans have been 
made for a new building. 

Founded in 1922, the firm has been | 
at 320 Franklin Ave. since it added 
to its original building in 1938. A 
warehouse was added in 1947. 

Officers of the company expect to | 
tour the country soon to observe new 


facilities of other distributors before | 


building plans are drawn up, said Tom | 


M. Nelms, vice-president and _ sales 
manager 

L.. L. Nelms is president and gen 
cral manager of the company. 


Craig to Manage 
Bolt and Nut Sales 
Of Republic Steel 


Republic Steel Corp. has named 
Harvey A. Craig manager of sales of 
its Bolt & Nut Division with head 
quarters in Cleveland. 

Former Pacific Coast manager for 
Republic, Mr. Craig will succeed 
Robert C. Klemm, who is planning 
to retire but will continue with the 
Bolt & Nut Division in an advisors 
capacity with the title of assistant man 
ager of sales and will be in charge of 
certain special assignments. 

Mr. Craig joined Republic in 1943 
as manager of the Los Angeles sales 
office and has been Pacific Coast man 
ager since 1946. He was for many 
years vice-president of Rheem Mfg. 
Co. 

Mr. Klemm has been with the Bolt 
& Nut Division, and its predecessor 
company, Bourne-Fuller, for more 
than 40 vears. He became division 
sales manager in 1937. 

November | is the effective date of 
the new assignment 


Russell Herig 


Beaver Pipe Tools 
Names Field Manager 


Russell Herig has been named field 
sales manager for Beaver Pipe Tools, 
Inc. 

Formerly with Nye Tool Co. in 
Chicago, Mr. Herig has worked for 21 
years for manufacturers and distrib 
utors in the industrial supply field. Be 
fore joining Nye, he was sales repre 
sentative for Long Island Hardware 
Co., Long Island City, N. Y., and 
C. H. Tiebout & Sons, Brooklyn, 
N. Y. 

He will make his headquarters in 
Warren, Ohio 
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H. B. Kimmey Occupies 
New, Larger Quarters 
In Albany Suburbs 


H. B. Kimmev Co., Albany, N. Y., 
has moved to new quarters a 
from the heart of the city at Erie and 
Champlain Sts 

Officers said the 
parking, loading and unloading prob- 
lems of the former downtown build 
ing. Near a north-south arterial high- 
way which is part of the New York to 
Montreal thru-way, the location 
contains 30,000 sq. ft, under one roof 
ind 100,000 sq. ft ot open 
space. It has all-day parking space for 
employees, separate parking for visi 
tors, loading platforms for outgoing 
customers, and separate facilities for 
receiving, both rail and truck 

J. L. Hodgkins, treasurer and gen 
eral manager, said the property is be 
ing renovated for a functional layout 
based on present operations. All offices 
are on the second floor 
sound-treated ceilings, floors and walls; 
equal space for all employees regard 


ind Ii rd 


mile 


move overcomecs 


new 


storage 


and have 


less of rank, air conditioning 
ern lighting 


Meister Joins 
Atkins Saw Division 


Carl J. Meister has joined Atkin 
Saw Division of Borg-Warner Cor, 
is vice-president 

Formerly vice-president and directo 
of sales for Atlas Chain & Mfg. Co 
Mr. Meister has been active in the 
sale and distribution of industrial prod 
ucts for many years. Stanley J]. Roush 
Atkins president, said his appointment 
should enable the division to coord 
nate an expanding sales organization 
ind new product 
fectively. 


sales. 


program more et 


Carl J. Meister 





Chicago ‘‘Hucksters’’ Hold Annual Outing 


> 


Festive table includes Graeme Smith, Chicago Supply & Tool Co.; George Schlitt, Jr., 


Lufkin Rule; Ray Wiight, Sterling Products; William Last, Winter Bros.; 


Edward 


Garrett, and Ferris Nancarrow, Atlas Tool Sales; George Mattusch, Famco Machine 
and Fran Meyer, Chicago Tool & Supply Co. 


Hucksters and guests watch presentations—among them, Edward Berneau, Black & 


Decker; William Schultz, Industrial 


loo! Products; Wendell Clark, Jr., Samuel 


Harris & Co.; George Mattusch, Famco Machine; Gene Manley, Allen Mfg., Tom 


Longworth, Barrett-Christie Co.; 
Winter Bros.; 


lhe largest crowd in the Hucksters’ 
history turned out for the fifth annual 
golf outing and dinner of the Chicago 

manufacturers’ representa 
up, held recently at Elmhurst 

intrv Club 

lie-winners of duplicate trophies 
for the golf tournament were Robert 
Sparks, Chicago Precision Supply Co., 
ind Michael G. Bolling, National 
[wist Drill & Tool Co.. each with a 
low gross of 76. 

More than 30 door prizes consisting 
of golf clubs, golf carts and fishing 
equipment were awarded distributor 
ind manufacturer guests of the club 
Che drawings were conducted by Wil 
liam Christie, Barrett-Christie Co. 
Presentations were made by John F. 
Gaudian, Armstrong Bros. Tool Co., 
Hucksters president. 


industrial 


Henry Michgelson, Allen Mfg.; Paul Shenafelt, 
and Robert Sparks, Chicago Precision Tool 


Baldwin-Hall 
Starts Building 


Baldwin-Hall Co., Potsdam, N. Y., 
has broken ground for a new building 
on the western outskirts of the village. 

lhe company has been located at 
52 Market St. since it came to Pots- 
dam in September 1953. The new 
building will be located on land owned 
by the firm near the Putnam-Hawley 
Construction Co. It will contain 
10,000 sq. ft. of space. 

The structure is one-story, of all- 
steel framework with masonry curtain 
walls and flat deck roof. 

Officers said lack of space in the 
former quarters made the move neces- 
sary. The land was purchased some 
time ago 
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Hartfield-Healy Opens New, Larger Quarters 


building at 420 Niagara St 
illed for 


Modern 
xpanding busin more space 

Hartheld-Healy Supply Co., Buttalo, 
N. Y., has moved to new headquarters 
it 420 Niagara St 

The picture of the building 
shown above. was featured in an ad 
vertisement in Buffalo Business, upper 
New York State purchasing agents’ 
ind management magazine. ‘The man 
iement also announced the opening 


new 


in direct mail pieces, one series en 
closed with checks to 
mother with quotations sent to cus 
tomers. Both mail pieces contained 
the buikling picture. Further ads are 
planned for the purchasing magazine, 
the management said, the first series 
featuring a list of products the firm 
handles later devoted to 
single important lines 

lhe mail piece enclosed with checks 
includes an invita 
tion to the suppliers to visit the new 
Some of these manu 
management, may 


uppliers and 


and ones 


to manufacturers 


headquarters 
facturers, savs the 
never have seen the distributor’s plant 
Che 
the constant expansion of 
ind industry on the Niagara Frontier 

that has required expansion of 
our industrial supply firm to the new 
ind larger quarters shown here.” 


customers’ mail piece stresses 


business 


Evansville Supply 
Names General Manager 


I. H. Holder has been named gen 

il manager of Evansville Supply Co 
Evansville, Ind 

D. A. Shrode h 
wer of sales 

E. G. Beard will 
of the order department 

F. W. Kullmann, president, said the 
new assignments were necessary fol 
lowing the recent death of C. F 
Schlamp, general managet 


amed man 


continue as head 


now 


|} enginee! 


Buffalo firm after 


LOUISE the 


G. A. Andree 


Manning, Maxwell & Moore 


Names Crane-Hoist Head 


G. A. Andree has been named gen 
eral sales manager of the “Shaw-Box’”’ 
Crane & Hoist Division of Manning, 
Maxwell & Moore, Inc 

With the company 24 years, Mr 
Andree became a Shaw-Box field sales 
in 1938 and Pittsburgh dis 
in 194] In 1948 he 
was transferred to the company’s 
Muskegon, Mich., headquarters as as 
sistant general sales manager and late 
rane 


trict manager 


became director of engineered 


iles 


New Catalog Published 

\ new 514-page catalog has been 
published by Indiana Manufacturers 
Supply Co., Indianapolis Bound in 
semi-stiff paper, with attractive color 
cover, the book is offset-printed 
throughout except for color inserts 


acquisition, 





Quaker, Pioneer Rubber 
Merge Operations 


Gn West Coast 


[The West Coast operators of 
Quaker Rubber Corp. and its recent 
Pioneer Rubber Mills, 
have been merged under the name 
Quaker Pioneer Rubber Mills, Di 
vision of H. K. Porter Co., the parent 
company management has announced. 

Quaker Pioneer will handle all the 
sales, manufacturing and service op 
erations of both companies in ten 
Western | states Ihe Pioneer and 
Quaker sales organizations will be 
combined in the East and operated 
under the Quaker Rubber Corp. 

Quaker Pioneer recently purchased 
the lawn hose division of Extruders, 


Inc., Hawthorn, Calif 


Refractory Stock Purchased 

H. K. Porter has acquired a sub 
stantial majority of the common stock 
of Laclede-Christy Co., St. Louis re 
fractories manufacturer 

Porter official said they planned a 
stockholders meeting to elect their 
representatives to the board, follow 
ing which “we shall recommend the 
employment of independent public 
accountants to investigate and deter 
mine the amount of the company $s 
current operating losses.”’ 


Indianapolis Belting 


Names General Manager 


R. J. Branham, sales manager of 
Indianapolis Belting & Supply Co., 
Indianapolis, has been made general 
manager of the firm 

Mr. Branham began his career with 
the company in 1915 Following 
World War I service, he became city 
salesman and later manager of the 
Steam and Air Specialty Department 
He was made sales manager in 1946 


R. J. Branham 
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Here, the YALE Pul-Lift is drawing together the heavy plates 
used in the manufacture of truck and storage tanks. Auto- 
matic brake and ratchet action assure exact spotting. 


A single miner using a YALE Pul-Lift safely lifts a load that 
would normally take a crew of men. The Pul-Lift is equally 
useful wherever low-cost lifting or pulling is required. 


DESCRIPTIVE DATA ABOUT THE 
YALE PUL-LIFT 


Ratchet (universal) handle action 

Self-actuated load brake 

Link chain model — 3/4 to 3 ton capacity 

Roller chain model — 3/4 to 15 ton capacity 
Fracture-proof steel safety hooks top and bottom 
Rugged construction... tested to 50% overioad 


| 


The Yale Pul-Lift 
floes a thousand 
important jobs 


...Saves you money with every one 


Selling the YALE Pul-Lift is easy ... 
because everyone is a prospect! Small 
plants, utilities, contractors, refineries, 
garages, quarries, machine shops—all 
these and more can buy and use this 
versatile, low-cost tool. And, each sale 
makes a friend . . . paves the way for 
sales of other YALE equipment. For, 
your customers want the advantages 
of the Pul-Lift . . . advantages they 
get in every YALE Hoist: advanced 
design . . . superior engineering .. . 
outstanding quality .. . efficient, eco- 
nomical operations. 

What’s more, consistent YALE ad- 
vertising works hard to pre-sell YALE 
Hoisting equipment . . . urges readers 
to seek your help in solving all of their 
hoisting problems. 











| 


YALE. 


INDUSTRIAL LIFT TRUCKS 
AND HOISTS 








Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers * Hand Trucks * Hand & Electric Hoists « Pul-Lifts 
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The Reader 


? ‘ 


r “AHE ABC SYMBOL 


the head of this page, is your brand 


which appears at 
the reader's brand — on this magazine. It 
Audit 


means that this magazine will stay in business 


stands for Bureau of Curculations It 
only so long as it continues to serve its readers 
to their satistaction 

That Bureau 


nonprofit cooperative association 


known for short as ABC is 
a voluntary 
founded in 1914 by a group ol publishers, ad 
vertisers and advertising agencies who wanted 
to establish and maintain higher standards of 
publishing practices than then prevailed Its pri 
mary and specific purpose was to set up yard 
sticks to appraise circ ulation values and io verily 
the claims of publishers as to their circulations 
For the buyer of advertising space this provides 
an effective means to take some of the guesswork 
out of buying and to reconcile the conflicting 
claims of BUSINESS 


WEEK magazine has aptly described ABC as 


competing publishers 


“the publisher's conscience —and cop 


UT IN DOING that job, ABC performs an 
B other function of high importance to the 
readers of ABC member publications It pro 
vides a constant pressure on the publishers to 
keep alive in their staffs a sense of primary re 
sponsibility to their readers. That is because the 
most simple and direct method of making a 
publication responsible to its readers is to place 
upon it a purchase price, whether by subscrip 
tion or newsstand purchase. The right to pul 
chase or to refrain from purchasing a publica 
tion gives to the reader and to no one else the 
power to pass effective judgment on the pub 
lisher’s success in serving the reading public 
Each paid publication will grow or languish, will 
prosper or fail, in proportion as it wins or loses 
the following of thousands or millions of read 
ers. The readers, by thei patronage, record thei 
judgments as to whether the publisher and his 
publication are measuring up to their respons! 


bility to them 


’ 
9 


° Fhs Mark 


° 


And that is where the ABC comes into the 
reader's picture. The newspaper or magazine 
that carries the ABC symbol on its masthead 
must in the first place be a paid circulation pub- 
lication. Moreover, it must conform to the high 
standards set up by the Bureau as to terms of 
payment and accounting methods. And again 
it must open all of its books to the auditors of 


the Bureau on demand 


VINCE THE INFORMATION thus determined by 
S thorough and impartial audit is periodically 
made public through the ABC statements and 
audit reports, it is constantly available to and 
universally used by advertisers who are consid- 
ering the purchase of space in an ABC publica- 
tion. These reports show the circulation trend, 
as verified and certified by ABC, and thus put 
the advertisers in a position to know whether or 
not the publisher is rendering satisfactory serv- 
ice to his readers 

Thus the publisher who submits his publica- 
tion to the supervision and discipline of ABC 
affirms in the strongest possible manner that he 
recognizes his primary obligation is to his read- 
ers and that he owes his standing to a voluntary 
demand by those readers. [It follows that the 
editors of ABC pubiications must be exception- 
ally alert to the desires of their readers and 
responsive to their needs, since any decline in 
circulation will soon show up in the ABC state- 


ments and audit reports 


---AHAT IS WHY we describe the ABC symbol 

| as the reader’s brand. It shows that a pub- 
lication must be primarily responsive to him and 
that he holds in his own hands its success or 
failure. And that ABC 


constant reminder to him of that fact, but also 


symbol is not only a 


an equally constant reminder to all concerned 
that the reader’s willingness to pay for the ABC 
publication is the acid test of its value to him 


ind to the advertise! 


McGraw-Hill Publishing Company, Inc. 
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CUSHMAN 


CHUCK-ABILITY: The ability to SPEED your work 
.. » ELIMINATE fatigue . . . IMPROVE your products 





. and REDUCE your costs . . . through design 


and selection of the right work-holding devices 





Remember- 
You can’t machine it economically 
unless you hold it right 


. is the Cushman Accralock* Angular Serrated Jaw Adjustable Chuck, especially 
recommended for production and special chucking operations where small, accurate jaw 
adjustments are necessary. Top jaw settings can be made to tolerances as close as .001” 
and, after locking, provide the rigidity of a one-piece jaw plus elimination of any unintended 
jaw movement. Accralock* Air Operated Chucks are available from 8” to 24” with either 
2 or 3-jaws. Also available is a 4-jaw chuck of the 2-3 jaw type which combines the 
advantages of either 2-jaw or 3-jaw chucking in one chuck body. Sizes are from 15” to 24”, 
Find out what Chuck-Ability can do for you . .. write Cushman for Catalog PO-64-1953 
fully describing Cushman Air Operated Chucks, Cylinders and Accessory Equipment. . . or, 
should you have a special work-holding problem, consult the Cushman Engineering Dept. 


*Registered Trademark 


THE CUSHMAN CHUCK COMPANY 


806 Windsor Street Hartford 2, Connecticut, U.S.A 


cusH MAN 
CHUCKMAN 


CHUCKS ne cccesso0n 
- 


4 


Manufacturers of 


Air Operated Chucks, Cylinders, and Accessory 
Equipment . . . The Cushman Power Wrench ... . 
Cushman Manually Operated Chucks and Face 


Plate Jaws: 
Ask your 
SCS54AR Vudustiial Distributor 





ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Mill Bearings 


New Series With 
Steel Split Housings 


innounced 
line of mi as been aug 
mented to include pillow blocks with 
heavy-duty self-aligning rollet 
for press ht on hafts 

Lhe new ies LPK7S00I 
have steel lit h caps ind 
with four extra-heavy 


Bit ake ( ith 
| } ] 


ings 


bearings 


bearings 
using 


bases arc « Lice 


| 
bolts and large dowe 
mill 


mg¢ of 


Che new bearings are available 


in bore siz 3.1496 inches to 
7 +505 inch 


Link-Belt Cor 


Two-Way Blade 


When Cutting Edges Dull 
Blade Is Reversed In Saw 


\ new two-way blade, said to cut 
in either directi 
itself, 


ting edge, ha 


Ihe new 


n of rotation, hone 


ind featur harder cut 
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ially treated alloy steel and has a black 
finish, which is rust-resistant and glare 

ording t the manufacturer, 
ifter the blade is reversed, the 
f the teeth dulled in the original 
rotation of the blade are automatically 
honed to new sharpness, as the saw 


sides 


yperates 
Available 

ind §84-in, 

irb oT 
Skil Corporation, Chicago 


in three sizes, 5%-in, 74-in 
ii] blades have a diamond 


Turbine Pumps 
Submersible, 


Corrosion-Resistant 


New submersible turbine pumps for 
wells 4-in and 6-in diameter 
r larger have been introduced 

Capacities range from 600 to more 
than 7.000 GPH 

Some of the 
the maker 
ot corrosion-resistant 


inside 


features claimed by 


entire unit made 
materials; 


include 
neve 
needs priming; practic illy noiseless; re 
power; moving 


quires minimum of 


parts water cooled and water lubri 
cated; windings enclosed permanenth 
in st ind waterproof 
cable connected with water tight fit 


required l mw 


uinless steel case 
ting; no pump house 
ost installation 

Fig. 6710 pumps are for 
t+-in diameter; 6720 for wells of ¢ 
diameter, or larger 

Che Deming Company, Salem, Ohio 


wells of 


NOVEMBER 


1954 


Air Hose 
Made For Severe 
Service Conditions 


Revelation air hose, made from 
Condura rayon cord thoroughly im 
pregnated with rubber cement am 
braided under tension 
drels, has been announced 
Light, flexible, featuring a Neopren 
oil resistant tube, the red cover hose 
wear, abrasion and 
SETVICE untered in 


quarries, mines, foundries, car shops, 


on steel man 


is said to resist 


conditions encs 


shipyards, and contractors’ work. 
Sizes are 2, 4, &, 3, and l-in 

braid; standard lengths 50 ft; working 

lbs, except the 


two 


pressures up to 300 
250 Ibs 
Rubber Mfg Cr Ip., 


l-in size up to 
Hamilton 
l'renton, N. J. 


Band Saw 


Horizontal, Vertical 
And Angle Cutting 


Ihe Mighty Midget metal cutting 
band saw, with a cutting capacity of 
6-in x 8-in, has | 


been announced 
The portable unit is said to prov ide 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





cutting 


ln 


iorizontal, vertical and angle 
it any degree up to 45 degrees, an 
vrench is required to use the saw 
the various positions 

The unit weighs 205 pound 

laimed the cutting carriag« 
idjusted to facilitate 
rate placement of the blade with refer- 
ence to the cutoff mark 
Dutch Stark Co., Reseda 


sidewavs 


California 


Threading Kit 
Storage Space For 
Threader, Basic Dies 


\ compact pipe and bolt threading 
kit, for use by plumbers fitters, 
ind electricians, has been introduced 

Ihe kit includes the company’s 
hand threader, a set of 4-in to }-in 
pipe dies, a set of 4-in to 1-in bolt dies, 
and their No. 71-R ratchet. All di 
ire furnished by eighths; sixteenth bolt 
sizes are available. Bolt dies are U.S 
Standard, right or left hand, or S. A. I 
right hand. 

Beaver Pipe 
Ohio 


pipe 


Tools, Inc., Wart 


Abrasive Discs 


Depressed Center, 

For Rough Grinding 

\ new 

disc, said to 

ting ability and 
nounced 


depressed center abrasive 
combine increased cut 


safety has be 


FOR AN INDEX OF 


Called the 3M Type “G”, 

made of aluminum oxide mineral 
n a reinforced fabric-and-resin con 
struction. It is designed for heavy weld 
lotting and portable cutoff 
yperations. Both and the 
can be used for cutting 


the disc 


emoval, 
sides peri 


phe Ty 


Available in grit 24 in two sizes 
7-in and 94-in—in “R” 
: 


hardness, a 

peed of 5500 rpm is recommended 
the larger size and 6000 rpm for 

1¢ smaller. 

Other specifications include a 

bor and an overall thickness of }-in 
Minnesota Mining and Manutfac- 


turing Co., St. Paul, Minn. 


-in 


Lathes 


Pedestal Encloses 
Motor and Drive 


\ new 13-in swing UMS56P lathe, 
featuring a new pedestal design, has 
been introduced. 

Features claimed by the maker in 

heavy cast-iron pedestal fully 
motor and drive; tailstock leg 
tools and 


storage space for 


MANUFACTURERS’ PRODUCTS, SEE PAGE 


iccessories; tapered roller bearings with 
single take-up for adjustment and 
wear; apron is double-walled; quick 
change gear box has 54 different 
threads and pitches; rapid selection 
of pitches and feeds can be made 
while lathe is running. 

\ new 15-in Sebastian geared head 
lathe has also been announced by the 
company 


Sheldon Machine Co., Chicago 





Torque Wrenches 


Machine Cut 
Calibrations 


\ new series of Torque Measut 
renches, for measuring right and left 
hand torque, has been announced. 

[he new wrenches feature machin« 
cut calibrations, and are made of al 
loy steel, machined, heat-treated and 
chrome-plated with calibrated areas 
buffed bright. 

They are available in four capacity 
ranges in two drive sizes, individually 
and in set which includes all four 
models in metal case 

J. H. Williams & Co., 
N. Y. 


Buffalo, 


Plastic Pipe 


Non-Toxic, 
Will Not Rot 


\ new lightweight flexible plastic 
Continued on page 137 
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EXACT FLUTE SPACING 


UNIFORM 
FLUTE CONTOURS 


PRECISION CHIP 
DRIVER CONTOURS 


it pays your customers to use 


minncey Zp 
TAPS 


It pays them to buy skillfully-designed and carefully-built BALANCED 
ACTION taps, because of their accuracy—their long life—and their saving 
in scrap losses. 


Likewise, it pays distributors to concentrate on the one-and-only BALANCED 
ACTION line of taps: WINTER. 


THIS MONTH'S 
WINTER ADVERTISEMENTS 
ARE SAYING 


ALWAYS AT YOUR 


SERVICE mY 


Your local Industrial = 
Supply Distributor Ri NS 


8. 
carries @ complete stock of 
WINTER Balonced Action Taps. 





- 
- 


essai 


QO | INIER 


age ~~ WINTER BROTHERS COMPANY 
Tats Cae Rechester, Michigan, U.S.A. Distributors in principal cities. 
} | by Branches in New York ¢ Detroit ¢ Chicago * Dallas 
. ACCURATE AND © Son Francisco * Los Angeles 
CONCENTRIC CHAMFERS 3 ; Division of Netional Twist Drill & Tool Co. 





For Your Customers: 


Cutting Edges That 





















4 ; 
' : sd - 
Once you put National Tools to work for ota asia 
@ customer, you've got a steady National : 
; 
- 


buyer. The fine National cutting edges 
give him better work that cuts his costs 


—and reduces your cost-of-selling, too! 


NATIONAL TWIST DRILL 
AND TOOL COMPANY 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. 
Factory branches: New York ©¢ Detroit « Chicago 
Dolias *¢ Son Francisco * Los Angeles 
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BRONZE GLOBES 


GATES 


How Dear to the Heart 
of the Industrial Maintenance Man 


You may never see the men who 
install and maintain the valves you 
sell to industry. But it’s good to 
have them on your side just the 
same. Their recommendations can 
directly influence the number of 
valves you sell. That's why O-B 
valves have such special advan- 
tages as: 

1. Pipe ends with extra threads, 

ample wrench room. 

. Careful lubrication of joints — 
for easy loosening at installa- 
tion and later. 

. “Sure-grip’” handwheels make 
gripping positive even when 


hands are wet or greasy. 


mansFiero 


° ANGLES ° 
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4. Repacking under pressure 
(standard valves). 


5. Branding with pressures and 
types of recommended ser- 
vice. 


. Six-degree clearance at joints 
(three-degrees on each face) 
to provide tight seal without 
gaskets or compounds. 


We can name many other fea- 
tures—like the Flexitite Disc“ and 
the free-swiveling disc holder— 
that improve valve performance 
and increase life. They all make 
the maintenance man’s job easier 
and help you sell more valves. 


4450-V 


. INDUSTRIAL SERVICE 








On The Market Today oA SY 


selection, 


Starts on page Z 


rs 





pipe, known as Series “200"’. has been water systems, farm piping, sewerage 
announced. ind waste, water service lines, and 


~ * 
According to the maker, it is made conveying industrial chemicals and pricing 


of 100% virgin polyethylene resin, gases 
ind guaranteed to be non-toxic. It Quaker Rubber Corporation, Div. 


will not rot, rust, or corrode, and « H. K. Porter Company, Inc., Phila and 


} 


quires no special tools to install. Ic Iphia 


[ypical applications include cold (Next page, please 5 f i £4 


Index of Manufacturers’ Products 


, , . am > | 
Mill Bearings Milling Machine L I 
3 Atlas Press Com with Lel’s 


Link-Belt Company Clausing Div 
I'wo-Way Blade pany 


Skil Corporation 13 Valves 
Lincoln Engineermg Company 


Div 





Turbine Pumps 
The Deming Compan 3 Industrial 
Air Hose 


Bearings 
Hamilton Rubber Mfg. Cor ; Congress Drives Div lann : *~. COMPARATIVE 
Band Saw Corporation ‘\ NET PRICE 


Dutch Stark Co |? ae. lutch-Coupling Unit 
V'hreading Kit ormsprag Company ? 4 SELECTOR 
Beaver Pipe Tools, In 33 Fire Extinguisher 
Buffalo Fire Appliance Corp 
Plastic Pipe 
li sot: i y I 1 i! if . 
Mime ) Mining and M Triangle Conduit & Cable Ce 


turing Co 133 HMhective September 


lool Cabinets 
Lathes _ Standard Pressed Steel Co 5 anit 
Sheldon Machine (¢ 133 ’ , 
Torque Wrenches Pustective Saye 
7 Williams & Ci _ Minnesota Mining and Manu 
Plastic Pipe Jointer 
Quaker Rubber Corp es Delta Power Tool Div. Rock 
2 K. Porter Co., In vell Manufacturing Co 
Radial Saw Shelving Doors 
Walker lurner Div ne 4 | quipto Div.. \urora | quip 
and Trecker Corp 138 ment Co 
Soldering Gun Flexible Couplings _— = 
Weller Electric Corporaticn Morse Chain Co 
Steel ‘Tapes Masking Tape . . . . 
Keuffel & Esser Ci TW Behr-Manning Corp 6 Get copies with your imprint 


Speed Reducers Sealer Tool : 
Winemith. In 14 Stanley Steel Strapping Div. in the hands of your customers 


Power Head : Stanley Works now, and make it easy for 
\ir-Hydraulics, In ‘t< Clamping Device 
Electrical Cord O-Neil-Irwin Mfg. Company 0 them to buy more L&I stand- 
United States Rubber Comy ' 4-Wav Valves 
Coolant-Acrator Che Denison Engincering Ce 
Melard Manufacturing p pany 
aon * Motors Get full details on the most 
Packing U.S. Electrical Motors In 
Packing Div., Raybestos-Ma Bar Folders complete reamer line and the 
hattan, In 144 Niagara Machine & ‘Tool Works 
Tapes Vapor Degreasers 
Labelon Tape Co., Ir 144 Baron Industries 
Hose Clamp Safety Device story from: 
Wittek Manufacturing 14 American Allsafe Co., In 
Air Motor Level 
Air Control Div., hig] The Columbian Vise & Mfg 


Abrasive Discs 


facturing Co 


Le 


ard reamers from you. 


most complete distributor sales 


dries, In | 4 Co 
Steam Trap Pipe Wrench 
Perfecting Service Comp } Irimont Manufacturing ( 
Cut-Off Blades Toggle Clamps 
The Cleveland ‘1 t Dr +5 Detroit Stamping C« 


Clamps } ? Drill Blank Sets | } “lhe Reamer Specialists 


Brink & Cotton Mfg. Ci Chicago-Latrobe 
Cut-Off Machine Nut Driver Kit 
Aluminum Enterprises, [1 Xcelite Incorporated LAVALLEE & IDE, INC. 
CHICOPEL, MASS. 
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New... 


Now you can sell 
a 3/4" Heavy Duty 
Tape Rule in 
CHROME CLAD 


The Finest 
Ever Made! 








Radial Saw 


Versatile, 
Accurate 


CHROME CLAD 
Super _MEZURALL 


IN 10 FT. (C9310) AND 12 FT. (C9312) LENGTHS 


A new light-heavyweight 14-2 hp 
radial saw has been introduced. 

According to the manufacturer, the 
new saw will rip to the center of a 
60-in panel; cross-cutting capacity in 
l-in stock is 24-in from rear fence; 
maximum depth of cut with 10-in 
blade is 2%-in. 

Special fixtures and precision meas 





For extra-heavy industrial use, the new Lufkin Chrome Clad Super 
Mezurall can't be equalled by any other tape rule. It's packed 
with design and construction features that make it a super value. 


All Metal ‘‘Chrome Clad'’ line is built up with multiple uring instrt are sai ’ 
i cde woh die e aa. on bel g uments are aid to assure 
markings ore bonded right to the steel — they won't accuracy. Simple adjustments are cas 
~ v har r f th 

eor off and they stand out sharp ond clear against the ily made on the Saw table. Machine 


-e es - weight is 655 Ibs. 
TITITITITITITITITTTT TTT TTT TTT Walker-Turner Division Kearney 
A Why | Mika | | | Hye and Trecker Corp., Plainfield, N. ]. 


WIDE 
%” 


v uu PF tudulit F hull q 
> te 


= 


Rugged, heavy-duty ™%” 
steel tine is exible 
yet extends farther termining 16” centers. 
unsupported 


Gradvoted in feet 
ond inches te 8ths 
on this edge 














Every 16” marked with Gradvated in consec- 
diamond for quickly de- utive inches to |é6ths 
on this edge 


MAGIC METAL CASE 

New alloy metal mokes this the light- 
est, yet toughest and strongest die-cast 
case made. 


Soldering Gun 


EXTRA-LONG SELF-ADJUST- 
ING END HOOK permits ac- 
curote hook-over or butt-end 
measurements 


PACKED IN Junior Size, 
Fase “see TRU" Plastic Housing 


RE-USABLE BOX 


SUPER MEZURALL ALSO 
AVANMABLE WITH “WHITE 
CLAD" BLADE 


Each Chrome Clad tape rule comes in 
@ beautiful 2-color plastic box with 
hinged cover and snap fastener. 


Sti JU/FA/N TAPES © RULES © PRECISION TOOLS 


THE LUFKIN RULE CO., SAGINAW, MICH. 
132-138 Lafayette St., New York City @ Barrie, Ont. 


SOLD. ONLY THROUGH DISTRIBUTORS 
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A new Junior soldering gun, said 
to have ample power for all general 
soldering, has been introduced. 

Junior Model 8100 is said to fea- 
ture a shock-resistant plastic housing, 
shorter length from grip to tip for 
easier storage and handling, instant 
heat at a power rating in excess of 
100 watts. 

Weller Electric Corporation, Eas 
ton, Pennsylvania 





NEW FROM ALEMITE! 


Super H-Pump...powered to handle 
foday’s toughest greases 30% faster... 
brings plant lubrication up-to-date 

eee designed to sell! 











Big news from Alemite! A pump engineered specifically 
to deliver today’s heavier greases — with power reserves to 
handle the even tougher greases of tomorrow! 
Cuts greasing time ONE-THIRD! Super H-Pump — 
the first pump ever built specifically for piped systems 
... gives full pressure of 6,000 to 7,000 Ibs. at the 
control valve — where it counts — 
INSTANTLY! Tell your customers... 
here’s the pump they need — 
SHOW EM — AND YOU'LL 
MAKE SALES! 

® Hard steel on 


hard steel at the 


3 vital points 


e t- 
New straigh packings to 


line exhaust is 
replace 


faster minimizes 


icing ! 





@ POWERHEAD 
factory-sealed for - 
constant peak f 


performance ! 


MODEL MODEL I 
8540-F = 8560 


Super ‘'H’’ Pump, Cover for 120-Ib ‘“H"’ Pump and Cover for 120-ib. 
drum, ‘‘Removali’’ Follower Piote drum for gear lubricants ond oils. 


Send for new catalog today! 

Write Alemite, Dept. H-114, 1850 Diver- 

sey Parkway, Chicago 14, Illinois for 
new catalog that helps you sell the 


new Su H-Pump! ‘ ' 
cand » W PRODUCT OF 


te 1 
MODEL [ | 
8569 ae 
*“H’’ Pump for 2°’ bung of 400-lb High Pressure Super *'H'’ Pump with 
' - Cover for 400-ib. drum. 








yay STEWART drum for geor lubricants ond oils 


WAARER 





Ask Anyone in Industry 
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“Never mind the 97 rooms and 56 fireplaces. Has 


it got Campbell Chains on the drawbridge?”’ 


m~ Oe or ees as Dats (8 2 av" Nt Sy . 
Onde: tes vi pees ase 
~ whee Sh ht LD tk Y tae S 


Never take chain for granted. On thousands of 
jobs of hauling, holding and hoisting, there’s no 
substitute for reliable, long-lasting CAMPBELL 
CHAIN. 


Practically every business uses chain, for main- 
tenance, on the production line, or as original 
equipment. Increase your profit-per-call by 
selling CAMPBELL CHAIN. Write for your copy 


of our complete catalog. 


CAMPBELL CHAIN Company 


CHAIN 
Main Office, York, Pa. + West Burlington, lowa 


Portiend, Oregon +* Sacramento, California 
Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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Steel Tapes 


Renewable Blade 
Quickly Changed 


\ new “Mighty Handy Wyteface” 
steel tape rule has been announced 

According to the manufacturer, the 
new rule features a curved 3-in wide 
blade, 10-ft long in pocket metal case; 
black markings on white background; 
graduated on one edge in continuous 
inches (1 to 120) and zsths; on other 
edge in feet, inches and vsths. 

A renewable blade can be changed 
in a moment; sliding end hook for 
inside and outside measurements is 
also featured. Each tape is in a trans 
parent box; 4 dozen to a counter dis- 
play carton; refills boxed individually. 


Keuffel & Esser Co., New York 


Speed Reducers 


Greater Capacity 
In Less Space 


A new “C” line of worm gear speed 
reducers consisting of three new de- 
signs (“CB”, “CT” and “CV”) in 13 
sizes cach has been announced. 

Che first five sizes, within 1/100 to 
> hp range, in ratios of 5:1 to 60:1, 
are now available. The new speed re 





NOW... 


Dick kore 
QD SHEAVES in 
802 stock sizes! 1 


Gives Your Customers Faster 
Deliveries...Greater Savings 


Dick now lists 802 stock sizes of heavy duty QD 
sheaves that will satisfy more than 25,000 different stock 
drive combinations in a power range from % to 600 horse- 
power. 

You can confidently recommend these new “Quick- 
Demountable” sheaves to your customers as the ideal 
choice for new installations or to modernize old equip- 
ment. QD sheaves go on or off the shaft in a matter of 
minutes without driving or pulling... and stay tight over 
the entire length of the shaft without wobble, loss of con- 
centricity or balance. Because of these advantages, your 
customers can make positive savings in reduced mainte- 
nance and inventory costs. And because Dick Rope QD 
sheaves are made in such a wide range of standardized 
stock sizes, your inventory problems become simpler. . . 
and you can assure your customers of the promptest 
possible service. 

For years, manufacturers who need dependable power 
transmission equipment have relied on Dick products. 
QD sheaves are one more reason why you should carry the 
entire Dick line . . . help your customers to help them- 
selves by handling the line that serves them and you best. 
DISTRIBUTORSHIP INFORMATION GLADLY 
SENT ON REQUEST. 
-——— SPECIAL SHEAVES 


Dick also makes available a complete line of ‘‘special"’ sheaves for every 
application: A, B,C, Dand E section OD sheaves using stock OD hubs... 
split sheaves . . . clamp or split hub sheaves . . . step sheaves. Normal 
rim speeds, 5000 feet per minute; sheaves also made for higher speeds. 
Special grooving, dynamic balance, taper bores and special painting 
are optional. 














COMPANY, 


SAN FRANCISCO, CALIF. «+ 


R.& J. 


CHICAGO, ILL. « 


4 


LOS 
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FOR RUGGED, EFFICIENT POWER TRANSMISSION 


AND CONVEYING EQUIPMENT . . . GIVE YOUR 
CUSTOMERS DEPENDABLE DICK PRODUCTS. 


BARRY STEEL SPLIT PULLEYS 

Se ientifically designed. Electrically welded. 
Light weight. Easily installed. Maintains 
exact shape under all loads. 


jee § 


DICK’S BALATA BELTING 

Hard surface, closely woven duck, thoroughly 
impregnated with Balata Gum. Free from 
stretch and shrinkage. Moisture resistant. High 
in power transmission efficiency. 


BARRY CONVEYOR PULLEYS 

Combines light weight with super ae 
Welded steel construction. Easily installed. 
Wide range of sizes for all general conveyor 
services. 

Every item carefully engineered te bees! pro- 
duction through maximum strength and long-term 
durability. 


PASSAIC, N. J. 


CALIF 
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END-SHEETS orrer vou 


EXTRA CATALOG POWER 


Tue New Donneciey-Compicep Caraocs pictured above reflect a 
trend, namely, the increasing use of the space inside the front and back 
covers for useful purposes 

Pictures and locations of all branches, road maps showing the easiest 


way to reach you, quick indexes to the main catalog divisions of your 


merchandise 


Would you like other ideas for making your next catalog work still 


harder? Call us, or drop us a line today! 


The Lakeside Press > R. R. Donnelley & Sons Co. 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16 CAlumet 5-2121 


PRINTERS BINDERS : ENGRAVERS LITHOGRAPHERS 


Six recently-delivered Donnelley-built catalogs. 
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ducers are said to be equipped with 
gears, bearings and shafts rated for 
American Gear Manufacturing As 
sociation Class 1 service. Housings 
are of one-piece construction and re- 
inforced to assure secure mounting. 

Winsmith, Inc., Springville, N. } 


Power Head 


For Vertical Or 
Horizontal Mountings 


\ new model D 50 air power head 
for vertical or horizontal mountings 
has been announced. 

The improved power head is said 
to have a one-inch stroke, attain 
5-tons pressure, and is suitable for 
general production operations such 
as pressing, staking, and riveting 

Other features claimed by the maker 
include: overall size 64 x 64 x 16-in 
long; gross weight 100 Ibs.; 14-in 
diameter ram adaptable to mounting 
tooling, punches, etc.; operates on air 
pressures up to 150-Ibs. with a ratio 
of 100 to 1. 

Air-Hvydraulics, Inc., Jackson, Mich 


igan 


Electrical Cord 


For Use With Portable 
Electrical Machinery 


A new electrical cord for use with 
power saws, drills, grinders, buffers 
and similar types of portable electrical 
machinery, has been announced. 

Known as Royal Master Portable 





¢ Pages of “FACTS” 
for you every month 


It’s part of the Faultless Selective 
Distribution Plan to show your 
salesmen which Series, sizes and 
wheels are best for specific mate- 
rials handling jobs. Each month 
a real caster probiem, and its 
solution with Faultless Casters, is 
fully illustrated and described in 
a 4-page bulletin, sent free to dis- 
tributors’ salesmen, and to every 
important industrial concern in 
your territory. Be sure your sales- 
men are receiving this valuable 
sales tool. 


Here's A Good Reason 
Why You Can Sell More 
4300 Faultless Casters 

for Heavy Duty Jobs 


Z 


FULL 
ROWS OF 
HARDENED 
BALL 
BEARINGS 
ag 


A aa) 


HORN 
TOP 
PLATE 


COMPLETE 
UNINTER- 
RUPTED 
BALL 
BEARING 
. «RACE. 
| WAYS OF 
r LARGE 
DIAMETER 
AND 
HARDENED 
SURFACES 


qe oa 
23020 aD 


Soo! . 
“23200” 


> 
— an 


H300 FEATURES 


Heat treated tapered king bolt « 
Solid steel swivel top plate, %” thick 
e Hardened steel ball bearings « 
Machined and hardened ball bearing 
raceways e Bearing dust guard made 
of steel e Castellated king bolt and 
nut for fine adjustment e Handy 
grease fitting for swivel and wheel 
becrings. 
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SERVEL, INC., ASSEMBLES REPUBLIC 
FIGHTER-BOMBER WINGS ON DOLLIES 


SERIES H300 
This husky caster is scienti- 
fically strengthened at the 
right places to carry heavy 
loads. Its unfaltering per- 
formance is due to easily lu- 
bricated Double Ball Bearing 
Swivel and a combination of 
other well balanced features 





(above) The Servel dolly 
has a geared mechanism 
that provides 360° rota- 
tion of wing 
(left) Rotary Wing Doliy 
is equipped with three 
casters traveling in stand- 
ard 4° channels and one 
easter on a steel plate. The 
wings move smoothly and 
* economically through the 
assembly department. 


The production line flow of bulky, 
intricate aircraft wings for Republic 
Aviation’s Air Force F-84F fighter- 
bomber, created a major problem to 
be solved by Servel materials handling 
engineers. Strong, sturdy dollies de- 
signed by Servel engineers, have stood 
up under the rigorous test of heavy 
daily use for over a year, and are still 
in excellent condition. The specially 
designed fixture-dolly (called a Rotary 
Wing Dolly) is constructed of 4" 
plate and 8” tube steel. Weighing 
approximately aton each, these unique 
materials handling devices are 
mounted on four Faultless H-306-10 
swivel casters. These heavy duty 
industrial casters are equipped with 
roller bearings in the wheel hub and 
two rows of balls for the swivel bear- 
ings. A %" thick top plate and 4" 
heavily corrugated side members add 
extra strength. 


We can help solve your caster problems, as we have for Servel, 
Inc. Simply call your local Faultless Caster Distributor listed in 
the yellow pages of your phone directory. Or write us today. 


1954 





HOT FORGED from solid, 
rectangular steel bars, de- 
dened and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES |! 
FOR ALL TEMPERATURES ! 


(g Standard & Double) 

Extra Heavy 
UNIONS 

Available with 

screwed or socket 

weld ends. 3000- 

Ib. sizes Ye” to 3”; 

\ 6000-lb. sizes Vg” 











to 2”. 








ORIFICE 
UNIONS 


With screwed or 
socket weld ends 


f 3000-Ib. and 6000- 


~~" Ib. service. 


MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 


ver only, 
(FULL STAINLESS & nel 


FULL ALLOY 
STEEL UNIONS 
With screwed or 
socket weld ends 
3000-Ib. and 8000-Ib. 
\ Service. j 


WRITE FOR CATALOG I! 


Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
300 MILL ST. - CATAWISSA, PA. 
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said to be rated more than 
resistant to wear as 
cords made by continuous vulcaniza- 
tion stronger than molded 
cords, and superior to composite cords. 

Ihe new, lead-cured cord is avail 
able mainly as a replacement or main- 


Cord, it is 
three times as 


proc css, 


tenance item. 
United States 
New York 


Rubber Company, 


Coolant Aerator 
Eliminates Splash, 
Leaves No Vapor 
Mel-O-F lo 


introduced 


\ new dk vice ¢ illed the 
coolant aerator has been 

lhe new device is 
rectly to the coolant linc 
itmospheric air with the coolant, r 
sulting in a non-splash acrated mix 
ture. This is claimed to reduce throw 
ff and accelerate heat dissipation 

All solution and light oil coolants 
can be used with the new device 

Melard Manufacturing Corporation 


New York 


connec ted di 
and mixes 


Packing 
Acid-Resisting, 
Compressed Asbestos 


No. 1307 sheet packing, made of 
selected white fibres 
pletely impregnated and coated with 
acid-resisting 


isbestos com 


1 specially developed 
compound, has been introduced 

It is claimed that gaskets cut from 
the new packing will not be as fragil 

brittle as those made from sheets 
using Blue Asbestos fibres 

lhe manufacturer recommends th« 
packing for use against sulphuric, ni 
tric and other acids in various concen 
trations where a tight seal in flanges is 
necessary, and for temperatures up to 
400 deg. F 

Packing 
hattan, Inc.., 


Division, Ravbestos-Man 
Manheim, Pa 
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Tapes 


Pressure Sensitive, 
Integrally Colored 


\ new line of acetate film tapes, 
suitable for use plain, or with printed 
messages or designs, has been an 
nounced. 

Colors are said to be light-fast, non 
bleeding, and exceptionally bright, 
and it is available either plain or 
printed in a variety of colors, including 
white, vellow, blue, green, red and 
black. 

Uses recommended by the maker 
include: identifying and labeling pipe, 
wiring, cans; sealing tubes, bags, boxes; 
repairing small objects 

Lahelon Tape Co., Inc., 
N. Y. 


Rochester, 


Hose Clamp 


Stainless Steel, 
Worm Drive Design 


\ new stainless steel Sure-Tite 
clamp, with the maker's worm drive 
design, has been announced 

According to the maker, the detach 
ible clamp can be applied quickly to 
hose already in position; the one-piece 
hardened screw is deep slotted to 
iccomodate any size 
Housing is of onepiecc 
closed to permit proper band width 
ind flexibility. 

Manufactured in a complete range 
of sizes, the clamps are packaged ten 
to a carton; also available in a fifty 
clamp counter display package. 

W ittek Manufacturing Co., Chicago 


screwdrive! 


design, en 
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Carery Cocker Screw Company 


Sold Only Through Authorized Industrial Distributors 
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Service conditions are constantly becoming more 
extreme. The success or failure of a piece of industrial equipment is many times 
dependent upon whether or not it can be properly sealed against loss of press- 
ure, liquids or gases. Belmont for over sixty years has kept pace with the ever 
changing demands, offering a wide scope of packing materials to satisfactorily 
meet the toughest services. You can get them ALL from ONE SOURCE of SUPPLY. 
Get in touch with your nearest stocking Belmont distributor or mail us your speci- 


fications. Write for new condensed catalog # 54. 


BELMONT “TEFLON” 


For corrosive liquids—furnished in sheets, goskets, rings, tope, 


plastic, molded bors and sleeves, extruded rods, spiral shapes, 


bive asbestos ond white osbestos suspensoid. 


BELMONT “O” RINGS 


Mode to close tolerance from synthetic and natural rubber, 


Teflon Silicone, for dynamic and static seal applications 


working against air, oil, steam, water, acids. 


BELMONT ROD PACKINGS 


Like the one illustrated (Belmont 30), our mony constructions 


hove special features dependent upon services — asbestos, 


rubber and duck, plastic, metals, flax, jute, cotton, ramie 


BELMONT GASKETS 


Woven asbestos boiler manhole and handhole; rubber ond 


ynthetic molded, extruded, die or lathe cut; 


bestos; vegetable fibre 


compressed 


BELMONT LEATHER PACKINGS 


p, flange, U and V shaped ond washers in special tannages 


1 treatments as service worrants 


“THERE'S A BELMONT PACKING FOR EVERY SERVICE’... 


and the Belmont Distributor in your locality is ready to 


serve you. Write for his name and address. 


THE BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS, PHILADELPHIA 37, PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION 


NOVEMBER, 


1954 


Air Motor 


Sealed-In 
Lubrication 


Designed to combine in one com- 
pact unit a cylinder, a four-way valve 
and a variety of valve controls, the 
maker’s air motors are now available 
in bores of 14, 2 and 3-in with any 
desired stroke. 

The new air motors can be furnished 
with or without adjustable cushions 
at either or both ends of the cylinder. 
All units have adjustable speed con- 
trol of the piston rod in both direc- 
tions. 

Nine different types of mountings 
are available, and the motors are said 
to be suitable for air pressure up to 
200 psi. 

Air Control Division of Lehigh 
Foundries, Inc., Easton, Pa. 


Steam Trap 


Employs Balanced 
Valve Principle 


A new type bucket steam trap, Uni 
l'rap, is said to automatically operate 





“SHINYHEADS” 
America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel — bright 


finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slotse—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise jected, 
with flat and chamfered machined 
iat. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy stee!] — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD « © CLEVELAND 13, OHIO 


“HI-CARBS” 
Heot Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


x 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. ey in various 
head shapes, with oil holes and 
grooves o different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how stee! hexa- 
gon nut fits snugly into shell 





carried by 
LEADING 
DISTRIBUTORS 


* 
SPECIALS 


furnished to 


BLUE PRINT 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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THEY SATISFY 


IN ANY COMPETITION! 


The line is complete 


in sizes, shapes and cuts 


> BRAND 


FiLES 
SWISS PATTERN 


BELLEVILLE, 


THE METHUSELAH 


Not just a long life but 
hundreds of times | 
a Chicago carbide 
circular saw. Your 
customer will be con 
vinced of the pe 
dividends these saws will 
Write for cata 


e list showir 9 


nger 
life in 


tipped 
‘riomar 


pay them. 
log and pric 
complete line of plain and 


carbide tipped saws 


THE QUALITY LINE FOR 
OVER THIRTY YEARS 


Chicago Saws 


= 6136 Oak 


CHICAGO SAW WORKS, 


Chicago 38, Ill. 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 

CARSON NEWTON Alli- 
gator Brand Swiss Pattern 
Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 


(OF CIRCULAR SAWS 


TIPPED 


A full line of carbide 
tipped blades in- 
cluding: Rip, Cutoff, 
Combination, 8-tooth 
Power Saw, and Planer 
in standard gauges 
and sizes. 


Park Ave. * 
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INC. 


through complete pressure ranges up 
to 250 psi without adjustments, chang- 
ing orifices, or valves. 

The new type trap is made in two 
stvles—standard, bottom inlet and 
top outlet type; and the in-line unit 
that may be repaired without remo\ 
ing from steam line. 

All internal parts are stainless steel 
valves and valve seats are 500 Brinnel 
hardness. Available in pipe sizes 4-in 
through 2-in. 

Perfecting Service 


lotte, N. C. 


€ 
+ & 2 


LIST No. 858 


Company, Char- 





Cut-Off Blades 


High Speed, 
Made Of Cobalt 


\ new line of ground, high speed 
it-off blades made of the maker’s 
Mo-Max Cobalt has been introduced 

I'he new blades are available in 
sizes ranges from 1/16-in thick x 4-in 
high x 44-in long to }-in thick x 1-3 
in high x 7-in long 

Even at red heat, the new blad« 
ire said to maintain their hardnes 
ind abrasion resistance. 

[he Cleveland Twist 
Cleveland, Ohio 


Drill Co 


Clamps 
Extra Deep 


Clamping 


\ deep-throated clamp made of du 
tile iron has been developed 

Designed for jobs where a deep 
reach in clamping is required, tensile 
h is said to be 90,000 psi, and 
75.000 psi 


strengt 
vield strength 

The clamp screws have standard 
Acme threads, and are fitted with rock 
ing swivel pads and sliding, vise-type 
handles. Available capacities are 4-5 
ind 6-in 

Brink & Cotton Mfg. Co 


Conn. 


; Bridg« 
port, 








Packing Types meet 95% of all packing needs 











Valves like this one, which handles heat transfer oils in 
chemical processes at 600° F. under 15 lbs. pressure, give 
top performance with R/M No. 1326-], a packing included 
in Type 2 of R/M’s Big 7 Packing Types. 


Let R/M simplify your packing selling 


You can usually satisfy all requirements with 











Packing selling is made much easier by R/M’s 


Big 7 Packing Types. This basic line of just seven 
field-tested packing types enables you to offer 
all of the advantages looked for by maintenance 
men: dependable performance, lower mainte 
nance costs, reduced inventories, less dow ntime, 
simplified ordering, fast delivery service. With 
them you can provide custom-built performance 
for all but the very rarest pac king applications. 


only three or four types. 

Plan now to stock and push R/M’s Big 7 Pack 
ing Types. Raybestos-Manhattan will back you 
to the hilt with all the selling aids you need 
including sales training for your salesmen—and 
support you with consistent, hard-hitting adver 
tising in leading trade and business publications 
read by your Customers and prospects. 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., PackING DIVISION, MANHEIM, PA. 


BIG 7 
PACKINGS 


RAYBESTOS-MANHATTAN, INC., Packings + Asbestos Textiles « Industrial Rubber, Engineered Plastic, and Sintered Metal Products « Abrasive and 
Diamond Wheels + Rubber Covered Equipment « Brake Linings * Bruke Blocks « Clutch Facings « Fan Belts « Radiator Hose * Bowling Balls 





FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, NJ.; 
Neenah, Wis.; Crawfordsville, Ind.; Peter- 
borough, Ontario, Canada. 
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Cut-Off Machine 


Precision Cast 
Swivel Mounting 


A new cut-off machine, “The Cen 
tury,” weighing 85 Ibs, has been intro 
Mi}, duced. 
liye ) all FE Some of the features claimed in 

ff . i} wane clude: weided steel belt and blade 
f' ili) mill ul guard, easily removable, that will ac- 
) commodate any size blade to 10-in; 
spindle shaft mounted on sealed pre 
cision ball bearings; fences provide for 


YOU are part of the triangle ‘ish ™ mite cut | 
—_—_——— = According to the maker, by chang- 
g the cutting blade, the saw will cut 
that makes for easier sales ::: Ae om 





steel, wood, aluminum, brass or plas 

| — tic; it will cut through 5-in steel pipe 
or 7-in aluminum extrusion. 

You know what's needed to sell hack saw blades—three Aluminum Enterprises, Inc.. De 

things— troit 


1. A good blade—an accepted blade—a blade you can prove is 





| 
better by actual test. 


2. Factory support—men from the manufacturer's engineering Milling Machine 
and sales staff who know their blade and can advise how best Mill All Angles 
to use it under various conditions—and, of course, With One Setup 


You — the Industrial Distributor — the man who knows his ee a a 
prospects like the palm of his hand—the man who is known chine has been announced 


and respected by his customers because he offers service and Some of the features claimed 
clude: spindle head can be swiveled 


in vertical plane and set at any angle, 


In 
top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name and turret rotated in horizontal plane; 
that needs no introduction to your customers. Take Griffin’s Powerflex— | — ground spindle is hard-chrome plated; 
a high-speed welded-edge blade. Many of the largest users of power hack 

saw blades use Powerflex blades exclusively because their own competi- 

tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin's 
’ Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 
Write today 


THE TRIANGLE + Industrial Griffin 
THAT MAKES FOR EASIER SALES Distributor Representative 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Seles Agents: John H. Grohom & Co. tnc., 105 Dwone Street, New York 8, N.Y. 
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ME€o ? 


J&L ads link the product with 


800d distributor Service 


1. They sell J, 
Steel pipe, _e 


2. They tel] 
users of i 
from the J&L Distribe iP? none 


uality to users of 


This ad will be read 
Customers in trade pan. 


Jal-Duct Steel Radiant Heating Pipe is especially produced to permit easy, 
. trouble-free service throughout the entire life 


. > ical installation . . 
Specify JAL-DUCT of the building for which it is specified. 
. . . HERE’S HOW: 
Radiant Heating Pipe Easy Bending—Jal-Duct is made of soft, open-hearth steel that bends and 


forms easily without reducing inside diameters . . . allows unrestricted flow 


for safe, economical of hot water. 


Easy Welding—Jal-Duct can be easily welded by standard welding techniques. 


installations No Maintenance After Installation— Properly installed, Jal-Duct will last 
the life of the building. Structural soundness is assured because Jal-Duct 
has a coefficient of expansion and contraction almost identical to that of 


plaster or concrete. 


For more detailed information contact your nearest 
Jal-Duct distributor or call... 


WELDED PIPE 
1/6” TO 4” 
SEAMLESS PIPE 
“TO 14" 


STRIBUTORS & | EEL PIPE LET THEM SERVE YOU 
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x 
I'm the W. H0. of 


BM a 


sp! 
ere 


Pads 
Ci ue ’ 
Se 4 


u? a as 


YORK, PENNA. 


Standard Ottemilier products are sold thru Mill Supply 
Houses. Send prints, specifications and other information 
direct to W. H. O. for quotations on your ‘special’ jobs 








WATER GAUGES 
FITTINGS 


OIL AND 


Quality products that give full GREASE CUP 


service 


Help your customers to save 
money over long periods of time 


A good selling opportunity 


® Send for catalog AIR COCK 


SHUT-OFF COCK 


FITTINGS: 
Pipe 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 
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ouill, ground and hard-chrome plated, 
has full length honed bearing in head; 
ground overarm is electric furnace cast 
ing with j-in thick walls 

Specifications include: 6 x 2410 
table with 15-in longitudinal and 5-in 
transverse travel; 12-in vertical knec 
travel; 83-in maximum spindle to col- 
umn; 3-in quill travel; 6 spindle speeds; 
choice of No. 7 B&S or No. 2 MIT 
spindle; operates from 4 or 3 hp 
motor. 

Clausing Division, Atlas Press Com 
pany, Kalamazoo, Michigan 


Valves 
Dispense Measured 
Quantities Lubricant 


Hydraulically-operated valves for 
dispensing predetermined, measured 
quantities of lubricant are now avail 
able with any discharge output range 
desired, 

Valves incorporate an adjusting 
screw at each end of measuring cham 
ber for controlling the exact quantity 
of lubricant output desired, and 
mounting brackets to facilitate instal- 
lation. 

Designed for use with a four-way 
control valve, which is supplied with 
lubricant from a _ power-operated 
pump, the system is said to provide 
means for automatically applying me 
tered quantities of oil or grease to 
gear cases, small transmissions, bear 
ings, electric motors, etc., in assembly 
line operations. 

Lincoln Engineering Company, In 
dustrial Div., St. Louis 


Bearings 
Oil-Metering 
Principle 


A new line of standard pillow block 


bearings and flange bearings, known as 
““Permawick” has been announced 
They are said to incorporate a new 





Tapping Expensive Parts ? 


Asking this Question 
Can Help You Sell 


BIG ORDERS for 


Sell Besly Taps on the important 
jobs, where tap performance is 
closely watched, and you'll sell 
Besly Taps for almost every tap- 
ping job in the plant. That’s be- 
cause Besly Taps really prove their 
quality to your customers when ac- 
curate, dependable tapping is vital. 





ASK US about the Besly Distributor Plan for 





profitable selling and servicing the 25% of 
the plants that buy 75% of all cutting tools. 
It will pay to get the details. 








: 


Besly helps you get leads on the im- 
pressive jobs with a consistent ad- 
vertising program, offering tap trials 
on user’s toughest jobs. These leads 
plus Besly’s engineering counsel, 
order handling and delivery insure 
of satisfied customers that will give 
you high volume, repeat business. 


BESLY-WELLES 


CORPORATION 
Established as Charles H. Besly and Company in 1875 
106 DEARBORN AVE. @ BELOIT, WISCONSIN 
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For further information 
write 160 Canal Street 


Case 


oil-metering principle that extends ]u- 
brication life. Oil is metered through 
the sintered bronze bearing to the 
shaft in the proper amount and only 
as needed. “Permaw ick”, a newly de- 
veloped wicking material, is said to 
hold nine times its weight in oil and 
release oil reluctantly upon demand. 

rhe new pillow blocks are available 
in both light and medium-duty models 
with bores of 4, %, 3, +8, 1, 14s, and 
1}-in. Flange bearings are available in 
same sizes up to and including 1-in 
bore. 

Congress Drives Division, Tann 
Corporation, Detroit 


Clutch-Coupling Unit 


Instant Operation 
With No Backlash 


A new full complement clutch- 
coupling unit designed for applications 
where overrunning features are re- 
quired in conjunction with a flexible 
coupling, has been introduced. 

Some of the features claimed by 
the maker include: energized sprags 
grip at infinite number of positions; 
maximum capacity for size and weight; 
torsional angular and 
paralleled misalignment capacity; end 
float; separate lubrication systems for 
clutch and coupling 

Che new unit is said to be applied 
most often in dual drive and alter 
nate power applications 

Formsprag Company, Van Dyke, 
Michigan 


resistance; 


Fire Extinguisher 


Employs Liquid As 
Extinguishing Agent 


\ new M-X magnesium fire extin 
guisher, said to employ a liquid agent 
has been developed 

According to the maker, the liqui 
agent is non-toxic, non-corrosive, non- 
abrasive, will not freeze and is a non 
conductor; it does not produce ex 
cessive smoke or irritating fumes when 

Continued on page 158 





2 1 Punch ... We" hole thru 
4" iron —a well bdalanced too! 








No. 2 Punch. . capacity—S 16 
ron 


hole through te" | “J 


W. A. WHITNEY 
LEVER PUNCHES 


Well Known and 
Universally Used 


W. A. Whitney Lever Punches are built 
for service far above rated capacity. They 
are finely balanced and every punch car 
ries our guarantee. Our line is complete 
—no matter what the job need of your 
customer—you can supply the proper 
punch for a given job. Repair parts are 
always available and we can service your 
orders immediately. 








W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL 





BEARINGS 


cay 


so 
Zuaity 


BRONZE BUSHINGS 
MACHINED PARTS 


ALL RECOGNIZED BRONZE 
BEARING ALLOYS” 
LUBRICO-HILEAD 


COMPLETE FAGILITIES 


STANDARD BUSHINGS 
MACHINED BARS 


NEW CATALOG ISSUFD . 


BRASS & MEG, GO- 


Clevaland 3; Offio ~ 
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new A" REAMER 


CUTS REPLACEMENT COSTS IN HALF! 
Just one shank to buy for wide range of sizes . . . when you 
use these new- type T- J Reamers with interchangeable heads! D | ST 4 i BR U TO R 


Sizes from %”" to 2%” inclusive, in 1/16” increments . . 


spiral flute. Only the heads to buy for replacement—this 
cuts your cost to /ess than half! OPP a 


Head has tapered hole which insures concentricity and a 
snug fit on smoothly ground tapered shank. Reamer ~~~ SEND! 
operates free from binding or sticking, due to cutting por- : 
i in jersize an at iv ief. - 
tion wearing undersize and creating negative relief. Per a 
formance retains all advantages of standard, expensive : 

7 > on Jackson, Mich. 
reamer. Backed by T-J’s 38 years of know-how as one of 
largest manufacturers of die sinking milling cutters. Please send details about your distributor or repre- 
sentative plan for T-J Reamers 


Nome 


TOMKINS- JOHNSON Compeny __ 


Rivil AIR AND HYDRAULIC CYLINDER nCHOR 
vITORS ° sige Street 


38 YEARS EXPERIENCE 


| 
ae ae 


“w 
w 
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as Sgt. Friday, stars in this true-to-life series 
based on actual police cases. With “Badge 714” 
began a race against time in which millions of dol- 
lars are involved. Air Express helps NBC win it. 


BLINDED BY TEAR GAS but still shooting, a 
killer, twice-escaped from prison, staggers out 
of a Los Angeles bungalow into the arms of 
Sergeant Friday and his partner. Jack Webb, 





“DRAGNET!” 
How the top detective drama of all TV networks 


is also seen locally in 152 markets as “Badge 714” 


Continuing its highly successful run as the leading program on the NBC-TV Network, 
“Dragnet” has proved so popular that, in addition, it is being re-run throughout the coun- 
try as “Badge 714.” This local syndication schedule is made possible only by Air Express. 


KHQ-TV, SPOKANE 
—$8.55 less* 


POLIcE FILES provide the material that 
keeps about 65 million Jack Webb fans 
glued to their TV sets each week. A 
large percentage of them see him under 
syndicated (locally sponsored) title 
“Badge 714.” Schedules to the 152 syn- 
dicated markets are rigid. Air Express 
gets the film there on time. 


KXLF-TV, BUTTE 
—$4.87 less* 


A MADMAN tried to blow up the Los 
Angeles City Hall. Jack Webb made it 
into his first NBC “Dragnet” show. 
Now it’s making history again as 
“Badge 714,” the hottest syndication 
property in the industry. “Air Express 
makes our syndicated operations pos- 


WHO-TV, DES MOINES 
—$3.47 less* 


JACK WeEsB INSISTs that sets be built 
to duplicate Los Angeles Police Head- 
quarters, to the very door knobs! It is 
this passion for realism which attracts 
audiences for “Badge 714” worth mil- 
lions of dollars to sponsors. NBC can’t 
afford to have film arrive late, and so 
it is shipped regularly by Air Express. 


WLWA-TV, ATLANTA 
—29¢ less* 


THEY CALL It “BicycLInG.” Every 
week, NBC Film Exchanges in New 
York and Hollywood have 4,000 film 
or kinescope programs in circulation to 
and from stations. This method, called 
jicycling, saves thousands of dollars 
n film and shipping costs. It is only 


eum 
KFEL-TV, DENVER 
—$5.51 less* 


FrRoM BIG CITIES and small towns, peo- 
ple write in to ask whether Sgt. Friday 
isn’t an actual member of the Los An- 
geles Police. Many television stations 
are in cities with no airline connec- 
tions, but Air Express connects through 
Railway Express. “Badge 714” films 
get there on schedule, just the same! 


KSD-TV, ST. LOUIS 
—63¢ less* 


HUMAN ERrRor does occur. One film 
arrived in Springfield, Missouri, ad- 
dressed to Station WICS. The Air Ex- 
press Agent wired NBC, “No WICS 
in city. Please advise.” The film was 
trans-shipped to Springfield, Illinois 
(where there is a WiCS) and arrived 


in time! Alert agents protect against 


I 
sible,” says NBC’s Frank Lepore, head possible by Air Express, with its abili- | 
t error or changing circumstance. 


of Film and Kinescope Operations. y to pinpoint shipments. 


cuca MirExpress & 


U.S. Scheduled Airlines ...call Air Express... division of Railway Express Agency. 


% Less than any other air service (from N. Y.) that includes door-to-door pickup and delivery. “These are examples of what we 
7 ° nents by using Air Express. With 97,000 NBC shipments a year, the figure is impressive. The one 


Save on 3/1 of our air shipme! 
thing that impresses us more is Air Express service.”—Frank C. Lepore, Mgr., Film and Kinescope Operations and Services. 





ba 


158 


/ , 
ake a Closep Look 


at any of the products carrying the 

Arro Trademark and you will find that 

the quality of the material and work- 

manship is “tops” . . . so solve your 

drilling and anchoring problems by 
specifying Arro 


SS 2m 


LAG SCREW EXPANSION SHIELD TWO WING 
SPRING-TYPE 


TOGGLE BOLT 


A-C-E EXPANSION SHIELD 
SPRING HEAD 


Rocce salma) " §TEEL TOGGLE BOLT 


DOUBLE EXPANSION SHIELD 


RIVETED HEAD 
TOGGLE BOLT 


O-E EXPANSION SHIELD Oe <) 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 


aa 


THREE-POINT ORILL POINT 


MACHINE SCREW ANCHOR 


FOUR-POINT DRILL POINT 


eS 


LEAD SCREW ANCHOR TWIST DRILL POINT 


¢ 


AF 
—/ 


RUBBERGRIP 


9 DRILL POINT HOLDER 
MAL-LEAD BOLT ANCHOR 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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in operation and leaves magnesium 
fires cool enough to handle. 

The 2-quart model is constructed of 
drawn brass; the 24-gallon model of 
stainless steel, pressurized respectively 
at 175 to 200 Ibs. 

Units can be pressurized with air or 
nitrogen. Both models have been 
tested at 500 psi. 

Buffalo Fire Appliance Corp., Day- 
ton, Ohio 


Plastic Pipe 


Duplex Type, 
For Jet Wells 


A “Duplex” plastic pipe, consisting 
of two pipes joined by means of a 
polyethylene web, has been introduced 
for easy installation in double jet wells 

According to the maker, the cleat 
ness of the web facilitates separating 
the two pipes when they have to be 
connected mto the pump or into the 
jet head. The path of the knife 
through the clear web is easily seen, 
making it nearly impossible to nick o1 
cut into either pipe. 

Three size combinations are avail 
able—l-in x 1}-in; 1}-in x 1}4-in; and 

h-in x 1l4-in. Length of coils—240 
and 120 feet. It is stated the new 
pipe is light, flexible, and will not rot 
rust or corrode. 

I'riangle Conduit & Cable Co., 
Inc., New Brunswick, N. ] 


Tool Cabinets 


Knock-Down, 
Saves Space 


\ line of three new knock-down 
Hallowell tool cabinets, designed for 
use in plant tool and maintenance 
shops, production lines, gage rooms, 
garages and hangers, has been devel- 
yped. 

Stecl parts can be packaged for ship- 
ment in cartons one-quarter the size of 
assembled cabinet. Assembly is in four 
operations requiring a screw driver and 
wrench. 

Finished in baked enamel, the new 
cabinets come in singledoor and 
double-door models. The former, with 

Continued on page 162 








“VYANKEE® VISES 


Low cost fixtures for quick and accurate machine 
set-up. 


YANKEE No.!993 





No. 1993 — Equipped with swivel base. No. 993 is same 
vise without swivel base. Four sizes of each model 
evoilable, 1/2" to 4” jaw widths. 


No. 4993 — Angle vise with swivel base. No. 3993 is 
some angle vise without swivel base. Two sizes of each 
mode! cvailable, 2” and 254” jaw widths. 


“Bien, 


SCREWDRIVERS 


Available ir standard, thin and cabinet blades and tips. 
To drive slotted and Phillips Head screws. In all popu- 


lar sizes. 


No. 1006 — 
Amber and 
black plastic 
handle. Shock- 
proof. “100 
PLUS.” 


No. 70 — A 
sturdy driver 
in medium 
price range. 


No. 2006 — 
Amber plastic 
handle. Alloy 
steel bar. 


No. 177 — 
Radio driver 
for light work. 


No. 25 — Bol- 
ster construc- 
tion to absorb 
shock. 


Ne. 2702 — 
Alloy steel bar 
for general use 
with Phillips 
Head screws. 


i 


No. 20 — One 
piece blade 
and shank 
fer added 
strength. 


Ne. 2752 — 
Plastic handle 
heavy duty 
with Phillips 
Head screws. 








Handles specially selected straight grain hickory with a 
natural finish. Heads forged and polished alloy steel. 
“Evertite” process of shrinking handles and triple 
wedging assures permanent union of head and handle. 


RA 


No. 11% — 
The aristocrat 
of nail ham- 
mers. ‘'100 
PLUS.” 


No. 452 — 
Tinner’s set- 
ting or pane- 
ing hammer. 


Hammers for every use, in all sizes, styles and weights. 


No. 51% — 
A favorite of 
woodworkers 
for years. 


No. 592 — 
Soft faced 
hammer with 
renewable 
plastic tips. 


No. 312 — 
Machinist's 
ball pein ham- 


No. 402 — 
Blacksmith’s 
hand h 


Ne. 392 — 
Double face 
engineer's 
hammer. 


_— 


oO 


Ne. 602 — 
Upholsterer’s 
gnetic ham- 








tap full information about 
these and other Stanley and 
Ene era wae cote te 
Stanley Tools, New Britain, 
Connecticut. 


STANLEY 


THE TOOL 
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A-WORTHINGTON-GOODYEAR ENGINEERED DRIVE 


WORTHINGTON MULTI-V-DRIVE takes heavy shock loads at R. C. Remmey & Son. 


Belts hold as machine crushes 120-lb lumps 


Worthington distributor solves critical drive problem for refractory 


SMOOTH, NON-SLIP DRIVE for this wet-pan is provided by 
Worthington QD sheaves and Goodyear V-belts. 


Driving a machine that crushes, mixes and tempers crude 
clay is a real workout for any mechanical power transmission 
setup — especially with lumps weighing as much as 120 
pounds. 

That’s just what the R. C. Remmey & Son Company, Phila- 
delphia manufacturers of refractories, ran up against in driv- 
ing their 20-hp wet-pans. 

About two years ago, R. C. Remmey & Son started looking 
for a replacement drive for one of these wet-pans. They con- 
tacted the nearest Worthington distributor who recommended 
Worthington QD* sheaves and Goodyear open-end V-belts. 

Now, after two solid years of operation not one belt has been 
replaced or tightened. There’s no noise, no slippage of belts on 
sheaves, and no power loss — which means maximum produc- 
tion. Because of this fine record, R. C. Remmey & Son is plan- 
ning to install Worthington Multi-V-Drives on other wet-pan 
pulverizers. 

Find out how this Worthington-Goodyear drive team can 
pay off for you, too. Write us. Worthington Corporation, Sec- 
tion MV.4.2, Oil City, Pa. *Reg. U.S. Pat. Off. 
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WHAT’S YOUR P.Q.? 


* Pump Quotient 





Why are more and more end-suction pumps 
being specified? The answer's simplification. 


Industry is turning to end-suction pumps because 
they simplify piping (especially in process applica- 
tions), need only one stuffing box, and make parts 
replacement easy. Get the full story on the 
Worthington end-suction pumps by writing to 
Section PC.4.8. 


What is Worthite? worthite is Worthington’s 
“super-stainless”, corrosion-resisting alloy steel con- 
taining more than 50% of the alloying elements: 
nickle, chromium, molybdenum, silicon, copper and 
manganese. The balance is mainly iron. Worthite 
was first introduced in 1936 and has gained wide 
acceptance as an excellent construction material 
for applications where corrosion is a problem. 
Worthington, of course, offers a complete line of 
Worthite pumps. Write for Bulletin W-350-B4. 





Why are gear-type rotary pumps best for 
handling high-viscosity fluids? Lots of reasons. 


First, their large, unobstructed passages mean low 
entrance losses. Then, there aren’t any valves or 
valve springs. Also, there’s the flexibility in applica- 
tion offered by the wide speed range of gear-type 
rotaries. Write for Bulletin W-483-B2 for facts 
about the Worthington double-herringbone gear 
rotary pumps and vane pumps. 




















See your Worthington distributor for more information about end-suction pumps, 
Worthite and gear-type rotary pumps. But if you want to read up on these products 
before talking to him, write for our bulletins today. Worthington Corporation, Merchan- 
dising Division, Section PC.4.8, Harrison, New Jersey. 


WORTHINGTON 


Ads like this build preference for Worthington Standard Pumps 
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two adjustable shelves, has a worku 

top 15-in x 21-in, and is 34-in high 
The two-door style has one adjust 

able shelve, is 354-in high and comes 

in two top sizes: 184-in x 36-in and 

24-in x 36-in. 

Write now for a new free catalog. gp Pressed Steel Co., 


town, 
WILTON TOOL MFG. COMPANY, INC. 
9 25 Wrightwood Avenue Chicago 14, Illinois 


N TOOL CANADA LTO GUELPH, ONTARIO, CANADA iD-9 


it's 50 eas) to sell Wilton tools 


The newest and most important progress in 
power vises for automation comes from Wilton 
Remember, there's a Wilton product for every clamping operation, 


and you'll sell more because they’re made better 


Protective Tape 


100% Resistant To 
Outdoor Exposure 


\ new paper-backed protective tap 
for protecting smooth surfaces during 
storage and fabrication has been 
nounced. 

Trademarked “Scotch” brand 
tective tape No. 344, the new black 
paper (retouched white in photo f 
clarity) is available in 100-yard roll 
in standard widths of 12, 24 and 3 
with other widths available on sp« 
order 

[he new tape is said to fea 
film-like adhesive that sticks imm 


‘ 


ately upon contact to such matet 
TABL : 
Poatasis is stainless  stec iluminum 


POWER SAW modined . glass, most plated metals 


plastic glass, polvstrvene, and polyest 
Minnesota Mining and Ma 
turing Co., St. Paul, Minn 


THE TOOL ! Om Jointer 
YOU CAN SELL SRR} “isons 


\ new 6-in jointer, featuring a 42 


TO ALL F sii BUILD n long bed, has been introduced 
O c Fe: cs Cial cx iii ] 
REPEAT SALES ON ther featur . laimed in 


improved table elevating mechan 


INDUSTRIES PAD and a new safetv-engineered guard 
I'he individually controlled 


POWER SAW BLADES 
The Key-Hak SELLS FAST because it cuts wood, 
cuts metal, cuts costs on all types of installation oe ae 


and maintenance work. Cuts steel plate, transite, 

pipe, corrugated metals, all kinds of building mate- i ae 
rials, etc. Can’t be beat for heavy duty cutting jobs, : : 
in Ve" and heavier steel and other alloys—even Especially designed for use With 
stainless steel! Here is a tool that makes ALL Key-Hak Power Saw 
industry your ready customer. Key-Hok fits any And for every Key-Hak Saw you 
heavy-duty 4" electric or air drill with chuck sell, there are continuing sales of 
speeds of 2000 to 3000 RPM. Fab Paver Sox cae. eee 


- cutting purpose, especially designed 
KEY-HAK DIVISION for use with the Key-Hak. The 


combination of the Key-Hak Porta- 
PRODUCERS & DISTRIBUTORS Inc.|  S'icersucie™.eie. "4°, Sates: 


714 South Sixth St Allentown, Pa. x industrial distributors J 
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LOOKING FOR A 


“Come Back for More’ Line? 


Tutty a 


SLINGS 


. « - Proved Profitable Through Out- 
standing Repeat-Order Record! 


A Single Sale Multiplies into many more 
when you sell Tuffy Slings! Customers de- 
cide to give Tuffy a try—then go on to 
order again...and again... and again! 


Tuffy Slings are made in a 9-part machine braided 
wire fabric construction that gives your customers 
extra service for every dollar they spend! 


Ask Any Distributor who handles Tuffy 
Slings! He will tell you Tuffy is one of the 
most profitable steady - turnover lines he 
has ever handled! And now Tuffy is going 
to be even easier to sell! 


ADS LIKE THESE BUILD 
A READY-MADE MARKET 
FOR YOU! 


This Proved, Sales-Boosting Idea paid off This advertisement appearing in the November issue of NATIONAL 
big for distributors when we tried it on a SAFETY NEWS, PLANT ENGINEERING, FACTORY MANAGEMENT 
limited scale. Now, we are using it in a & MAINTENANCE, MILL & FACTORY, STEEL, FOUNDRY, STEEL 
complete advertising campaign to build EQUIPMENT & MAINTENANCE NEWS, PURCHASING, PETROLEUM 
business for every Tuffy distributor! REFINER, PIPE LINE INDUSTRY will be telling more than 305,753 
readers to see you for Tuffy Slings! 


Page Advertisements Will Offer a 3 - ft. 
Tuffy Sling free, and the hundreds of in- TEAR OFF AND MAIL COUPON NOW! 


quiries we get will be handed to Tuffy dis- 
tributors! Your salesmen will call on buy- UNION (ig. Wire Kone corporation 
ers who have proved they need Tuffy 

Slings — customers who have tried and 2236 Manchester Avenue, Kansas City 26, Mo. 
tested Tuffy on their own jobs! 





Specialists in High Carbon Wire, Wire Rope and Braided Wire Fabric 


! 1 want to cash in on the extra-profits opportunity that the new Tuff 
“Your Tuffy Distributor” is the man we sell pon cian offers me! Please a pref nares Mer on the Tuffy 
in every one of the ads. (See copy circled Sling plan for my area. 
in ad shown here.) Month after month, 
readers will be told how you work for them FIRM NAME 
... Why they should see you for fast serv- 
ice! Put the new Tuffy promotion to work 
for you now—become identified as the 
Tuffy distributor. Tear off and mail that 
coupon today! 


De nnan 
ADDRESS___ 


= STATE 
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fully adjustable outfeed table is said 


" n" 4 . . 
the Cc al ic AG °o line | to reduce adjustment downtime; the 


universal fence control, achieved by 


means of a single control handle, is 
of threaded products an additional - saver. 
° ° The new improved table elevating 
is a good line to follow | mechanism is said to enable the oper- 
' ' , ator to raise and lower both tables by 
—— ES Se using hand wheels within easy reach 
from the normal operating position. 
Delta Power Tool Division of 
Rockwell Manufacturing Company, 
Pittsburgh 





iit he ek ee eee 
li ee ee ee een 


* Less sales resistance because— 
“Chicago” Threaded Products have been known as a qual- 
ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs because “Chicago” 
Threaded Products assemble faster with less ‘on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 
—more profits for you. Shelving Doors 
It’s just plain good judgement to recognize that “‘Chicago’’ Threaded , 
ucts offer you a better line to follow ‘all down the line’’, and Complete Line, 
remember too, our long established policy of selling through service- Double Swinging 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “Chicago” Threaded Products, write for samples A complete line of double swinging 
and full details today. doors, for use with the maker's Iron 
Grip and Standard Line steel shelving 





story of the “Chicago” complete line of Aan » '. Fi nt 
threaded products. Ask for your copy : According to the manufacturer, 


This new 36 page catalog tells the whole units, has been announced. 
today. 


each door is equipped with a three 
point locking device and built-in lock; 
All “Chicago” Screw Products come | ff Mm doors are reinforced on inside to pre 
packed in strong, easier-to-see packages. Al vent warping, and each pair is hung in 
Color coded labels mean faster selection, r F ng, P ng 
its own rigid frame to prevent sagging 


greater savings of time in your stock- 
rooms. The new swinging doors can be 


used with any style unit manufactured 
by the company, and for the regular 
84-in high shelving units, counter 


HIGHLIGHTS OF THE CHICAGO LINE: / | units, and ledge units. 


* High Carbon Heat Treated Cap Screws give added wearing Equipto Division of Aurora Equip 
qualities due to uniform hardness through entire thread struc- ment Company, Aurora, III. 
ture. Ideal for all heavy-duty equipment. 


« Larger size Hexagon Head Cap Screws than normally stocked , . 
are available for immediate shipment. Flexible Couplings 


* Anti-corrosive “Chicago” stainless steel and brass fasteners | = 
in a large range of sizes and styles : 
available for immediate shipment. Engine Flywheels 


7%e CHICAGO acacia A new line of Morflex flexible coup 


t4°42,04%°).,10:1, hf 2503 WASHINGTON BOULEVARD lings, said to be adaptable to a va 
BELLWOOD, ILLINOIS riety of industrial machinery drives 


using industrial engines as the power 


. re reise , wihle 
“SAFETY PLUS” Socket Set Screws, alloy and stainless + Socket Head Cap Screws, alloy and stainless, Flat Head, alloy source where a torsionally flexible, 
© Socket Head Stripper Bolts « Socket Pipe Plugs « Square Head Dog Point Set Screws « Socket Keys and Key Kits « shock-resistant, we itherproof coup 
“CHICAGO” Hexagon Head Cap Screws, bright, heat treated, stainless and brass « Square Head and Headless Set Screws oa ae . 
Filtister and Flat Head Cap Screws « Milled Stee! Studs « Hexagon Nuts, steel and brass « Castle Nuts « Taper Pins ung ror fivwheel-to- driveshaft connec 


A N HEAT 


CAP SCREWS 
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| Only Warren Tools 
lie ‘Double Finished 


You can see the difference in the 
double finished Grade A Hickory 
handles in Warren-Teed Tools. 
Deep stain brings out the rugged, 
perfect grain — buff wax adds a 
smooth, clean “non-slip” surface. 
Warren-Teed handles are safe and 
handsome. They put added sell 
in one of America’s finest lines of 
heavy hand tools. 


Buy and display your 
Warren-Teed Tools in 
packages with handles 
inserted. They are easy 
to stock and inventory. 
Placed “out front” they'll 
boost sales by helping 
to sell themselves. 


Grade A Hickory shaped into a per- 
i fect handle. 


Add a smooth stain that penetrates 
and brings out the natural grain. 


Buff wax gives a sales-appealing 
handle, 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . - Warren, Ohio 


Export Division . - 30 Church St., New York 7, N. Y. 
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Electronically Glued industrial Workbench Top 


The “INDUSTRY PROVEN” Top for: © Industrial Benches 








Cutting Tables 

Assembly Benches 
Packing & Shipping Tables 
Workbenches 








individual assembly benches 
equipped with TOLCO tops 


INDUSTRIAL DISTRIBUTORS 
GIVE YOUR CUSTOMERS THE ADVANTAGES 
OF TOLCO INDUSTRIAL TOPS 


@ Electronically Glued @ Northern, Hard Maple @ 34” Laminations @ Greater 
Resistance To Warpage @ Moisture Resistant @ Will Not Damage Tools @ Will 
Not Mar Assembly Parts © No Soft Wood Cores @ Will Not Chip @ Easily 


made in two stock sizes 


tion is required, has been introduce: 


Ihe new flywheel couplings ar 
One size ha 
in adapter plate that fits certain Ford 
wverhead valve engine models and | 
head industrial engine models. Coup 
ling flange is furnished in five 
sizes from 14 to 1%-in. diamete: 
kevywavs and setscrew 


stock size hts certain 


stock 
bore 
vith 

Ihe sccond 
Chrysler industrial engine models, and 
the flange is supplied in seven stock 


standard 


bores from 1} to 1] in 


Morse Chain Company, Detroit 


Refinished 

Territories available for qualified INDUSTRIAL DISTRIBUTORS 
Write today for your copy of our new Workbench Top leaflet and 
complete information on selling this profitable product 


THE TOLERTON COMPANY 


267 N. FREEDOM AVE. ALLIANCE, OHIO 











~ >i i — 


es | 


Re, MANCO STEEL STRAPPING - 
ee CUTTER 


ie . 


Masking Tape 
Stain-Resistant 
Crepe-Paper Backing 


\V hite 


wr pastel colored surfaces ex 
susceptible to residue and di 


Patent Number 264890! 


i 


Sie. 
i] 


tremely, 
coloration left by holding and masking 


tapes will come through finishing op 


The lightweight Manco Strap Cutter is a inmarked by taps 
real time and effort aeet for shipping and peciaily develcped for this applicat 
“eiv ] eS, trans- : 
SSSR SSE, Wareneeen, Sage we ccording to the manufacturer 
portation companies, etc. Wedge-shaped Called Behr-Cat No. 115 St 
bottom jaw easily slips under the tightest Rosict = Ma k 1 ft “5 
bound strap. Entire tool made of tool steel Nesistant Masking Lape, if 1s avaiab! 
forgings with special heat treatment on cut- rolls either boxed or in bull 
ting edges. n widths ranging from }-into 3-i 
Mailing stuffers available free of charge. Made with a flexible crepe-papet 
Write for Complete Information backing, it is said to adhere equ 
Dept. ID-11 


- 


1 new 


ratrons 


] 
! 


Manco Steel Strapping Cut- in 60-vd 


ter. Weight—1 Ib. Length 
a: Capacity %” w .035 
strapping. 





well to contours 
No wetting ot 

ment 1s necessary a 

sure-sensitive 


Behr-Manning Corp., 
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ALLENPOINT 
SET SCREWS 


Hold tighter 
under torque and 
vibration. Proved 
by independent 
laboratory tests.° 


ALLENUTS 
Made only by 
Allen. A tough, 
space-saving fas- 
tener. 


LEADER POINT 
CAP SCREWS 


Start easier, re- 
duce lead thread 
damage, prevent 
cross-threading. 


DOWEL PINS 
Ground to .0001” 
with a shear 
strength of 
180,000 p. s. i. 


This combination of effective sales aids and unique product advantages 
helps make your Allen franchise the most profitable in the fastener field. 


° COPIES OF TEST ON REQUEST 


Compare ALLEN 2 ways 


ratte do ss 




















cata.oe sheers that fit your pirect mau Fotpers with  oisptays for every purpose 

catalog—in the style large imprint space. Fit from a 5’ counter display 

approved by your Catalog __ office envelopes for inex- — to a 20” sample board. 
Sensible Committee. pensive mailing. 


Sales Aids 





AA, | 
( sei ®) 0} 


curs in different styles and _—careutators with technical samere xirs of all Allen 
sizes and complete mats data on Allen fasteners. products. 
for use in your own ads. 








ALLEN FRANCHISE 


ested in taking on the 


f rs inter 
any distributors 1n 
poe about an 


Allen line have inquired recently | 
Allen franchise. Occasionally expanding veal 
kets create openings for aggressive —— 
If interested, write W. D. Horner, Sales 


Manager. ap 
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MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A. 





Look for this scene on 
every call you make... 


Sealer Toc! 


More Rust Resistant, 
Durable, Attractive 


li’s the si meer - sell CLEAN ['wo major changes im their A Sealer 

g have been announced by the com- 

pany: a zinc plating has been placed 

floors with SEALED casters! over ail retail parts, and the plastic 

handle has been replaced with green 

handles of ethyl cellulose. These 

if your customers’ materials-handling equipment leaves a slick trail of changes are said to make the tool 

grease like this — they're losing money every day! more rust resistant, durable, and at 
Grease dripping from bearings exposes them to premature wear — tractive. 

increasing maintenance and repair costs. It also harms floor surfaces, The tool is recommended by th« 

rubber tires and is an accident hazard to employees. maker for sealing of 2, 4, % and ?-in 

Bassick’s new “3D” casters with effectively sealed bearings eliminate steel strapping on products of every 


these maintenance problems, offer longer trouble-free service. size, shape and weight. ; 
Stanley Steel Strapping Div., Stan 


ley Works, New Britain, Conn 

5”, 6” and 8” Series 99 casters are sealed! 
Starting right now, you can offer customers Series 99 
casters from 5 in. up with Bassick’s exclusive grease Clamping Device 
retainer cup— at no extra cost! These top-quality 
steel casters are famous for easy swiveling and longer For Use With 
life. Now you offer your customers even more value, Maker’s Benders 
with no increase in price. The BASSICK COMPANY, 
Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


A new material clamping device, d 
signed for both Di-Acro benders No 
1 and 1A, has been announced 

Designated Di-Acro Ouik-Lok 


Series 99 caster now offers extra value of . 
clamp, the new accessory is said to be 


grease retainer cup at same price. 


<q sy A DIVISION 
row! i arr 
. ce 

MAKING MORE KINDS OF CASTERS 


»> ) ..» MAKING CASTERS DO MORE ‘TO RARER 
75 YEARS OF CASTER LEADERSHIP 
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(Six Table Sections —12 Drilling Units) 


“As the photos and drawing indicate, you 
combine any number of Table Sections to ac- 
commodate just the right number of 20” LIGHT- 
HEAVYWEIGHT Drill Press Spindles for the job 
at hand.” 

—that’s just the beginning of the sales advan- 
tages you can tell to your customers about 
Walker-Turner 20” LIGHT-HEAVYWEIGHT 
Multi-spindle Drill Press units. Like all LIGHT- 
HEAVYWEIGHTS, they combine top-notch design 
and engineering to deliver quality production at 
moderate cost. 


”~ Steae 


bpp 
pees il 


Meta Cutting 
iG SAWS 
BELT AND DISC SURFACERS oe 


Walker-Turner LIGHT-HEAVYWEIGHT 


20” Multi-spindle Drill Press 


From your current line of LIGHT-HEAVY- 
WEIGHTS . . . scheduled to expand to 22 in the 
future . . . you're sure to have just the machine 
to meet your customers’ needs. A well rounded 
line of woodworking and metalworking LIGHT- 
HEAVYWEIGHTS, plus solid protection to the fully 
franchised distributor, plus a generous profit ar- 
rangement, make the Walker-Turner dealership 
even more desirable than ever before. 


For complete information . . . write to De- 


partment 1.D.-11 


WALKER-TURNER 
* DIVISION + 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 


DRILL PRESSES—Hand and Power Feed « RADIAL DRILLS © Wood and 


BAND SAWS « TiLTING ARBOR SAWS «¢ RADIAL SAWS 
SPINDLE SHAPERS . JOINTERS 
FLEXIBLE SHAFT MACHINES 


7 LATHES + 
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STOCK 'EM... 
DISPLAY 'EM... 
AND YOU'LL SELL ’EM! 





seventies ia 
The Serwmtay Erecting 


POST 











Kleins—the standard of 
which 


other pliers are judged 


comparison by 


Made of finest tool 
steel, precision fitted— 
individually tested. 
Biggest selection of 
patterns for standard 
or specialized service. 
Keep a representa- 
tive stock on hand for 


your customers W ho 


want the best 


Write for your 
free copy of the 

No. 203 Klein Pocket 
Tool Guide 
today! 


DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


valuable when forming tubing, 
channel and extrusions because it 
locks the material securely in position 
and can be instantly 
formed part 

It can be adjusted for any 
to 2-in on the No. 1 model and 6-in. 
nn the No LA, 
less steel tubing up to 4-in diameter, 
steel bar up to @-in, as well as 
other types of material within capacity 


released to re 
move the 
radius 


round 


range of the bende 
O’Neil-Irwin Mfg 
City, Minnesota 


’ ] 
( ompany, ake 


4-Way Valves 


Pilot Operated, 
Solenoid Controlled 


\ new line of \ 
ill porting and positioning arrang« 


ilves, said to provide 


ments in circuits up to 3000 psi, has 
been introduced 


Pilot pressure can be external or in 


ternal, and changeover is made by ro- 
tating the yenoid val 1S0O 
Adjustable pi chol or smooth 
00] revel | ng I i 
yptional teature 

Capacit 


Denison I 
umbus, Ohio 


Motors 
Designed For 


Chemical Services 
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angle, 


and will handle stain- 


THERE’S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


GEF YOUR SHARE! 


@r adustr pect for STAND 
ARD Transmissioni xchusive STANDARD 
p to 40% greater pro- 

produced! Six 

jvirements. Venerous 

keep profits high. Write 


efaiis 


STANDARD “TRANSMISSION EQUIPMENT CO 
10 West Union StFeet, Pasadena 1, Calif 


STOCK 


STANDARD 


VARIABLE SPEED TRANSMISSIONS 


Does jobs no drill can do! 
up to 10 Times Faster 
| than Boring! 


‘gual aranpol 


Totally new 


no chatter! 
, 


maximum rigidity 


 finishe 
; les to exact size in FORG 
NGS, CASTINGS, BOILER 
PLATE THIN STOCK, TUB 
ING; CROWNED, CYLINDRI 
CAL AND FLAT Sl RFACES 
One of 3 blades ts n 
the cut « ‘ rh hapes 
” 1h actson even m smierms 
t Use new HOLI 
MAKERS im radial drills | 
presses, turret lathes, portable 
electr f pneumatic drills, et 
Excellent for trepanning and 
rough boring I.D.'s in Tubing 
Castings, etc a real production 
tool ' 
Holes can't a 
deflec: is 
Ca 
ferrous "etal ain 


7 wae SIZES: Specify Straight Shank or 
T. 2. 3. 4. Other tapers on order. 

Models 102 203 304 405 | 506 

Capacity: }1” to 2”|2” to3”|3” to 4” |4” to5”|5” to6 

Order from your dealer or write for catalog 


ROBERT H. CLARK COMPANY 
9330 Sonta Monico Bivd., Beverly Ca 





ARMSTRONG 
a 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 
the-Board.” 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they’re basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades .. . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


\ 
lf 


# 


ohtan TOOL COMPANY 





“EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 





4400 WOODROW WILSON . 


DETROIT 3, MICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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dangerous and damaging atmosphicces, 
has been developed. 

Some of the features claimed by the 
manufacturer include: stainless steel 
stator band surrounding inner en- 
closed case; stainless steel fan cover 
guard; cast-iron conduit box sealed 
with a non-deteriorating, impervious 
compound. 

Designated as Types SD and SE, 
the new chemical motor is *roduced 
in ratings from 3 to 150 hp. 

U. S. Electrical Motors Inc., Los 
Angeles 


Bar Folders 
Air Actuated, 


Reduces Fatigue 


A new line of adjustable air actu- 
ated bar folders, for bending or fold- 
ing sheet metal to an angle or lock, 
where air is available at pressures from 
70 to 80 psi, has been announced 

According to the manufacturer a 
foot-operated valve controls flow of 
air to actuating cylinder, initial move- 
ment of piston automatically clamps 
work in place while folding blade ro- 
tates, release of pedal reverses action, 
adjustable stop umits bend to desired 
angle, and width of fold is controlled 
by regulated gage. 

The new bar folders are available 
in four sizes to handle working lengths 
from 21 to 42 inches and thicknesses 
of 20 gage mild steel and lighter. 

Niagara Machine & Tool Works, 
Buffalo 


Vapor Degreasers 
For Cleaning 


Industrial Parts 


A new Super heavy duty portable 
vapor degreaser has been announced. 
Features claimed by the maker in- 
clude: sump pump which permits 
hand spraying with clean solvent to 








What an opportunity! 


BIG SALES FEAST is in store for you when you 
take advantage of your selective Osborn franchise. 
Osborn advertising talks turkey with millions of your 
customers every month to help you get orders. And, 


Osborn is accepted as the leading brand by industrial OS RN 
brush users everywhere because of a long-time reputa- 


tion for top quality. Be sure you cash in on this Osborn 


horn Manufacturing Company, Dept. NEW OSBORN 


acceptance. The Osi 
R-23, 5401 Hamilton Avenue, Cleveland 14, Ohio. CUP BRUSH 








a harder-working, 
faster-acting crimped 
wire cup brush. Another 
product of Osborn’'s top- 
quaiity materials and 
know-how in brush de- 
sign. Another Osborn 
sales producer for you! 











OSBORN MAINTENANCE, PAINT AND POWER BRUSHES + FOUNDRY MOLDING MACHINES 
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with o CLEMENTS -CADILLAC 


Save your equipment. Remove 
dirt, dust, grit, filings from every 
crack and crevice before they 
damage your machinery, de 
crease its efficiency. You'll 
reduce repairs 


replacement, 


publ q 
down-time it is producing 
; live leads for our 


cn e remove heavy greases or mi 
cf ae barreis complete with leakpr 
cT - 
Ask your mill supply orTABlt ek pump of heavy duty bronz 
dealer jor a demonstra- Blower: -Suction Cleaner hose and lanc ec. 
~ a Combination auysteateo: ) #? you tt hay Rapid parts cleaning is said t 
information. ODELS 
> | wave INS MO fast, profitable complished automatically in put 
inflammable trichloiethylene \ 


*“Wlast Us ? ( Tool iu the Plant” WRITE FOR lowering oily and greasy part 


vapor zone of the barrc 
FULL DETAILS, ing unit. 
— Electrically heated models 
sc@)0):> am equipped with 3.8 KW electri 
ing unit, condensing chamber, thermo- 
stat, heavy duty sump pump, motor, 
hose and lance, 15-ft plug-in cord and 
unit cover. Gas fired models 
iwailable 
Baron Industries, Los At 








CLEMENTS MFG. CO., 6624 S. NARRAGANSETT AVE., CHICAGO 38, ILL. 





YOU'RE SURROUNDED 


with products moved 


Safety Devi 
BY VIKING PUMPS oe tee Enclosure For 


Punch Presses 


They are everywhere, all around you. The newborn haby starts Che development of an 

a life-long series of benefits from Viking pumps. Milk, foods, trolled die enclosure for punc! 

plastics, soaps, tooth paste, medicines, rubber, paint, gasoline, 

oils, fuels, fertilizers, asphalt and a host of others all are 
~ Viking- agg 


limited to primary operation 
innounced 
According to the manufact 


, And so throughout your life, Vikings’ influence transparent window is opened to al 
Viking is everywhere . world-wide. For informa- baad d esse of te odin 
tion, send for bulletin 5SSMM ae a 





AN HONORE : 
D NAME While window is open, the press 


IN. PUMPING at 
' See not be tripped. 
Our 
$ cttlog 1, rh Lucit 
We 


C window, of @-1n 


Vv : IKI J Kea G PUMP COMPANY , cmos: Pll, eat oll in 
CEDAR FALLS, IOWA die setting 
American Allsafe Co., Ir 











INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 




















AT HMS 3@ @/ kL 


IS ROUTINE ON 
STANDARD PRODUCTS 


At HMS every order is RUSH. That’s the basis of 
Hartford's 24-hour service. Your order for Hartford 
Standards will be on the way to you within a day. In 
many cases, shipment is made the same day your order 
is received. 

Customers expect and demand fast service, and, of 
course, you normally stock large enough quantities of 
standard products to supply the ordinary needs of your 
customers. But, when you have HMS'’s “right-now”’ service 

? 3 7 ] behind you, you know that you can fill promptly any 
request for any of 2371 standard items, 
ITEMS FOR 
“RIGHT. NOW” 


SHIPMENT 
BRASS, STAINLESS, HEAT TREATED and LOW CARBON STEELS 


THE HARTFORD MACHINE SCREW COMPANY 
P.O. BOX 1440, HARTFORD 2, CONNECTICUT 
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Jf, — YOUR KEY TO BETTER PROFITS 


% of all industry with 50,000 plants producing 
market for 


Metalworking — 47 
$120 billions worth of products—is a mammoth 
socket screws. 

In this industry, high-strength alloy steel screws have become 
indispensable fasteners to assure better original equipment. In ail 
industries, these screws are preferred for maintenance requirements. 

To get maximum profits from this expanding “gold mine” 
market, investigate the Mac-it line of alloy steel socket screws. 
Here’s what Mac-it offers distributors: 

@ Complete line—Mac-it has a complete line, including socket 
screws, square head set screws, tool post screws and others, 
so that you can service every customer requirement. 

@ Specials—Mac-it’s engineering and production are geared to 
solve tough fastener problems fast. Mac-it’s speedy service 
on specials means better service for your customers. 


@ Promotional program—Mac-it’s “‘distributor-profit’’ program 
gives distributors real assistance, includes proved selling tools 


You can obtain more alloy screw sales with Mac-it—‘‘your key to 
better profits” 


Mac-it distributorships are available in 
several marketing areas. You are in- 
vited to write for complete information 
Also, send for new Mac-it Catalog. 


ee ee ce ee ees ee ee ee eee ee ed 


ann AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & HAMMOND COMPANY 


1392 WEST 3RD STREET CLEVELAND 13, OHIO 
Manufactured by Mac-it re Co., Lancaster, Penna. 
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Level 
Shock Resistant, 


Die-Cast Aluminum 


\ new die-cast aluminum torpedo 
level, known as 339, with one plumb, 
one level and one 45 deg. vial, has 
been announced. 

its top plate is red shock- -proof plas 
tic; bottom of aluminum body is pre 
cision-grooved to permit use as a 
line level. 

The new 
high, and 


9-in long, 14-in 
s-in wide at widest point 
They are individually packaged in 
clear plastic sleeves and packed 6 to 
a shipping carton. 

The Columbian Vise &* Mfg. Co., 
Cleveland 


Pipe Wrench 


Combines Aluminum 
And Forged Steel 


leve } 1S 





A new pipe wrench, known as Spiral 
Grip, featuring the combination of 
aluminum and forged steel, has been 
announced. 

According to the maker, the com 
bination gives lightness in the alumi 
num handle housing, and strength in 
the entire drop forged jaws; handl 
has non-slipping qualities 

Made in combination, as well as 
entire wrench of all steel, the cembin 
are 10, 14, 18 and 24-in; 
sizes from 6-1n 


ahon $1zes 
the all-steel in eight 
to 48-in. 
Trimont 
Worcester, 


Manufacturir 
Mass. 


Toggle Clamps 


Low Silhouette, 
Complete Clearance 
Model 507 toggle 


fixture 
which 


Destaco 
designed to hug the 
a flop-over action 
holding bar com 
surface 


New 
clamps, 
ind with 
spindle and 
away from the 


anno unced 
is the V rtic il 


flicks 
pletely working 
h: iv¢ been 


Classified und-Hori 





BOY: These Wheels 
Do Everything! 


Just hand an alert shop foreman a couple of rubber- 
cushioned Brightboy wheels, which burr, clean, finish 
and polish in one operation! Ask him te try them on 
any metals, plastics or laminated materials. Just as 
thousands of enthusiastic shop men, he'll wise-up to 
Brightboy so fast that he'll be telling YOU about 


applications you've never heard of. 


That's the way versatile, rubber-cushioned Brighthoy 
sells itself for you. Its adaptability is amazing, going 
far beyond other methods. It brings an entirely new, 


wider, refreshing concept to finishing. 


ilso made in a full range of ac- 


BRIGHTBOY cessory products: wheels, sticks, 
STOCK ABRASIVES ree Y engles poe Me 


particular finishing requirements. 


- = ‘ machine and manual 
\\\ matched” to your customers operations. 


Rubber-cushioned Brightboy now available in either ALUMINUM 
OXIDE or SILICON CARBIDE GRAIN 


AND—each of these texture combinations comes in GRAIN SIZES 
ranging from EXTRA FINE TO EXTRA COARSE 
in 
SOFT, FIRM AND TOUGH RUBBER BINDERS 
Right from stock you can fill requirements for an almost un 
believable variety of finishing, including “specials” 
GREATER SALES OPPORTUNITIES 
GRATIFYING TURNOVER AND “REPFATS 
DISTRIBUTORS’ EXECUTIVES AND SALESMEN: Get 
all the facts NOW on Brightboy rubber-cushioned finishing. 
Find out how profitable Brightboy rounds out your abrasive 
service to customers; how you can sell it for new uses PLUS 
conventional applications and tie-up sales with cutting tools 
Your request for information, prices and samples will receive 
our prompt attention. 


2 BRIGHTBOY INDUSTRIAL DIVISION 
ee 
f Be ROBERTS WELDON ROBERTS RUBBER CO. 


95 North 13th Street 7 Newark 7, WN. J. 
Bure Y® yy America’s Pioneer Manufacturer of Rubber-Bonded Adhesives 


RUBBER CUSHIONED ABRASIVES / 
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FOR EVERY JOB 


VISES 


& 
; Machinists 
Top Swivel Jaw 
Sy o 
Combination 
Pipe 
o 
Hinge Pipe 
eo 
Woodworkers 


. 
Utility 


For 86 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
ond brought distributors re- 
peat profitable business. 


The Sales Policy is ~ IN A FEW SECTIONS 
100% through Distributors TERRITORIES ARE OPEN 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 








GREATER PROFITS 
CLIPPER 


S) YNo Factory Sales to Users 
Sy WV Nationally Advertised 
y Firm Resale Price Policy 

S Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors Ji 
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zontal-Base mounting type, Model 
507-U features the U-bar for adapting 
various spindles for proper work con- 
tact. 

Model 507-S is so designated be- 
cause it has the solid carbon-steel hold- 
ing bar instead of the U-bar. 

Detroit Stamping Co., Detroit 


Drill Blank Sets 


Available In 
High Speed Steels 


[he company’s precision ground 
and hardened drill blanks are now 
available in high speed steels in a 
metal container with hinged top and 
baked enamel finish 

Fractional sizes range w-in to 4-in 
by 64ths; wire gage sizes, No. 1 to No 
60 inclusive; letter sizes, A to Z in- 
clusive. 

Chicago-Latrobe, Chicago 


Nut Driver Kit 


Portable, Handles 
Are Color-Coded 


A new No. 77 portable kit with 
color coded nut drivers has been an 
nounced. 

[he pliable plastic kit contains 
seven nut drivers, *«-in thru 3-in, and 
snaps shut to 64-in x 7-1n. 

The new kit supplements th 
maker’s No. 127 lockable metal wall 
kit 

Xcelite. Incorporated, Orchard 
Park, N. Y 





The responsibility 
you 





























IT SAVES MONEY, time and trouble when you buy materials 
and component parts from a trustworthy source. Your in- 
dustrial supplier who sells you Bunting Bronze Bearings and 
Bars carries in stock countless other products of comparable 


high quality. 


YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items. With money- 
saving convenience, he can supply hundreds of different sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 
for a Bunting 
bs, Catalog which gives 


isa * * ~. complete dimensional 


and technical data. 
BRONZE BEARINGS « BUSHINGS « PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop « Iron Age + 
Machinery + Mill & Factory « Southern Power & Industry * Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio « Branches in Principal Cities + Distributors Everywhere 
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important — 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter of a million key 
men in industry each 
month. “ 
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INDUSTRIAL 


BRUSHES 4v2 


they give SERVICE 
You get PR OF/ T 


© The complete satisfaction CAPITAL 
equipment gives in service brings cus- 
tomers back again. This in turn makes 
your selling profitable because monage- 
ment is always interested in equipment 
that gives them full value for the money. 


* We urge users to buy thru their 
local distributors 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 
INDIANAPOLIS 7, INDIANA 
Est. 1890 
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BROOMS 








Are You Going 
To Be Santa Claus? 


(Starts on page 94) 





reduce the total amount a firm spends 
on gifts, it does eliminate the expense 
of gift selection and distribution. Also, 
say those who have tried it, it pre- 
vents the future mushrooming of 
Christmas budgets that might result 
if firms began to compete in lavish- 
ness of personal gifts. 


Other Distributors Are Interested 


Some industrial distributors whose 
growing gift lists make them feel like 
the man holding the bear’s tail have 
begun to take careful note of the 
publicized success of institutional giv- 
ing in other fields of business. 

Writes one executive: “We think 
that the best place to start stopping 
this (personal gift giving) is to have 
our suppliers and suppliers’ representa- 
tives discontinue giving presents to 
our buyers.” 

Many of his large customers, he 
points out, formally request distribu- 
tors not to give gifts to their purchas- 
ing staffs (a rule which, incidentally, 
can often be circumvented easily 
enough by sending the presents to the 
buyers’ homes). 

Talks with business friends in other 
fields who have tried institutional giv- 
ing have convinced him of the value 
of the new method, says this distribu- 
tor. But distributors in the same area 
would have to take concerted action 
to stop personal giving first, he adds. 


Few Complaints from Customers 


Distributors who have discontinued 
personal giving and appraised the re- 
sults report few if any complaints so 
far. One management, which simply 
stopped giving presents without for- 
mal announcement, says it has been 
unable to trace one instance where the 
new policy resulted in loss of an ac- 
count. Instead, they report, many 
customers congratulated them when 
they learned indirectly of their stand. 


How Many Dollars for Goodwill? 


Whether a firm continues the 
established practice of personal pres- 
ents, or gives to institutions, or dis- 
continues business giving altogether, 
distributors agree that there is only 


one criterion by which to judge its 





handling of the Christmas gift prob 
lem—is the goodwill being created 
commensurate with the amount of 
money spent? 

If customers describe you as Dickens 
described one of his famous characters 
“It was always said of him that he 
knew how to keep Christmas well” 
you have probably found the answet 





NEW LINES 
taken on by 
DISTRIBUTORS 





Moehlenpah Engineering Inc., St 
Louis, has been appointed exclusive 
representative for Press-Rite Presses 
of Sales Service Machine Tool Co 


Wilson Industrial Equipment, Inc., 
Tampa and Jacksonville, Fla., ha 
been appointed exclusive distributo: 
for industrial trucks of The Yale & 
Towne Mfg. Co. in all of Florida, 


except Miami, and eastern Georgia 


Rockford Tool €& Transmission Co., 
Rockford, Ill., has been appointed 
distributor for fittings and hose as 
semblies of The Parker Appliance 
Co 


Franklin Supply Co., Providence, R. I 
has been appointed distributor for 
The Dayton Rubber Co. and John 
son Bronze Co. 


Strong, Carlisle & Hammond Co., 
Cleveland, has been appointed full 
line distributor for Boston Gea 
W orks. 


The Connecticut Plumbing Supply 
Co., Stamford, Conn., has been 
named distributor for Plastex pipe 
and fittings. 


J]. W. Minder Chain & Gear Co., 
Los Angeles, has been appointed 
distributor for timing belts of U. S$ 
Rubber Co. in Southern California 
southern Nevada, 
southern Washington 


Oregon and 


Birmingham Saw Works, Birmingham 
Ala., has been appointed distributor 
for Republic Rubber Division, Le« 
Rubber & lire Corp 


Kurt Orban Canada, Ltd., has been 
appointed exclusive distributor for 
American Drill Bushing Co. in On 
tario. 
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PUMP SELLING | ==) 
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PUMP DATA 
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“Hard-sell year?” Not when you sell the Deming line with 
the help of Deming Pump Data. Here is a series of guides 
to the proper selection of pumps to meet the specific 
pumping requirements of your customers. Proper pump 
selection reduces costs and increases efficiency. Those 
are “must factors” to profitable plant operation in all 
industries. Deming Pump Data consists of a series of 
catalog bulletins prepared with one chief objective—to 
help YOU—the industrial salesman—assist your customers 
in selecting the mest efficient pumps for their needs. For 
complete details on available Deming Pump Data for 
industrial distributors’ salesmen, write: 


THE DEMING CO.* 511 Broadway, Salem, Ohio 
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Have You Heard This? 





Some “Cockeyed” Notions 


“Is there any truth in the 
which some people hold sacred? 

i. People who buy television sets 
on terms are living beyond their means 
ind represent a social liability 

2. Consumer borrowing tends to 
prolong prosperity and deepen depres 
sions 

3. The only real effect of instalment 
selling is to switch sales from non 
durables to durables. 

“These three ideas are not held by 
the same people. They flourish at 
different levels of economic sophisti 
cation But recent history suggests 
they are all wrong, even to the extent 
of being cockeyed” Printers’ Ink, 


Oct. 1, 1954 


Hotiest Subject 


The most controversial a hot 
test subject in business right now is 
the permanent effect of price cutting 
on trade-name merchandise. Is the 
o-called ‘discount house’ here to stay? 
Can manufacturers brand tkeir met 


3 babhitts and 1 solder chalice, eoteblich cacinaive dealer 


ind maintain their price against price 

. cutters offering the same merchan 

do a job together dise at lower prices. Can everybody 
: now get it wholesale? 

“Condemnation, name-calling, whis 

tling in the dark and deploring are 

Castomatic” Bar Solder and Big 3 Babbitts do it not going to change the phenomenon 

of the used car dealer selling new cars 

consistently because they sell easily. at lower prices than the company 

dealer. Neither will it change the 

Castomatie Solder is mactiine-cast, as opposed to practice in the air-conditioning unit, 

refrigerator, television, radio and othe 

ippliance fields.”—The Southwestern 
in the trade. Only Federated can make it. It sells. Purchaser. Sept 1954 


The job is to make vou money. Federated 


the usual hand-cast bars. Its advantages are commonly known 


The Federated Big } Babbitts XANAX Nickel. M ; . , 
Fight for Survival 


Merit Metal and Frictionless cover the full range 
‘ ’ 
You (clectrical) distributors are 


of white bearing metal needs. You can stock only fighting for your very business exist 
ence. Either you learn to sell more 
learn to sel! harder, or you'll find more 
Federated leaders . . . you'll sell them fast. factory branches being opened and 
yperated by manufacturers” —Harold 
P. Bull, vice-president in charge of 
sales, Apex Rotarex Corp., addressing 


Federated Metals Division Br gemyy i. eee: 


Are Conventions too Social? 


these three and satisfy any babbitt need. Stock these 


AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5S, N. Y. 
in Canoda: Federated Metals Canada, Ltd., Torontc and Mortreal 


\ writer in Advertising Ag 
ently raised the question is 
vhether the social activities conné 


Aluminum, Magnesium, Babbitts, Brass, Bronze, Anodes, Zinc Dust, vith business conventions are not g 


Die Casting Metals, Lead and Lead Products, Solders, Type Metals ting to be 7 important “4 to domina 
. ie proceedings iil \ i 


; 
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YOUR CUSTOMERS WILL WELCOME THIS 


anew LOW COST 


‘water wash spray booth 


nif —by Binks 
agit | 

ne Ideal for use 
\ in most plants 


This new low-cost Style D water wash spray 
booth is recommended for normal industrial 
production. It supplements the Style DUC 
booth which is unequalled for heavy pro- 
duction and hard-to-handle paints. But the powerful double 
washing action of this new booth makes it ideal and fully ap- 
proved for the big majority of spray painting installations. 


¥ Check these 9 customer advantages 


Fan stays cleaner longer. Virtually all pigment is removed 
from exhaust air. 


2 


e 


x 
—_ 





Easy access. Fan and arrestor plates are reached through 
doors in back of booth. When booth is installed against a 
wall, access doors are placed in front and lower section of 
water curtain is easily removed. 


No moisture reaches stacks. Arrestors trap moisture. 


Unbroken water curtain. Binks special clog-proof Dynapre- 
cipator manifold distributes water uniformly. 


Double washing. Paint fumes and overspray must pass 
through 2 washings before they leave the booth. 


Stays clean longer. The water curtain is constantly flushed. 


Overspray reclaimed. Overspray is washed into the water 
pan where it is trapped for easy removal or reclamation. 
This minimizes paint sludge reaching the circulating pump. IT PAYS TO SELL THE BINKS LINE 
a ; , . Wh handle the Birks Li 

Rigid, long-life construction. Engineered to give long, trouble- necdpadtin Gt mothe 4 pe tox 


free service. needs for spray painting and cooting... 
, . aad , from simple couplings to complete auto- 
Economical. Costs less, uses less electricity, occupies less matic finishing systems...more then 1160 


floor space, requires less maintenance. profitable products. 





for tuition. All industrial distributors and their men are welcome. 


g ASK ABOUT OUR SCHOOL. A week of training in best finishing methods, equipment selection and maintenance. No charge 





BINKS MANUFACTURING COMPANY 3128-30 Carroll Ave. West, Chicago 12, Ill. 


Binks (al i aes! 


EVERVTHING FOR 





DA DALALTIAIS? GUNS © COMPRESSORS * FLUID TANKS © EXTRACTORS © ACCESSORIES 
OFKAS FAIIWVIIMG 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES » SEE YOUR crassa aie 
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nationally known and preferred, 
move fast-are easier to sell ! 


DARNELL 


CASTERS & WHEELS 


All types of rubber treads - soft, medium 
and hard - for smooth operation on all 
kinds of floors. Featuring Neoprene rub- 
ber treads - recistant to steam, water, 
oxidation, oils and waxes and unaffected 
by most chemicals - expertly compounded 
to Darnell standards in our own rubber 
factory. 


All Darnell Casters, whether steel or rub- 
ber tread, are available with various top 
plates, stems and fittings for any type of 
application. Or, Darnell engineers will 
gladly design a special type caster for 
your own individual equipment. Demand 
Darnell for Dependability 


White for Gree Darnell Manual 


DARNELL CORPORATION 
LTO 








in agreement with the idea that a 
cou. ention should have sufficient solid 
meat, represented by convention speak 
ers and the discussions which follow 
their addresses, to justify convention 
attendance, we are likewise convinced 
that the personal contacts which are 
one of the pleasant features of all 
conventions should not be lightly 
brushed aside” Industrial Market 
ing, Aug. 1954 


Not Like 1929 


“Because some businesses. some 
reas, some people aren’t so well off 
as a year ago, there are many folks 
who think our economy is hellward 
bound. The fact is that the sum total 
of our business—they call it ‘gross na 
tional product’—in the second quarter 
was down only 4% from last vear’s 
similar period, and disposable _per- 
sonal income was higher. What a 
recession. We're heading for a crash 
because stock market averages are 
only 15% below the record 1929 
levels—The margin was 10% then, 
50% today. Prices are far below ’29 
on a price to earnings basis. RCA 
sold for 500 that year although it 
had never paid a dividend. Today it 
sells modestly, under 35 (after a 3-way 
split) and is a steady dividend payer 
The Research Institute of America 
estimates that the Dow-Jones average 
could go to 520 before it would spark 
the same situation as in ’29’’—Sales 
Management, Sept. 1 1954 


Service or Subservience? 


“Subservience to the group is not 
a service to it. For by this not only 
is the individual demeaned, but so- 
ciety as well’—William H. Whyte, 
Jr., “Is Anybody Listening?” Simon & 
Schuster 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tere stock cf drills can de seen 
at a glance. Compartments with 
rounded bottoms hold dozens of 
drills Huvt’s built-in inventory 
system does away with cost sheets 
—speeds up ones, 1444" long, 
7%" high, 744" deep. Hammerlin 
baked enamel finish over steel. By the 
Dispensers for: Fractional, number and y 


letter drills, Write for catalog pages, | makers of 


HUOT 


DRILL 
HUOT MANUFACTURING CO. BT*T.Y3% 


551 No, Wheeler St. . St. Paul 4, Minn. 








GENTLE REMINDERS 


Reports of accident hazards at oa 
Cleveland plant, displayed on the 
plant bulletin boards until the safety 
committee has been officially notified 
by the plant engineer that the condi- 
tions have been corrected, are pro- 
ducing quick results and increased 
safety, reports Factory Management 
and Maintenance, McGraw-Hill publi- 
cation. The safety committee found 
that a combination of good-natured 
kidding and a natural desire to avoid 
this particular type of publicity results 
in fast action by the plant engineer: 
the reports don’t stay up for long, the 
mugazine says 








os 





A real sales 
stimulant 


MORE POWER PULLER 


@ The adaptability of this sturdy, light- 
weight unit to so many jobs in so many 
types of Lusimess provide distributors’ 
salesmen with any number of op 
portunities for selling More Power 
Pullers 
A typical example is that of 
a contractor who lined up 24 
More Power Pullers and low- 
ered an assembled pipe line 
section into position under 
water, crossing a river 
without any joint leaks 
This method eliminated 
draining the river and 
saved both time and 
costs. 


The More Power Puller is a strong, durable tool 
for heavy duty use. !t gives you power when 
and where you want it. It is operated by one 
mon and requires no electrical or fuel connec- 
tions 

It comes equipped with 20, 30 or 

feet of cable. 

List Price $22.75 to $33.80 F.O.B. Factory 

Distributor and Deoler Openings 

Write, Wire or Phone 


The WYETH-SCOTT 60. 


Newark, Ohio 
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* You see Powell Valves everywhere! And with . . . 


od reason! They're famous for dependability. Economical, too. 


‘ 
+ BS 


What's more, Powell has a complete line.” 


Nj _ ‘ 
Famous for dependability w= J 
SINCE 1846 “3 ! 
Wherever flow requires dependable control, there's the 


place for Powell Valves. Powell probably makes more 
kinds of valves and has solved more valve problems 


than any other organization in the world oe pp re 
Available through distributors in principal cities. 

Made 4%" to 30” and for 125 pounds to 2500 pounds €) 

W.S.P. Bronze, iron, steel and corrosion-resistant metals 

and alloys. On problems, write direct to The Wm. Powell f 

Company, Cincinnati 22, Ohio 


(OE; 
Powell Valves (2 


PS. This is just one of many ads appearing im feading magayines that tip you aell POWELL VALVES! 
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CONTROLS FOR THE LIFE LINES OF INDUSTRY 








The Zuality that brings 
Quantity Sates 





Precision Brand 


FEELER STOCK 


@ Tool and die makers — machinists 
— automobile technicians, and skilled 
men in other professions approve 
the quality of this handy thickness 
gouge. Packaged for easy stocking. 
Easy to use and precision made for 
lasting accuracy. Cellophane wrapped 
for moisture protection. All popular 
sizes and etched with thickness. 


7we Wore Profit Makers 


@ Shim Steck — pack in dispenser cartons 
for over-the-counter sales. Available in brass, 
steel and stainless. 

@ Music Wire — comes in tangle-free dispenser 
cartons marked with size, gauge, ond weight. 


PRICES AND DISCOUNTS ON REQUEST 
PRECISHtON 
STEEL WAREHOUSE, in« 


POINTS. 


that help you SELL 


GRINDERS 


BALDOR Grinders have totally enclosed, splash - 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing) 


Motors are Gynamicaily balanced for smooth op- 
eration. (wide clearance between wheels and mo- 
tor frame for fast, precision grinding) 

. Large ball-bearings, lubricated for life. 

. Wide range: % te 3 he... 6 te 12 individually 
balanced wheels. Gench & Pedestal types for 
shops and industry 

. Sturdy-dbuilt for heavy-duty and fully guaranteed 
by Baidor—a basic manufacturer of grinders for 
more than 30 years. 


. Competitively priced—a better value considering 
initial cost and years of service. 


BALDOR ELECTRIC CO. 


4364 Duncan Ave ST. LOUIS 10, MO. 


ASK 

FoR 
BULLETIN 
321-3 


ABOVE: Baldor Bench Grinder, No. 8200 corte, 
hp. motor, 8” wheels, List 4 
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Do You Remember? 


Answers on page 188) 








When Somers, Fitler & Todd in Pittsburgh lost every window in its plant 
from the Dockside explosion of this river boat? 
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WATSON-STILLMAN 
FORGED STEEL 
UNIONS 


= 
= 
AR 
ee 
ee 
= 
* oe 

7 


ee 
ee 
ae 
~~ 
oe 
te 
le 
oat 


' 


7 j Designed and Manufactured to: 
, * AAR SPECIFICATIONS 
°* ASTM A-105 GRADE 2 


We're happy to announce the arrival of these fine additions to our Forged 
Steel Fittings Family. Designed by Watson-Stillman engineers and manufac- 
tured on our new high precision machinery, these unions give you the utmost 
in serviceability in high pressure piping systems 
These outstanding features are just what you've been looking for 

All parts are drop-forged of high quality stee! for maximum strength and 

toughness to resist shock and vibration. 

Heavy, octagonal-shaped walls give you added protection at high 


pressures. 
Steel-to-steel seat with bali-to-angle mating surfaces insures a tight 


leakproof seai. 
4. Nuts are plated with a heavy coat of cadmium to resist galling and seizing 


Watson-Stillman Unions are available in both Screw-End and Socket- 
For complete technical information write 


Send today 
Welding Types in sizes Ye” to 2”. 


for Bulletin U-1 
today for our new Union Bulletin. 
Sold Through Leading Distributors 


+20 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, won 


'HKP Roselle, New Jersey 
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you can make a 


PROFIT 


selling hose clamps 





—_because 
EVERY SHOP THAT USES- 
air liquids 


water sludge 
steam al 


ges coal dust 


IS A PROSPECT! 











Stock -Sell-Profit with 
PUNCH-LOK HOSE CLAMPS 


GET OUR DEALER PROPOSITION 


“The Sign 
ofa 
Good 

Hose Clamp” 


321 North Justine Street, Chicago 7 Illinois 
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Answers 


lo Questions on page 186 
= » 





he scene was Manitowoc, Wis., in 
the Summer of 1941. The men around 
the microphone are framed by the 
14-ft. hull section of U. S. Navy sub 
marine being built at the yards of 
Manitowoc Shipbuilding Co., the first 
of ten pigboats to be constructed on 
the Great Lakes under a $30 million 
contract. Missing from this picture 
of the ceremony marking completion 
of the submarine Peto’s first section is 
Walter Huchthausen, whose firm, The 
Huchthausen Co. of Manitowoc, sup 
plied many of the essential tools for 
its construction 


W. P. & R. S. Mars Co., Duluth, 
Minn., looked this way to a custome 
opening its front door in the 1930's 
In front of the office to the rear stand 
W. P. Mars, president; R. P. Mars, 
secretary, and R. S. Mars, vice-presi 
dent. In the same order, seated, start 
ing at the “City Desk” are Guy R. 
Luer, W. K. McAskill, J. K. Worth 
man, A. M. Latham, Del Johnson, 
G. L. Clemens and C. M. Holland 
Outside the rail to the right are Carl 
de Grio and Lloyd Gardiner he 
Ladies are Patricia Steverwald and 
Edith Davis 


The explosion and fire of the river 
steamer Island Queen in Pittsburgh 
in the Fall of 1947 left her a shell 
of twisted steel. Every window in the 
plans of Somers, Fitler & Todd just 


behind her was smashed 














‘| think it’s high time you stopped 
practicing your flourishing signature 
and get out and sell.” 








Ask Your 
LYON Dealer 


e Gambling on unknown, 
unproved steel equipment can be 
pretty frustrating and costly. And 
it isn’t at all necessary. 

Your Lyon Dealer offers the 


world’s most diversified line of 
quality steel equipment. (A few of 


Lyon’s 1500 standard items are 
shown below.) qually important, 
he can show you how to get the 
most out of steel equipment in 
terms of saved time, space and 
money. Why not ask him two stop 
in? He’ll bring along a 76-page 
catalog full of Lyon equipment and 
a head full of practical ideas. 
LYON METAL Propucts, IN« 
Gen. Offices: 1153 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa 











Ads like this appear in Business Week and 
leading trade publications every month 











Lyon also has complete facilities for manufacturing special items to your specifications 


STEEL EQUIPMENT 


for BUSINESS-INDUSTRY: INSTITUTIONS 
| STEEL KITCHENS for THE HOME 























A PARTIAL LIST OF LYON STANDARD PRODUCTS 


nets © Tool Toters ® Economy | 


@ Bor Racks 
© Tool Boxes °®@ 


© Parts Cases 
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FROM THE 


29 FILES 
@ You'll find it a logical move to make Universal 


your source of supply for this standard line 
Here’s why—you get quick deliveries—you sell 
top quality—you get full cooperation 





B oint in your favor—you are not required to as 
» ape ’ F . 25 years ago 

carry stocks—simply shoot your orders to us and ’ 

we will fill them with greatest speed. We carry ihe stock market crashed, but so fat 
the stocks, you sell—we both do well. industry leaders were reporting few 


You can sell all industrial requirements—we ill effects. ‘The automotive indus- 
“ offer all types, plus pressure hose fittings try was curtailing, but the cutbacks 
tr butor's price schedu'¢ appeared seasonal, and employment 
Write for a copy of our Technical Data Book, 

throughout the country remained 


pared 


ts Kalamazoo 
avemient U-018. stable. Prominent distributors polled 
for their views shared cautious op 

timism. Said one: “We are ahead 

of last vear and fee] the outlook is 

good.” Another noticed a slight 

falling off of business but reported 

no postponement of business ex 

pansion projects: “There is a feel 

ing of caution, but nothing to indi 

cate fear.” Many business leaders 

viewed the stock tumble as healthy; 


UNIVERSAL ian TTehy: rae) millions formerly tied up in Wall 
° Street speculation would now be 
2163 South Kedzie Ave Chicago 23, Ill free for productive use, they said. 


“The house is bigger than the man,” 
said Henry A. Maddock, of Mad 
dock & Co., Philadelphia, in an in 
terview. He stressed tnat a firm’s 
reputation can keep customers loyal 
for 50 vears or more, regardless of 
friendship for particular salesmen. 





hd 
Win Repeat Orders 
When you sell an EVERLASTING 
Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 
customer for you. 





These units combine a tight seal with 
resistance to wear .. . quick action with 
ability to withstand repeated operation 

.. and long life that has been demon- 
strated for more than 40 years. 

You can sell EVERLASTING Duplex salesmen in an interview to “Watch 
Units in any desired combination of the So-Called Trifles in Your Sell 
quick-operating valve, angle valve and ing.” One of the worst pitfalls, he 
Yr valve, and all units fully meet : felt, was some salesmen’s habit of 

ASME code requirements. assuming that buvers knew their 

Write for catalog and price information. av 378 names and companies just because 

they had a hearty handshake ready. 
EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. “A buyer for a large railroad told 


me that fully 25% of the salesmen 


Everlastin Valy who call are unknown to him” 
es and many of these, he added, never 


TRADE MARK EVERLASTING REG US PAT OFF once told him their names 


H. H. Johnston, of The William 
Johnston Co., Cincinnati, warned 
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25 Years Ago (Contd) 





Fred A. Ellfeldt, of Ellfeldt Harware & 
Machinists Supply Co., Kansas 
Citv, Mo., told how his firm “went j SELF 
the limit” in carrying complete ' CONTAINED 
stocks. Prompt delivery keeps cu . 1° T02 
tomers coming back, he said, if the 
can take it for granted that the firm 
has what thev want 


M. ‘Tull Rubber & Supply Co., At 
lanta, Ga., took on the S.K.F. In 
dustries line 


Chase, Parker & Co., Boston 
from Pearl St., to 288 Congress 


Peden Iron & Steel Co.. Houst 
lexas, bought the assets, except r 
estate, of E. L. Wilson Co., Bear 
mont, Texas 


Dixie Mill Supply Co., New Orlean 


established a contractors’ supply d 
partment 5]-B 


Young & Vann Supply Co., Birn 
ham, Ala., opened new shov 
ind started work on a warehou 
iddition 


" Valve Co, East St Louis, Ml. the only RATCHET PIPE THREADER 


which gives you all these time-saving features 


10 Years Ago Cuts pipe thread or conduit thread (same dies) 

Major Miles Hapgood returned to hi 
desk as president of Berkshire Mill 
Supply Co., Pittsfield, Mass 


Instant setting for sizes 1” to 2”. 


Opens automatically at standard length thread 


Arthur Schilling, of Squier, Schilling 
& Skiff, Inc., Newark, N. J., wa 
back at telephone selling after a tout 
in the Army Air Corps 


Opens manually at any length of thread 


Adjustable depth of cut 


news release from Chester Bowk 

Administrator of OPA, had distribu 
tors worried. Said the price con 
trol czar: “We will expect absorp 
tion of cost increases on less profit 
ible items as well as on more profit 
able items by industries which mai 
ufacture several lines whose tot 


Mistake-proof self-centering guide 
Jam-proof 


Dua! purpose spin-back knob 


Manual or power operation 
profits are satisfactory.” 


For complete details inquire of your local Supply 


the Central States Mill Suppl . . . 
edt : House or write direct for literature. 


i 
sociation drastically curtailed 
annual convention in deferen 
Government request to dis 


civilian travel 


the Oklahoma City Sales Execu 
Club launched a city-wide court 
campaign aimed at eliminating th 


expression Don't You Knov 
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Ihere’s a War on?” from restau 
rants and sales counters. 

















J. Whipple, president of Hibbard, 

Spencer, Bartlett & Co., Chicago, 
speaking before the Boston Confer 
ference on Djistribution that the 
wholesale industry was essential to 
the general economy: “It has sur 
vived because in most lines it is 
the cheapest, quickest and most ef 
ficient channel for the manufacturer 
to use. 








Muskegon, Mich., distributors banded 
together to find out what postwar 
reconversion had to offer. With 
the help of the local Chamber of 
Commerce, they surveyed industry 
use of distributor items and esti- 
mated probable potentials. From 
this they hoped to plot out post 
war inventory policy. 








(he War Labor Board loosened up 
one restriction. Distributors were 
told they could award Christmas 
bonuses of up to $25 without get 
ting approval. 


the Russian Government mailed in 
vitations to numerous American 


manufacturers to exhibit in a perma- 
COMPLETE nent postwar exhibition in Moscow. 


alk of enormous postwar trade be 
LINE tween the U. S. and the Soviet was 
heard throughout business circles 
evervwhere 
A QUARTER FOR QUICK DELIVERY 


CENTURY OF SERVICE PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 


Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 


Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 


. 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 

NEEDS i 


co 
Arthur N. Klebes, of Smith & Klebes, 


New Britain, Conn., was elected 
president of the Connecticut In 
dustrial Supply Club 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. I'wo investment banking houses, Dal 
las Rupe & Son and Dewar, 
Robertson & Pancoast, purchased 
Che Briggs-Weaver Machinery Co., 
Dallas, from the Dale familys 
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D-A-T-E+§ 
TO REMEMBER 





| 5 Metal Show American 
cicty for Metals, Amphithe 
Chica 

Nov ] National Fall Mee 
American Welcing Society, 
national Amphitheater, Chicago 

Nov. 46—Joint Regional Meeting 
\ssociated Equipment Distributo1 
Broadmoor Hotel, Colorado Springs 

Nov. 8-11—Annual Convention, Wi 
Association, Statler Hotel, Detroit 

De 2-7 21st National Powe SHOW 
American Society of Mechanical En 
gineers, Commercial Museum, Phil 
idelphia. 

Dec. 29-Jan International Auto 
mation Exposition, 244th Regiment 
Armory, New York Cit 

1955 
Annual Mid-Y« 
Southern Industrial D 
rs Association ind Reg 
Meeting of Southern and An 
\ssociations, Edgewater Gu 
tel, Biloxi, Miss 

Jan. 24-27—Plant Maintenan 
gineering Show, Internat 
phitheatre, Chicago 

eb. 28-March | Regional Meeting 
National Industrial Distributors A 
ociation and .american Supply & 
Machinery Manufacturers Associa 
tion, Warwick Hotel, Philadelphia 

March 14-18—Western Industrial Ex 
position, Shrine Auditorium and 
Exposition Hall, Los Angel 

Mar. 28-April 1—Western Metal 
position, American So 
Metals, Pan-Pacific Audit 
Angel 

\pril 18-2 Annual Tripk 
Supply Convention, Cl] 

June 19-23 36th Annual 
tional Cost Conferenc¢ 
Association of Cos 
Waldorf-Astona Hotel 
Cit 


£U 
> 


; 


1956 


)-23 Triple Industri 


ention, Atlantic Cit 








1,000 PER CENT INCREASE 


Cocoa beans have increased 1,000 
per cent in price since 1941, causing 
candy technologists to pay more at 
tention to non-chocolate coatings 
Food Engineering, McGraw-Hill publi- 
cation, says 








NOW - vrive DESIGN SIMPLIFIED 
(oO) 


WITH 


S 


v-belt drive manual 


FOR DESIGN, PURCHASING, PRODUCTION 
©) AND MAINTENANCE DEPARTMENTS 


+ 

@ selection tables 
The most complete listing of pre- 
engineered stock drive tables pub- 
lished today. When using any stand- 
ard motor it is simple to choose a 
drive with the proper horsepower 
capacity, center distance, belt 
length, and driven speed. 


drive design 
All of the data required to design 
a V-drive with new improved horse- 
power ratings. 


sheaves — pulleys 

Stock sheaves and pulleys with the 
‘*Sure-Grip'’’ interchangeable 
tapered bushing. Also how to order 
any sheave or pulley with special 
dimensions. 


v-belts 

V-belts of all designs including 
Standard, Super, Steel, Notched 
Steel, Open-End, Detachable-Link, 
a and Double-V Construction. 





T. B. WOOD'S SONS CO., CHAMBERSBURG, PA. 
Gentiemen 

Please send me your new V-Belt Drive Manual without 
obligation 
Name 


~ 


Title _. Company— 


City —— 
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| NEW, IMPROVED TYPE 


| screw anchor 





The Buyer Looks at Business 








expanders 


quickly set anchors in 
masonry of any thickness, 
holes of varying depth 


Here's a brand new tool 
with a big market for you 
Answers the problem of 
setting anchors in 
masonry walls. New Green- 
Lee Screw Anchor Expande 
rapidly and securely sets lead 
screw anchors flush with the 
surface of masonry re- 
gardless of its thickness, re- 
gardless of hole depth Elimi- 
nates all guesswork 


screw 


positions anchor positively 
every time. Easily, quickly 
operated Needed by elec- 
tricians, plant maintenance 
crews, builders, homeowners, 
to set screw anchors in 
masonry for holding meter 
boxes, fixtures, hangers, 
racks, etc. In three sizes. 
Stock now forextra 

sales. Write for de- 

scriptive literature 

and prices. 


KK 
GREENLEE 


GREENLEE TOOL CO. 


1931 HERBERT AVE, ROCKFORD, iL. 








Composite opinion of purchasing 
agents who comprise the N.A.P.A 


Business Survey Committee 


September Step-up Seen 


The favorable points were brig 


in the industrial business survey by 
Purchasing Agents for September 
Again, there is a sharp reversal of the 
recessionary trend of a year ago and 
1 step-up in September over August 
New orders and production increases 
outbalance decreases 3 to | in the 
reports, while the order improvement 
continues to be better than produc 
tion. Prices show more strength and 
stability. Inventories are lower, with 
a strong trend to stabilize. Employ 
ment is up, with good prospects for 
further increase in October. Buying 
policy remains conservative—60 days 
ind under—with a further slight ex 
tension of future coverage 

lo the special question on hom« 
construction, the replies from a hun 
dred localities indicate a continued 
strong market. Very few areas show a 
decline in operations. Generally, the 
lower priced new homes are selling 
fast The medium and higher cost 
are moving well, though buyers 
have become more selective Old 
houses are slow and declining in price 

Reviewing the statistics and the 
comments in the September industrial 
purchasing agents’ survey, it is appar 
ent that a normal seasonal pickup is 
in progress and may continue to im 


hom« 


prove over the balance of the vear 
No quick spurt is expected, but a 
gradual, steady increase in activity in 
1 highly competitive buvers’ market 


Prices Show Stability 


Strength and stability mark the in 
dustrial price structure in September 
While the August trend to advance 
has abated somewhat, the number r 
yorting decreases is the lowest since 
March, 1951 Fabricated items of 
steel, aluminum, lead and zinc are be 
ginning to reflect the higher prices of 
the base materials. Keen competition 
is retarding a general upward move 


ment 
Inventories Declined 


Industrial inventories declined again 
and at slower pace recorded last 
month. The current trend is to sta 
bilize, with a slight move to increase, 
caused by improved production de 
mands and short-time delivery re 
quired by customers. Stocks are gen 
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erally in balance and most materials 
ire readily available. 
Employment Up 

Industrial employment is up. Some 
24%, the highest number _ since 
March, 1953, report additions to pay 
rolls, while the lowest number since 
September, 1953, record lower em 
ployment, some of this due to tem 
porary summer help returning to 
school. Manufacturers supplying auto 
motive parts are optimistic for an up 
swing in October as producers are 
making commitments and releasing 
schedules. Continued high home 
building and other construction are 
expected to maintain substantial em 
ployment in these fields. 


Buying Stretches Out 


The slight stretch-out in commit 
ment policy reported last month is 
extended a bit in September. Grow 
ing confidence in prices and improved 
production schedules are conducive to 
longer range planning. The predom 
inant procurement policy, however, 
remains in the hand-to-mouth to 60 
day bracket. 


Specific Commodity Changes 


More increased than decreased 
prices are again reported this month, 
sparked by steel, aluminum, lead, zinc 
ind rubber. 

On the up side were: Aluminum 
parts, bearings, brass and bronze in- 
gots, burlap, copper alloys, 
grains, gasoline, glycols, pole line hard- 
ware, lead, lumber, mercury, fuel oil, 
pipe, refractories, rubber and rubber 
goods, steel products, steel scrap, tin 
plate, zinc. 

Reported down: Stearic acid, autos, 
ferromanganese, shortening, cocoa, 
coffee, sugar, sovbean oil, linseed. 

Hard to get: Copper, lumber 
strikes), nickel, selenium. 


some 


Canada Pickup Is Brisk 


Canadian purchasing agents report 
1 brisk pickup in September over Au 
gust, with orders and _ production 
ibout in balance and at a slightly 
higher rate of increase than in the 
United States. Prices show more sta 
bility than strength. Inventories are 
building up. Employment is on the 
increase. Buying policy continues 
longer range than in the States. Home 
building and industrial construction 
ie high. Canadians expect condi 
tions to be good the rest of the vear 











American 
Machinist 


.* 


INGS —e my FF 
Setety Atoos PLANT oe} 


VEELOS 1954 Advertising ... 
works for YOU 


by helping you sell ! 


MANHEIM MANUFACTURING & BELTING COMPANY 
608 Manbel St., Manheim, Penna. 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 


Veelos 6 known Gs Veeink 


outside the United States 
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1.CHAIN DISPLAY 
BOARD, demonstrates the 
JEFFREY line of standard 
and special chains and 
attachments for industrial 
use. It is made available 
to distributors as an at- 
tractive way to illustrate 
the size of Jeffrey's line. 


See 
how 


JEFFREY 


* transmission parts 
for pertect 


lol performance 

a 
= | So 
istributors ii. 





oo —_ 


4. POWERFUL ADVERTISEMENTS keynote the whole Jeffrey distributor help 
program. Jeffrey's Public Relations Department and its advertising agency— 
Byer and Bowman-—study carefully the problem of getting the advantages 


of Jeffrey products before the user. 


FACTORY... 


MANAGEMENT AND MAINTENANCE 





























2. JEFFREY CATALOGS are well-known in industry. 3. OTHER DISTRIBUTOR AIDS Jeffrey offers include 
Distributors are offered a variety of some twenty decals, imprinted leaflets, display units, training pro- 
catalogs, demonstrating Jeffrey products and appli- grams, and advertising service for local use. 


cations and uses. 





mk eT Pam — nae 


FACTORY 


MANAGEMENT AND MAINTENANCE 





comm YOUR 195X 


ee PLANT 


> Why 195% thinking is 2 mest... 
> FACTORY's A-B-C Rating Chart 
for plant operation —a 
basic tool for 195X planning 
plus 
~ Four significant new plants 
to guide your 195X planning 
and 
> Four successful cases 
tn modernization for 195K 











5. R. C. CUTSHAW, Manager, Distributor 
Sales, for Jeffrey, tells you of Jeffrey's adver 6. “ONE OF THE IMPORTANT INDUSTRIAL PUBLICA- 


tising philosophy: “‘Our distributors benefit TIONS" is Mr. Cutshaw's description of FACTORY. And he 
through our effort to ‘Pre-sell their markets’ goes on to say why Jeffrey continues to use FACTORY as a 
and thus open the door to wider service and real distributor help—‘‘we are certain that we obtain excel- 


profits." lent results.”’ 


Jeffrey is another important American manufacturer that uses FACTORY 
to help distributors sell— because FACTORY concentrates on reaching Plant 
Operating Men — The men your salesmen find hardest to contact. 


volume for you — on every product line you handle, Ask for the sales support that includes regular advertising in FACTORY. 


A McGraw-Hill Publication « 330 West 42 Street, New York 36, New York 





CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


\ 
t 


BUILT RIGHT—Best materials throughout . . tool 
steel cutters .-. . Right and Left hand Threaded Bushings 


“for Automatic Tightening. 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling. 


» 


Also CALDER Fine Diamond Dressing tools 


. 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania — 


Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 

hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only.... $3 §-00 


Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP, 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 
SPEEDY AIR VISES + AIR REGULATORS - AIR FELTERS » PORTABLE COMPRESSORS + PAINT SPRAYERS 
§ MOST TALKED-ABOUT VISE 
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Obituaries 





George William Miller, 
Allen Supply Co. 
George William Miller, 38, Water 


loo, lowa, branch store manager for 
Allen Supply Co., Cedar Rapids, Iowa, 
died September 21 of carcinoma at 
Schoitz Memorial Hospital, in Water 
loo. 

Mr. Miller served in the Army 
Medical Corps in World War II. 
Before joining Allen he was district 
representative for Thermoid Rubber 
Division for many years. 
eHe was president of the Waterloo 
High-12 Club and a past president of 
the Waterloo Scottish Rite Club. He 
was a member of the First Methodist 
Church, Martin Lodge 624 A. F. & 
M., The Iowa Consistory of Ceda 
Rapids, The El Kahir Temple of Ce 
dar Rapids and Waterloo Technical 
society. 

Surviving are his wife and fou 
sons, Dean, 13; Robert, 11; George | 
Jr. 6, and James, 21 months. 


Gerard M. Freeman, 
Supreme Products 


Gerard M. Freeman, 37, executive 
vice-president of Supreme Products, 
Inc., died September 23 in Chicago 
after a long illness. 

Mr. Freeman and a group of asso 
ciates founded Supreme Products 
shortly after he returned from World 
War II Navy service. The firm de 
veloped and marketed a line of chucks 
and related items and became a con 
tract manufacturer of screw machine 
products as well as a_ producer of 
small appliances. 

Mr. Freemar attended Brooklyn 
College. He was active in civic and 
religious work in his community 

Surviving are his wife, Kitty Free 
man, and three children: Stevan, Lynn 
and Regina 


Walcott G. Van Etten, 
H. D. Conkey & Co. 


Walcott G. Van Etten, vice-presi 
dent of H. D. Conkey & Co., died 
August 27 after a long illness. 

Mr. Van Etten was active in the 
several divisions of Conkey & Co. 
nearly all his life, having joined the 
company in 191] He worked first 








Pies bya et 


THE DURKEE-ATWOOD POLICY 
FOR INDUSTRIAL V-BELTS 


Durkee-Atwood Compan) believes it should 
utilize the specialize -es of the master 
distributor in the arehousing and distri- 
bution of industrial supplies and equip- 
ment and should participate with the dis- 
tributor in maintaining his position as an 
important factor 1 the marketing of in- 
dustrial products. If you are interested in 
performing the function of the distributor 
as outlined above, contact our Dept. A-69 
for details of the Durkee-Atwood Master 
Industrial Distributor Plan. 


A COMPLETE LINE 
OF V-BELT DRIVES 
FOR INDUSTRY 


Warehouses Located 


Multiple V-Belts: extr Ls . 
. : a dut d ign 
and construction for maximum fenibitity, “tab Gs ara eoned ere Pair ay : a : 
ine" places entire body of ICAGO bad NE 
WARK 


ene 
durabi ity ond strength. Av e im belt n r mpression, fr - 
g ailable lt under co Pp 
educes slip 
’ 


sets matched by the Durkee-At 
-Atwood 
page ond wear. Specifically manvfac- CLEVELAND OAKLAND 


lso-Dynamic Meth with t nin tured f ligh 
te} run ure if ' m mer ond smoll 
d belts ru g ° g achi y 
under full ocd diameter sheaves 


D T R K E E in - MAin 0441 
E-A 
Tae eer 


V-BELTS 
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STAINLESS STEEL 
FASTENINGS 
by Anti-Corrosive 


boca? 


A } )\LOWER PRICE! Superior produc- 
| tion capacity and know-how means 


‘ J 


lower costs consistent top quality 


eliminates rejection headaches! 


AVAILABILITY! IN STOCK in- 
ventory of more than 9,000 varieties 
and sizes of stainless fastenings 
means immediate delivery of your 
needs! Streamlined service oti spe- 


cial orders, too! 


JSERVICE! Anti-Corrosive give you 
needed information, quotations and 
shipments faster! The right product 
at the right time for the right price 
—a combination that means more 


sales for you! 


Write for FREE Catalog 54L, 
the one complete reference 
handbook to stainless steel 
fastenings! Ask for the BIG PROFIT 


FACTS about selling Anti-Corrosive fas- 
tenings! 


ANTI-CORROSIVE 
METAL PRODUCTS CO., INC. 


Caectiat _s | 


New York 





for the Building Material Department, 
later joined Conco Engineering Works 
Division and became general manager 
of its Heating Division. 

\t the time of his death he was 
serving as operating vice-president of 
the company 

He is survived by his wife, Mrs. 
Ann C. Van Etten, one son and two 
daughters 


Paul Mackall. 
Bethlehem Steel 


Paul Mackall, 68, retired vice-presi- 
dent in charge of sales of Bethlehem 
Steel Co., died September 16 in Beth 
lehem, Pa., after a long illness. 

Mr. Mackall joined the company 
in 1907 and became successively man 
iger of sales in Chicago and St. Louis, 
Western manager of sales, and general 
manager of sales before he was elected 
1 vice-president in 1928. He became 
1 director in 1952 

In World War I, he was a member 
of the War Industries Board and head 
of the steel section of the Allied 
Munitions Council. In World Was 
Il, he served on advisory committees 
ff the War Production Board and 
Department of Commerce 

Mr. Mackall belonged to the Amer 
can Iron & Steel Institute, the Links 
ind India House, of New York, Metro 
politan and Chevy Chase Clubs of 
Washington, D. C.; the Travelers of 
Paris and Bethlehem Club, of Beth 
lehem He was also a member of 
the National Golf Links of America 

Surviving are two sisters, Nina 
Mackall, of Bethlehem; and Mrs 
Daisy Mackall Evans, of Washington 


Ashton B. Cooper, 
Canadian Industrialist 


Ashton B. Cooper, 70, president 
of Ferranti Electric, Ltd., and former 
General Electric Co. executive, died 
September 15 in ‘Toronto, Canada. 

Mr. Cooper was co-founder of the 
Canadian Electrical Manufacturers As- 
sociation and a former president of 
the Association of Professional Engi 
neers of Toronto. He was also a past 
president of the American Institute of 
Electrical Engineers. 

He was with General Electric Co. 
and later the Canadian General Elec- 
tric Co. for 16 vears before joining 
herranti 

Mr. Cooper is survived by his wife, 
1 son and a daughter 
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Herbert W. Hoover 
Hoover Co. Chairman 


Herbert W. Hoover, 76, chairman 
of the board of Hoover Co., died Sep 
tember 16 in Canton, Ohio. 

Mr. Hoover entered his father’s 
saddlery factory, predecessor of Hoover 
Co., is 1898. He helped organize 
Electric Suction Sweeper Co., which 
produced the first Hoover vacuum 
cleaners, and from 1922 to 1948 was 
Hoover Co. president. 

Surviving are two sons, Herbert W. 
Hoover, Jr., the company’s president, 
and James C. Hoover, a board mem 
ber; two daughters; a brother, a sister 
and six grandchildren. 


Frank C. Eckfeldt, 
Hajoca Corp. 
Frank C. Eckfeldt, 84, director and 


retired vice-president of Hajoca Corp., 
Philadelphia, died September 25 at 
his home in Chestnut Hill 

Mr. Eckfeldt became vice-president 
of the firm in 1926 when it was 
formed by the merger of several com 
He was a descendant of Adam 


panies 
United 


Eckfeldt. first coiner of the 
States Mint 

Mr. Eckfeldt belonged to the Union 
Philadelphia Cricket 


League and 


Clubs 


Ward E. Pratt, 
Worthington Corp. 


Ward E. Pratt, chemical consultant 
of the Centrifugal Pump Division of 
Worthington Corp., Harrison, N. J., 
died in West Orange, N. J., Oc 
tober 5 

Mr. Pratt had served the company 
20 vears, specializing in corrosion 
problems 

He leaves his wife, Margaret Pratt, 
and a daughter, Mrs. Shirley M. 


Schlapfer 


George Hemmingsen, 


Mohr-Jones Hdwe. Co. 


George Hemmingsen, general man 
ager of Mohr-Jones Hardware Co., 
Racine, Wis., died October 4. 

In addition to his long time con 
nection with Mohr-Jones, Mr. Hem 
mingsen was a past secretary and 
treasurer of the Central States Indus 
trial Distributors’ Association, and was 
an active member of the Board 








n introduction 
that won't be 
forgotten 


When a customer uses a Heller file, he’s 
introduced to Heller quality. He'll ask 
again for Heller and there will be a file in 
our complete line to complete the sale. Our 
selective sales policy, cooperative service 
and aggressive advertising mean more sales 
and profit to you. 


AMERICAN PATTERN FILES SWISS PATTERN FILES 
MILLED CURVED TOOTH FILES ROTARY FILES 
CARBIDE BURRS CHATTERLESS COUNTERSINKS 
INTERNAL GRINDING BURRS CENTERLAPS 

BALL PEIN and MACHINIST'S HAMMERS 


America’s oldest 
file manufacturer 


.. . and: still pioneering 


THERS CO. 


FILES and TOOLS 
“A New Jersey Corporation NEWCOMERSTOWN, OHIO, U.S.A. 
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Sales Helps from Manufacturers 





Three packaged sales meetings... . 


3-M Takes 


3-Part Course 
to Distributors 


Minnesota Mining & Manufactur 
ing Co., St. Paul, has called a halt to 
its week-long training-in-plant schools 
for distributor salesmen. It has sub- 
stituted a new three-part course de- 
signed to be given by specially-trained 
meeting leaders in the distributor's 
own place of business. 

One of the principal objectives of 
the new program, besides eliminating 
the need for salesmen to be away from 
their work a week at a time, is to 
“help build the distributor salesman’s 
volume within the framework of his 
present selling pattern.” 

This objective was evolved from sur- 
veys conducted by 3M, which showed 
that distributors consider their own 
sales meetings as 1. the most effective 
way to train salesmen, 2. the answer 
to selling in a buyer’s market, and 3. 


202 


Show abrasives salesman at work. 


showing the most significant improve 
ment among postwar sales promotion 
programs. 

What could be more logical, said 
Minnesota Mining, than to harness 
the sales power and enthusiasm gen- 
erated by the distributor’s own sales 
meeting? The result was the origina- 
tion of a package series of three meet: 
ings which could be put on in the 
distributor's premises. 


Purpose of Meetings 


Varving in length from half an hour 
to an hour, the meetings employ the 
latest in presentation material and vis- 
ual aids. ““The information is funda- 
mental,” says 3M. “It’s not expected 
to make salesmen over into coated 
abrasives engineers, but provides them 
with take-home material to assist them 


in discussing coated abrasives and their 
applications with customers intelli- 
gently.” 

The first of the three meetings is 
built around a sound movie called 
“Production for Finish,” which shows 
many of the basic industrial applica- 
tions for coated abrasives. At this 30- 
minute meeting, also, the salesmen 
are briefed on the series as a whole. 

At the second meeting, the sales- 
men took a look at the manufacture 
of coated abrasives. A film strip, “All 
About Abrasives,” is keyed to the 
“magic” number 5-4-5, which repre- 
sents the five minerals, four backings, 
and five bonds composing the firm’s 
sandpaper. 

The film is reviewed in detail by the 
meeting leader, who uses a large flop- 
over chart and samples to clarify his 
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Literature ¢ Training Courses 
Displays « Packaging ¢ Films 





points. This meeting, which takes an 
hour, is taken directly from 3M’s own 
sales training program. 

Che third meeting is built around a 
color film strip titled “Partners for 
Profit,” and stars a distributor sales- 
man named Fred King. 

Fred sets the film’s pace in the first 
few frames: “I like this job because 
of my paycheck, and because the size 
of this check is pretty much up to me. 
It’s like being in business for myself 
I like that, and I like to sell.”” There 
after, Fred demonstrates how he sells 
coated abrasives 

One of the chief “take-home” 
pieces, presented at the third meeting, 
is the 3-M reference manual which 
suggests types of industrial sandpapers 

Dis- 
urged 


to be used in given instances 
tributor salesmen, however, are 
to call in a 3M salesman 
they encounter technical difficulties 

Ideally, the meetings should be held 
within a six-week period, with the sec- 
ond meeting going on two weeks after 
the first session, and the final meeting 
held about four weeks after the second. 

Salesmen are given enrollment cards 
by their management at the first meet 
ing, and those who attend all three 
sessions receive letters of recognition 
from the general sales manager of 
3M’s coated abrasives and related prod- 
ucts division 


wheneve 


Bassick Issues Pages 
for Distributor Catalog 


Che Bassick Co., Bridgeport, Conn., 
has issued pages for its catalog (No 
DCP-54), which distributors can have 
photo-offset for use in their own pub- 
lications Covering Bassick 
products normally sold through distrib 
utors, the pages have been prepared in 
cooperation with the NIDA-SIDA 
catalog plan, whereby manufacturers 
furnish basic material for use by dis- 
tributors 

While Bassick designed the material 
for photo-offset reproduction, the firm 
says the pages will serve as cop ind 
layout for letterpress, and states it will 
furnish wood-mounted electrotypes on 


ter 
A901 


request 

[he catalog is being kept up to 
date, and the present pages super 
sedes all previously printed catalogs, 
including no. 118 and no. 124 


Detroit Stamping Offers Templates 


Engineers and draftsmen are offered complete sets of 68 new tracing tem 


plates of “De-Sta-Co” toggle clamps, by Detroit Stamping Co., 


Detroit. The 


template kits are available in any one or all of three sizes—full, half, or quarter- 





Keuffel & Esser Rule 
In New Package 


Keuffel & Esser Co., Hoboken, 
N. J., has adopted a new package for 
ts ““Whyteface” line of steel tape rule. 

[he package contains six rules in 

vidually boxed in plastic cases, and 
opens up to an attractive red and 
black display, with one of the rules 
being used as part of the display. 


scale. The template sets are packaged 
in stout manila envelopes. 

Although the firm has had full and 
half-scale template sheets for some 
vears, this is the first time they have 
offered quarter-scale template draw- 
mostly in response to requests 
iviation and other industries. 


co 
ings, 


from 


Threadwell Has 
Gage Selector 


(hreadwell Tap & Die Co., Green- 
field, Mass., has. put out a new gage 
a mate to the firm’s tap 


selector, 
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Easier Pulling Means More 
SIMPLEX JACK SALES 





SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jack — requires 
75% less effort in pulling a gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
-~ the Simplex “Center-Hole” — helps 
you sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem. 
For only the Simplex “Center-Hole” 
Jenny and Re-Mo-Trol completely 
eliminate torque in removing wheels, 
pins, shafts, clinder liners, keys, bush- 
ing and valve seats. The pull rod is 
drawn through the center of the puller 
for direct, straight-line pulling. Ac- 
tually pulls 75% easier, reduces set-up 


VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
has remote controlled “‘center-hole"’ ram and 
puller. Torque-free pull quickly removes shaft 
on printing press (above). 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


WORLD'S LARGEST 


Can You Identify Him? 


Here's an old-time photo 
of a man who for many 
years has sold supplies to 
the contracting trade. He 
has worked for over 25 
years for a firm that is 
tops in its area as a mill 
and contracting supply 
house. His first name is 
“AI. If you're the first to 
send us his last name, 
we'll send you $10. 


MFGRS. OF INDUSTRIAL 
HYDRAULIC JACKS 





Did You Recognize 


Ray Holland of Weed & 
Company, Buffalo, N. Y. 
in our September ad? 
Walter F. 
Detroit, Michigan not 
only recognized Ray in 
spite of our ancient pic- 
ture, but also was the first 
and win the 


Stevenson of 


to wire us 
$10 prize. 


selector. On the slide-rule principle, 
the gage selector can be used for both 
ring and plug gages in fractional or 
numbered sizes. 


Shaft Mounted Drives 
in New Falk Bulletin 


Falk Corp., Milwaukee, announces 
a new bulletin (no. 7101) covering its 
shaft mounted drives. The publica- 
tion includes design data, selection 
tables, dimensions, weights, installa 
tion photographs. 


Smithcraft Issues 
Lighting Price List 


Smithcraft Lighting Div., Chelsea, 
Mass., has released a new 44-page 
price catalog covering its line of fluo- 
rescent lighting equipment. A fea- 
ture of the publication is the fact 
that it contains also photographic il 
lustrations and condensed catalog in- 
formation on the firm’s products. 


PILLOW BLOCKS—Link-Belt Co., 
Chicago, have a new booklet (no. 
2565A) featuring its “Mill Bearings,” 
the firm’s line of self-aligning roller 
bearings. Contained in the booklet 
are pictures, text, and tables explain 
ing characteristics and applications of 
the product. 


SAWS & KNIVES—Atkins Saw Div., 
Borg-Warner Corp., Indianapolis, has 
issued four new bulletins covering the 
firm’s line of hack-saw blades, metal 
cutting band saws, circular metal- 
cutting saws, and machine knives. 
Each publication deals with its respec- 
tive subject in terms of large pictures 
and charts, with a minimum of text. 





MECHANICAL AND 


RE-MO-TROL JACKS JENNY 
UTH-A-TOOL ROL-TOE 


TEMPLETON, 
KENLY & CO. 


2523 Gardner Road 


Broadview, Illinois 


ADHESIVES—Adhesives & Coatings 
Div., Minnesota Mining & Mfg. Co.., 
Detroit, has issued a six page technical 
data sheet explaining the advantages 
of using CTA-11 ceramic tile adhesive 
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Also contained in the sheet is a prod- 
uct description and instructions for 
applying the product to almost any 
surface that might be encountered. 


Cincinnati Tool 
Offers Tool Catalog 


Cincinnati Tool Co., Cincinnati, 
has issued a 36-page catalog (no. 65) 
covering all its “Hargrave Load- 
ested” clamps, chisels, punches, and 
masonry drills. Fully illustrated, the 
publication contains extensive selec 
tion and application information. 


WOODWORKING—DeWalt, Inc., 
has issued a new booklet describing its 
line of “Power Shop” equipment— 
four models of radial arm type multi 
purpose woodworking machines de 
signed for home, farm, school, or in 
dustrial woodworking shop Yes, you can make one false 
note and be all washed up .. « 
with the name you've spent years 
building,quickly consigned to 
oblivion. We at Kester know the 


importance of consistency .. . 
make sure that the solder 
alloy and especially the flux 


formula never varies, never 
changes. Kester never ex- 
periments at the expense 
of the solder user! 


Remember that Kester, the engineered Solder, can give you 
the Solder you require ... 8 Fluxes in Core Solder with 5 different core- 
openings to select from, which provides the exact flux content needed. 
Also Solid Wire and Bar Solder and “Solderforms” (preformed Solder). 


Clamps Shown and Stored 
by New Wittek Unit 
Wittek Mfg. Co., Chicago, is 
offering a metal counter display which 
highlights the main features of the 
firm’s “Sure-Tite” clamps. The unit 
storage 


also serves as a convenient 

unit, containing four compartments : 

for cartons holding different-sized KESTER 
aa) ae oe eT 


clamps ij 
SOLDER COMPANY  SotBaR 


CONTROLS—Bristol Co., Water 4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
bury, Conn., has published a new bul NEWARK 5, NEW JERSEY; BRANTFORD, CANADA 
letin listing and illustrating its com 
plete line of recording automatic con 
trolling, and telemetering instruments 


rAPE—Permacel ‘Tape« orp., New 
Brunswick, N. J., have issued a 12 
page brochure entitled “Better Packag 


ing with Permacel Tapes,”’ which de 


Nddddddddddddddddddddd dd j 
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1e@1 Years in 


YOU CANKOT BUY 
YOU CANNOT SELL 
better pipe couplings 


| 
HARRISBURG SEAMLESS 
STEEL PIPE COUPLINGS 


made to A.P.I. and A.I.S.! 
Specifications 


HARRISBURG DROP-FORGED 
STEEL PIPE FLANGES 


manufactured to 
A.S.A. Standards 


Write today for Catalogs and 
current Distributor prices on 
Harrisburg Couplings and Flanges 


HSC-ID-2/54 


PENNSYLVANIA'S CAPITAL 


Harrisburg Steel 


CORPORA T |! 


ON 


HARRISBURG 18, PENNSYLVANIA 
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scribes the advantages of self-sticking 
tapes in saving time, money, and 
facilitating better packaging. On-the- 
job photographs in the booklet show 
tape applications in many industries. 


U. S. Electrical Motors 
Brings Out Booklet 


U. S. Electrical Motors, Inc., Los 
Angeles, has published a booklet illus- 
trating the firm’s 20 principal types of 
electric motors. Shown in the booklet 
are cutaway views of various models, 
showing special features. 


VALVES—Edward Valves, Inc., East 
Chicago, Ind., has a new catalog sec- 
tion (no. 12-T) on relief valves and 
strainers, including the firm's newly- 
designed union bonnet strainers. This 
latest section replaces the company’s 
relief valves bulletin 504 and strainer 
bulletin 505. 


DRILLS—New England Carbide Tool 
Co., Cambridge, Mass., has issued a 
reference manual entitled “What and 
How,” and giving specific information 
on drilling soft, medium-hard, or 
extremely hard masonry, and giving 
sizes of holes and correct drills to be 
used. The manual has other informa- 
tion: sizes of holes to accommodate 
various sizes of anchors, expansion 
belts, pipes, and conduit. 


CHAIN-—S. G. Taylor Chain Co., 
Hammond, Ind., has released a bul- 
letin (no. 100) containing complete 
specifications and illustrations of all 
types of the firm’s weldless, sash, and 
harness chain. 


TRAPS—Perfecting Service Co., Char- 
lotte, N. C., has issued a folder illus- 
trating and describing its “Universal” 
steam traps. Various tables give data 
for selection and application of traps. 


BUSHINGS]. G. Jergens Div., Don 
ley Products, Inc., Cleveland, have re 
leased an eight-page catalog contain- 
ing applications photos, engineering 
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data, cost-saving ideas, and questions 
and answers on uses and performance 
features of its “Live Pilot” bearing 
bushings. 


GAGES-Sheffield Corp., Dayton, has 
published a 30-page catalog on its 
“Precisionaire” air gages, tooling, and 
accessories. Included are the full line 
of column-type Precisionaires, their 
amplifications and scales, and lists of 
standard sizes and types of air spindles, 
etc. Also shown: air-electric control 
units for automatic size control on 
machine tools. 


GE to Include Tox 
in Lamp Prices 


General Electric Co., Cleveland, 
has announced that effective Novem- 
ber 1, it has revised its lamp prices to 
incorporate the federal excise tax. For- 
merly the impost was collected as a 
separate item. The new prices will 
involve light bulbs and tubes used in 
homes, offices, stores, factories. In 
addition, adjustments both upward 
and downward have been made in the 
prices -of individual lamps. GE be 
lieves the new price schedule will be 
welcomed by concerns handling their 
lamps, as it relieves them of collecting 
and accounting for the excise tax. 


Fairmount Tool Mounts 
New Tool Display 


Fairmount Tool & Forging, Inc., 
Cleveland, is offering peg display 
boards for its industrial hammers. Sold 
at factory cost without tools (which 
can be taken from stock), the boards 
measure two feet square and come 
with hooks and template showing sug- 
gested tool arrangements. They will 
hang on wall or stand on counter. 


DRILLING DATA-—National Twist 
Drill & Tool Co., Rochester, Mich., 
has issued an engineering bulletin (no 
197) giving data on the drilling and 
countersinking of center holes. 


VALVES — Yarnall 


Philadelphia, has released a 


Waring Co., 
folder 








WHAT ARE THEY DOING? 


They’re scaring up business for you in the great 
industrial new-socket and replacement market for 


Fluorescent and Incandescent Lamps. 
VOLT-URE 


Appearing one by one in Champion advertisements in 


the leading electrical and industrial magazines, (total 
number of messages 2,175,384) they are bringing in 
hundreds upon hundreds of requests for the latest 
information on lamp selection, maintenance and POWERKEET 
replacement — and the name of the nearest 

supplier of CHAMPION Lamps. 

Are you making the most of this menagerie for lamp volume and 

profit? If not, may we tell you the CHAMPION Lamp story? 


WATT-HOG 


/ 13777, VM assacl “HSEéll 


A DIVIStON OF CONSOLIDATED ELECTRIC LAMP CO 
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Crouniags 
NEW mat GRIPBELTS 


Equal power 
with 
Fewer 


\ Belts 








Illustration shows how 20 
Browning Super Gripbelts can de- 
liver same power as 30 standard 
belts, saving space and reducing 
sheave cost. Improved synthetic 
cord construction provides far 
greater strength and safety margin, 
better grip, Minimum 
stretch, maximum flexibility, simpli- 
For complete in- 
2019. 


Oilproof . . . non-spark 
. heat-resistant 





less slip. 


fied matching. 
formation ask for Bulletin 





Browning V-Belts and Sheaves... 
e Complete V-Drive Line 


; 
STEEL CABLE GRIPBELT SRIPLINK 
GRIPBELT, 


DOUBLE V SUPER GRIPBELT 


= gz SINGLE AND 

MULTIPLE GROOVE 
SHEAVES WITH 
SPLIT TAPER 


BUSHING 


MANUFACTURING COMPANY 


, KENTUCKY 
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featuring the testing methods em- 
ployed in the manufacture of the 
firm’s valves and gages. 


DRILL PRESS PRICES—Price reduc- 
tions on all Delta standard industrial 
drill presses (except 17-in. single- 
spindle floor models) have been an- 
nounced by Delta Power Tool Div., 
Rockwell Mfg. Co., Pittsburgh. 
Ninety-six models are affected, and 
changes range from $20 or 14% on 
various single-spindle 14 in. models 
to around $375 or 104% on eight- 
spindle floor-type power-feed models. 


T. B. Wood’s Announces 
New V-Belt Catalog 


T. B. Woeod’s Sons Co., Chambers- 
burg, Pa., has brought out a new 
V-belt manual covering its full line. 
Included in the manual are selection 
tables to aid users in the choice of the 
proper drive to match horsepower 
capacity, data to aid in the design of 
V-drives with improved horsepower 
ratings, ordering instructions on the 
firm’s line of sheaves and pulleys. 


CASTINGS—Mercast Corp., New 
York, has published a booklet present- 
ing information on the firm’s frozen 
mercury process for precision castings. 
The eight-page booklet is illustrated 
with step-by-step action photographs 
of the process, plus pictures of fin- 
ished parts. 


OIL FILTERS—Hilliard Corp., Puri- 
fier Div., Elmira, N. Y., has a revised 
edition of its “Hilco” bulletin (no 
96) describing and illustrating installa 
tions and uses of the firm’s line of oil 
filters, reclaimers, and purifiers. 


PUMPS—Naresco Equipment Corp., 
subsidiary of National Research Corp., 
New Highlands, Mass., has issued a 
catalog describing its complete line of 
diffusion pumps. The catalog gives 





LUBRIPLATE 
LUBRICANTS 


The introduction of LUBRIPLATE Lubri- 
cants established a new high standard 
for industrial lubrication. Now, a re- 
cently patented improvement in the 
production of LUBRIPLATE results in 
even greater lubrication efficiency. Under 
today’s operating costs, reduction of 
down time, less parts wear and replace- 
ments, as well as lower power consump- 
tion, far outweigh any differential in the 
initial cost of LUBRIPLATE Lubricants. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Write 
for your free copy of the new and en- 
larged LUBRIPLATE DATA BOOK—a most 
valuable treatise on modern lubrication! 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co 
Newark 5, N. J. * Toledo 5, Ohio 


rear BROTHERS per ininc, 


THEY BUY 
LUBRIPLATE ON 
PERFORMANCE 


In this day of highly mechanized pro- 
duction forced shutdowns of machines 
is nothing short of a calamity. Every 
user of machinery is greatly interested 
in ways and means of improving ma 
chine operation and how maintenance 
costs can be reduced. Never before has 
this been of greater importance and the 
reason is chiefly due to prevailing high 
labor costs and expensive machine re 


placement parts due to wear 


The old time slogan— ‘Quality lasts 
long after the price is forgotten,” surely 
applies to LUBRIPLATE lubricants 
The Lubriplate salesman knows that he 
can prove his point many times over by 
relating the experience of other cus- 
tomers of his as to what Lubriplate 
lubricants are doing in improving ma 
chine operations, reduction of power 
consumption and vastly decreased 
maintenance costs. That Lubriplate 
lubricants meet these claims is attested 
to by the actual case history appearing 
in the advertisement alongside of this 
column. Lubriplate lubricants possess 
exclusive and distinctive qualifications 
They meet every operating condition 
as exists in every type of industry such 
as loads, speeds, temperatures, steam, 
water, acid, etc. In addition, Lubri 
plate lubricants protect machine parts 
against rust and corrosion. Lubriplate 
stays put and a little goes a long 
way. When all factors having to do 
with the cost of lubrication are taken 
into account Lubriplate can be proved 


cheapest lubricant on the market 


It will pay you to introduce Lubriplate 
lubricants to every plant in your terri 
tory that is not already using them. In 
so doing you will be reflecting a real 

and at the same time you are 
building a profitable repeat business 


for yourself and your company. 


(ADVERTISEMENT) 
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THIG LUBRICANT 
CUT OVERHAULE 
IN HALF" 


—says WESTERN AUTO 
TRANSPORTS, INC. ay 











“Operating over 200 tractors and 

200 trailers from Detroit to the 
West Coast, we encounter temper- 
atures from 120° above across the desert 
to 40° below in the mountains of 
Colorado. We have found that with 
LUBRIPLATE our wheel bearing pack- 
ing mileage has tripled. Since using 
Lubriplate A.P.G.-90 in our transmis- 
sions and differentials, we are getting 
double the mileage between their over- 
hauls.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease anp 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available LUBAIPLATE 
in grease and fluid densi- moron’ o 
ties for every purpose... * 
LUBRIPLATE H.D.S. 

MOTOR OIL meets today’s 

exacting requirements for 

gasoline and diesel] 

engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA Book”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 








characteristics of each pump, includ- 
ing pumping speeds, blank-off pres- 
sures, and forepressure limits. 


VALVES — Ledeen Manufacturing 
Co., Los Angeles, announces a 16-page 
bulletin (no. 1010) covering its com- 
plete line of standard four-way hand, 
foot, power, and solenoid-operated 
valves. The bulletin also shows a new 
line of pilot valves. Dimensions, 
weights, application diagrams, circuit 


diagrams, etc., are included, 


BATTERY MAGNET-—Ohio Electric 
Mfg. Co., Cleveland, O., has put out 
a new bulletin (no. 113) describing 
the firm’s “Ohio Shop-Lifter” battery- 
operated portable magnet for handling 
in industrial plants. Bulletin gives per- 
formance data, specihcations, dimen- 


sions for both the 2,000 and 4,000-Ib 
models. 


WELDING—Eutectic Welding Al- 
loys Corp., Flushing, N. Y., has re- 
leased a eight-page booklet entitled 
“How to Overcome Your Welding 
Problems and Improve Your Welding 
Technique.” It is a manual designed 
for those who wish to solve welding 
problems 


VALVES—Atlas Valve Co., Newark, 
N, J., has issued a four-page folder 


showing its automatic regulators for 
use in the heating, power generating, 
and industrial processing fields. Eleven 
automatic regulating devices are pic- 
tured and described. 


Key Fit Table 
Is New Allen Item 


Allen Manufacturing Co., Hartford, 
Conn., has prepared a key fit table for 
users of the firm’s hex keys. Measur- 
ing 9x14 in. and printed on heavy 


cardboard, the table shows the cor- 





COLLIS Equipment fills today’s important produc- 
tion needs so well because they are made by 
men sqilled in making this type of equipment. 
Supply the proper unit from a complete range of 
types, and sizes for Drill Sleeves and Sockets, 
Lathe Centers, Chuck Arbors, and Drill Drifts. 
We will handle your orders promptly. 


"Call COLLIS For Service” 
COMPANY suum: 


MeL vil] 


mum THE COLLIS 


The Collis 


COLLET EQUIPMENT 
made by EXPERTS 





Dept. A, CLINTON, IOWA 
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rect key size to fit all Allen socket 
head products. 

Figures are white on a black back- 
ground. A varnished surface prevents 
spoiling. A white space at the bottom 
is provided for the distributor's im- 
print. 


AIR COMPRESSORS—Curtis Pneu- 
matic Machinery Div., St. Louis, has 
issued a 28-page catalog (no. C-100 
illustrating and describing its complete 
line of air compressors and accessories. 


WELDING-—Babcox & Wilcox Co.., 
l'ubular Div., Alliance, O., has issued 
a folder on the welding of stainless 
tubular products. It briefly outline: 
welding characteristics of both aus 
tenitic and ferritic grades of stainless 
steels, and discusses proper joint de 


sign, 


STEELS—Allegheny Ludlum Steel 
Corp., Pittsburgh, has issued new 
literature describing its extruded 
shapes in stainless, tool steels, high 
temperature alloys, and other steels. 
The leaflet describes advantages of 
purchasing these shapes as against 
regular hot-rolled materials. Leaflet is 


illustrated. 


LATHES—Rivett Lathe & Grinder, 
Inc., Boston, Mass., has a new catalog 
(no. 918-SLB) illustrating and de- 
scribing its no. 918 “Steelway” pre- 
cision cabinet lathe. Highlighting the 
publication is a description of the two 
types of drives available for the ma- 
chine-a production drive and a vari- 
able drive. Accessories and attach- 
ments for the lathe are displayed in 
detail. 


INDUSTRIAL PRODUCTS—Amer- 
ican Brake Shoe Co., New York, has 
brought out its first complete catalog 
covering its full line of industrial 
products. The 48-page publication 
contains sections on ferrous and non- 
ferrous castings, bearing materials, sin- 
tered metals, steel forgings, welding 
products, air compressors, industrial 
pumps, dredge pumps, and railroad 
products. 


FIRE PUMPS—Marlow Pumps, Div. 
of Bell & Gossett Co., Ridgewood, 
N. J., has issued a bulletin (no. F-04) 
illustrating and describing its portable 
firefighting pumps. The bulletin shows 
how the pump operates, and presents 
performance data and curves. 


QUALITY CONTROL—George K. 
Garrett Co., Philadelphia washer 
manufacturers, have published a 
folder discussing quality control, and 
how it is used in improving the quality 
of finished goods. It explains statis- 
tical quality control, and how it is 





Frank J. Grunder, (left) Indus- 
trial Sales Manager And — 
Supply Company, + wat 

as salesmen George Haryan and 
John Sweeney demonstrate easy 
handling qualities of new, more 
powerful Black & Decker 7-inch 
Heavy-Duty Sander-Grinder. 


“Hottest Item 
We've Seen! 


says Frank J. Grunder, Industrial Sales Manager, 
Onondaga Supply Co., Inc., Syracuse, N. Y., of the new 
Black & Decker Heavy-Duty Sander-Grinder. 


1? 


“Our salesmen are really going to town with this new Sander-Grinder,”’ 
Mr. Grunder continues. “All they do is demonstrate it and it practically sells 
itself. Our customers really like its lighter weight and tremendous increase in 
power. Added features such as the new steel wear ring provide us with good selling 
points, too. And once we’ve sold the tool we’re set for a long chain of profits, because 
customers continue to buy Black & Decker Accessories year in, year out. Yes, sir 
Black and Decker is certainly one of our top profit lines!’’ 


Onondaga Supply Co., Inc., is typical of progressive distributors everywhere who handle 
the profitable B&D line. Make sure your sales force carry and demonstrate B&D Tools... 
and watch them sell themselves! THe Biack & Decker Mra. Co., Dept. 2411, Towson 4, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


() Black & Decker. 


PORTABLE ELECTRIC TOOLS 





Seals stay 


“MISER- nNGonT 
with Dart a 


om 


This True Ball Joint Makes the Difference 


Darts pay off because they maintain tight seal at the seat as long as in 


service — and as often as piping is changed. Yes, you can use Darts over 
and over again — for real economy! 


QUICK FACTS 


@ Extra wide seats of bronze alloy @ Nut and body practically in- 
that resist pitting and corrosion destructible — of air-refined, high 


®@ Heavy shoulders to take severe test malleable iron 


wrenching without harm ; 
© Tip off your customers to Darts. 


@ Leakproof because Qe They’ ll appreciate your recom- 


(z 


a 


machined to a true ball joint wss mendation and the results 


and spherically ground they get. 


DART UNION COMPANY + PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distributors: Boston + New York + Pittsburgh + Rome, Ga. 
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applied from raw material through to 
finished product. 


HOSE—Boston Woven Hose & Rub 
ber Co., Boston, has issued the second 
in a new series of hose literature, cov 
ering its line of industrial fire hose and 
fittings. Contaiming construction de 
tails, the cight-page publication lists 
pcan for cach tvpe of hose 


CHAIN DRIVES— Morse Chain Co., 
Detroit, has issued a six-page folder 
no, 72-54) describing installation and 
maintenance procedures for the firm’s 
“Hy-Vo" high-speed heavy-duty chain 
drives (50 to 5,000 hp. installations 

Printed on water- and oil-proof ma 
terial, the folder is illustrated with line 
drawings showing, installation, chain 
assembly, lubrication, chain disassem 
bly, and maintenance 


“A KOLDWELD 


Utica Drop Forge 
Offers Welding Brochure 


Utica Drop Forge & Tool Corp., 
Utica, N. Y., has put out a new bro 
chure describing the use of the firm’s 
“Koldweld” tools KL-l- and KB 14 
for cold-pressure welding of non-fe1 
rous metals. Photographs illustrate 
data on Koldweld tools and dies, weld 
ible materials, lab test results, and 
examples of welds produced in in 


dustry 


PUMPS-—Ingersoll-Rand Co., New 
York, has issued a new bulletin (no 
7074-D) showing the firm’s entire line 
of “Class KRV and KRVS Motor 
pumps.” A pictorial index in the pub 
lication helps the reader locate in 
formation on particular pump sizes 
and tvpes. Other data included: per- 
formance curves, cross-sections, dimen 
sions, descriptive material 


SHELVING-—Bernard Franklin Co., 
Philadelphia, has issued a 16-page cata- 
log (no. H4) describing many new 
items added to their standard line of 





shelving, cabinets, etc The firm 
also manufactures materials handling 
equipment, and says its catalog will 
help those desiring information on 
handling and storage problems 


WIRE ROPE—Macwhyte Co., Keno 
sha, Wisc., has brought out a new 
bulletin (no. 5448) called “Rope 
ology,” containing data on the firm’s 
boat slings, tow lines, legging cable, 
uircraft cable, etc. 





« DIE STEEL 
se 


Simonds Saw & Steel 
Puts Out Wall Chart 


Simonds Saw & Steel Co., | 
Mass., in announcing the addition 
new stock sizes to their line of flat 
ground die steel, have put out a special 
wall chart for ready reference. Also 
published is a pocket-size data booklet 
listing “1001 sizes for 1001 use 


CONTROLS-—W. C. Dillon & Co., 
Van Nuys, Calif., has a new bulletin 


no. 19-F) listing all the firm’s control 
engineering products—switches, tests 


of 


gages, dynamometers, etc 


WHEELBARROW S~Jackson Mte 
Co., Harrisburg, Pa., has released a 
new catalog featuring descriptions and 
specification for its complete line of 
wheelbarrows, garden carts, spreader 
carts, lawn rollers, concrete carts, et 


CLUTCH COUPLING—For 

Co,. Van Dyke, Mich., has issued 
bulletin giving application and engi 
neering data for their clutch coupling 
unit. The bulletin presents data dia 
grammatically and in tabular form 


FILTER—A-P Controls Corp., Mil 


waukee, has issued a new bulletin illus 


trating and describing the firm’s 


Model 410 “Trap-Dri,” a combi 
tion filter and drier designed to abso1 
harmful acids and moisture from r 
frigeration lines 


vLIKE OLE MAN RIED. 


BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam—Acid—Mill 
Chemical—Creamery 
Suction—Water—Air 


Jetting—Sand Blast— 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N.B.0.” 


the or al 
BLACK SHEET "PACKING 





L 


DISTRIBUTORS 


Anyone can give you “the usual” service on 
mechanical rubber goods. But “when the dam 
busts” and you're flooded with special over- 
night rush requests that need special extraor- 
dinary facilities and seasoned know-how to 
handle—THEN you'll appreciate the smooth 
way HOME RUBBER takes care of things. 
This is REAL round-the-compass and round- 
the-clock service on mechanical rubber goods, 
whose quality has been maintained at the 
“high water mark” for over seventy years. 





The HOME RUBBER CO. 


Factories and Main Office 


TRENTON 5, N. J. 


Branches: New York + Chicago 


whether it’s the USUAL 
~or the “IMPOSSIBLE” 
depend on HOME ruseBer 


SERVING U.S: 
INDUSTRY 
SINCE 1880 


for SERVICE 
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TRUCKS—Wilder Mfg. Co., Port 
BC CUCM CC CRCELER | Jes N.Y. has put out a folder (no 


platform, bin, table, shelf, and box 
trucks for medium-duty handling. 


MEW SWEEPERS—Homer Mfg. Co., Lima, 
WIlhir it b= 4 O., has issued a four-page bulletin 

(M250) describing and illustrating its 

ine of “Magnetic” hand and road 


line 
sweepers for road, industrial, loading 
area, airport, and other uses, wherever 


“tramp” iron may present hazards to 
rubber-tired vehicles or employees. 


SMALL HOLE GAGE 
quickly, accurately 


PROTECTIVE COATINGS—Emijay 
Maintenance Engineers, Rutherford, 
N. J., have issued an illustrated article 
on the use of asphaltic mastic coating 


measures “3 ¥ | on masonry, brick and concrete side- 


a walls, roofs, storage tanks, process 
small hole diameters % | equipment, etc. The article is a re- 
| print from Plant Engineering, written 


from .025” to .130" 


by Emjay’s Frank M. Kennedy. 


AIR COMPRESSORS — Westing- 
house Air Brake Co., Milwaukee, has 
brought out a two-page bulletin on its 
“LeRoi” 105 cfm. air compressor 
This “Utility” compressor has been 
put back on the market after an ab- 
sence of several years. 


1. RELEASE CLUTCH, 
needle snaps into place from 
its protected position in the 
barrel. 


2. INSERT NEEDLE into 
hole being calibrated. Slide 
barrel down needle until it 
rests on the face of the work. 
KWIK-CHEK automatical- 
ly locks scale securely at 
exact diameter reading 


3. DIRECT-READING 


FLUID MOTORS—Dudco Div., New 
York Air Brake Cu., New York, has 
issued an eight-page bulletin (no. 
DM-301) describing the company’s 
line of ‘“Dual-Vane”’ fluid motors de- 
signed for industrial and mobile rotary 
power transmission requirements. 
Working parts of the motors are illus- 
trated in the bulletin with cutaway 
drawings. Also given: dimensions, per- 
formance data, construction features. 


scale graduated in one- 
thousandths of an _ inch. 
Built-in crystal 2'44X mag- 
nifier permits accurate read- 
ings to half-thousandths of 
inch. Table of decimal equiv 
alents stamped on barrel 





ALL WELDERS EXONERATED 


A welding clue left by bandits who 
took $300,000 from a safe deposit 
vault may make their capture easier, 


Nothing like it on the Market according to Welding Engineer, Mc- 


Graw-Hill publication. It was dis- 
covered that the thieves used drills 
Amazingly that had been lengthened by welding 
Low Priced on extensions, and the weld metal 
t does the job used was traced to the manufacturer 
of 330 costhy plug gages. —_ by the FBI. The manufacturer, in 
turn, informed police that the work 
: had been done by an amateur who 
had little knowledge of welding ma- 
terials; this information, the magazine 
reports, opened a new line of investi- 
gation and narrowed the search. 


Mr. Distributor... Aone [wax into 


this revolutionary new tool. Be first to offer it to your customers. 


NEW STANDARD DIVISION UU. S. EXPANSION BOLT CO., YORK, PA. 
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NEWS 


(Starts on page 124) 





W. F. Morrissey 


American Chain Names 
New England Manager 


W. F. Morrissey has been appointed 
New England district manager of the 
American Chain Division of American 
Chain & Cable Co. with headquarter 
in South Boston, Mass 

Mr. Morrissey joined the company 
as a New England representative in 
1937. He served with the Manley 
Division for three years and then took 
a similar post for American Chain 
He was a captain in the Army Engi- 
neer Corps in World War IL. 

He attended Massachusetts Institute 


of ‘Technology 


Rose, Kimball & Baxter 
To Keep Stock in Elmira 


Rose, Kimball & Baxter, Inc., will 
now distribute all stock from its El- 
mira, N. Y., warehouse, though an 
office will be retained in Syracuse, the 
management announced 

The company recently lost all its 
stock in a fire at its Syracuse branch. 
Rather than restock the outlet at a 
cost of more than $500,000, officials 
said, it was decided to concentrate 
operations in E]mira 


To Sell Elwell Lines 


Elwell-Parker Electric Co ap 
pointed Landes, Zachary & Peterson 
Co. to sell its industrial trucks in Col- 
orado, Wyoming, Utah and New 
Mexico 


has 


Sell the Leadership Line 


of Safety Apparel 


VY Nationally advertised 
Y Nationally recognized 


VY Universally respected 


AFETY JOBBERS seeking substantial 
profits and repeat customers should sell 
only the Nation’s trademarked Leadership 
Line of Safety Apparel—Steel-Grip by 
Industrial. 

Steel-Grip by Industrial is nationally ad- 
vertised ... nationally recognized . . . uni- 
versally respected. This is backed by 
Industrial’s know-how gained through 43 
years of designing safeguards to combat 
safety hazards of industry. This results in 
better designs, longer service—proper pro- 
tection with utmost economy for the user. 
Repeat profits for the seller. 

Sell Steel-Grip by Industrial. The Leader- 
ship Line of Safety Apparel. The nationally 
accepted standard of quality not only builds 
volume—but stays sold, and gets repeat 
business. It’s much easier and more profit- 
able to sell Steel-Grip by Industrial. 

Write us now for information 
about a growing profitable market 
in Safety Apparel. 


Steel-Grip 


INDUSTRIAL 


Safety Apparel 


TRADE-MARK 
To Be Sure of the Genuine 


INDUSTRIAL GLOVES COMPANY 


A CORPORATION 
1642 Garfield St., Danville, lil. 
(in Canada: SAFETY SUPPLY CO., Toronto) 


DYNEL 
CLOTHING 


Dyne! chemical re- 
sistant clothing. 
oats, Pants, Shirts, 
Laboratory Coots 
and speciol designs 
to order. We manvu- 
facture a complete 
ne of Industrial 
Sofety Appore! in 
your choice of leoth- 
er, asbestos, asbes- 
ton, aluminumized 
asbeston and glass 
cloth, lameproofed 
duck, plastic coated 
duck, woo! and 
Dyne!l 


No. 225-14 


ASBESTOS 
GLOVE 


Asbestos glove, 


small finger 


14” ond 23° 
lengths on request. 
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No. 14169 
STEEL-GRIP OPEN END 
FINGER GUARDS 
Since Industrial introduced Steel-Grip Finger 


Guards, they hove 


been used successfully in 


every type of American industry. Made in open 
and closed end styles, in o choice of materials. 
Ask for literature describing the various types. 
SIZES FOR MEN AND WOMEN. (U.S. Patents 


No. 2,351,906, No. 


No. 633-4 
GLOVE 


Chrome leather gen- 
eral purpose glove. 
Steel sewn. Prac- 
tically rip proof. 
Thumb patched and 
strapped. 2" or 4° 
cuff. Many other 
designs. 


No. W3-9— 
WOVEN-GARD 


“Woven-Gards” are 
hand protectors, 
mitts, pads, sleeves 
and aprons made 
of a long wearing 
woven cotton safety 


2,461,872.) 


material. Provide flexibility, comfort, resistance 
to abrasion and cutting. Highly of absorbent. 
Excellent for handling oily, slippery sheets. 
Porous weave makes them the finest protector 
for handling lower temperature jobs. Excellent 
protection at lowest cost. 


14” length. Underwriter's 
2% tb. per sq. yd. asbestos with tough 
chrome side split leather reinforcement over 
entire paim, face of all fingers, well around 
Thumb seam entirely away 
from wearing zone. Full line of asbestos 
gloves and mittens, plain and leather rein- 
forced. Your choice of lined or unlined. 11", 
standard lengths. Specdal 


No. 492 
HALF JACKET 

Welders’ Coats ond Pants. 
Leggings, Spats, Shin- 
gvords, Aprons, Gloves, 
Mitts, Hand Pads. Leather, 
Asbestos, Flameprootfed 
Duck and Wool Clothing. 
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Where heavy production sawing 


is the keynote, you’re “in” with 


this big, rugged machine! 


KALAMAZOO 


Kalamazoo Metal Cutting 
Band Saw Machines 
are advertised in 


American Machinist 

Mill and Factory 

Modern Machine Shop 

Machine & Tool Blue Book 

Industrial Equipment News 

Electrical Construction & 
Maintenance 

Industrial Arts & 
Vocational Education 

Machine Production & 
Canadian Mill Supply 


MODEL 8C 
cuts 8° round, 
16° flat, 8” pipe 


KALAMATIC BAR FEED 
makes Kalamazoo saws fully 
automatic cut-off machines. 


MODEL 1220 METAL 
CUTTING BAND SAW 


Cuts 12-inch round, 
20-inch flat stock, 12” pipe 


Yes, when you demonstrate the heavy 
duty cutting ability of the Kalamazoo 
Model 1220, chances are you'll make 
the sale. That's because production- 
minded men quickly recognize the 
savings possible with this big, rugged 
metal cutting band saw, at lower cost 
than other types. 


Model 1220 is another example of 
Kalamazoo years-ahead engineering 
design and value which will make 
your sales picture bright. 


MODEL 610 
cuts 6" round, 
10” flat stock 


Celebrating production milestone at 
Yarnall-Waring Co. are B. G. Waring; 
D. Robert Yarnall; John F. McKee, Im- 
pulse type trap inventor; and Emest 
Williams, foreman 


Yarnall-Waring Makes 
Millionth Steam Trap 


Yarnall-Waring Co. recently de 
livered its millionth steam trap to a 
distributor. 

[lo commemorate the event, the 
company is packaging 100 standard 
steam traps in gold bags and includ- 
ing them at random in regular ship- 
ments to distributors throughout the 
country. Recipients of these traps will 
receive special prizes. 

The firm has been selling through 
distributors since 1935. 


Allis-Chalmers Names 
Evansville Branch Head 


Allis-Chalmers Mfg. Co. has named 
Robert C. Brown manager of the 
Evansville, Ind., branch of its general 
machinery division. 

A representative in the firm’s St. 
Louis district since 1948, Mr. Brown 
joined the company in 1946 after 
Navy service. He is an engineering 
graduate of Washington University, 
St. Louis. 





UNDERGROUND 
LABORATORY 


Cosmic rays are to be studied in 
Australia at the University of Sydney, 
reports Nucleonics, McGraw-Hill pub- 
lication. The work will be done in an 
underground laboratory, shielded by 
50 feet of earth so that study can be 
made on a particular type of cosmic 
rays, known as mesons, without inter- 





MACHINE TOOL DIV. Kalamazoo TANK and SILO CO. 
MICHIGAN 


ference from other radiation. 








TITS HARRISON STREET * * * KALAMAZOO, 
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Pyrene, C-O-Two e 
Consolidate Operations 


Pyrene Mfg. Co. and its wholh 
owned affiliate, C-O-Two Fire Equip a” THER ADVERTISEMENT 
ment Co., have taken further steps t e magazines fo 
unify the two organizations now appe? on U-W quality- 
Plants in Chicago and Los Angeles help sell your 
have been enlarged, and the Belmont 
Ave. plant in Newark, N. J., will be 
discontinued. Main operations, how 
ever, will continue in Newark, with 
the U. S. Highway | plant working 
in full force. 
No changes are planned for other 
subsidiaries, Pyrene Metal Finisher in 
Newark, Chemical Concentrates in 2. A +t. 


Fort Washington, Pa.; and C-O-Two . 
Fire Equipment of Canada in Toront: " Extra large hoist-type hook, 
crosshead and links drop forged 


The expanded Chicago plant at ‘ , 
Blue Island now includes sales and in accurate dies. 


ring in trad 
customers 


engineering divisions, and a large dem 
onstration field. Both warehouse and rt TL 

1 tt 
manufacturing spaces have been en 
larged 


Che San Francisco branch Forged steel 


shell plates, cast 
steel sheave. 
Rope cannot jam 
between shell 
and sheave. 


house has been moved an 
dated in the enlarged | 
operation 

The two companies’ sal 
neering services are now 
direct factory branches in Newat 
lanta, Chicago, Dallas and Los Angel 

Officials said the consolidations a1 
expected to improve sales and sen 
through concentrated facilitic 


Carboloy Executives Named 


Carboloy Department of Genera : Pressure lubricated bronze 
Electric Co. has appointed Robert A tt bearing. Easily accessible fit- 
Canning as manager of quality cor : ting recessed for protection. 
trol and EF. A. Graves as superimt . 
dent of fabricating } +ftjt 

++ 
Upson-Walton's unique, simpli- 
fied, one-piece strap construc- 
tion provides greater rigidity 
under hardest working con- 
ditions. 





for EXTRA HEAVY work 


ASK YOUR HE Upson-Walton heavy duty trucking snatch 
DISTRIBUTOR block is ruggedly built for the jobs which are 
TO SHOW beyond the strength of the regular snatch block. 


YOU ONE 





Size Wire Rope Diameter Working Load 


6” "’—%"’ 7 tons 
8” %’—%"’ 9 tons 


Za —\... THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 


— NI * LING part of ¢ NEW YORK + CHICAGO + PITTSBURGH 
day ot A ‘retz, \ lent 
Supply Co., Oshkosh, W MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS — ESTABLISHED 1871 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 





No. 120 
Hi-Speed Steel 


Heat Treating Furnace 


No. 118 
Combination 
Bench Furnace 


C. Parke Anderson 


Lanham Skid Co. 


No. 142 - ; 
Hi-Speed Steel Names Sales Head 
pteat Treating Furnace ; es C. Parke Anderson has been named 


sales manager of The Lanham Skid 
Co., newly acquired subsidiary of 
Thomas Truck & Caster Co. 


‘EFFICIENCY iaee} fey ' Bd | With Thomas since 1943, Mr. An 


derson has been assistant sales man 


D E Pp 7 a] D A fat j L i T y ager of the parent company for th« 
| past two years. 
The Lanham production and gen 


» « « « from a name 50 years old | eral offices have been moved from 
Louisville, Ky., to Thomas’ headquar 


in the Gas Appliance Industry ters in Keokuk, Ill. The Thomas 
management said it plans to retain 


When the job calls for heat treating tools, dies 
the present Lanham sales force 


and small metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 
No. 1202 Blower plete Johnson Catalog which shows additional Held by Bower 
profit-making items. Some 900 distributor and dealer 
representatives attended the recent 
annual hardware show at Bower Co., 


ne se a oe hardware firm had 
Bench Furnace a e steel and hardware frm hac 
exhibits from 55 manufacturers. A 

fish dinner and barbecue were held 


Hardware Show 





No. 60ABC ART ON WHEELS 


noes Furnace Bright colors and unusual designs 

are coming into popular use for de- 
livery trucks, according to Fleet Owner, 
JOHNSON GAS APPLIANCE co. McGraw-Hill! publication. One flor- 
ist hired an artist to hand-paint his 
5868 E Avenue N.W. Cedar Rapids, lowa truck with huge, brightly-colored or- 
chids; now, he claims, “our business is 


IF IT BURNS GAS LOOK TO as bright as our trucks.” A colorful 
SINCE () 


polka dots has been designed for use 
by department stores and specialty 
1901 Ty bce 
| 
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Minneapolis-Honeywell 
Names New Managers 


Minneapolis-Honeywell Regulator 
Co. has appointed new managers in 


five cities and re-assigned four sales 


engineers 

New managers and their posts are 
Fr. M. Thuney, manager, contract 
division, Industrial Division plant in 
Philadelphia; J. W. Bowers, manager 
of the newly created department of 
service and repair of controls for com 
mercial establishments, at Minne 
apolis; Harry E. Grossman, Washing 
ton, D. C., branch manager; Joseph H 
Nixon, Grand Rapids, Mich., branch; 
ind Wayne F. Kelly, Spokane, Wash 

Mr. Thuney formerly managed the 
Washington branch, while Mr. Bower 
was Grand Rapids manager. Mr. Gross 
man managed the Harrisburg, Pa., 
office until his transfer and Mr. Nixon 
was senior commercial salesman in 
Saginaw, Mich. Mr. Kelly was senior 
commercial salesman in Youngstown, 
Pa. 

I’. S. Bolling has been assigned to 
the Charleston, W. Va., district office, 
and Charles W. Prey, who formerly 
headed commercial sales in Baltimore, 
now heads the Harrisburg office 
Leight M. Johnson, former senior com 
mercial salesman in Philadelphia, is 
now branch commercial sales manager 
in Harrisburg, and Raymond E. Metz, 
former senior commercial salesman in 
Wilmington, Del., is branch com 
mercial sales head in Philadelphia 


Two Salesmen Added 


Standard Equipment & Supply 
Corp., Hammond, Ind., has added 
two salesmen to its outside force, 
Chester Hanas and R. Whitman, both 
former telephone salesmen 





ee y e 
CONTROL POINT for stock flow at 


Jolley Industrial Supply Co., Franklin, 
Pa., is the desk of R. E. Dye, ware 
house manager 





“A BUDA JACK 
FOR EVERY NEED” 


means that you can sell more jacks 
«+. to more customers ...in more 
industries . . . when you carry 
the BUDA line! 


It lifts safely, it lowers safely! The 
design of Buda Ratchet Lowering 
Jacks is functional and rugged for 
long operating life. And, because of 
their high lift of the load on either 
the cap or the strong, compact toe, 
they offer wide versatility in indus- 
trial plants, railroad maintenance, 
construction work, oil fields, ship 
yards, and other general lifting work. 


Buda field and service tested Ratchet 
Lowering Jacks raise only on the 
down stroke of the lever bar. Change 
the reversing lever to the “Down” 
position and the load is lowered 
notch by notch. 

Heavy safety springs hold the pawls 
in positive contact with the rack 
bars, so these jacks can be operated 
safely at any angle. 

Learn what a Buda Jack Distributorship 
can do for you. Write us today! 


A Division of Allis-Chalmers Manufacturing Compeny 
THE BUDA COMPANY 
Harvey, Illinois 
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Buda Ratchet 
Lowering Jacks 
5, 10 & 15-4ton 


capacities 
9% te 19% inches 
of if 


Ratchet Ratchet Trip 

Lowering Jocks— 

Jocks— 15-ton Cap. 
5 to 15 tons 


hf 


Stonderd Speed 

Jocks— Bell Bearing 
10 to 24 tons Screw Jocks— 
15 to 75 tons 


Ball Bearing “Two Speed” 
Journal Hydraulic Jocks— 
Jocks— 25 to 50 tons 

15 to 58 tons 








HINGED PLATEG 


BELT FASTENER No. 5 
for conveyor belts 


Specially designed to permit 
quick and easy method of 
adding to. or reducing length | 
of belt. Just pull the hinge pin | 


to open joint. 
ae 





PLATE GRIP for dust- tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 


>> >>> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


Dre Sellers . . . Proven Re- 
peaters! Your customers— 
ond prospects know that Key 
Pipe Sealing Compounds seal 
joints positively . yet are 
easily opened . . . do not pipe joints 
freeze in the joints. Product carrying water, 
superiority . . . back by 36 90s, low pressure 
yeors of leadership in the steam 
tield make these Key prod- 
ucts a dependable source of 
soles ond profits for you! 





For sealing 








Good Door Openers, Too! 
Steady national advertising, For sealing 
dealer helps and continuous lines carrying 
sampling program build uni- oils and high 
versal demand . . . actually pressure 

make openings for sales to steam 

many new customers for you. 








WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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Walter Bedell Smith 


General W. Bedell Smith 
Joins American Machine 


American Machine & Foundry Co 
has elected General Walter Bedell 
Smith vice-chairman of its board of 
curectors. 

General Smith retired recently as 
Under-secretary of State in the Eisen 
hower Administration after a long 
military and Government career, du! 
ing which he was at various times 
Chief of Staff European Operations, 
Chief of Staff to General Eisenhower, 
Ambassador to the Soviet and Direc 
tor of Central Intelligence 

Morehead Patterson, American Ma 
chine & Foundry president and chai 
man, said he would have broad ad 
ministrative duties and a policy-mak 
ing role in the compan 

DeWalt Inc. is an American Ma 
chine & Foundrv subsidiary 


Weston Hydraulics Sold 


Borg-Warner Corp. has extende: 
its manufacturing operations to th 
West Coast for first time by acquiring 
Weston Hydraulics Limited, North 
Hollywood, Calif., manufacturer of 
hydraulic and pneumatic equipment 
for the aircraft industry. 





GIANT TELESCOPE 


A radio telescope, said to be six 
times larger than the biggest of its 
kind in the world, is under construc- 
tion in Australia, Electronics, Mc- 
Graw-Hill publication reports. Cross 
arms on the new telescope will be 
1,509 feet long. Radio telescopes re- 
cord natural radio signals from stars 
and interstellar space 














Industry Specialists 
Assigned by Disston 


Henry Disston & Sons has assigned 
five new sales engineers as product and 
ndustry specialists. 

Working out of Philadelphia, they 
will operate nationally and travel for 
the most part independently of tet 
ritorial salesmen, the management an 
nounced. Each will concentrate on 
pecific products and industries 

Che new specialists are J. T. Thayer 
l’. W. Hallowell, W. Shields, R 
Gresser, and A. Campbell. Mr. Thayer 
will devote his time to chipper knives, 
paper knives, veneer knives and to 
pulp and paper producers, large print 
ers and veneer mills. Mr. Hallowell 
will concentrate on Compressor manu 
facturers using valve plates, plastics 
manufacturers, and users of doctor 
md fountain blades and_ circular 
ATIVEeS, 

Inserted and solid tooth log rp 
saws, solid tooth wood saws and 
carbide tipped circular saws will be 
handled by Mr. Shields, and circular 
metal cutting tools and related items 
by Mr. Gresser. Mr. Campbell's spec 
ialtvy will be hacksaw blades and metal 


“i ae °. ’ ‘ 
utting band saws. A +i 
Don Graves, who has been calling 4 a 


on band mills in the Southeast, will 
ADVERTISING 


supplement the new specialists’ work 


Westinghouse Buys 4 ‘ 


Schneider Mfg. Corp. 


Schneider Mfg. Corp., Muncie, BP ich | ) 

ty acateiiceatne - asta a me . ey “ee WORKING FOR YOU 
rters, has been sold to Westinghous 3 i 

Ekctric Cop. ti(“‘(i i‘ié;~ér IN THESE MAGAZINES 
Gwilvn <A. Price, Westinghous« .\ Vee 

yresident, said the acquisition is ‘ i 

t natural” ino aeuieniel the firm's ne ; ' - pr en PURCHAS- 


power transmission lines produced 
in its gearing division > ane oe 

Sat — >>] @ THOMAS REGISTER 
@® McRAES’ BLUE BOOK 


@ DOMESTIC ENGINEERING 
DIRECTORY 











YOUR STOCK MUST BE COMPLETE FOR 
FULL PROFIT. DO YOU CARRY THE COM- 
PLETE LINE OF RAWLPLUG PRODUCTS? 


Write for new DIMENSIONAL CHART 


RAW! COMPANY, inc. 
271 CHURCH STREET. » NEW YORK 13, NY. 


‘ 





DONALD B. HUNTTING will repre 
sent The Ready Tool Co. in Southern 
Ohio territory 
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bt 


BOLT 
ELONGATION 





Designers and production men are weii 

aware of forces constantly exerted in and 

around assembled parts. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 





-“ 


EATON MANUFACTURING COMPANY 
oa) RELIANCE DIVISION 


OFFICES and PLANTS 550 Charles Ave., $.E., Massillon, Ohio 


Sales Offices New York © Cleveland * Detroit 
Chicago * St. Lovis * Son Francisco * Montreal 
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Competitive Selling 
Calls for New Outlook 


How painful is it for a business to 
get itself in shape for really competi 
tive selling? 

According to the Small Business Ad 
ministration, many small firms today 
will have to make considerable read- 
justment not only in operations but 
in attitude and outlook. 

Says Robert S. Williams, New York 
City consulting engineer, in a recent 
S.B.A. Management Aid, “How to 
Build Your Sales Volume:” 

“Comfortable habits may have to 
be broken, new things learned, harder 
work assigned, money spent, and risks 
taken. To be sure, some firms with 
better-than-average foresight and 1 
sources anticipated these needs with 
training, research and similar pro 
grams. But many are currently start- 
ing from scratch and for this reason 
will have to move farther and faster 
for a while to catch up with the 
market.” 


Break-Even Points Are Up 


In recent years after World War II, 
he says, the break-even. point has risen 
in many firms. This leaves basically 
two lines of action a company with 
this problem can follow: increase sales 
volume to sustain profitable operation, 
or cut expenses to lower the break- 
even point. Actually, both programs 
can be carried on concurrently. 

“Expense reduction alone is not a 
good subject for preoccupation in a 
buyer’s market,” says the author. Its 
application is limited and defensive 
and a firm cannot keep on cutting ex 
penses indefinitely without shrinking 
its business. 

“In the second place, it does not 
prepare your organization for more in 
tense competition; on the contrary, it 
tends to stifle new ideas and foster 
timidity. It is bad for the morale of 
the whole company. It is retreat in- 
stead of attack. It emphasizes doing 
less, instead of doing more.” 


“Attack” Is Best Course 


A far better plan, says the pam 
phlet, is to hold the break-even point 
in line, or make moderate reductions 
in it, and strive for greater sales vol 
ume. Theoretically, this policy has no 
limits, except the size of the market 
and a company’s ability to produce 
and finance expansion. “Competition 
is exciting. It places emphasis on in 
genuity. It builds morale, because 
it is dynamic, not static; expensive, 
not shrinking.” 


No Market Is Static 


“A surprising number of sales man- 
agers still think of their markets as 





CED GD EDGED GD CHD ED EED OP GS GS GS Oe See eee 


they were before World War II. They ad 

think of buyers as units in a statistical | | 

mixture, not as persons who are con- Plan Your Next Catalog 
stantly struggling to improve their | 

status, with a consequent changing 

of their characteristics as buyers. Mar for Years of Sellin 

keting research shows some signs of | i g eee 
re-awakening, but it still has a long 
way to go considering the startling 
rate at which market conditions have 
changed and are changing. Patents 
expire. New products, processes and 
raw materials are introduced.” 

Directly affecting the consumer 
market, and indirectly, the industrial | 
market, are population changes 
Nearly two million new customers | 
start to make purchases in the nation 
every year, three-and-a-half million 
people get married, and three-quarters | 
of a million get divorced, the author | 
points out. This means constantly 
changing buying habits as well as con 
siderable growth of buying potential 
Furthermore, the population keeps 
shifting at a very rapid rate 


New Analysis Needed 





All these variables make the market 
anything but static, says the author 
l'hey emphasize the need for a brand- 
new analysis of the market as a first 4 Dae 
step to gain the information needed - Tt H El N N 
for a competitive selling policy , Tae Se : 

Also, methods of selling may re Loc se - Leaf Binders 


quire alteration. Since the physical Unless all your lines change every year, why 


” 


volume of goods flowing into the reprint your entire catalog? Low-cost, easily 
market today is roughly double the inserted sheets or sections keep it up to date 
volume preceding World War II, and ‘ and in sequence... when you enjoy the sales 
prices have also virtually doubled, the ' advantages Heinn Loose-Leaf Binders bring. 
dollar volume of goods on the move is You measure your gains in at least six 
some three or four times as great as it important ways: 
was before the war. “In many com- > More efficient catalog distribu- » No more staggering bills for tight- 
panies, high selling costs result from tion, with sections going to some bound catalogs that may be obso- 
trying to serve a 1954 market with a customers,complete presentations lete before they're in the field. 
1940-model distribution plan,” says to others. 
the pamphlet. A selling method that » Easier selling, with no need for 
was prohibitively expensive in 1940 supplementary catalog bulletins 
for example, may be effective and eco that often cause confusion. 
nomical with the support of greater » Less sales correspondence about > Custom styling that fits your 
volume today catalog errors. “business personality.” 

y . Hundreds of manufacturers and wholesalers place repeat orders with 
A New Education Heinn. They would advise you to mail the coupon for the whole story. 


Originators of the Loose-Leaf System of Cataloging 
and Still Leaders 


> Greater customer interest because 
of logically presented catalog 
information. 


" ‘s Representatives 
The author cautions: “Forget an in Principal Cities Leaders in 1896... 


ideas going about educating the con Trt tttt tte eee 


sumer. From now on the consumer is 


; a0 Probable Probable 
Information, please. Frebatie. B pnw od 


going to educate you.” () CATALOG BINDERS C) INDEXES 

He points out that subtle changes » (0 SALESMEN’S C PRICE BOOKS 
in buying habits, preferences and buy- w Ag CATALOG BINDER (J COUNTER CATALOG 
ing motives, as well as changes in in- (WITH HANDLES) PLATFORMS 


dustrial operations, make appraisal of 

products doubly important in a com 

petitive market. A management can NAME 
ask itself no question more important 
than, “Does the product fit the 
market?” 


This leads to further analysis: What ro INN 
is the company’s sales proposition? ADDRESS k 
Does the management propose to cut <i 
mit 


the price of the product by cutting CITY. STATE 


Have your representative call. 


TITLE 
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quality or costs and do a minimum of 


wancnave Strength Another | selling? Or does it intend to have a 
HARGRAVE product that outshines any of its 

. competitors’, increase or hold the 

with Sales | selling price stable, and then sell it 


aggressively? 


E Message— “There is no single correct answet 
to this question. Sometimes a com 
conomy to your bination of both is good. And if the 
Customers product is designed to fit the market, 
. you may discover that the question 

in User } 


cd RGR VE : has already been answered.” 
A A Magazines | ..; ulate the Sales Staff 


“It’s a cliche, but it’s worth say 


o 

Super-Junior Another ing again: many of today’s salesmen 
HARGRAVE have forgotten how to sell. Or, as 
so many people have pointed out so 
Clamps Sales Help— often, some of today’s salesmen neve 
To wey oe nf 00 because they neve! 

iad to know how. 
assure you Finding good salesmen, the author 


wen admits, is difficult, partly because of 

m dependable, the scarcity of trained men, partl; 

Convenient rofitable because many likely prospects regard 

p the selling career as uncreative o 

repeat sales. undignified. “Some industries will 

have to do a better job of selling 
salesmanship as a career.” 


Another [he pamphlet stresses the need 
HARGRAVE for reconsidering sales quotas and 
compensation plans to attract or hold 


Sales Help—- good salesmen where present plans 


appear to be unproductive 
A Operations backing up the selling 


This ew tine isthe answer to growing “compat fine | fz shuld ah be spre cn 
need for MORE STRENGTH, LONGER for every not the whole story. After it has been 
LIFE and greater value for the money sold, it must be delivered to th« 


invested. They are rapidly becoming the need in buyer at the right place, at the right 


favorite clamps of industrial users industry. time, and in the nght quantity.” 
“Selling against a backlog of firm 
orders has almost become a routin« 


Forged steel, heat-treated frames make Another in many businesses. But in a mor 
SUPER-JUNIOR Clamps much stronger HARGRAVE competitive market, customers buy 
than pressed steel clamps, malleable, a “ty own delivery terms, or not 
aluminum and other cast clamps on the Sales Help— = = 

lhe pamphlet adds that the sale 
market. They are much more economical Sales communication systems in many com 


Sizes 


Forged Stee! 


Heat Treated 


everywhere. 


to use on practically all classes of work. meetings panies needs a complete overhaul 
from order-handling to sales forecast 


for your | ing 


Sales | Check on Advertising 
personnel The author notes: “In recent years 


the basic purpose of a lot of adver 
tising has not been to sell goods but 


Another to keep the company name alive 
HARGRAVE pending possible revival of competi 


tion.” The planning and management 


Sales Help— of advertising, he says, has tended to 
become lackadaisical, as managements 


Easy to use have delegated this function often to 
Catalogs, unskilled subordinates without super 


vising it themselves or even, in some 


Bulletins, cases, learning what it can do. “If 
etc plus vou know your market and the charac 
” 


teristics of your buyers, advertising 


nationally ind sales promotion can be effectiv« 


Seven Convenient Sizes 


Especially suitable for jig and pattern 
work, gluing, welding and aircraft construc- 
tion. Specify SUPER-JUNIOR Clamps and 
eliminate the loss of valuable shop time 
due to small clamp failure. “They’re built 
to take it!” 


Hargrave Clamps, Punches, Chisels, Ma- 
sonry Drills are stocked and distributed by 
your Local Industrial Supply Distributor. 


The Cincinnati Tool Co. 


4032 Montgomery Rd., Cincinnati 12, Ohio 


Ask your supptier for a copy of the 
complete Hargrave Catalog on Tested Tools 





selling tools. But they do not fun 
known name. Ae 


contri 


tion ell by themselves 
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as 








Tadd mace 


SIMONDS 


ABRASIVE CO, 


- 








from 

orinding 
wheels . 
tograin - 


se, )6©6SIMONDS means 
~ < Steady sales 


Fast, low cost grinding production. Micro-inch precision! Smooth 

polishing or cool, safe sharpening! Whatever your customers 

need, there's a Simonds product to fill the bill. Complete line is 

backed by regular advertising consistently urging industrial users 

to buy from their Simonds distributors. Make their needs your 

, business, with Simonds grinding wheels and abresive products. 


SIMONDS 


ABRASIVE CO. 


PHILADELPHIA 37, PA. 
BRANCH WAREHOUSES: BOSTON, DETROIT, CHICAGO, PORTLAND, SAN FRANCISCO + DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONDS SAW AND STEEL CO., FITCHBURG, MASS. « OTHER SIMONDS COMPANIES: SIMONDS STEEL MILLS, LOCKPORT, W.Y., 
SIMONDS CANADA SAW CO., LTD. MONTREAL, QUEBEC AND SIMONDS CANADA ABRASIVE CO., LTD., ARVIDA, QUEBEC 





e f ; ; - 
he hand! he | bute something only if they are fitted 
Ww n you e t complete ine 0 into the pee selling plan.” 


Appraise Your Resources 
To prepare itself for more com- 
| petitive selling, says the pamphlet, a 
| management should appraise _ its 
| competitive standing, noting both 


strengths and weaknesses; “You want 
to build on one and get rid of the 


Yo U C A N TA Pp A D )D I TIONAL 0 N A L M A R K E T s) onthe following checklist is suggested 


as a basis for this appraisal: 

Do you know what your break-even 
point is? 

Have you established sound sales 
budgets and quotas by lines and sales 
territories? 

Have you analyzed whether you 
should go after more sales in all lines, 
or should emphasize certain lines? 

Are you getting a satisfactory share 
of the business in your industry? Do 
you know the trend? 

Are your lines competitive in 
quality and design? 

Do you have a sufficient number 
of lines but not too many? 

Do you need new products? 

Are your terms of sale right? 

Do you make a reasonable net 
profit on each doliar of sales volume 
above the break-even point? Do you 
know how this total breaks down by 
lines? 


Look to the Future 


the most COMPLETE line of Is your market increasing at the 

th RIGHT b Iti f ANY . bh! present time? Do you have a sound 
e e ing or jo . appraisal as to the future? 

The many belting needs that come within the wide range of the ak and Ge saateoe & tr _ 

Globe belting line will help stimulate your sales . . . provide a somers and territories? 

more complete service for customers . . . increase your profits. Have you asieiaien® ony oppor- 

The long lasting qualities, dependability and economy of service | tunities for transportation ‘costs to 

make Globe a really profitable line for the distributor. limit your opportunities? 


SOLID WOVEN WHITE COTTON BELTING Does your warehousing system fit 


PLASTIC AND CELLULOSE COATED Are your inventories adequate with- 
BELTING out being unwieldy? 
the GLOBE line includes ENDLESS WOVEN BELTS, COTTON OR Do you have natural advantages 
' NYLON over competition? Are you making 
KANRY-TEX BELTING the most of them? 
WHITE, BLACK OR BROWN NEOPRENE Have your competitors natural ad- 
RUBBER BELTING vantages over you? Are you doing all 
WEBBINGS you can to overcome them? 
YOUR FINEST PROSPECTS INCLUDE... Is new competition, direct or indi- 
Flour Mills Textile Mills Woodworking Shops rect, foreseen so accurately as not to 
Bokeries Grain Elevator + asi ate sta) 4 
Canneries ee Printing Plants threaten your position? 
Cereal Mills High Speed Too! Shops Condy Manufacturers Do you utilize research techniques 
Food Handling Machinery Manvfacturers of Packaging Automotive ond Aviation ~ : 
Manutecturers Machinery iodination to get the facts before undertaking 
new lines? 


me Do you adequately coordinate sales 
(Miles os SSS Write for details — DEPT. D and other functions? 


4 
& b \ A) The Selling Organization 


HOB f GLOBE WOVEN BELTING CO., INC. Do you have enough, but not too 


. . 5 
1400 CLINTON STREET «© BUFFALO 6. NEW YORK many, salesmen; 
ia Te Are they properly trained and su- 
pervised? 


SS” KNOWN FOR QUALITY THE WORLD OVER a 
a s your compensation plan effec- 
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tive in amount and in method of 
determination? Does it contain in 
centives to do a good job? Does it 
discourage quick sales at the expense 
of future business? 

Are your territories well laid out? 

Do you have an effective system 
for selecting and hiring salesmen? 

Do you have a consistently low 
turnover of salesmen? 

How is the morale of your sales 
organization? 

Do you know where you are gain 
ing or losing ground, by territories, 
customers and products? 

Do sales managers OF Supervisors 
spend enough time with salesmen? 

Do you direct vour salesmen wisel\ 
in terms of how much of their own 
planning they should do? 

Do you handle orders and inquiries 
quickly and accurately? 

Are your catalogs, price lists and 
literature files complete and up-to 
date? 

Is your sales-service function be 
ing adequately performed? 


Sterlin roducts Holds 
Sterling Products Hold 


Moline Industrial Show 


The Moline branch of Sterling 
Products Co., Inc., Chicago, held a 
three-day industrial show recently at 
the Le Clair Hotel featuring exhibits 
from 40 manufacturers. Some 4,000 
industrial personnel from the Tn 
Cities attended. 

Ihe show, a bi-annual affair, was 
directed by Frank Amham and Milo 
Adams, of Sterling’s Moline branch 

rhe exposition has been held by th« 
firm regularly since the founding of 
the branch store. The dates are set 
ifter consultation with industrial work 
ers, foremen and buyers, for whose 
benefit the show is held. 


Plasticool Agent Named 


Coating Laboratories have ap 
pointed Archer-Sigler Corp., Tulsa, 
Okla., as national sales agents for the 
firm’s Plasticool paint line. The man 
agement said it is seeking distributor 
ships 





DRILLING BY SOUND 


A sonic drilling tool, now under 
development, may cut substantially 
the cost of drilling oil wells, National 
Petroleum News, McGraw-Hill publi- 
cation, reports. It is thought thot 
the sound-powered drill may make 
holes four times as fast os a rotary 
drill. 











An enlarged view of Double-Circle carbide inserts can 
only give you a minor part of the story of their cutting 
magic. These splendid tools have a “beneath-the-surface” 
story that is the true key to their superiority. In a word, 
this is the vast experience of Chicago-Latrobe in cutting 
tool engineering, in selection and testing of materials and 
in precision manufacturing methods. It is not surprising that 
wise buyers everywhere look to Chicago-Latrobe’s com- 
plete line for the tools that make cutting operations faster, 
smoother, easier. For greater cutting mileage, always 
specify Double-Circle carbide tipped drills and reamers. 


TOOL BUYERS THROUGHOUT INDUSTRY ARE BEING 
CONSTANTLY REMINDED THAT THEY CAN GET 
QUICK SERVICE -& 


FROM A CHICAGO-LATROBE DISTRIBUTOR 


DOUBLE CIRCLE 
TOOLS 











DRILLS © REAMERS © COUNTERSINKS « COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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Flex-0-Tube Completes New $500,000 Plant 


= Flex-O-Tube Division of Meridan 
Corp. has moved into a new $500,000 
plant in Inkster, Mich., near Detroit. 
The new facility has 52,000 sq. ft. 
of space and is designed to permit 
future expansion to 300,000 sq. ft. 
Officers said the move from the former 
three-story plant in Detroit will per- 
mit a production increase of 50%. 
Chey said the new plant is part of a 
long-range expansion plan involving 


THO 44 LI iid 2 the broadening of product lines. 
oe ME, ; Ihe plant integrates ten previous 














production lines into four unified 
operations. Material handling efh- 
ciency has also been greatly increased 
by the use of covered unloading plat- 
forms and cranes, the maragement 

said. 
The firm was founded 27 years to 
Modern plant on 10-acre site at Inkster, Mich., on western outskirts of Detroit, manufacture flexible hose and fittings. 
was completed recently by Flex-O-Tube Division of Meridan Corp Recently it entered the automotive 
replacement field. The company has 
a Canadian subsidiary, Flex-O-Tube 
Warehouse Moved Ric-Wil Names Sales Head pag se mary “Calif. i 
owned by Meridan Corp., Chicago 





American Mfg, Co. has moved its Ric-Wil Co. has appointed Will 
Philadelphia office and warehouse to iam F. Wood, former district manager '"vestment — operating management 
Disston & Wissinoming Sts. J. J in charge of the Washington, D. C., company. 

Gilligan is the local manager. office, as general sales manager 


Industrial Packaging Society 
Holds 9th Show in Chicago 
The Society of Industrial Packaging 


s 
For controlled air volume .... 
& Materials Handling Engineers held 


pe iitittt its 9th annual national exposition at 

de nd on BS the Chicago Coliseum September 
- Al Q N OZZ LE s 28-30. A total of 5,039 attended. 

An intensive review of current pack- 


aging and materials handling develop- 


Designed by engineers who un- ments and trends was conducted un- 


derstand air problems, Sherman - ; 
Bie Mention teenies the enact der the auspices of the Mechanical 
air you need . . . just where Engineering Department of the Uni- 
you need it . . . without air versity of Illinois, Extension Division. 
leakage or waste. Check the [his Short Course program had a 


, , 4 Sherman Air zz ur 
Tapered air control permits graduation of Saal an fail Hossle features record attendance. 
air volume to exact amount required. [he society consists of 1700 pro- 


fessional and technical members in 





Reduced air aperture back of tip prevents - ' 
air waste if tip is lost or he det seventeen chapters, throughout the 


country. 
High quality phosphor bronze spring. Air 
joint automatically closes and holds disc to 
seat with both spring and air pressure, 
thus insuring a tight seal. 

Removable tip for j : TERMITE FOOTSTEP 
quick replacement. i TRACKER 


Stuffing box prevents air leakage around A sound-detection unit has been 
the stem when valve is open. oe developed that is so sensitive it is 
Especially compounded disc gives long said to detect termite footsteps and 
wear and is easily renewed. Enclosed to the clicking of the insects’ jaws, En- 
prevent spreading. gineering News-Record, McGraw-Hill 
publication, says. The sound device 
® Write for industrial brass goods catalog teday. could eliminate destructive bore-and- 
chisel probing now necessary to find 
the insects. 





BATTLE CREEK, MICHIGAN 
Industrial Brass Fittings 
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For. Caniont y G 
Sales... itd a. fe 


=a ; SD i, 


6 sizes: 
John C. Moore %" to "— 
. . 4-wheel cutters 
Disston Names to 4” 


Ohio Representative 


John C. Moore will represent the 
industrial sales division of Henry 
Disston & Sons in metropolitan Cleve- 
land and northeastern Ohio 

With the finm since 1935, Mr: 
Moore was transferred recently from 
the export division to industrial sales 4 
Before World War II he was assigned é ; 
to hardware sales. He served in the 
Air Force in both World War II and 
Korea 


New Supply Firm 
Organized in Buffalo 
The Elderfield-Hartshorn Hardware 


Co. and its six-story building in 
Buffalo, N. Y. have been sold to a 
Buffalo corporation which will discon 
tinue the retail hardware store and op- 
erate an industrial supply business in 


the building. Richard C Campbell, Cut more pipe with less 


of Buffalo, is president of the pur 
chasing concern. He is also president k H hy 4 <2 
of Campbell Elevator Co wor wit l i> 


Charles J. Elderfield, president of Tubing Cutter 
Elderfield-Hartshorn since its found Once your customers have put a RIGAID re ae 


ing 50 vears ago, announced the sale. Cutter on 8 pipe and seen how easily and ™ cuts, any tubing 
cleanly it rolls through the metal, they won’t — or thin wall 

want any other kind. Smartly balanced for conduit 

easy action. Tracks perfectly—and special 

malleable housing, guaranteed warp-proof, 

keeps it that way. High alloy thin-blade or 


heavy-duty cutter wheels, practically no 
burr. It pays you to stock and sell RIit@aip’s ¥ y 3 sizes for 4’ 
“fast cutting with least effort’’—order today. z 1024 "tubing 





THE RIDGE TOOL COMPANY, ELYRIA, OHIO, U.S.A. 





MANAGEMENT TEAM at Engineer 
ing Sales Co., Dallas, consists of G. W 
ident; H. C Coit, 


1i€ manager 
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Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose... to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup-, 


ling attachment ...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydravu- 
this unique 


licaily-operated ‘“Mulcoram”, 


coupling is there to stay .. . virtually molded 


to the hose by a multiple gripping arrange-, 


ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
: buffing or cutting of the cover. 


"“MULCONROY Sax... 
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With the “Mulcoram” and “Hole- 
dall” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before has 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


a 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it can be 
operated ...in your own shop, with- 
out skilled labor... to provide coupled 
hose of any description, with coup- 
lings thet can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continuous flexing at connecting points. 


WHERE OTHERS 
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Drop Product, Not Price, 
Managements Warned 


Management should have the cour- 
age to drop a product before they 
compromise its objectis es by excessive 
price cutting, P. B. Wishart, president 
of Minneapolis-Honeywell Regulator 
Co., told a recent conference of the 
American Management Association. 

“It takes real business courage to 
face up to such situations and drop 
a product line,” he said. “Sometimes 
it is only stubborn pride which pre 
vents us.” 

In tough selling periods, he advised, 
companies should strengthen the sales, 
merchandising and service functions 
before turning in panic to price cut 
ting. “Never forget that when you 
try to stimulate the lagging market 
by price concessions your competitors 
will follow you, generally immedi- 
ately.” 


Know Facts of Life 


Says Mr. Wishart: “We have today 
in some quarters a lack of proper con 
sideration of the facts of life, namely 
that material prices are steady or 
trending slightly upwards and _ that 
labor costs are universally increasing 
faster than labor productivity.”” Pric 
ing policies, he said, may be sound 
but still fail to contribute to company 
objectives. In that case, he said, the 
product should be dropped. 

He also warned against carrying a 
new product too long at below-normal 
profit ratios. On the other hand, too 
high a price can act as an “umbrella” 
over competition, “which is just an 
other way of saying that exorbitant 
profit margins invite competition mor 
rapidly than realistic ones.” 


Don’t Keep Price Secrets 


Pricing policies must be above 
board, he said. “When you attempt 
to keep your prices a secret from your 
competitor, you usually end up by 
having him get false rumors that pass 
as gospel truth, and you may well 
cause him to enter the market at a 
point that may hurt.” 


Don’t Expand Without a Reason 


Another conference speaker, A. B 
Dick II, warned managements not to 
undertake expansion casually. “Do 
not enlarge the scope of your com 
pany’s activities solely because the 
idea captures the imagination,” said 
the president of A. B. Dick Co. “You 
must, from the very conception of 
the idea, have at least one, and pre- 
ferably many more, sound reasons why 
your company should expand.” 

Describing his own firm’s expan 
sion plan, he said four major steps 








were carried out with great care: 
“inform, survey, coordinate, review.” 

He urged management to tell the 
company the reasons for the decision 
to expand to avoid rumor spreading 
and insure good communications 
The survey step, he said, means the 
time-tabling of changes in regular op- 
erating procedures necessary to the 
expansion. The new program means 
new functions for many departments 
and employees. The procedure for 
making these changes must be out 
lined clearly, and each change coordi 
nated with all the others. 

Finally, he said, the management 
should review its expansion program 
in complete detail every 90 days, to 
keep sales forecasts, pro forma profit 
and-loss statements, and other data 
up to date. “Do not make the mis 
take of creating a program and then 
putting it in the vault. Somebody may 
forget the combination.” 

Don’t Kill the Patient 

An expansion program costs money, 
Mr. Dick warned. A profit planning 
procedure is extremely useful to obvi 
ate financial pitfalls. “The last thing 
that any of us want is a successful 
operation in which we lose the pa 
tient.” 


Electric Storage Battery 
Promotes Two Executives 


Exide Industrial Division of The 
Electric Storage Battery Co. has trans 
ferred Charles H. Leet, Pittsburgh 
branch manager since 1949, to the 
firm’s larger Chicago office as assistant 
branch sales manager. R. L. Kegg 
former branch sales engineer at Pitts 
burgh, succeeds Mr. Leet as branch 
sales head. 

Mr. Leet joined Exide in 1938 as a 
sales engineer at Pittsburgh and _ be- 
came manager there in 1949. Mr 
Kegg has been with the firm since 
195] 


BETTER LATE THAN NEVER 


Pravda, the official newspaper of 
the Communist Party in Russia, claims 
that plants operated under the Min- 
istry of Transport and Heavy Machine 
Building care idle at the beginning 
of the month, and then try to catch 
up with quotas in a hurry, according 
to American Machinist, McGraw-Hill 
publication. The magazine quotes 
Pravda as saying, “almost half the 
total monthly output is accomplished 
in the last ten days.” 


BARNES 


NEW 
HARD EDGE 
BAND SAW 

BOX 


FOR 
100 FT. COILS 
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OILERS AND 
GASOLINE CANS 


EAGLE 


Steel 
Bench Oilers 


Rugged . . . with 
Straight, bent or 
flexible spouts 


All-Purpose 
Pistol-Grip Oilers 


Outstanding «- - modern oilers 


of many uses 


| Gasoline Cans 


Underwriters - la- 
beled . . . approved 
by Factory Mutual 


ra 


Hydraulic 
Pump Oilers 


. « posi 


Dependable : op 


tive -acting, one © 
or full stream 


MANUFACTURING COMPANY 


West Virginia 
60 YEARS OF SERVING THE TRADE 











year pin from H 
look on at luncheon fete. 
George ]. Brozek, who joined th« 
shipping department of Warren Hard 
ware Co., Minneapolis, 25 vears ago, 
was cited by company officers recently 
at a luncheon marking the anniversary 
of his first.job with the firm. 

Now assistant manager of Warren’s 
Industrial Supplies Department, Mr. 
| Brozek has worked successively as 
truck driver, outside 
city desk salesman 
he became assistant head of the Sup 
plies Department 

He recalls that he originally came 
to Minneapolis from Millersville, 
Minn., to spend a weekend at the 
state fair, and has remained ever since 
following a hasty decision to take the 
job with Warren 


salesman, and 
Two vears ago 


Half-a-life time of service is the record of George J 
Industrial Supplies Department, Warren Hardware Co., Minneapolis, receiving 25- 
A. Burns, vice-president, as Robert Staska and Armand Evans 


Warren Hardware Honors 25-Year Employee 


Brozek, assistant manager, 





Traffic Manager Named 


QO. A. DeCroce has been appointed 
general trafic manager of Armstrong 
Cork Co. succeeding E.. George Siedl« 
who has retired 











SOCKET SCREW 
PRODUCTS 








MECHANICAL BOUNCER 


A machine built to explore the hu- 
man body's reactions to constant vi- 
bration has been developed by re- 
searchers at the Naval Medical Cen- 
ter, Bethesda, Md., reports Factory 
Management and Maintenance, Mc- 
Graw-Hill publication. The device, 
consisting of a platform actuated by 
a 25-hp. motor, can move Gc man up 
and down 50 times a second, and 
bounce him four inches at lower fre- 
quencies. The new device may help 
industrial designers in setting vibra- 
tion tolerances in new plant equip- 
ment, the magazine says. 














Make ECONOMY 
YOUR SUPPLY SOURCE 


Get immediate delivery 
Sell top quality 
Increase sales 


This organization as your head- 
quarters for Socket Screw Products 
gives you every sales advantage. 
Regardless of the size of the order, 
you get our full cooperation so that 
you can serve your customers with 
prompt delivery. It will pay you to 
keep a good supply of Economy 
Socket Screw Products on hand. 


@ Hollow Set Screws 
@ Headless Set Screws 
@ Socket Head Cap Screws 
@ Wrenches 





ECONOMY MACHINE PRODUCTS CO. 


5214 W. Lawrence Ave., Chicago 30, Ill. 
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The Johns-Manvi 
- Packing of the Month 


~~ one of the leaders i 
ers ing . " 
siness in repla at will help ‘ 
placement . you build a 
packings 


j-M CRO 


200 pACKING 
STYLE No. 27! 


One of the most widely used 
rubber and duck packings- 
Seals tightly because it 
allows two-way expansion. 


Where to sell it: Cross Diagonal Pack- The diagonal construction, plus the high 
ing, Style No. 27! has many rod and quality compound, alle ws for the unusua 
plunger applications in industry: It is ideal expansion in hot water and ammonia 
for hot-watef service becaus® it provides service. 
a tight seal against this fluid even on rods ; 
6 ae How it is furnished: J-M Cross Diag- 
that are slightly out of line. It may also : 4 ; , 
. onal Rod Packing '5 furnished in spiral 
form, Style No. $-2715 in coil form, Style 


No. C-271; and in ring form, Style No- 
seal oil. R-271 . 


be used against cold water, low-pressure 


steam, ammonia, light oils and mineral 
in sizes of V4" and up- 


What its selling poi : The Backed by national advertising: 
three outstanding feature® of Style No- ] dvertising regularly reaches 
are resiliency» ;mpenetrability : acki ant industrial 
sired quality of expansio® in either direc i 

tion. It is made ot plies of first quality j-M Packi 

duck, laid diagonally, bonded with a high buy. You 

grade rubber compound and graphited. you push jo 


Note to Ssalesmanagers: For copies of this advertisement for distribution to 
your sales organization, write johns- Manville, Box. 69, New ork 16, N. *- n 
Canada, 19 ys Toronto, Ontario. 
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How to 


mncrtd* 


to 


Experimental Laboratories 
Model Shops 

Production Departments 
All Metal Working Plants 


BENDERS » 
5 hand models 
2 power models ey ta 








SHEARS 


4 hand models 
4 power models 





ROD 
PARTERS 
2 hand models 


| power model 





NOTCHERS 
| hand model 
] power model 








ROLLERS 
oa. en 8 hand models wt 


PUNCH 
PRESSES 
2 hand models 
2 power models 
BRAKES 10 hond models 





SE 








about “DIE-LESS 


iach? 


DUPLICATING” 


—a process that men in industry are 
eager to know about because it saves 
waiting for dies, cuts initial and produc- 
tion costs and duplicates parts with die 
accuracy. The precision, speed and versa- 
tility of Di-Acro Machines make “Die- 
Less Duplicating’ a process of endless 
applications—and new sales for you! 
TO DI-ACRO DISTRIBUTOR 
SALES MANAGERS: Immediate de- 
livery and product demonstration. Those 
are two big services you offer customers. 
Always keep a supply of Di-Acro Pre- 
cision Metalworking Machines on hand 
and you'll make the most of your selling 
opportunities. 


and you'll 


on SELL ‘EM 


METALWORKING 
MACHINES 





O'’NEIL-IRWIN MFG. CO. 


312 Sth Avenve . 


234 


Lake City, Minnesota 
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| Bernstein Bros., Paterson, N. J., 
building as major postwar project 


modern interior. 


SALES | Paterson Firm Does Business from a New Stand 


completed this 


Long counter and spacious floor for large equipment highlight the company’s 
Fish are Florida vacation trophies 





R. C. Neal, Carborundum 
Show Mobile Workshop 
R. C. Neal Co., Buffalo, N. Y.. 


| held a two-day series of demonstra 
tions recently with the mobile Abra- 
sive Workshop of Carborundum Co. 
Plant production personnel from the 
area watched grinding operations in 
side the 35-ft. long vehicle containing 
eight stationary coated abrasive ma- 
chines and a variety of portable tools. 
R. C. Neal and Carborundum held 
the first Workshop demonstrations 
| last year. ‘The vehicle has since been 
touring the country 
Carborundum personnel aboard 
| were A. T. Murray, Cal McAusland, 
John Bishop and Jack Devens. 
David B. Voorhees, R. C. Neal vice 








STOCK ‘EM | president in charge of sales, said of 


the project: “The industrial uses for 
coated abrasives—which most of us 

| known as sandpaper—have expanded so 
rapidly in recent years that it is diffh- 
cult to keep our customers abreast of 
the latest grinding equipment and 
techniques. The Abrasive Workshop 
is our means for telling this story.” 


Fairbanks, Morse 
Names New York Manager 


Frederick C. Johnson has been 
named manager of the New York 
branch house of Fairbanks, Morse & 
Co. succeeding Tom W. Drennen 
who resigned recently for health rea- 
sons. 

Mr. Johnson has managed the 
branch’s Scale Department for the 
past six years. He joined the firm’s 
Boston branch in 1934 after gradu- 
ating from Massachusetts Institute of 
l'echnology and worked as field engi- 
neer for several years. He managed 
the San Francisco branch Scale De- 
partment from 1945-1949. He served 
five years in the Anny during World 
War II, reaching the rank of colonel. 


Plans New Plant 


Jones & Laughlin Steel Corp. has 
announced plans for a new Container 
Division plant and office in West 
Port Arthur, Texas. Production equip- 
ment will be moved in from the old 
plant, which will be used as a ware- 
house. 





Minneapolis-Honeywell 


Names S. A. Keller | GRAPHITED BEARINGS 
Marshall B. Taft has been named Pelatotial=t¢ WITH THE EXCLUSIVE 


general manager of the Valve Divi- 
sion of Minneapolis-Honeywell Regu . 

lator Co. succeeding Stephen A. Kel ele eaolatellite RANDALL GRAPHITING 
ler, appointed general manager of the 


oe new Heiland Division in Peltsidieltiiels FORMULA THAT MAKES 
THE DIFFERENCE 








Mr. Taft was formerly assistant to 
the president of the firm’s Industrial ro| b 
Division in Philadelphia. He will be pro uct y 
responsible for all Valve Division 
activities 


Mr. Taft joined Honeywell in 
Chicago, after private law practice, as {Zi 
legal counsel to the company’s Aero 4 al 


nautical Division. He transferred to 
the Industrial Division in 1945 


Republic Steel Appoints 
Pacific Coast Manager 





Henry A. Bourne has been ap 
pointed Pacific Coast sales manager 
tor Republic Steel Corp. succeeding Ideal for applications subject to: 
Harvey A. Craig, who is being trans neglect, exposure, abnormal temper- 


ferred to Cleveland to manage Re . dsl d 
public’s Bolt & Nut sales division. CORRT ETS Chey Ee SPST 


Curtis C. Snyder, assistant district 
sales manager at Los Angeles, will be 
come manager of that district 

Mr. Bourne was formerly district 
sales manager of Republic’s Tulsa, 
Okla., office. He has been with the 


» Graphite will not crumble or wash out 
» Many styles of grooving—drilled holes 


* Available in all SH stock sizes or to Shown above is the patented RG 9 


company since 1943 and before that blueprint specifications type. aa eee My sy a mea 
. 5 4 o co ro 
was district sales manager in Houston, eisiiies tn tendans with oil 
lexas, for A. O. Smith Corp reservoir, This exclusive, double 
lubricated graphited bushing 
with feed plugs will add to the 
life of bearing applications. 


Weldaloy Products 


Names Representative Randall graphited bearings are standard equipment on 
many styles of machines. They require practically no 
>. attention and afford protection even when subject to 
Weldaloy Products Co. as representa- careless neglect. Many styles of graphiting in grooves 
tive covering Ohio and western Penn : or drilled holes can be furnished in 
sylvania from headquarters in Cleve flange bearings, thrust washers or other 
land cylindrical shapes. 

He has held engineering posts with Randall’s exclusive graphited bronze 
Republic Steel Corp., the U.S. Navy bushings are representative of the many 
Bureau of Aeronautics and Perfection other outstanding distributor products 
. offered in the Randall line. All are backed 
Stove Co. and is a graduate of Case 9 eons hes 
Institute of Technoloe. by nearly half a century of sleeve ear- 
° ing application experience. Write today 
for more complete information on 
Randall's exclusive graphited bushings. 


George W. Staiger has joined 





FLOWERKRAUT? 

A new vegetable hes been produced BRONZE BAR STOCK GRAPHITED BEARINGS 
in Australia, reports Food Engineer BRONZE BUSHINGS THRUST WASHERS 
ing, McGraw-Hill publication. A cross PILLOW BLOCKS SAFETY COLLARS 


of cabbage and cauliflower, it has 
been named “chloriflower.” Now, SHEET LUBRICATOR BRONZE CASTING 
the magazine suggests, we can have 


“flowerkraut.” 








1009 S. GREENLAWN AVENUE, LIMA, OHIO 
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S.PATENT OFFICE 


Here's a quality line with real profit possibilities. 
To get the most out of it carry the complete 


Champion DeArment-Channellock line. 


Millions 


of national magazine subscribers will read about 


the Channellock line every month 
being told and sold. Use displa 


full line for real 


profit possibilities. 


. they are 
boards, stock the 
You can sell 


more pliers than ever before when you feature the 
complete Champion DeArment-Channellock line. 


THE PLIER DESIGN THAT OBSOLETES ALL OTHERS 





CHAMPION DEARMENT TOOL CO. 


MEADVILLE, 


PENNSYLVANIA 











stockroom :‘ 


Write, wire, or phone for your copy of 


the new STAR catalog. 
> Le 
Mes 


645 Union Bivd., Paterson 2, N. J. 
> ~~~) 


Have your pick of 7,000—that’s 
right, seven-thousand—-sizes. 
RIGHT OFF THE SHELF! 

And that’s not all. We can give 
you speedy service on 
“specials”, too. Don’t turn 
down your customers’ inquiries 
on special items. Turn 

them over to us. If it’s 
stainless, we can moke it. 

We mill, drill, grind, tap, slot, 
thread, head, stamp, and bend 
We'll get off to a quick 
start from either a blueprint 
or sample 

STOCK OR SPECIAL . LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU: 

@ Bolts and Cap Screws 

@ Socket, Set and Cap 

@ Nuts, Washers 

@ Sheet Metal Screws 

@ Wood Screws 

@ Pipe Fittings 

@ Machine Screws 


wiz 


®@ Little Falls 4-2500 


Ss TAR STAINLESS SCREW CO. 


Direct New York Telephone: Wisconsin 7-904! 


Manufacturer's Representatives: A few choice territories open. Inquiries invited. 
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Somers, Fitler & Todd 
Open Youngstown Branch 


Somers, Fitler & Todd Co., Pitts 
burgh, has opened a branch office and 
warehouse in Youngstown, Ohio. 

Located at 105 Shutrump Court, 
three miles from the city center at the 
intersection of Meridien Boulevard and 
Route 18 (near a projected highway 
link with the Ohio Turnpike), the 
one-story building covers 6,000 square 
feet and has truckloading facilities. 

Manager of the branch is L. C. 
Banner, formerly SF'T's representative 
for central Pennsylvania working out 
of Johnstown. With him will be Fran- 
cis McGinn, who was with Bearings 
Distributors in Cleveland. Both men 
were originally natives of Youngstown. 

According to E. L. Alberter, vice- 
president of Somers, Fitler, the new 
branch will enable the company to ex- 
vend its service to a radius of 30 miles 
from Youngstown. 


Byron Jackson Names 
Advertising Head 


Byron Jackson Co. has appointed 
Ross Barrett to head an expanded 
department responsible for advertis 
ing, sales promotion, and public rela 
tons. 

Mr. Barrett is resigning as vice-presi 
dent and director of Foreman & Clark, 
West Coast clothing firm which he 
joined in 1947. He has been an of 
ficer of various Los Angeles business 
and civic groups, including the Down 
town Business Man’s Association, 
Navy League, Times Boys Club and 
Republican Central Committee. In 
World War II he served as a Navy 
officer in the office of the Secretary of 
the Navy 





SIMPLE ARITHMETIC 


Handwriting courses for supervisory 
personnel have been introduced at 
Philadelphia plant, American Machin- 
ist, McGraw-Hill publication, reports. 
Instruction deals primarily with num- 
ber formation to avoid many of the 
elementary arithmetical mistakes that 
occur in plant records, where poorly 
formed numerals often make 5, 3, 
and 8, or 7, and 1, hard to distinguish. 
It has been found that properly writ- 
ten, 1 and 7 are most easily recog- 
nized, and the others in decreasing 
order of legibility are 6, 4, 3, 2, 9, 6, 
5 and 8. 














Government Lists 
Small Business Aids 


I'he Small Business Administration 
recently published complete lists of 
its publications and the publications 
of other Government agencies relat 
ing to small business problems 

The Management Aids series, four 
page leaflet issued free, consist of the 
following, by series number 

1. How Small Plants Can Sell to 
the Federal Government 
. Adequate Production Control 

Reducing Accident Costs in 
Small Industrial Plants 

4. Business Insurance—I 

5. Reducing Accident Costs 
‘Through Safe Working Conditions 

6. Is Your Labor Turnover Cost 
loo High? 

Reducing Accident Costs by Use 
of Safety Committees 

8. Incentive Techniques for Use in 
Small Business 

9. How the Small Plant Can Ana 
lyze Old and New Markets 

10. Saving Manpower in Industry 

11. Minimizing the Cost of Break 
ing in New Personnel 

12. Reducing Accident Costs 
Through Reports and Records 

13. Small Plant Health and Medi 
cal Programs 

14. Subcontracting for Small Plants 

15. Business Insurance—I] 

16. Methods Engineering for the 
Small Plant 

17. How Waish-Healey Public Con 
tracts Act Affects Government Supply 
Contractors 

18. Changes in Organizational Re 
sponsibilities as a Plant Grows 

19. Two Dozen Ideas for Effective 
Administration 

20. Reducing Accident Costs 
Through Safe Working Conditions 

21. Business Insurance—III 

22. Developing Foremen in Small 
Plants 

23. Budgeting in the Small Plant 

24. Improving Shipping Room Op 
erations in Small Plants 

25. Improving Maintenance Opera- 
tions in Small Plants 

26. How Management Consultants 
Help Small Manufacturers 

27. Reducing Accident Costs 
Through Selling Safety to Supervisors 
ind Workers 

28. Business Insurance—IV 

29. Analyzing Your Government 
Contract 

30. Emplovee Selection and Place 
ment Methods for Small Plants 

31. Packaging Pointers for Govern 
ment Contractors 

32. How Trade Associations Help 
Small Manufacturers 

33. Borrowing Monev from Your 
Bank 


~ 
* 
4 

















BAND SAW BLADES 


Wherever Capewell Metal Cutting Band Saw Blades have been 


used they do their own selling. These keen-cutting, long-lasting bands 
tell their story quickly in the shop. They are available for 

contour or profile sawing machines, for horizontal and vertical 

cut-off machines . . . and in a range of tooth pitches suitable to cover 
the requirements of any job. Write for catalog specification 

sheets 1126 and 1126-1 for full description, and for 


Capewell’s “How to Use” book. 


SOLD ONLY THROUGH DISTRIBUTORS 


THE CAPEWELL MANUFACTURING CO. 


62 GOVERNOR ST. ¢ HARTFORD 2, CONNECTICUT 
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34. Depreciation, Deterioration 


Get down to cases- gy for Small 


Plants 


th i] AN L ! 36. Sound Pricing Policy in Bidding 
ey se gear . | on Government Contracts 
37. Figuring and Using Break-Even 
Points 
38. How Advertising Agencies 
Serve Small Business 
39. How to Choose Your Banker 
Wisely 
40. Pitfalls in Estimating You 
Manufacturing Costs 
41. How the U.S. Employment 
Service Helps Small Business 
42. Getting Your Product on a 
Qualified Products List 
43. Appraise Your Competitive 
Position to Improve Company Plan- 
ning 
44. How to Build Your Sales Vol- 
ume 
45. Judging Your Purchasing Eff 
ciency 
46. How to Analyze Your Own 
Business 
47. How the Federal Mediation 
and Conciliation Service Helps Small 
Business 
48. Sales Forecasting for Small 
Business 
49. Know Your Patenting Pro 
cedures 
50. How Manufacturers’ Agents 
Photograph courtesy Fort Wayne Metals, Inc. we — ol Your Operat- 
Fort Wayne Metals engineers needed a power take-off to operate a steel wire coiling machine. ing Costs 
They tried ANGLgear, and report that the unit is in A-1 shape after 10,000 hours of 52. Loan Sources in the Federal 
continuous use at up to four times rated capacity! Government 








Technical Aids on 35 Subjects 


The following free publications are 


Case histories like this one make a : A Partial List of 
. ANG gear Fields available in S.B.A.’s Technical Aids 
;' : ¢ series: 

tributors find it easy to sell ANGL- Packaging + Food Packing 1. Proper Alignment of Machine 


strong, convincing sales story. Dis- 


Construction + Heat-treating Tools 
2.Sharpening of Drills, Lathe Tools 
Nydrautics » Optical Ports and Milling Cutters 
more, because engineers are intrigued : Atomic Energy « Agriculture PR Necro a of Belt, 
oe” 4. Sharpening Certain Metal Cut- 
‘al ee ie ae : Oil Surveying Ceramics ting Tools Used in Machine Shops 
potential market is as large as the . © Precision Measurement of Work- 
: Box Manufacturing “a , 
pieces 
Woodworking « Canning 6. Selecting the Right Tool Steel 
7. Machining Aluminum—I 
a is ° 8. Metallizing 

a territo lear OH [Pa . . . 
a oo a epee, . Electrical Equipment 9. Machining Plastic—I 
10. Machining Aluminum—Il 
11. Machining Plastic—IT 
12. Machining, Repairing and Heat 
— — Treating Cast-Iron Workpieces 

ay, . > Se 13. Cutting Oils and Coolants 

14. Corrosion in Machine Shops- 


“ ; — 
4 ¢ Rew. 
a \ . aaa Oe | Causes and Prevention 
. 15. Machining Brass and Bronze 
Workpieces 


ACCESSORIES CORPORATION | 16. Machining Magnesium Allov 
| Workpieces 
R'LLSIDE 5, NEW JERSEY 17. Taps and Dies 


gear on the basis of its record in 


industry. And each sale leads to many 


by ANGLgear’s adaptability. Your 


industry in your area. You'll find it 





a profitable one! There may still b 
ili ) ’ 3-D Movie Equipment 


Write us for de latis ¢ Shipbuilding 
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18. Surface Cleaning Techniques 

19. Care and Maintenance of 
Grinding Wheels 

20. Maintenance of Power Hand 
Tools 

21. Surface Finishing Techniquc 


Surface Finishing Techniqui 


litanium 
Surface Finishing Techniques 


5. Lengthening Tool Life 
. How to Select the Right Grind 

ing Wheel 
27. Gaging Tolerances in Machine 
Shops 

28. Economies of Lubrication 

29. Inventions; Government 
owned; Government licensed; and 
Registered for License or Sale 

30. Fire Prevention in Small Busi 
ness 

31. Radioisotopes in Small Business 

32. Essentials of Good Plant Lubri 
cation 

33. Gas Welding of Cast Iron 

34. Handling, Storing and Dispens 
ing of Lubricants 

35. Care of Hydraulic Systems 


Booklets Cover 14 Subjects 


The following booklets in the Small 
Business Management Series are avail 
able at prices from 15¢ to 35¢ 

1. An Employee Suggestion Sys 
tem for Small Plants. 15¢ 

2. One Hundred and Fifty ques 
tions for a Prospective Manufacturer, 
20¢ 

3. Human Relations in Small In 
dustry, 25¢ 

4. Improving Materials Handling in 
Small Plants, 20¢ 

5. Public Accounting Services for 
Small Manufacturers, 15¢ 

6. Cutting Office Costs in Small 
Plants, 25¢ 

7. Better Communications in Small 
Business, 20¢ 

8. Making Your Sales Figures Talk, 
20¢ 

9. Cost Accounting for Small Man 
ufacturers, 35¢ 

10. Design is Your Business, 25¢ 

11. Sales Training for the Smaller 
Manufacturer, 20¢ 

12. Executive Developm 
Small Business, 25¢ 

13. The Small Manufacturer 
His Specialized Staff, 20¢ 

14. The Foreman in Small 
try, 20¢ 

Other Publications Available 


Several other publications relating 


to small business can be secured from 
the Superintendent of Documents 
Among these are 

Developing and Selling "New Prod 
ucts, Guidebook for Manrfacturer 
Catalog No. C18.271:1, 40¢ 


It depends on what your 
customers make. Whatever t 
ae are, there’s a Victor Belt 


, ¥ re che to do the job right. 3 ae 
UE Nhe : ohh ll PID 


It’s a complete line of textile belting for conveying, elevat- 
ing and transmission — every style and item proved by 
performance. Our research department conducts exacting, 
exhaustive performance tests under actual operating con- 
ditions. Then suggestions from the field are integrated. 
Result: reliable recommendations for use in every con- 
ceivable application. 

Proof that this is a sound policy is the volume of repeat 
sales. And that goes for the whole Victor line: a full range 
of widths and thicknesses in solid-woven cotton, Neoprene 
impregnated, canvas-stitched, Balata, plus special treat- 
ments, and every need in belting specialties. Why not 
make your sales coverage complete ...sell the complete 
line — VICTOR! Send for Distributor Catalog today. 


A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 
—many widths and plies + Canvas Stitched Belting 
Belting Specialties. @ 2100 


tevor 


53 Pork Pi., he. Y.7° 3-6 W. Hubbard st. Chicago ® * Factory: Easton, Pa 
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YES, 


there is an ALL-PURPOSE 


gasket material 


oO 


Your customers want one gasket materi- 
al or Cut Gaskets that can be used with 
complete safety wherever gaskets are re- 
quired. The one answer is DURABLA. 

Built-up of a thoroughly digested mix- 
ture of carded asbestos fibre with a small 
amount of special compound, this ma- 
terial is used for sealing of all oils, gases, 
alkalies, acids and hydrocarbons. With 
one material for all services, both you 
and your customer can cut down on in- 
ventory. 

Well known to experienced buyers 
everywhere, DURABLA Sheet packing 
is available in eight gauges. Gaskets are 
supplied in all sizes and shapes, accurate- 
ly machine cut. 

When you handle DURABLA, you in- 
crease sales and reduce your inventory at 
the same time. Send for price list, 
samples and descriptive bulletin. 


DURABLA MANUFACTURING CO, 
114 Liberty Street 
New York 6, N. Y. 
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Establishing and Operating Your 
Own Business, Catalog No. 
C18.271:22, 35¢ 

Financing New Small Business, 
Catalog No. C18.271:3/2, 20¢ 

Outline and Source Material for 
Small Business Education, Catalog 
No. C18.271:27, 30¢ 

Selecting a Store Location, Catalog 
No. C18.206:56, 25¢ 

Small Business and Government 
Regulations, Catalog No. C18.206;58, 
15¢ 

Small Businessman. and His Bank, 
Catalog No. C18.206:64, 15¢ 

Small Businessman and Sources of 
Loans, Catalog No. C18.271:18, 15¢ 

The Management Aids and Techni- 
cal Aids series may be obtained free 
from filed offices of the Small Busi- 
Administration or the Depart- 
ment of Commerce, or from the 
Washington headquarters of these 
iencies. The Small Business Man- 
agement series and the other publica- 
tions are available from the Superin- 
tendent of Documents, Washington 
25, D.C. 


ness 


Eastern Headquarters 


Established by Garrett 


The Garrett Corp., Los Angeles, 
has established permanent Eastern 
headquarters at 261 Madison Ave., 
New York City, under Frank Miles, 
vice-president in charge of Eastern 
operations. 

Garrett operates an industrial sup- 
ply house, Garrett Supply Co., in Los 
Angeles. The New York office will 
also handle Eastern business for other 
Garrett subsidiaries, including the Air 
Cruiser Division, Aero Engineering 
Division, and Garrett Mfg. Co. of 
Canada. 

On the staff at the new office are 
J. E. Callahan and A. L. Cook, assist- 
ants to the vice-president, and B. E. 
Tilden, assistant treasurer 





ANTI-JET EAR MUFFS 


Ear guards, made of a combination 
of sound reflecting and sound-deaden- 
ing plastics that furnish protection 
from both low and high frequency 
noises, are now available to personnel 
in jet engine factories, reports Avia- 
tion Week, McGraw-Hill publication. 
Two styles are offered; one for inside 
and intermittent use, and a “flying 
helmet” type for continuous and out- 
side wear. 














Electrical Distributors 
Name Hooper as Director 


Arthur W. Hooper, former editor of 
Electrical Wholesaling, McGraw-Hill 
publication, has been appointed execu 
tive director of the National Associa- 
tion of Electrical Distributors 

He has been on the Electrical 
Wholesaling staff for the past eight 
vears and editor of the magazine 
since 195] 

Mr. Hooper is the association’s 
fourth executive director. Charles G 
Pyle, one-time general sales manager 
of Sylvania Corp. and association di- 
rector since 1942, died this July 
Franklin P. Overbagh was director 
from the associatien’s founding in 
1908 until 1928, when FE. Donald 
l'olles was named to succeed him. The 
organization was first called the Elec 
trical Supply Jobbers Association, but 
later became the National Electrical 
Wholesalers Association, and adopted 
its present name in 1949 

It now has 1,100 active members 


Roush Elected Head 
Of Morse Chain 


Stanley J. Roush was recently 
elected president and general manager 
of Morse Chain Co., subsidiary of 
Borg-Warner Corp. Frank M. Hawley, 
former president was elected chair- 
man 

Mr. Roush is also president of the 
Atkins Saw division of Borg-Warner 
Carl J. Meister was recently appointed 
vice president in charge of sales of the 
Atkins division. 

Mr. Hawlev has been with Morse 
Chain since 1916, when he started as 
1 sales engineer. Mr. Roush became 
\tkins president in 1952 


Sylvania to Build Plant 


Svlvania Electric Products Inc. has 
ynnounced plans for a new 160,000 
sq. ft. incandescent lamp plant in St 
Marys, to be completed in the early 
spring. It will replace an older plant 
now operating ther 


Engineering Head Named 


e Never a doubt about the accuracy 
of these new Torque MEASUR- 
RENCHES®. No worry about hard 
use, even abuse, that upsets delicate 
dials, gears and levers. When you 
sight-read Williams patented time- 
proved converging scale . . . you can 
depend upon what you see 


These precision machined wrenches 
are made of heat-treated, selected alloy 
steels. They give years of trouble-free 


service 


Experienced design combines propor- 
tional balance and light weight to 
accent “feel”. Finish is in chrome with 
calibrated areas buffed. Ask for folder 
A-A60 


Looking for a superior reversible 
ratchet model? Ask for Williams S-57 
Both sight and sound readings in one 


* Available individually boxed or as 
a complete set 14-58 in metal case. 


List Price $60 


ASK FOR 











List B-S8A B-58 S-58A 5S-58 
Price $10 $12 $13 $15 





No Capacity Length 





BANTAM — %” Square Drive 
B-S8A 0 to 150 in. lbs 12%” 
B-58 0 to 600 in. Ibs 154” 

STANDARD — ‘2 Squore Drive 
S-58A 0 to 100 ft. Ibs. 18” 
S.58 0 to 200 fr. Ibs 197%” 





WRITE 


Parker Appliance has appointed 
Robert H. Davis vice-president in 
charge of engineering. He has been 
the firm’s engineering manager sinct 


1946 


J. H. WILLIAMS & CO. 


401 Vulcan Street, Buffalo 7, N.Y. 


FOLDER A-460 
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WHAT DO YOUR 
CUSTOMERS WANT 
IN A VISE? 


SEMI-STEEL CASTINGS 
LONG LIFE 

EXTRA STRENGTH 
ACCURATE MACHINING 
UNCONDITIONAL 
GUARANTEE 


YOU CAN GIVE THEM ALL 
OF THESE AND MORE INA 


MORGAN VISE 


» 
| “ey 
\ MACHINISTS’ VISE > 

SHEET METAL 
Solid Jaw Stationary Bose 


| < 
} MACHINISTS’ VISE 
Solid Jaw Swivel Base 


i: 1b 


COMBINATION PIPE 


% 


< 


HINGED PIPE 


UTILITY BENCH 


You can supply your customers with 
exactly the right vise for their re- 
quirements fromthecomplete Morgan 
line. Morgan vises are engineered, 
built, merchandised and nationally 
advertised to help the distributor sell 
more vises to the Industrial Buyer. 
WRITE FOR THE MORGAN DISTRIB- 
UTOR'S PLAN. 


MORGAN VISE COMPANY 


TION. JEFFERSON ST. 
CHICAGO 6 ILLINOIS 
Established 1892 


S. W. Card Holds Three-Day Sales Conference 


4 
le 
J 


* , 4, a* 
nt: 


A 


Host executives at recent sessions held by S$. W. Card Mfg. Co. Division of Union 


['wist Drill & Tool Co. were George W. 
Holland, Union Twist president; and Rossiter W 


George F 
general manager 


Sales and engineering executives of 
S. W. Card Mfg. Co. Division of 
Union Twist Drill & ‘Tool Co. met 
recently in Mansfield, Mass., for a 
three-day conference on customer ser\ 





THE TRADE CALLS 


for 
DYKEM | 
STEEL BLUE’ @. 


A 2 
making | 1 
Dies and TOKEN 


Templates of 


Steinmetz, S. W. Card sales manager; 
Holt, S. W. Card 


ice, advertising and manufacturing 


processes. 
Some 30 representatives of the 
firm in major industrial centers 
throughout the country attended. Con- 
ference hosts included George F. 
Holland, Union Twist president; Ros- 
siter R. Holt, general manager; 
George W. Steinmetz, sales manager, 
and Benjamin L. Rathbun of the sales 
department. Among those attending 
were Frank C. Austin, assistant sales 
manager of Union Twist; Dr. W. R 
Frazer, chief metallurgist of Union 
Twist, and Stanley L. Holland, Butter- 
field Division general manager. 


Hy-Pro Tool Names 
Factory Representative 


John M. Horvath has been ap 
pointed direct factory representative 
for Hy-Pro Tool Co. covering metro- 
politan New York and northern New 
Jersey. 

He has been active for the past 
nine vears in the field, most recently 
with Ellsworth Steel & Supply Co., 
Stratford, Conn. 





eee package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 





TEMPTING FATE 





for applying right at bench; metal sur- 
face Scady tee ayout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. + St. Levis 6, Me. 
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Selling ice-boxes to the Eskimos 
probably would be a simple chore for 
one English company, comments Amer- 
ican Machinist, McGraw-Hill publica- 
tion. The firm just sold a fully auto- 
matic file-making machine to the 
Ontario Reformatory. 














Lunkenheimer Names 
Chief Metallurgist 


The Lukenheimer Co. has ap 
pointed Marvin L. Steinbuch as chief 
metallurgist and research director, fol 
lowing the retirement of John W 


Bolton who directed as ae INDUSTRIAL 


research and testing for 

vears. Well known in his field, as 

the author of books and papers o1 WORKBENCH TOP 
technical subjects, Mr. Bolton is for 

mer national director of the American 

Society of ‘Testing Materials, and 
serves on committees of the Ameri 
can Societv of Mechanical Engineers, 
the American Welding Society and 
the Manufacturers Standardization So 
ciety of the Valve & Fittings Industry 


American Brake Shoe 
Appoints \ ice-President Nissasind 
American Brake Shoe Ce has ROCK ISLAND 


named N. George Belury as sales ' MILLWORK 

president COMPANY 
\ vice-president of tl 

since last year, he i] 


president of th« 

Castings Divisio : ral te 30% HARDER THAN MAPLE ye MUCH LOWER IN COST 

S LOC lil iy5 ! ll t 

ae tate of Eng %& SMOOTH, SPLINTER PROOF ¥e CORE OF KILN-DRIED PINE 
— rey tay | % WON'T CHIP OR WARP PRACTICALLY NON-INFLAMMABLE 


ssistant to the presid r personnel. %& BONDED WITH WATER RESISTANT GLUE Ye WILL NOT PEEL 


Warehouse Space fer... NEW WORK BENCHES 
rearasiesdlasseeg | fer...REPLACEMENT BENCHES 


Quaker Rubber Corp. h ymplet 
new 16,000 q. It building doubling 


its warehouse space at its Philadelphia 


~ 

nlont INDUSTRIAL DISTRIBUTOR: 

" i. eee Ty ShopTop and CrafTop resist 

1 pro essing department and 1 acid, alkali, oil, and qresee. 

ping facilitic pan ts a gt Let us send you full information about 

[his is the second 1 maior « ron . -in impact this revolutionary new work bench top. 

pansion of the H. K. Por cushion for Garde ems’ ane is ‘ 

sion, which purchased Pioneer longer weer. ShopTop and CrafTop 

Mills in California this June Sold only through Selected Industrie! Distributors. 
IDEAL FOR: Complete support includes monthly ods in the six lead- 
Heavy Industrie! Benches ing shop magazines illustrated below . over 250,000 
Woodwarking Benches circulation 


pert tn OS SALESMEN’S HELPS 


Pcenetin Matias Packing and Shipping Tables Colorful circulars, imprinted mailing pieces, catalog 
a ‘ Fine Assembly Benches sheets, price lists, sample tops—for a complete program 
And all other industria! and Write today while territories are still open 
commercial work surfaces. ~ 


Polymer Acquires 


Metal bonding adhesive rorme! 
manufactured by the ChemoTe 


Division of Eutectic Welding Alloys Made in ony size 


Corp. will now be manufactured and to meet oll requirements. a ap— 2? Ren 
sold by tl Adhesive Division o to “he Me 
Polymer Industries, In 1 A Product ot J DRM. 


Eutecti 


- r, Who spe = lip sree ic | } ROCK ISLAND MILLWORK COMPANY 


RESINWOOD DIVISION 
ESTABLISHED 1868 ROCK ISLAND 2, ILLINOIS 
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Factory Representatives Named by Ridge Tool Co. 


Walter R. Miller Carl Petersen 


The Ridge Tool Co. has named field for the past 28 years, Mr. Miller 
three new exclusive factory representa- has been salesman, sales manager, 
tives in the Midwest merchandise manager and buyer for 

Walter R. Miller will succeed several hardware firms in the Twin 
Everett C. Bliss, who retired this sum- Cities. His home is in St. Paul. 
mer after 25 years with the company, Carl Petersen will handle the [lh 
in North and South Dakota, Wiscon-  nois territory, also formerly assigned 
sin and upper Michigan to Mr. Bliss. With an industrial sup 

Active in the wholesale hardware ply house in Chicago for the past four 











LOWELL 


SERIES sO SOCKET WRENCHES 


Formerly Stee! Socket Bridge and Red Socket 
frenches 


ee 


SERIES 40 GEAR WRENCHES 

Formerly “Red Face’ Bridge Builders’ Wrenches 

Extra sturdy handles of high 
tensile alloy castings. Lowell 
Wrenches give strongest pos- 
sible strain because pawls are 
cut from steel, are specially 
heat-treated and have great 
crushing action. All sizes from 
6” in length on up. 


SERIES 20 WRENCHES 


Formerly 1916 Pattern 





» Cotalég No. 60A and Distributor Discount 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 
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Milo Sharp 


vears, he has also been sales manager 
for Bradley Miller Co. and salesman 
for Goodyear Tire & Rubber Co. His 
residence is in Des Plaines, Il. 

Milo Sharp, former Firestone Tire 
& Rubber Co. store manager, has been 
assigned to Mr. Bliss’ former territory 
in Michigan and Mike Fried’s area 
in Indiana. Mr. Fred continues to 
represent the company in Ohio. Mr. 
Sharp has worked as a commercial and 
wholesale salesman for Firestone in 
northern Ohio. Active in civic affairs, 
he is past president of the Elyria, 
Ohio, Kiwanis Club, member of the 
board of governors, Elyria Chamber of 
Commerce, and member of the offi 
cial board of the First Methodist Epis- 
copal Church. 


Distributors To Meet 
At Charlotte, N. C. 


Industrial distributors from North 
Carolina and Virginia will hold an 
informal meeting at the Hotel Bar- 
ringer, Charlotte, N. C., December 
3. Topics of mutual interest such 
as manpower, sales, operating costs, 
will be discussed. 

Ken Ferguson, sales manager, Kester 
Machinery Co., Winston-Salem, N. C.., 
will serve as moderator. Amold Roark 
of Industrial Hardware & Supply, and 
E.. Glover of the Textile Mill Supply 
Co., both of Charlotte, are in charge 
of arrangements. The meeting is open 
to all distributors in the two states. 


To Sell Manhattan Lines 


Manhattan Rubber Division, Ray- 
bestos-Manhattan, Inc., has appointed 
Howell-Lanier Engineering Sales to 
handle the firm’s lines in metropolitan 
Baltimore. 








SKINNER 
+GF+ 


WORK DRIVERS 


A . 
/ [- 2 : 
| 4 f —— 
ae 
> \ 
> Nay ’ Half a turn 


© FAST 

° SAFE 

° POWERFUL 

° EASY TO OPERATE 


The Best for Turning on Centers 


+GF + Work Drivers drive smooth 

or rough bars and forgings located 

on centers. Jaws are easily reversed 

to accommodate direction of spindle 
rotation. 

NOTE WIDE RANGES! 

VY" to Whe" 

He" to 2%" 

Yr "“ to 3%" 

146" to 542" 

A15/_" to BY,” 


Write Skinner or your nearest Skinner 
distributor for illustrated folder. 


"HE CREST 


SKINNER 


CHUCK COMPANY 


205 Edgewood Avenue, New Britain, Conn, 


. gf 


Robert B. Porter 


Minnesota Rubber 

Names Representative 
Minnesota Rubber & Gasket Co 

has appointed Robert B. Porter Co., 

Los Angeles, as California factory and 

sales representative 


Robert B. Porter, president of the 


firm, will handle sales of o-rings and 


seals. 


Western Representative 
Named by Permite 


Permite Paint Division of Alumi 
num Industries, Inc., has appointed 
C. Stuart McPherson as its manufac 
turer's agent in northern Nevada and 
northern California. 

Mr. McPherson has been active in 
paint sales since 19358, except for three 
vears of Air Corps service. He was at 
one time with Reardon Co. and later 
joined the former C. & H. Paint & 
Chemical Co. When C. & H. was 
purchased by Old Colony Paint & 
Chemical Co., he became Old Col 
ony’s district manager in northern 
California. Later he opened his own 
igency in northern California. 





STANDARD EQUIPMENT 


According to the latest Soviet press 
photographs on new Russian earth- 
moving equipment, trucks, cranes and 
graders are equipped with white-wall 
tires, reports Construction Methods 
and Equipment, McGraw-Hill publica- 
tion Perhaps the Russian dirt is 
cleaner over there, justifying the use 
of such sporty tires, the magazine sug- 
gests. The photographs all appear to 
have one thing in common; they show 
equipment that seems to bear a 
strong resemblance to outmoded 
American-built equipment, the mag- 
azine says. 











SKINNER 


precision 


POWER CHUCKS 


accurate « fast 
Safe - dependable 


“with power to push production” 

Available from 6" to 24” with 
forged steel bodies, and with 2 or 
3 adjustable, non-adjustable or ser- 
rated jaws. Double-acting rotating 
and non-rotating air cylinders avail- 
able for all chuck sizes and for 
actuating all types of holding fix- 


tures and tailstocks. 


Write for catalog describing the 
complete line of Skinner power and 
manually operated chucks and ac- 
Ask for “Chucks 


and Their Uses” for free showings. 


cessories. movie 


|) OF QUALITY 


a SKINNER 


CHUCK COMPANY 


205 Edgewood Avenue, New Britain, Conn. 


THE CREST 
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Peter Gasperini 


Cooper Alloy Foundry 





Names Representative 


Peter Gasperini has joined the sales 
department of Cooper Alloy Foundry 
Corp. and will be attached to the 
Valve & Fitting Division, with most 
of his time devoted to the company’s 
Quikupl fitting. 

A graduate of New York Universit: 
and Newark College of Engineering, 
he has worked in chemical processing 
operations with E. F. Drew Co. and 
sales engineering for Vanton Pump & 
Equipment Corp. 

Robert Lee Weidman has been 
named technical sales representative 


for Cooper Alloy in the Middle-At 


SPECIFICATIONS—MODEL B | antic states. He has been a sales rep 


Capacity—5” rounds, 10” flats. Wheel Diameters— 10”. resentative for foundries for the past 
Height Overall —(Closed)— 32”. Motor—'" H.P. any voltage avail- several years and is a graduate of Penn 
Blade Length—7’5” x Ya" x 23 ga. able. sylvania State Universit) 
Floor Space— 46" x 28”. Speeds—45, 90 and 150 ft. per 
Weight—(Uncrated) 235 Ibs. min. _ 

Crated 280 Ibs. Boxed for Export Casters—Optional at slight extra  Walker-Turner Assigns 


400 Ibs. cost. Southern Representatives 


Walker-Turner Division of Kearney 
& ‘Trecker Corp. has appointed H. H 
Jarrett & Associates as representatives 
in its Southern territory. 

H. K. Price will cover Georgia, 

mooen 8 Florida and Tennessee; Edward Arm 
P _ strong, Virginia and North and South 
Model J platwed, 10 x 16 Carolina; and J. F. Sivert, Alabama 
Capacity, available as a wet and Florida below the Alabama lin« 
or dry machine. Big, rugged, W. M. Keahey, who formerly cov 
ered the District of Columbia, Man 
land, Virginia and West Virginia, is 
now handling Government orders 
only. His former territory will now be 
handled by E. G. Rvan, who also 
covers New Jersey. 





adaptable to any cutting job. 








WRITE FOR DETAILS 


Named by Gorham Tool 


SGU CMG OT evict Fonte is boon. appoint 


ALBION. MICHIGAN exclusive representative in the Chicago 
; area for Gorham Tool] Co 
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“We Love Salesmen— 
But Come to the Point” 


Standard Pressed Steel Co. has sup 
plemented its “We Love Salesmen” 
brochure, designed to make sales rep 
resentatives feel welcome when calling 
on the firm, with another brief leaflet 
urging salesmen to make their pres J rE 
entations brief and to the point Wy 

The leaflet points out that whik 4 MS \% 
six purchasing agents manage 64 in 
terviews a day, “the mathematics 
catches up with us” if the presenta 


& 
i are ] | 7 ( | I 
it alis cad saihe ae Gah Modern Functional 


ber of calls vou make can directh 
affect your income,” the folder adds . 
“our problem of trving to see every Packaging 
salesman and with a minimum of wait 
ing becomes your problem too.” b of il 

The original a elcome” bulletin y e owes 
also distributed to the company’s sup 
pliers, explains company operations LOCK WASHERS in COIN PAK 
lists purchasing official names, and . : ; 

— with New Machine Crimped Tube! Sold only through 


provides a map and description of 
parking facilities. “We love salesmen,” Recognized Distributors 


it says “because we like to think we're (2-LABEL Telescope CARTONS 


7 





WASHER 


salesmen too.” 


United Hardware & Supply 
Sold to Buffalo Interests 


United Hardware & Supply Co., 
Erie, Pa. has been sold to Irving 
Levick and Harold Dautch of Buffalo 
N. Y. Management and personnel USE THEM LIKE THIS — § OR THIS — Yellow top § AND THIS — Open car- 
-— expected to sandiie Mes aiieal Black bottom up for the § up for conventional shelf § ton telescoped inside cove 

her 6 new “‘upside down” shelf § stacking. er with readable right- 

United Hardware operates a group stacking. side-up end label. 
of retail hardware stores in addition 
to its industrial supply business. T. M 
Toomey will Jaen to manage the LOCK WASHERS i in JOB-PAK 
Erie operation. 

Both Mr. Levick and Mr. Dautch 
have retail interests in the Buffalo area 








The contents of a keg 
in ONE Shipping Con- 
tainer, divided into 
6 equal cartons — 
Labeled and Counted. 











PLEASE SEND US ITEMS CHECKED 


| Free sample box of Lockwashers in Coin Pak 

Full information on Coin Pak Trial Order 
| Free handy home assortment of plated lock Washers in Miniature JOB-PAK 
| List Prices and Discounts on all sizes of Lock Washers 





COMPANY NAME 
BUYERS NAME 
ADDRESS 


“INCREASED STOCK for added 
service is today’s key to sales,” says 
W. B. Sullivan, president, J. P. Bush 
nell Packing Supply Co., St. Lo 


Ps es es ee es es es ee 


A 7938%4C 
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can lead you 


to New - 
“‘T’’ SLOT BOLTS 
SALES ARE NOW FORGED 


OF HIGH TENSILE 
STRENGTH C-1045 
STEEL 


KECKLEY | = E. Pitts _s 





IN COMPARISON 
ZIP QUALITY. PRICES 
AND DELIVERY ARE 

SUPERIOR IN TODAY'S 

‘he Republic Supply Co. of Cali MARKET 
fornia, Los Angeles, has named 
Glenn L. Pitts, Richard M. Chewning mene 
and Elton E. Davison as vice-pres . 
idents and directors of the firm. Sell The Best—Sell Zip 

Mr. Pitts, who is manager of oil _— 
held and machinery sales, first joined 
the firm as a sales trainee in 1928. 

Later he became Bakersfield branch GEO. H. SELTZER & C0. 
manager, and in 1949, Central Region DREXEL HILL, PA. 
manager of Oilfield sales. 

Mr. Chewning has been with the = 
company since 1941. After working / 
in several branch stores, he became AT LAST: T 
assistant manager at Oakland in 1947 \ | 


and in 1949 was named general mer WHAT EVERY 


chandise manager at Los Angeles. 


Chis spring he was named assistant WIRE ROPE 


to the vice-president and general sales 


manager and later assistant to the USER 
executive vice-president. 

Mr. Davison, who started as a WANTS! 
trainee at the company’s Long Beach 
branch in 1937, has been Northern 


in this Keckley Catalog are listed the Division manager since last year. He > a 

automatic valves and accessory items | managed the Rosecrans Oil Field store ‘ te 
that every plant uses to control steam, | and Bakersfield branch before World t HAMMERBLOW 
air, gas, water, oil and other fluids. | ’ 

Keckley, in its 40th year, is a name Wire Rope CUTTERS 


isi | hat sells + 
known widely for uncompromising PROMPT a gh ds 


quality. This position is being forti- DELIVERY Ser Gantenn ate Gite 
fied with continuing advertising to the ; wire rope—contractors. 
industries you serve. To build your industrial plants, ship- 
sales volume — Sell Keckley valves — PROFITABLE yards, quarries, truck- 

ers. Its got EVERY- 


guaranteed and backed by factory - MARK-UP THING—10-second ac- 
assistance on selection and application. tion; rugged construc- 


Send today for Catalog 54-C. GUARANTEED tion: easy operation: 


safety. Light, medium. 
1 F heavy duty models. 
: 0. 0. KECKLEY COMPANY: 3 SIZES FOR our advertising sends 
e Ue : . oy 

. ALL NEEDS a to loca is 


. 400 W. Madison Street 
| 24 B AUSTIN ST. 


: Chicago, Illinois 
een MFG to ~ # NEWARK 5, NJ. ' 
= i 2 ~% Bigalow $-1046 


‘ Republic Supply Names 
Three Vice-Presidents 

















Richard M. Chewning 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 








War il and after Army service re 
turned to the company as assistant 
manager of purchases and stores. In 
1948 he was made office manager and 
personnel manager of the Oakland 
branch and Northern Division head 
quarters, which was later moved to 
the firm’s new plant in San Leandro 
In 1951 he became operations man 


\ 


Hardened, alloy-steel jaws can never 
get lost, loose or broken becar 
they are mold-welded into a perfect 


and permanent union 


Elton E. Davison 





Continental Foundry 


Buys Medart Line EVERY DETAIL IS Sokidasa Kock 


Co ( oundry & chine 

Co “089 seid e Ba rs Pub The hardened alloy-steel jaw facings of the Reed vise make jaw 
Machinery line of Medart ( St replacement unnecessary. Because they are permanently welded into 
Louis . position, they avoid the nuisance of lost, loose or broken jaws so 
moat sooth ay + a * we r often encountered with ordinary vises. Together with other exclusive 
the Continents) Buildine in Pitt Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
burgh, while patterns and manufactur last and out-perform any other vise on the market. The alloy steel 
ing machinery are being transferred screw and vise nut are machined to close tolerance for maximum 
to Wheeling, W. Va bearing, easy operation and perfect alignment. An adjustable front 
FE = a a in at end bearing and a longitudinal take-up on the vise nut maintain align- 
and non-ferrous products ioe thee vast ment and eliminate all lost motion permanently. Castings are of 

sound, semi-steel, contoured for heavy sections at all stress points 
while permitting maximum accessibility to the work. 


5 veal 





AIR-SEA ROUTE It pays fo sell quality! Because they ‘carry the load” 
under the hardest conditions of usage, REED Vises make 
Canadian Pacific Airlines claims to friends for the distributor who sells them. Take advantage 
be the only cir carrier operating @ of this profit and good-will power by maintaining an 
paddle wheel steamer in connection adequate stock at all times. 
with its service, Aviation Week, Mc 
Graw-Hill publication, reports The 
airline operates a 1,600-ton stern 
wheeler in the Yukon Territory from 
Whitehorse to Dawson City. It is a 
tourist service for the Summer, with 
flights from Vancouver to Whitehorse, 


and paddle-wheel steamer to Dawson MANUFACTURING COMPANY 


ad ERIE, PENNSYLVANIA « U. S. A. 
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COOL 2 ee ee ee 


Andrew B. Holmstrom 


==, ©. ©. ©. 6. ©. oe 


Norton Executive 
Running for Congress 


Andrew B. Holmstrom, Norton 
Co.’s vice-president in charge of man 
ufacturing, is the Republican candi- 
date for Congress from _ central 
Massachusetts’ Fourth Congressional 
District. 

Mr. Holmstrom is a former mayor 
of Worcester, Mass., elected by ac- 
clamation in 1950 following accept- 
ance by the city of a Plan E, council 
manager form of government. A 
graduate of Worcester Polytechnic 
Institute, he is past president of the 
Worcester Chapter, Society for the 
Advancement of Management and a 
member of the National Association 
of Manufacturers’ Industrial Health 
and Safety Committee 





Harrington makes large, heavy duty 
Peerless Hoists and Trolleys too 


This 15-ton Model C Peerless Hoist is a typical example of the diverse 


Appointed by Jo-Line 


Jo-Line Tools, Inc., has appointed 
the following firms as direct factory 
line of hoist produc ts made by Harrington. representatives: Wolfeboro Equip- 

Peerless Packet Hoists handle the light loads—'> to 2 tons; Peerless ment Co., W olfeboro, N. H.; Wal- 

F dick Engineering Co., Garden City, 


Model C Hoists lift the heavier loads—4 to 60 tons; and Peerless N. Y: G H. Stratton Co.. Philadel. 
rrolleys convey loads from 44 to 20 tons along I-beams. it Won © tilieen Go Dated 

When you sell Harrington Peerless, you can satisfy most of the hoisting C al “cnet ‘i Ou Rieone City. 
requirements of industry, and delivery on all of these products is good. lemes 1. Backer Co. Seattle. aa L. R. 
For more information, write us | Phillips & Co.. Los Angeles. 





WATERMELON-JUICE 
STOCKPILE 
Peerless Bearcat Model D 


Model C Electric |-Beam A watermelon-juice bank is main- 
Hoist \) Hoist Trolley tained at Atlanta, Tex., Food Engi- 

neering, McGraw-Hill publication, re- 
The bank is kept in a deep 


» y 
ports. 
TH t HAR RI NGTO N COM PANY freeze for free supply of the remedial 
tluid to patients suffering kidney ail 
Makers of Hoists Since 1876 ments. 


PRAVERS Roap at THe TURNP ‘ YMO MEETING . Pa. 
( R rue Turnpike, PLymoutu Meet! 11, P 
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Hardware Society 
Elects Stanley Officers 


Arthur H. Uhler, Western regional 
sales manager of The Stanley Works, 
was elected first vice-president of the 
American Society of Architectural 
Hardware Consultants at th« ent 
joint convention of the So ind 
the National Contract Hardw 
lation in Chicage 

George P. Merril! 
manager, The Stanley Work 
elected to the socict CX 
miuttec 

Mr. Uhler has serve« 

governors of the Am« 

Architectural Hard 


' + vy 
Das rc 


District « 
of its ¢ haptet 
Mr. Merrill is 


director of the 


Horton Names Chiaramonte 
General Sales Manager 


Lhe | Horton & Son ¢ 
pointed George S. Chiaramo 
ton Chuck Division sak 
the newly created post of ¢ 
manager of the compan 

He will be respons b] 
both the firm’s divisions, Gabl 
Products and Horton Ch 

Horton Chuck manufa 
ucks. Gabb Special Pro 


h 
Ditumin rt 


; wt ' 
l I 





SMALL TOOL DISPLAY 
‘ } + at | ( 
Bark Jack I 


r. I t I 


sell shim stock 


by 


...not by the inch! 


This handy storage rack holds four cartons 
of 6x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 or more racks. 


SIMPLE TO USE 
Customer simply snips stock 





O LAMINATED oO 


off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 














O COMPANY, INC. O 


CS 











Here's a product that tool engineers 


‘will buy again and again. SPEED 


VISE is a fast production tool that can 
be used without the need of expensive 


_or complicated fixtures. Illustration 


shows two units being used on one mul- 
tiple spindle semi-automatic drilling 
machine for fast, low cost production. 
SPEED VISE gives your customers a 
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4111 Union Street. Glenbrook, Conn, 


Write or wire now for information 


CARDINAL 


MACHINE COMPANY 


1819 Dano Street, Glendale, California 











HOISTS 
& 
TROLLEYS 








offers distributors 4 keys 
to easier Hoist Sales. 
1—Quick Delivery 
2—Superior Product 
3—A Complete Line 
4—National Acceptance 


All these things add up to values to your 
customers—Something that means repeat 
business for you. 


MASCHER & 

















Low Head Room 
Trolley Hoist 


Differential 
Hoist 


Write for Catalog describing the com 


plete “Philadelphia” line in detail 


CHAIN BLOCK & MFG. CO. 


NORRIS STS., PHILADELPHIA 22, PA. 














THEY GRIP LIKE A GRIZZLY 
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PAR 


THE VISE OF 


EXPERIENCE 
1832-1954 
Accepted For 122 Years 


To experienced men in indusiry, PARKER VISES have long been the answer to 


“vising” problems 


better production, efficient performance, long service. The 


solid reason is in Parker construction features. 


Rugged. of course, but also built for action! Quick, firm grip 
brake-type-locking at any desired point in a 360 


covering entire top of vise—solid-cast 
pinching tension spring handle. 


There's a size to fit every job . . 


. big 


swivel base, 


swing—renewable steel jaws 


underportion for extra strength—non- 


. tough ... small... precise. 


Use These Selling Points Today 


100% SALES THRU 


THE CHARLES PARKER CO. + 
& 


THE DISTRIBUTOR 


MERIDEN, CONN. 





James C. Westfall 


U. S. Rubber Names 
Sales Executive 


James C. Westfall has been 
puinted manager of sales production 
coordination of the mechanical goods 
division of United States Rubber Co. 
with headquarters in the company’s 
Passaic, N. J., plant 

He will be assigned to develop pro 
grams facilitating customer service, 
and to insure continuous production 
with reasonable inventory investment, 
the management announced. 

Formerly assistant to the division 
general manager, Mr. Westfall started 
with a Cleveland subsidiary of U. S. 
Rubber in 1929. He became manager 
of the sales production coordination 
department in 1935 and superintend 
ent of the belting department in 1947. 


ap 


Two Donnelley Employees 
Celebrate 75 Service Years 


['wo veteran employees of R. R 
Donnelley & Sons, Chicago, celebrated 
long periods of service with the firm 
recently. Harry B. Tellschow, vice 
president in charge of purchasing and 
traffic, has a 35-year record, and Bruce 
A. Young, consulting engineer, has 
totalled 40 years of service. 

Mr, Tellschow started with the 
company as a cost clerk in 1919. Mr. 
Young, who is attached to product 
development, started in 1915. 
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FUEL FOR ELECTRICITY 


Eucalyptus growth is fast enough 
to produce 18,000 pounds of wood an 
acre per year, according to Electrical 
World, McGraw-Hill publication. On 
this basis, eight square miles of forest 
would supply the fuel requirements of 
a 10,000-kiiowatt power plant indefi- 
nitely. 














Goodrich Opens 


Springfield Warehouse 
The B. F. Goodrich Co. has opened 
in West é 


a new distribution center 
Springfield, Mass., to service dealers 
and distributors in New England and 


s 
eastern New York. ; 
Ihe building has 70,000 sq. ft 


of space on a four-acre tract on Park 
St. It will stock the company’s indus 
trial lines as well as tires and auto 
and home supplies. 

William S$. Richardson, president, 
said the new facility gives the compan 
a “strategic” location in New Eng 
land, with good rail and truck connec 
tions for overnight shipments in the 
territory. It is the third major distri 
bution center established by Good 
rich since 1950. 


Peer rere er 


ye 


ed 4 
a 


eee he eee 
’ rere 


All-State Welding 
Names Regional Head 


All-State Welding Alloys Co. has 
appointed Glen C. Flumerfelt as r 
gional manager for California, Nevada, 
Utah, Colorado, New Mexico, Arizona 
and Hawaii. 

Mr. Flumerfelt has been selling f 
the company in the Northwest. H¢ 
taught for several years in welding 
schools and was connected for fi 


years with the California State De 
partment of Education. During World Many manufacturers are discovering that Whitman & Barnes 


War II he was a civilian welding in carbide reamers reduce machine down-time and costs by pro- 

structor overseas for the Army Educa pn ; , , : 

ste Beouch viding more holes per grind. Typical is the above illustrated 
reaming of “2” diameter holes in the cast iron planet carrier 


To Sell Paine Lines assembly at a well known automobile plant. 


The Paine Co. has appointed Six flute W & B carbide reamers were selected by this Michigan 
Sales Agency, New Orleans, to sell manufacturer to secure on this tough operation a maximum number 
ys cig se cary = : — of reamed holes per grind. These W & B carbide reamers are 
cmd ber a consistently reaming 50,000 or more holes before regrinding is 

required. This high performance is characteristic of the quality 
designed and manufactured into every W & B carbide reamer. 





7) 


in addition to complete lines of carbide drills and reamers, 
Whitman & Barnes manufactures many other carbide cutting tools, 
also drills and reamers of high speed steel. For finest quality, 
long-life and a reduction in your cutting costs—select W & B tools. 


Co eer 


YOUR INDUSTRIAL DISTRIBUTOR 
Can Give You Quick Service 
On Whitman & Barnes Tools. 

Contact Him Today! 


WHITMAN & BARNES 


THIRD ANNIVERSARY of Dav ' 40010 Plymouth Road *. Plymoyth, Mishigan 
Marr Co., Jacksonville, Fla., is marked ‘ \ ha elias : 

by R. G. Marr, H. T. Davis and J. W + CHICAGO » LOS ANBIRLES « + 

Bevis during a busy day 4 
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...NEW Medium Priced 
TOOL & CUTTER GRINDER 


with high priced capacity 


Sterling Model RK-2 
TOOL & CUTTER GRINDER 


@ NEW DESIGN 
By reversing conventional method and 
moving grinding wheel past work the 
usual large table is eliminated. The 
result is @ more compact machine 
that requires less operating space 


BIGGER CAPACITY 

Cutters up to 22” diam. can be 
ground in the workhead—up to 11” 
diam. between centers. Wheel travel 


12”. 


VERSATILE 

Handles all types of cutters—work- 
head (50 M.M. taper) and centers 
standard equipment 


FAST SET-UP 

Everything out in the open, easy to 
get at meakes set-ups faster and 
easier. 


EASY TO OPERATE 

Wheel spindle floats in ball bearings 
on large shaft. Moves with finger-tip 
pressure. Bearings and shaft totally 
enclosed. 


RUGGED, ACCURATE 
Solid mounting for cutters and smooth 
operating spindle assure maximum ac- 


curacy. Rugged construction for long 
life. 


Small shops wanting tool & cutter grind- 
ing facilities only can now have a 
rugged, heavy duty machine with big 
capacity at 2/3 to % the cost of con- 
ventional tool & cutter grinders. 


Large shops needing more tool & cutter 
grinding capacity can have it with a 
smaller investment in equipment. 


The Sterling Model RK-2 TOOL & CUT. 
TER GRINDER fills a long felt need for 
a big capacity machine at low cost. 


LIST PRICE UNDER $2000.00 


Write TODAY for complete details, 
specifications, discounts and protected 
dealership information. 


McDonough Mfg. Co. 
1510 Galloway Street 
Eau Claire Wisconsin 








NEW LINES are studied by Bert 
Lowe, of Bert Lowe Supply Co., 
l'ampa, Fla., house 





Gear Grinding Machine 
Acquires Republic Gear 


Ihe Gear Grinding Machine Co., 
Detroit, has acquired all the assets of 
Republic Gear Co. and its wholly 
owned subsidiaries, Detroit Bevel 
Gear Co. and Almetal Universal Joint 
Co. of Cleveland. 

Edgar D. Leon, Gear Grinding Ma 
chine president, said the two com 
panies would be strengthened by join- 
ing forces. Although Geargrind will 
have control of the operation, the 
entire executive management team of 
Republic and its subsidiaries will be 








WHICH V-BELT 


retained without any major changes % In this way V-Belts can be made up 


of past policy, he announced. 

Herbert S. Ries, former vice-pres 
ident and director of sales of Republic, 
has been elected president of the new 
subsidiary following the death of 
Thomas R. Navin, president, on Sep 
tember 30. Mr. Leon has been elec- 
ted to the presidency of Detroit Bevel, 
which was also held by Mr. Navin. 





* 


in any length to fit any drive the fast 
economical way — V-Belts that per- 
form exceptionally well. Don’t dis- 
appoint customers—help them avoid 
costly delays. 


In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just one strong joint... stretch and 
follow-up maintenance are reduced to 
4 minimum. 


ALLIGATOR INTRODUCTORY V-BELT 


& 


© ane Se oun. 


TRIM QUARTERS of Valley Indus 
trial Sales are located in a busy spot on 
North Appleton St., in Appleton, Wis 
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en 7] DRIVE UNITS 
contain V-Belt- 

ing, Fasteners and 
Tools — every- 
| thing you need in 
lo ne compact 
' package to make 
jup V-Belts quick- 
ly. Available in 

sizes A, B,C & D. 


Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 


Nit eraKe) 
V-BELT FASTENERS 





wanted 
most 


for over 50 years 


M. M. Perry 


Gem Mfg. Sold 
To Plews Oilers 


Plews Oiler, Inc., of 
has bought the assets and trad 
of the Gem Manufacturing C¢ 
burgh. 

M. M. Perry, Plews president, said 
the manufacture of Gem oilers, supply 
cans and railroad and industrial supply 
products will be moved to Min 
neapolis as the Gem Division of Plews 
Oiler. Gem products will continue to 
be merchandised through the present 
Gem sales organization. ' tf 

Several of the Gem products, in fu a Re 


cluding welded bench oilers, master 


oilers and supply cans will becom« VICTOR LADES 
part of the Plews line and will carry 
the Plews name FOR METAL CUTTING 


Details of manufacturing and 





merchandising have not yet been Easy sales are profitable sales — and Victor 
worked out, officials said, but Mr. | sales are easy to make because industry knows Victor 
Perry will act as general manager of Blades for quality and uniformity — has known them for 
both companies for the present John over 50 years. 
- a : - il . oo a F “ i he " - “A “ : Victor Distributors get other advantages, tos. 
sales ‘manager of the Gem Di ision They have a complete line which has always been sold 
Mr. Perry said the combined firms only through recognized distributors. They have the help 
will offer a more complete line of of trained, experienced factory representatives to help 
merchandise than either has marketed them solve customers’ special problems. They have the 
to date support of consistent advertising to industry, advertising 
that in 1954 won an honorable mention award for its 
support of Industrial Distributors. 


MOST POWERFUL TV PUSH he ? org (Oo WOTOR gfe, 
STATION Moby fle. 


Britain's first d d_ tele- 
Pega BeBe Rees The newett Viet Hand and Power Blade — fen 


’ genuine high 
te be the most powerful in the world flexible it cannot be broken in use. COSTS NO MORE! 
—will be constructed on the grounds 
of Crystal Palace in London, reports 


Engineering News-Record, McGraw- Inquiries Ave lavited 
Hill publication. The station is ex- VIC Topae Sutwened ladacwial 
pected to be in operation by the be 

Guy fT SAW WORKS, INC. * MIDDLETOWN, N. Y., USA. ais 
__| Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Bladvs 
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step up SPEED 


THREADING /2’’ to 4” PIPE 


This TOLEDO No. 1- INDUSTRIAL SALES at American 
2-4 maintains high pro- i Supply Co., Alexandria, La., are man 
duction in pipe shop at oe | aged by H. W. Rand. Estelle Taylor 
DeVilbiss Co., Toledo, 
Ohio. 


assists with the details 





Sandusky Abrasive Wheel 
Moves to Sycamore, Ill. 
Sandusky Abrasive Wheel Co., 


recently acquired as wholly owned 
subsidiary by Ideal Industries, Inc., 
has moved its operations from Kala 
mazoo, Mich., to Svcamore, Ill. 

Officials said the move provides 
centralized manufacture and expanded 
facilities. Sales and service facilities 
will also be expanded, it was an 
nounced. Ideal Industries representa 
tives will handle the complete “‘Sawco” 
line of abrasive products 


Mr. Distributor— 


This ad appears in leading trade 
magazines to help you increase your 
sales of Toledo Pipe Tools and 
Machines. 


; To Handle Cambridge Line 


lhe Cambridge Wire Cloth Co 


~ ¥ 
5 Oo i c Db © WN o e | ee 2 te) 4 has appointed Central Power l'rans 
mission Equipment, Inc., South Bend, 


Ind., to sell its line of woven wir 


POWER PIPE MACHINE slings. 
makes the job Easier! 


*® Threads 2” pipe in 18 seconds, 3°’ in 
30, 4” in 42. 

*® Cuts off 4°’ pipe in 9 seconds with 4 
high speed steel cutter knives, scroll 
fed. 

* Instant size change . . . separate 
quick-opening die head for each size 
pipe. 

*® High production . . . performance 
proved! Order through your supply 
house. 





PIPE WRENCHES... 
POWER |DRIVES . . . “BUSINESS GOOD and getting bet- 
POWER |PIPE ter,” says C. W. Burst, Sr., president 
MACHINES of Mill Supply & Machinery Co., St 
TOLEDO PIPE THREADING MACHINE CO.,| Toledo, Ohio Louis distributor 
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Russell, Burdsall & Ward 


Names Sales Executives 


Uheodore I. Dunn, Jr., has been ap- 
pointed assistant vice-president of sales 
for Russell, Burdsall & Ward Bolt & 
Nut Co., with chief responsibility for 
supervision of Eastern sales 

James M. Bell has been 
Pacific Coast sales manager 

Mr. Dunn is former Pacific Coast 
sales manager. He joined the company 
in 1936 after graduation from Wil 
liams College. During World War II 
he served as head of the Industrial 
Fastener Division of OPA’s Steel Divi 
sion and as a Navy 
telligence officer in the Caribbe 
Pacific 

Mr. Bell was formerly vice-president 
in charge of sales for Southern Cali 
fornia and Arizona for FE. J. Bradley 
Co. A Navy veteran of three vears in 
the Pacific, he joined Russell, Burdsall 
& Ward’s Pacific Coast sales staff in 
1952 


named 


air combat in 


in and 





COFFEE TIME at Industrial Supply 
Co., Tampa, Fla.: J. B. Weissman 
general manager, pours one for Sam 
Gardner, president. Firm has fe 
hot all day for employees, besides r 

lar rest breaks 





New Distributor Plan 
Announced by Okonite 


distributor policy 


A new selective 
has been announced for the ‘Tape Ds 
partment of ‘The Okonite C 

[he company’s electrical tapes will 
through distril 


be ib 
management 


sold exclusively 
the innoun 
ind direct sales will be eliminated 
New packaging has 
i lopted 
Bradford M. Harrington 


partment head, said the plan inclu 


utors, 
ilso been 
[Tape D 
] 
price protection, returned goods and 


sales promotion features 


Herbs 


makes em allt? 


BIG 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 








Herbrand can supply carbon steel 
wrenches in all popular sizes from 4" 
to 342" openings, and can manufacture 
special wrenches to your exact speci- 
fications. Herbrand carbon steel 
wrenches are ideal for maintenance 
and production work, and to accom- 
pany finished products. 

Herbrand industrial wrenches are 
drop forged from high carbon steel, 
and heat treated and tempered their 
entire length to assure utmost strength, 
endurance, and dependability. Sur- 
faces and edges are ground smooth for 
accurate fit and easy handling. Finish 
is rust-resistant baked black enamel. 
Heads are ground bright. Get all the 
facts from your Herbrand representa- 
tive or write us for Catalog No. 10. 


Herbrand produces forgings in any size or shape up to 200 Ibs. 


Quality Tools since 1881 


THE BINGHAM-HERBRAND CORPORATION 


om 
od 
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Fremont, Ohio 


Other Herbrand products include a complete line of Van-Chreme Tools..Ball 
Pein Hommers..Snips..impect Sockets..%" Drive Sockets..Complete Too! Sets 





FEELER STOCK 


332 Midland Ave. « Detroit 3, Mich. 











ATLAS 


for quality 
and strength 


SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. 10 








NEW YORK 13, N. Y. 
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of Black & 
Branch ha 


New 


rormect 


larger quarters 
Manhattan address 


Decker Mfg 


f 


Co 


AUN sq *t rt 


it 56-15 Queens Blvd_ replace 


space, parking for 20 cars 








Electric Dynamic Names 
Two District Managers 


‘Electro Dynamic Division of Gen 
eral Dynamics Corp. has appointed 
Jack Wyatt district manager in Detroit 
and Allan B. Collins district manager 
in Kansas City. 

\ graduate of Michigan State Uni 
versity and an Air Force veteran, Mr. 
Wyatt has been active in electric 
motor power transmission and related 
fields for the past five years 

Mr. Collins has eight vears’ experi 
ence in motor-generators. He studied 
engineering at Kansas University and 
taught clectrical engineering in_ the 
Army Air Corps. 

Electro Dynamic has 
Climax Services Co. to handle 
in Colorado and James A. 

in Arizona 


ippointed 
sales 
ind service 

Setc he I] Co 





EXECUTIVE SESSION at Moorlanc 
Co., Tulsa, Okla., includes C. P. Wil 
liams, ad manager; E. L. Hargar, execu 
tive vice president; W. D. Moorer, 
president and W. R. Thorpe, sales 
manager 


NOVEMBER, 1954 


Daybrook Hydraulic 
Names Sales Director 


Graves has been appointed 
director of sales of Daybrook Hy- 
draulic Division of L. A. Young Spring 
& Wire Corp 

N. D. Ely, president, said the post 
is a new one, in line with the firm’s 
program to develop an expanded na 
tionwide distributor network 

Mr. Graves has been general sales 
manager of Ben-Hur Mfg. Co. for the 
past five years and was at one time co 
owner of Western Implement Merch 
andisers, Oakland, Calif. Before 
World War II service as an ordnance 
major in the China-Burma-India 
theatre, he was district field manager 
with United Motor Service Division 
of General Motors. 

He is past president of the Advertis 
ing Club of Oakland and was a di- 
rector of the Advertising Association 
of the West. 


B., & 








TOUGHER TIRES NEEDED 


If speeds of present-day cars con- 
tinue upward and more turnpikes per- 
mit higher speeds for greater dis- 
tances, the margin of safety in to- 
day's tires may grow slim, National 
Petroleum News, McGraw-Hill publi- 
cation, says. Greater horsepower and 
faster cars have tire development men 
working a bit harder these days, but 
they are confident they can fulfill 
any future requirements, the magazine 
reports 














ON MAINTENANCE 


ang 
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Bas be 


ream DEY 
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BUGS! 


...- Ask for a Keystone Plant Lubrication Survey 


ie these days of high labor and material 


costs, there’s good reason why you should 


crack down on maintenance bugs... many of 
which come from inferior lubrication. For, 
when you buy a poor-performing lubricant, 
you pay for extra bearing-wear and extra 
power. Also, you buy more lubricant than you 


need, and you pay for excessive hours to 


apply it. 


So, to help you select the right greases and 
oil—lubricants that meet your specific needs— 
we offer you, without charge or obligation, 
the technical counsel of a Keystone Engineer. 
He will gladly survey your entire lubrication 
picture and prepare for you an analysis and 


report. 


SPECIALIZE D 


The results will please you. If you are like 
hundreds of other Keystone customers you'll 
learn just how low over-all lubrication costs 
can be. So—if you'll phone your Keystone 
Distributor, or drop us a line direct—we'll 
get busy at once to plan your free Keystone 
Plant Lubrication Survey. 


MR. DISTRIBUTOR ... please note! 

... This advertisement was prepared for your 
prospects because we feel that the Keystone 
Survey is not only a valuable service to a plant 
engineer but also because it has proved invalu- 
able as a new-business-getter for you. 


KEYSTONE LUBRICATING COMPANY, 
21st & Lippincott Streets, Philadelphia 32, 
Pa., Est. 1884. 


LUBRICANTS 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1954 








‘WERT METH offers you 
4 Keys to More Flexible 


Metal Hose Sales 











When you sell Atlantic flex- 

ible metal hose, you know you can 

deliver —on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
... for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—swiftly! 

Atlantic flexible metal hose is backed by 40 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 

More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—"-36" 1.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


304 DYCKMAN ST., NEW YORK 34, N.Y. 











Edwin D. Meade 


J. S. Rubber Names 
Industrial Sales Head 


United States Rubber Co. has ap- 
pointed Edwin D. Meade as manager 
of industrial products sales in its 
mechanical goods division. 

He will direct sales of engineered 
products, grinding wheels and automo- 
tive items made in the Fort Wayne 
plant; plastic products of the Chicago 
Die Mold plant, and specialized in- 
dusttial rubber and rubber-lined prod- 
ucts of the Providence factory. His 
headquarters will be in Fort Wayne. 

Mr. Meade started with the com- 
pany in 1935 following graduation 
from William and Mary College. He 
became a salesman, then member of 
the company’s national defense com- 
mittee in 1940. The following year 
he was transferred to the firm’s war 
products division. In 1947 he was 
named manager of Western railway 
sales and three years later, Chicago 
district sales manager. 

Frank Comstock, formerly Cleve- 
land district manager, succeeds Mr. 
Meade as Chicago manager. Paul S. 
Bigby, salesman in Detroit, succeeds 
Mr. Comstock as Cleveland sales head 





STRATO-VARIOUS? 


Boeing Aircraft, producers of the 
new 707 jet liner, is having difficulty 
naming its new plane, according to 
Aviation Week, McGraw-Hill publica- 
tion. The company already has used 
names like Stratojet and Stratoliner 
for other models. Because the 707 
is going to have so many uses, both 
military and commercial, one wit sug- 
gests that the new plane be named 
Strato-Various. 
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Chamber of Commerce Asks 
Broader Old Age Program 


The National Chamber of Com 
merce has submitted to C 
a self-supporting, pay-as-) 
security program to whi 
ill working persons would contribut 
ind from which all retired 
vould receive benefits 

he plan has been a 


to | 


plan for 


; ocial 
FO S$OCId 


majority im a 
Chamber membership 

4. D. Marshall, manager 
lovee benefits of the General FE] 
Company and chairman of the Ch 
ber’s Committee on Social Legislati 
presented the plan to the House Wa 


ping 


ind Means (¢ 
simple and equitable fe 


ymmittee, descr 
is a “single, 
] = 
eral system providing a reasonable flo 
tection against need in ok 


OF “pl 


Fund Would Be Retained 
] 


Other features of the plan include 


|. The present trust fund w yuld be 


retained. It would be used as 
serve, to be borrowed against 

of recession and built up again in g 
mimes. 

2. With the Federal Government 
sending its checks for monthly benefits 
directly to all retired aged, the states 
would be in position to as 
remaining individual relief pr 
which is now handled jointly by fed 
eral and state governments under the 
Old Age Assistance Program The 
Chamber’s plan makes OAA unne 
sary, it is claimed. 

Mr. Marshall said it is the nation’s 
duty “‘as a matter of simple justic 
begin paying minimum | 
of today’s unprotected retired aged 
orphans 

Why should we withhold 
from those who made their contribu- 
tions to our way of life years ago, while 
providing benefits to those who ar 
now retiring?” he asked, pointing out 
that those now drawing the minimum 
benefits made only a token tax cont: 
bution. 

“The 


1 
} 


ume the 


yblem 


; 


yenehts 


benent 


present token requirement 
can be made by almost anyone with 
six weeks covered } h 


WOTK. DI ype 
spaced,” he said 


System Can Handle the Load 


Taking up the argument tha 
payment of 
unprotected aged and 
weaken the social security insurat 
system, Mr. Marshall sa l 
curity and commercial-type 
should not be confused 

“Because it is 


benefits to the pres 
orphans wot 


a social pury 

gram, millions of beneficiaries 

today’s protected aged—vill rece 
benefits perhaps 50 times the amount 


mngress d 


; . 
l 


M11-24RB 

For concrete and con- 
tractors’ use. Large capac- 
ity, press formed trays. 


A -rece 
ale) @mol-laeltl {mel MBisl- 

re f-tali-te Melate ll tiale] Mie l-taale la 

the war years and the ensuinc 


if survey 


ole la dlolel Mohd -1amt OM ol-1ata Ta), 


PNasl-talae lame isle ltl \ iam Mmuileli-lalel 
arelare i itate| equipment is worn 


rol’) Mme) @lelel ie) (-si-8. 


B & T-24R8 

Brick and tile barrow. Bal- 
anced. Hardwood dash 
and bottom, steel rein- 
forced. 


JACKSON 


MANUFACTURING COMPANY 
HARRISBURG, PENNSYLVANIA , 


Write, wire or phone TODAY for full 


details—your key ‘to greater profits! 


Helping Industry 


Build for the Future 


is Part of 
JACKSON’S Job! 


TS-22R8 

All steel contractors’ bar- 
row. Unbreakable con- 
struction for rugged duty. 


Now 
rey-talele Me); 


oh Mh isleme de] 'iahia' mel te lial me! 


alictalt mpetit 


your profits will:depend upon 


ncreasing productivity while 
idle l¥lalale Me) ol-igelilale Maes ti Mmm Mall 


nent for Y, 


new equif ) 
1d you can’t do better 
than Jackson! Up t 


sturdy ft 


cate in 


design, built stand 


Mortar Pans 
Strong but light weight. Seamless. Rein- 
forced edges. Readily nested. 


Mortar Mixing Boxes 

Formed from single sheet of steel. Lapped 
and electric welded corners. Flanged 
edges. 


Oldest and largest' wheelbarrow miaker in America 
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they paid for. Also, the reserve has less 
than 10% of the more than $200 bil 
lion it would have if it was to meet the 
requirements of commercial insu! 
ance,” 

He said that social security taxes 
have barely covered the cost of the life 
insurance afforded under the social 
security system, leaving nothing for the 
retirement benefits. 

Discussing another criticism of the 
Chamber's plan—that benefits would 
be paid to millions who have not con 
tributed to the system and that the 
insurance fund would be raided, M: 
Marshall said: 

“The answer is, of course, that virtu 
ally all the millions of present benefi- 
ciaries have also paid little more than 
token tax contributions. The total so 
cial security tax paid by an individual 
(and his employer) now eligible for 
the minimum benefit is between $6 
and $100. The benefits to him and his 
wife, based on normal life expectancy, 
will total about $6.500. The real cost 
of his benefits are being paid by other 
social security tax payers.” 


« LEADERSHIP | 


rors tia a ol More) eo] i ite 


Brown & Sharpe Sparks 
Red Feather Drive 
Brown & Sharpe Mfg. Co. launched 


only AERO-SEAL Hose Clamps the 1954 Red Feather drive at its 
I. plant recently with 


have these proven features: : wally of 33 


a rally of 3,300 employees featuring 
*Precision worm gear drive that’s really 
precision. Tightens band evenly all around 
*Won’t shake loose when tightened. Withstands 
air-hammer vibration. Try the others on such tests 
*Threads of worm engage DEEPLY 
in precision-made band slots. Wiggle the 
gear — see how tight it fits — won't rattle 
*Removable with a twist of the wrist. Clamp 
is undamaged — re-usable again and again. 


Jobbers know this: 


Established market acceptance and demand are 
worth more than extra discounts. It’s 
TURNOVER that makes faster profits, and 
that’s what AERO-SEAL assures you! 


PRECISION WORM DRIVE 


HOSE CLAMPS 


band music, boxing matches, and ap 
peals by civic and business leaders 

Arthur D. Levine, State Director of 
Labor, and Henry D. Sharpe, Jr., 
Brown & Sharpe president, were the 
speakers. Miss Rhode Island appeared 
on the platform 





THIRD GENERATION in the busi 
ness is represented by Louis L. Wood 
ward, 33 years with The Woodward 
Co., Albany, N. Y. Sons, Louis L. Jr 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. 


recently returned from Korea, and Aus 
tin W., Yale '48, represent fourth gen 
eration in the firm 
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Robert A. Upson 


Stanley Electric Tools 
Names Representative 


Robert A. Upson has been ap 
pointed sales representative of Stanley 
Electric Tools, division of the Stanle\ 
W orks, to cover Oregon and southern 
Idaho from headquarters in Portland 

Mr. Upson joined Stanley in 1953 
ind has been a sales trainee for the 
past year and a half. He was previously 
with North & Judd Mfg. Co. H« 
served as an aviation metalsmith in 
the Navy from 1937 to 1945 


Newage International 
Opens New Plant 


Newage (Canada) Ltd., subsidiary 
of Newage International, Inc., has 
opened a new plant in Toronte 

Uhree sales and service divisions 
have been organized. One will cover 
the machine tool field, handling the 
company’s hardness testers, air grin 
ers and Rindis machine tool line 
Another will specialize in the el 
trical, pump and engine fields, and the 
third in material handling, marketing 
products of the Auston Crompton 
Parkinson Group of England 





JET FUEL REQUIREMENTS 


Military jet fuel needs have climbed 
3,009 per cent since 1948 and will 
continue to soar, says National Pe 
troleum News, McGraw-Hill publica 
tion. Projections have been set by 
the Armed Services Petroleum Pur- 
chasing Agency at some 83 million 
berre's during fiscal 1955. 














—SHELDON-— 


CHICAGO 


Whatever you need 


10” SHELDON 
Precision Lathe 











15” Sebastian 
Geared Head Lathe 


SMALL, LARGE or LARGER 


—Whatever size lathe the customers want, a Sheldon Distributor can 
supply it. Sheldon has distributors who sell only Sheldon Lathes; some 
who sell only Sebastian Lathes; and some who sell both Sheldon and 
Sebastian. 

Sheldon builds a long line, offering a choice of lathes from 10” to 24” 
swing. These accurate and capable precision lathes assure extra 
sales and more profit for Sheldon distributors. 


—-SHELDON MACHINE CO., Inc.— 


4232 N. Knox Ave. Chicago 41, Hil. 
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to meet today’s 
demand for higher 
accuracy, closer 


tolerances 


“UNIVERSAL” 


_ LIVE 
CENTER 


Latest Addition to 
Ameri¢a's Leading Line 


of Live Centers 


Accurate to Plus or Minus .0001”! 


It’s Accuracy 
is Built-In 


PRE-LOADED 
BEARINGS 


Twin high precision roller 
bearings are pre-loaded 
after the center is assem- 
bled. The point is then 
i in its own bearings. 
centricity tolerance is 


micrometer-close accuracy. 


NEW DOUBLE SEAL 
FOR LONGER LIFE AND 
CONTINUOUS ACCURACY 


Efficient ‘“‘Universal” Seal con- 
sists of a stationary hycar 





High Load Capacity that ‘Fits’’ 
Every Machine Shop and Metal 
Working Plant You Serve! 


sealing ring in the cap and a 

slinger that rotates with the 

point. Hycar ring keeps out 

dirt, chips and coolant—slinger 
grease in. 


Here, we believe, is a live center with the biggest market 
and sales potential we've ever seen ! 


Just tell what it does, and the new IDEAL “Universal” 
Live Center practically sells itself. When you talk about 
turning accuracy to plus or minus .0001” the field is all 
yours! And when you combine this super accuracy with 
load ratings up to more than 5000 Ibs., and wrap it all 
up with a remarkably economical price—well, you’ve got 
a story that every machine shop and metal working plant 
wants to hear! Tell it and you'll sell it! 








IMMEDIATE DELIVERY! 


You don’t have to wait for this 
new business—it’s waiting for you 
right now! Immediate delivery in 
all Morse Taper sizes— 2, 3, 4 
and 5. Order today — and order 
enough to cash in with real profits 
from volume sales! 











IDEAL 


QDEAL 


INDUSTRIES, Inc. 


1000 Park Avenue, Sycamore, Iliinois 
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F. Manse Gilbert, Jr. 


Fort Worth Steel 
Names Branch Manager 


Fort Worth Steel & Machinen 
Co. has appointed F. Manse Gilbert, 
Jr., as manager of its warehouse in 
St. Louis. The branch will be moved 
to new, larger quarters about January 1. 

Mr. Gilbert started working as a 
V-drive sales engineer in 1939 and 
since 1944 has been in charge of the 
power and transmission department of 
a St. Louis industrial supply house 
He is an engineering graduate of Put 
due University. 


Named Sales Engineer 


The company has named Gene 
Winchell as sales engineer in_ its 
Northeast territory with headquarters 
in Jersey City. 

After engineering studies, Mr. Win 
chell joined George A. Mathewson 
Co., Newark, N. J., 
for conveying and power transmission 
equipment. He was later a technical 
engineer with American Brake Sho 
Co. 


as sales engincet 


Gene Winchell 





WIRE WHEEL BRUSHES 


W/ HEN you sell MILWAUKEE Power Brush Tools you 

are giving your customers a means of time and cost 
savings. Our full cooperation helps distributors in their 
sales—the performance of MILWAUKEE Power Brush 
Tools keeps users sold and means better business for you. 
MILWAUKEE gives you a one supply source—your custom- 
ers are assured of quality and uniformity—you simplify 
your sales job when you sell MILWAUKEE Industrial 


Brushes 


MILWAUKEE production brushes for power use MILWAUKEE production brushes for hand use 
MILWAUKEE brushes for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-35 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 
SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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THE MOST COMPLETE SOURCE 


Continental Screw Co. 
Celebrates Anniversary 


Continental Screw Co. celebrated 
its 50th anniversary recently at an 


S$ C R c W S a. open house at its New Bedford, Mass., 
; plant, for emplovees and their families 
B O L T Ss N U T S ee oe \ special >2-page issue of The Con 
#4 tinental, employees’ publication, com 
WASHERS - RIVETS memorated the event. 

FASTENING DEVICES ay Patrick Sweeney, president in a wel 
1N ALL’ METALS coming message recalled that the busi 
© STEEL §=© BRASS ness started as a one-man operation of 

his own, making wood screws with 
small gasoline engine fo: power. Cit 
ALUMINUM . : a ing the company’s growth, he called 
NICKEL ALLOY STEEL = SODERING for “faith in_ the future’ and con 
tinued diversification of product lines 


NAVAL BRONTE 4 
| ; rao : BRAZING to cover a wider market 


® EVERDUR © MONET 


STAINLESS STEEL 


SPECIALS , 
spp Ihe booklet contains an illustrated 
See ee WELDING history of the company as well as re 
pt tae ports and pictures of company and 

nob re emplovee activities. 
— rene = \ After early difficulties, during which 
PARKER-KALON 4 ownership changed and financial sup 
— see \ / port was accumulated slowly as pro 
SHAKEPROOF i. duction increased, the company moved 
es to its present location in 1918 with 


we Se Distributors some 65 employees. Manufacture of 

K E Y S ij 0 N > : ni machine screws was started in 1920 
INC. and the firm expanded its plant until 

eheatiimacl iy |B. ALLEN CO. 


, 6733'Bryn Mawr Ave. * Chicago 31, Illinois 
135. CHURCH ST ® NEW. YORK 7 facturing spacc 


BLUEPR NT] 


FICAT we | 


it now comprises eight acres of manu 


In 1940, Hy-Pro Tool 


Co. was organized to give the com 
pany entry in the small tool business 


gu ¥ = oo eon ro} L 5 R S Opens Welding Plant 





General Electric Co. has opened it 
new welding plant in York, Pa., fol 
lowing the move of the department's 
entire facilities from Fitchburg, Mass 
he plant is headquarters for the com 
panv's welding products. Transform 
ers, rectifiers, motor-generators and 
engine welders are manufactured 





MORE FEATURES 


. to make more ' 
. er {Oo} SALES for you! y 
arh® 


cueAn Interchangeable spouts 
in. 3 : complete take down in 30 sec 
econo> ¢ onds for fast cleaning . . . de 
tachable base or handy holder 
seamless bottoms .. . and 
perfect seals for leak-proof opera- 
tion. These are only some of the 
features you'll find in the K-P line of 
Hand Oilers . . . sales building, cus- 
tomer satisfying features . . . every 
one! Finished in Nickel or Copper 


S 


K-P offers you a com- 
plete line of 16 sizes 
from 6 oz. to 1 quart 


containers. 
NEW HEAD of Nelson Machiner 


MANUFACTURING CO. 
Co., Green Bay, Wis., is William: | 


1226 LINDEN AVENUE © MINNEAPOLIS 3, MINN. Nelson 


Write for low prices and money 
making discounts. 
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FRUCK MAINTENANCE is_ ni 
problem for C. R. Lovell, Lovell Bros 
Ocala, Fla., which also has automotiy 


lines. Firm entered industrial field 


World War II, decided to stay 


Light Use Triples 
In One Decade 


\mericans are using three times as 
much electric light today as they did 
ten vears ago, according to Westing 
house Lamp Division officials 

lotal annual use of light in th 
nation is 2,250 thousand billion lumen 
hours a year, the equivalent of burn 
ing 300 million 75-watt incandescent 
lamps for a year, E. R. Beggs, West 
inghouse Electric Corp. lighting sp 
cialist, reported at a recent confer 


ence of the Illuminating Engineering 


Society. He pointed out that factori: 
ire being built today without win 
dows, and that those with window 
use lights anyway. More than 1,801 
miles of mercury-vapor lighted street 
ind highways were installed last year 
ind more schools were relighted than 
I any previous yCal 





VOLCANIC POWER 


The possibility of using “volcanic 
energy’ to produce electric power is 
currently under consideration in San 
Salvador, according to Power, Mc- 
Graw-Hill publication. The project 
proposes using a subterranean stream 
that reaches the surface in the form 
of steady, high-pressure jets. Nego- 
tiations for the installation of a tur- 
bine generating unit some time next 
Summer are currently underway with 
an Italian firm, the magazine reports 
The installation would cost approxi 
mately $3 million and would produce 


12,000 kw 











10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33% wider blade 
(full 344°) stays straight up without bending 
or buckling. You get a free beit clip and Tenite 
utility case with every tape. Sliding end hook 
for inside or outside measuring and 





it’s marked so you don’t have to figure! 
no other tape is marked this Evans way. 


ee 1 7 

















3 huizl4 





Whichever way you work, in inches or feet and inches, 
you read instantly without having to stop and figure. 
The EVANS King-Size White-Tape !s the Ton 10-ft 
Tape Value at only $932 Retail everywhere in U.S.A. 





another 
EVANS 
value — 
THE 
ONLY 
12-FOOT 
POCKET 
WHITE-TAPE 
Oe (6... .. 4p SS” This L-O-N-G-E-R 


tape that measures a + Pocket White-Tape only $ 1 89 


fl 83 Sect ~ ofimi- Retail everywhere in U.S.A. 

nates the inconve- 

nience and inaccu- 

racy of adding two 

measurements as you do with shorter tapes. Exclusiye EVANS double markings 
(same as King-Size above). Chrome plated case is no bigger than cases for 
shorter tapes. Self-adjusting sliding hook for 100% accurate inside or outside 
measurements. Each tape packed in FREE transparent Tenite utility case 


Let us help you sell more tapes. Write for free supply of leaflet 10-ID 


a! 
400 Trumbull Street, Elizabeth, N. J., U.S. A. 


Makers of Evans “Long Tapes’ —25-50-75-100 ft. and Evans 6-4¢ Folding Rules 
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Kugged- Dependable 
Block Candons 


National makes a complete 
line of portable sanders... 
air or electric driven with 
either straight-line or orbital 
action. Their simple and 
rugged construction, illus- 
trated by the cut-away draw- 
ing of the Model 400, means 
long years of dependable oper- 
ation to the user and 
satisfied customers to the dis- 
tributor. Thousands of these 
machines are now being used 
in manufacturing and mainte- 
nance work. See how you can 
fit into National's distribution 
system in a profitable manner. 
Write today. 


Three prelubricated 
ball bearings no 
other points of friction. 


Crankshaft assembly 
only moving pert 


Counter balanced 
crankshaft 


Completely sealed 
rubber housing 


SELL NATIONAL’S COMPLETE LINE... 


MODEL 300 


= 


ER 


MODEL 500 





NATIONAL AIR SANDER, 


2820 AUBURN STREET, 


ROCKFORD, 


ILLINOTS. 
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SOL GRAYSON, oi Grayson-List & 


Co., Secaucus, N. J., confers with his 
partner, Fred List, in new offices 





Motor Wholesalers 


To Meet Dee. 5 


The Motor & Equipment Whole- 
salers Association will hold its annual 
convention at the Conrad Hilton 
Hotel, Chicago, Dec. 5-7 

Large round-table with 
members reporting their experiences 
in building sales, diversifying their 
businesses and cutting costs will be 
held under the convention theme, 
“You’re in the Money Making Busi- 
ness.” The problem of maintaining 
adequate profits to render services and 
cover high operating costs will be 
according to association 


Sessions 


stressed, 
officers 

There will be a display of non- 
automotive products and equipment 
designed to reduce overhead in the 
wholesale house. 





HARD WORK licks a hard sell, says 
W. C. Huchthausen, head of The 
FPuchtausen C Manitovoc, Wis 





Parker Appliance 
Names District Heads 


Five new district managers have 
been named by The Parker Appliance 
Co. 

J. H. Atkinson, former sales engi 
neer in Houston, has been appointed 
district manager for Texas, New Mex- 
ico, Louisiana, Arkansas and Missis- 
sippi. Frank Barilla, formerly sales 
engineer in Milwaukee, now heads 
the Wisconsin and Minnesota district 
W. QO. Murray was promoted from 
Pittsburgh sales engineer to district 
head for western Pennsylvania and 
West Virginia. Keith R. Detrich, 
former sales engineer in Kansas, was 
named manager for Kansas, Oklahoma, 
Missouri, lowa and Nebraska, and Het 
bert H. Walley, Jr., former Boston 
sales engineer, becomes New England 
district manager except for Conne« 
ticut. 

Mr. Atkinson, an Air Corps veteran, 
joined Parker in 1953 after working 
for O.T.M. Corp. and Wilson Supply 
Co. in Houston. Mr. Barilla was with 
Allis-Chalmers Mfg. Co. before join 
ing Parker in 1953 and has also served 
in the Air Corps. Mr. Murray, a Navy 
veteran, joined the company in 1952 
Mr. Detrich, before joining Parker in 
1953, worked for Standard Products, 
Inc., and Boeing Airplane Co. Mr: 
Walley, who studied hydraulics at 
Massachusetts Institute of Tech 
nology, has held various engineering 
posts with several firms, including 
Zenith Products Corp., Pantex Mfg 
Co., Mu-Switch-Acro, and A. W 
Hayden Co. He has also been an indus 
trial consultant for the Societ f 
Automotive Engineers. 


To Handle Lines 


Nor-Cal Supply Co., Oakland, 
Calif., and Minor Rubber Co., Bloom 
held, N. J., have been appointed to 
handle o-ring lines of Parker Appli 
ance 

Leinart Engineering Co., Knoxville 
Tenn., will also handle Parker lines 
at 2 new warehouse it opened recently 
in Atlanta, Ga 





EXPLOSION PROOF 
WINDOWS 


A plant utilizing a process involy- 
ing hydrogen has installed plastic 
windows in its factory, according to 
Chemical Week, McGraw-Hill publi- 
cation. Should a blast occur, the 
flexible plastic panes would bow and 
pull away from the casing, the mag- 
azine says. 











...best!... 


..--in the long run! 


Bay State Taps produce threads of 
the utmost precision with a maximum of 
productivity. This dual quality of Bay State Taps 
. +. precision performance .. . is readily 
available from nearby shelves of industrial 


supply distributors. 


BAY 
STATE 


TAPS 





BAY STATE TAP & DIE COMPANY MANSFIELD, MASS. 
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ats 
race it 


HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
+++ you can handle them if you act now. 

Let’s face it ... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production—is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 

Call your lecal Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[ | Check contents and locations of first-aid kits. Be 
sure they're adequate and up to date. Here, again, your 


270 
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CD Director can help. He’ll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over TV and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 

Act now . .. check off these four simple points... 


before it’s too late, 
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To help you sell 
a complete line 


of fasteners 


REPUBLIC MAKES OVER 20,000 SHAPES and SIZES 


More than 20,000 regular items of headed and threaded 
products are made and stocked by Republic. They are 
made from the highest quality carbon and alloy steels, on 
modern machines and equipment, under rigid control at 
every step of production. 


Republic headed and threaded products are always 
uniform, easy to assemble, tough and strong to withstand 
shock and vibration. 


You can count on Republic for a wide range of bolts and 
nuts to satisfy your customers’ requirements, 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cieveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES «© CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


Other Republic Products include Steel and Plastic Pipe, Tubing, Lockers, Shelving — Carbon, Alloy and Enduro Stainless Steels — Titanium 
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MILLERS FALLS 
PORTABLE SHEAR 


New addition makes 
MILLERS FALLS line 
more complete than ever 


This rugged, high-production tool 
cuts sheet metal — up to 16 gauge 
(.060”) in steel and galvanized sheet 
— up to 50% greater in aluminum, 
copper and other non-ferrous metals. 
Blade adjustments for different jobs 
are quickly made — with hex keys 
conveniently located in tool handle. 

In power, in quality, in design, 
the new No. 16 Portable Electric 
Shear is an outstanding addition to 
Millers Falls line of electric tools 
for production and maintenance .. . 
including drills, high-speed die 
grinders, heavy-duty grinders, saws, 
hammers, sanders, polishers, screw 


drivers and nut runners. 


Profit-Possibilities for YOU 


Write for complete catalog data on 
Millers Falls wide selection of high- 
performance, advanced-design electric 


tools for industry. 


MILLERS FALLS COMPANY 
Dept. ID-5, Greenfield, Mass. 


272 


On straight lines or curves, from inside or ovt- | 


side, Millers Falls new No. 16 Portable Electric 


Sheor cuts clean and fast. Light weight — only | 
8 ibs. Minimum radius for left hand cuts is 2”, | 


for right hand cuts, 144”. High cutting-line visi- 
bility. Precision-ground, heat-treated alloy steel 
blades are quickly removed for resharpening. 


Built to Millers Falls quality standards, the No. | 


16 Portable Electric Shear is the latest star in 
@ notable line of industrial electric tools. 


MILLERS FALLS 
TOOLS 


i868 


fhe Mark of ¢ Syperiorily 
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Fred C. Stockinger 


West Coast Manager 
Named by Bay State 


Fred C. Stockinger has been ap- 
pointed West Coast district manager 
for Bay State Abrasive Products Co 
he post is a new one im the company 

Mr. Stockinger joined Bay State in 
1946 as an Abrasive engineer in Cleve- 
land and this January became Mid- 


James W. Frederick 





west regional manager. He was em- | + 
ployed at one time as a tool engineer Look For Gen vine 


at Excello Corp. 


James W. Frederick has been named 
abrasive engineer for Bay State in the | 
Detroit area. 
He has been with Carborundum 
Co. for the past seven years and dur- 
ing World War II served as an Air 
Force bombardier. He will make his | 
oe at the company’s Detroit 


branch office and warehouse. 


William R. Rudolph has been ap- | 
pointed Bay State abrasive engineer | 
for Missouri, Kansas and southern | 
Illinois, with headquarters in the com- 
pany’s Chicago branch. He is former 
president of Robert Rudolph Tool Co. 
in St. Louis. 


Power Show Opens 
Dec. 2 in Philadelphia 


The National Exposition of Power 
and Mechanical Engineering will be 


On Equipment you Buy 


When you see Crosby Clip’s famous Red-U- 
held this year in Philadelphia’s Com Bolt on equipment using wire rope fasteners 
. 4 you know the equipment is safe! Made of 
mercial Museum, December 2-7. - - 
TI “ill be the he P ) drop-forged steel and hot dip galvanized, 
é 11s will be the first vear the owe! Crosby Clips offer a built-in margin of 
Show has not been held in New York extra safety. On new equipment . . . on 
City, although the annual meeting of every job . . . insist on genuine Crosby Clips 
the American Society of Mechanical —your symbol of safety! 


Engineers, which sponsors the show, Crosby Products Division 


is sc heduled for New York American Hoist & Derrick Co. 
Featured in the exhibits will be tools 
St. Paul 1, Minnesota 


ind equipment for new peacetime uses 


of atomic fission, reactor engineering 
GENUINE 


ind heat transfer as well as numerous 


exhibits on automation and various 
automatic controls. 
Steam equipment, however, is ex 
pected to dominate the show in the | 
number of exhibits and products, a 


cording to the sponsors. These will 


include all parts of the power plant TH E NAME THAT 


ind its auxiliaries, including feed 

pumps, steam traps and the latest in 

dustrial developments in pipe unions GUARANTEES SALES 

ind valves. ptm ii h 4 
Automatic safety control instru 

ments will be another feature of th CROSBY CLIPS, the leading seller among drop- 

exposition. forged wire fasteners, are backed by the hardest 
Admission is by invitation and regis hitting merchandising program in the industry! 


tration only. ; ? 
What better proof of its sales potential! 


What better reason to ask for your CROSBY CLIP 
order on every call! 





CHECKS WELCOMED 


Cashing payroll checks is the new- 
est free service offered by gas stations 
in Illinois, reports National Petroleum 
News, McGraw-Hill publication. Each 
station starts the day with $5,500 in OPPORTUNITY 
cash. On payday at nearby industrial FOR NEW 
plants, one station cashes as much os one a 
$17,000 in checks, requiring the sta- CROSBY 
tion manager to make several trips to CLIP 
the bank for more money. Individual DISTRIBUTORS 
checks usually range from $45 to 
$112. 


ee a a 


CROSBY PRODUCTS DIVISION, Dept. ID-2 
American Hoist & Derrick Co. 
St. Poul 1, Minnesota 


Please send me full information on the Crosby franchise 
in my oreo 
NAME 


FIRM 


ADDRESS 


C —_——_ Se a oe 


cITY ZONE........ STATE 
Pee ae om om oe GS Ge GS GS Oe Oe Ge Oe es 





| 
| 
i 
' 
i 
i 
i 
| 
' 
i 
1 
Bs 
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*k Picture of men watching Atkins Friction 
Cutting Band Saw speed through Titanium 


No metal is too hard . . . no job too tough for Atkins sensational 
new friction-cutting band saw! 


Specifically developed by Atkins to cut metals like titanium 
and stainless steel castings, this miracle band saw now sets 


new speed records whenever used! 


ATKINS BAND SAWS GIVE YOU BETTER CUTTING 
ON EVERY METAL— EVERYTIME! 


Y Skilifully Milled— Newly developed technique — guaran- 


tees uniform teeth. 


Y Accurately Set— Machined to exacting tolerances—per- 


fect clearance, clean cutting. 


Vv Expertly Hardened—Tempered for long life. 


Specially Welded—Band-welds are strength-tested to 


outlast the cutting edges. 


Y Choice of Types, Set, Teeth available. 


ATKINS 


ATKINS SAW DIVISION AKIN 


BORG—WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 
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MAPS adorn off f C. J. Richards 
manager of Dixie \ Supply Co. of 
Shreveport, La., shi her th Frank 
Brodenck, office manager 





Teamwork Pays off 
In Dealing With Banks 


Obtaining money for liquid capital 
or long term needs is a recurring prob 
lem for many distributors 

Sources of funds are commercial 
and industrial banks, commercial 
credit concerns, some Government 
agencies, and in some cases, factoring 
companies. 

Ihe commercial bank is, perhaps, 
most commonly used, vet not all ex 
evecutives of small business understand 
clearly how to deal with bankers. 

At least, so savs William G. I 
Price, vice-president of the Bank of 
the Manhattan Co., writing in a re 
cent number of Management Aijds 
for Small Business on “Borrowing 
Money from Your Bank.” 

Mr. Price lists four main functions 
of banks: (1) a safe place to deposit 
money; (2) an efficient wav to collect 
checks and drafts; (3) a source of ad 
vice with respect to financial matters 
ind (4) a means of borrowing money 
to supplement funds which the busi 
nessman has in his business 


Banker Has Obligations 


When lending money, he point 
out, the banker must keep certain firm 
obligations in his mind. He must 
omply with the specific laws and 
regulations which govern the Opera 
tion of banks He must also keep 
prominently before him the debts 
which he owes his customers in th 
form of deposits In the main, the 
funds which he lends are not his 
thev have been entrusted to him br 
his depositor To fulfill these tw 
obligations the banker is compelled 
to know as much as he reasonably can 
ibout the peop! to whom he lend 
his depositors’ monev. This is wher 





Here’s why RB&W distributors 


find more profit in fasteners 
Four good reasons to stock... and sell... RB&W 


foundation 


STEERING PROSPECTS TO YOU, hard-working RB&W cam- 
paigns in 14 business publications are still first in the field. 
The name, product features, and breadth of line reach your 
prospects on a year ‘round schedule. FORTUNE, STEEL, 
IRON AGE and ELECTRICAL MANUFACTURING 


are among the publications working for you 
oe 
2 3 


INDUSTRY’S BROADEST LINE includes cap screws, all types of 
nuts, rivets, machine, carriage and lag bolts. Allows you to 
meet all customer requirements easily and exactly. RB&W’s 
cold-forming of heads and threads, heat treating and com- 
plete quality control provide uniformity, accuracy and hold- 
ing power —- insuring customer satisfaction. 


NO SPILLAGE OR BREAKAGE eats into your profits with these 
new stronger RB&W packages (corrugated in larger sizes). 
Upside-down boxes (another RB&W first) with oversized 
labels speed handling, double as displays. Standard case 
quantities (now for cap screws too) make stock handling 
easier. Just one more way RB&W helps you. 


AT YOUR FINGER TIPS is the complete fastener story in 
RB&W's illustrated catalog. Double-tabbed to make fact- 
finding easy, protected by a heavy flexible cover, this hard- 
working sales aid is yours for the asking. Write to the 
Russell, Burdsall & Ward Bolt and Nut Company, Port 
Chester, New York. 4.13 


RB. Ww RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL; 


LOS ANGELES, CALIF. Additional siles offices at: ARDMORE (PHILA.), PA, 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles ogents af: NEW ORLEANS, DENVER, SEATTLE. Distribuicrs from coast to coast. 
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You can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don't 
have to go on the defensive. Not if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking . . . on the job. Practically 
all the big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh . 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement. All this and the 
“Recalibrator™ too! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information. 


MARSH INSTRUMENT CO. 
Sales offiliate of jas. . Marsh Corporation 
DEPT. C., SKOKIE, iL 


» ickest and 
- has beer 
finishind 


hot 
rect 2 Seu 
superlative gove®: 


adjvs' 


TRAPS 
THERMOMETERS 
SPECIALTIES 


GAUGES *_VYALVES « 
DIAs 


HEATING 


| 





says Mr. Price, the borrower can be 
of immeasurable help to his banker— 
in his own self-interest. 


Have the Answers Ready 


Before a banker is prepared to make 
a loan he must feel satisfied with the 
answers to these five questions: 

1. What sort of a person are you 
the prospective borrower? 

2. What are you going to do with 
the money? 

3. When and how do you plan to 
pay it back? 

4. Is the “cushion” in the lean large 
enough? In other words, does the 
amount requested make suitable al- | 
lowance for unexpected developments? 

5. What is the outlook for you, the 
borrower, for your line of business, 
and for business in general? 





> | 





Character Comes First 


The first question—what sort of | 
person is the borrower—is by all odds | 
the most important of the five, Mr. | 
Price asserts. The character of the | 
borrower comes first, Next is his | 
ability to run his business. 

Mr. Price continues: 

Chere are few problems on this 
score where banker and borrower have 
known each other for many years. 
Nor are there apt to be obstacles 
where the business is well established 

even though banker and borrower 
are not intimately known to each 
other. Experience and the operating 
record speak for themselves. 

But what of the cast, where the 
banker and the prospective borrower 
do not know each other in advance? 
What if the business has no long- 
established record? If these conditions 
describe your own situation, the an 
swer is to go in to see your banker 
and discuss your situation with him. 
He will want to help you, and he may 
be able to offer specific recommenda 
tions. 


See Your Banker Once a Year 


For the future, here is a suggestion 
which may make your banking rela- 
tions more satisfactory from now on. 
Whether or not you foresee the need 
for a bank loan, make it a practice to 
visit your banker at least once a year 
When you do, give him your figures. 
Discuss what happened last year, and 
go over your plans for the year ahead 
Then, should you need to borrow in 
the future, you have laid a sound 
foundation. Your banker, thus, does 
not have to start from scratch to learn 
what has happened in your business 
Nor are you, as a potential borrower, 
and your banker faced with the diff 
cult task of understanding each other 
under the pressure of a request for 
an immediate loan. 
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PEERLESS 


POWER METAL SAWING 
EQUIPMENT TO FIT EVERY 
PRODUCTION PROBLEM 


7 
6” X 6” SPEEDY-CUT 
Described in Bulletin SC65 


10” X 10” STANDARD 
Described in Bulietin SIOA 
Std. 6” x 6” & 13” x 16” in 52A 


MECHANI-CUT 
Described in Bulletin MC-51B 
7” x7"; 11% x 11”; 14” x 14” with and 
without Automatic Conveyor 


HYDRA-CUT 
Described in Bulletin HC50 
7” x7"; 11" x 11”; 14” x 14” with and 
without Automatic Conveyor 


18” X 18” VERTICAL 
Described in Bulletin V-53B 


PEERLESS MACHINE CO. 


1600 Junction Ave., Racine, Wis. 











You might say, understandably 
cnough: Why doesn’t the banker take 
the mutiative in approaching his non- 
borrowing depositor? Basically the an- 
swer is that he does not do so for fear 
that the client might misinterpret the 
banker's interest as an unwarranted in 
trusion in his affairs. The initiative, 
therefore, generally is left to you, the 
businessman. 

\ good deal of time has been taken 

this question of “What kind of 
.” because it is the most 
important of the five. 


persons 


Outline the Use 


Ihe second and third questions, 
use and repayment, should be con 
sidered together. The banker will al 
ways want to know: What is the bor 
rower going to do with the money; 
ind how and when does he plan to 
pay it back? 

Che answer to the first of these two 
questions usually determines the an- 
swer to the second. On the one hand, 
if the loan is made to acquire seasonal 
inventory or to carry accounts receiv 
able, for example, it should be repaid 
in a few months. On the other hand, 
if the money borrowed is to be used 
to buy fixtures or equipment, the loan 
is likely to be outstanding for 
siderably longer period. It is the earn 
ings on the investment in the latter 
ise, not the cashing of the asset, 
vhich will provide the means of re 
payment. 

What can you, as a borrower, do 
about preparing answers to the two 
questions? As a first step, before you 
talk to your banker about a loan, dc 
cide for yourself how much mone, 
you need, what you expect to do with 
it, and how and when you plan to 
pay it back. Then explain your plans 
to vour banker, accurately and in de 
tail, so that he mav understand vour 
program clearly 


Establish the “Cushion” 


Is there enough of a cushion in the 
loan?—that fourth question—is often 
the cause of honest differences of 
opinion. The borrower, for his part, 
may believe that there is enough 
cushion, when as the banker sees it, 
there is not. Each may be right from 
his own point of view 

If the banker is satisfied with the 
answer to the first three questions, h« 
can make a loan on only one of the 
two bases 

1. Financial statement 
forth the condition of the 


or 


7 con 


etting 


borrower! 


Collateral pledged 
If one of these two conditions is not 
met, the banker may run into well- 
merited criticism from the bank ex 





BETTER 


CM quality is always tops 
...and always improving 
through the application of 
new ideas and materials. 





CM METEOR® 


% to 5 ton capacities 

Fast, low headroom 48 
heavy duty wire rope Fan. 
electric hoist. Single \ as 
and two speed models 


Many exclusive fea- 

tures. 
4 QO | S CM CYCLONE® 
> 


% to 10 ton capacities. 
tight weight and effi- 
cient. Rugged alumi- 
num alloy construction 
for heavy duty and 
long life 


cM COMET® 








< 


% to 2 ton capacities 
Portable, compact and 
rugged electric chain 
hoist. Available in push 
button and pendant 
rope control models 
Plug in on 110, 220 or 


* 

440 volt power lines ‘ 
CM PULLER® , 

%, 1%, 3 and 6 ton co- 

pacities. Lifts and pulls 

at any angle. For 1,001 

jobs. Low cost. Safe and 

easy to operate VW 


vee PLUS ...CM Trolleys and Traveling Cranes a) 
Selling faster than ever / 


The CM sales curve goes up 
steadily over the years bring- 
ing ever-increasing business 
and profits to CM distributors. 











25 leading industrial publica- 

tions and directories carry 

CM Hoist advertising to your = 
customers and prospects. 


Advertised more than ever / a 
s 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 


REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


HOISTS AND CHAIN 
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Precisio 
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Any size, any quantity. . . shipped 
from stock the day you order them! 


For your convenience Western carries enormous stocks of 
these case-hardened, alloy steel dowel pins in all standard 
sizes. Standard diameters from 4" to 1"—standard lengths 
from %" to 6". 

Whatever your precision parts requirements, it pays you 
to standardize on Western. You get your parts 4s you want 
them when you want them by using Western's 81 years of 
experience in precision manufacturing techniques. 


Why not write today for Western's catalog and prices? 





Western Automatic 
Machine Screw Company Ws 
371 Woodland Ave., Elyria, 0. \ WS 


~—_ 


Precision Screw Products, Parts and Assemblies Since 1873 
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aminers. These examiners have a duty 
to perform in the interest of the 
bank’s depositors and the public we!- 
fare. 


Adequate Figures a “Must” 


It is worth noting, too, that while 
statistics are not available to prove 
the point, it is probable that banks, on 
the whole, lend a good deal more 
money to business on the strength of 
hgures than thev advance against col 
lateral pledged. The two basic finan 
cial statements they use are the bal 
ance sheet and the profit-and-loss 
statement. Bankers and borrowers have 
a common interest, not an opposing 
one, in what these figures show. The 
businessman is interested in the sol- 
vency, the profits, and the growth of 
his business. The banker for his part, 
wants to make loans to businesses 
which are solvent, profitable, and 
STOWwING. 

‘hat statement does not imply that 
bankers invariably insist that profits 
and growth be achieved in each and 
every period. There are times in the 
life of many businesses when both 
may be well-nigh impossible, for th« 
time being. In the long-range plans, 
however, profits and growth, as well 
as solvency, are common aims for 
both borrower and banker. 

The balance sheet, then, is the major 
vardstick for solvency, while the profit 
and-loss statement is the chief vard 
stick for profits. A continuous serics 
of these two statements, over a period 
of time, is the principal device for 
ineasuring growth. 

Before you ask your banker to lend 
you money without collateral—just on 
the basis of your figures—remember 
that he can do so only if you furnish 
him with enough information to en 
able him to form a reliable opinion of 
the soundness of his risk. It would 
clearly be unwise for the owner of a 
ship to ask the master to take the 
vessel to sea, but deny him charts and 
navigating instruments. It is equally 
unwise for a businessman to ask his 
banker for a loan, but deny the banke: 
the means bv which he can steer his 


course. 
Have Statements Ready 


When vou plan to borrow money, 
you can do your part toward building 
an effective banking relationship if you 
will make available, willingly, to you 
banker 

1. Your balance sheets and profit 
ind-loss statements. 

2. Other financial data—where 
needed—in sufficient detail. To illus 
trate: A financial report which shows 
the “ageing” of accounts receivable is 
much more informative than on 





vhich shows only the total amount 


Financial reports at sufficiently 
trequent intervals so that the banker 
loes not have to guess at what is go 
ing On in your business 

+. Balance sheets and profit-and-loss 
tatements prepared by acceptable cer 
tihed public accountants. This sug 
gestion should not be msidered as 
isting a shadow on th grity of 
borrowers. Again to illustrate: The 
income tax liability is of great interest 
primarily to the borrower and second 
irily to the lender. Income taxes ar 
end figures, the result of the profit 
ind-loss account and the balance 
sheet. It is important that such stat 
ments be prepared bv a qualified, im 
partial expert 

If you supply adequate figures, the 
banker is able to do his job more 
eficiently in two wavs. The first is in 
ictually making loans. The second is 
in giving reliable counsel on the finan 
cial aspects of his customer's busines 


Collateral Values Vary 


If the loan required cannot be justi 
fied by the borrower’s financial state 
ments alone, a pledge of collateral may 
bridge the gap. If the collateral con 
sists of readily marketable stocks and 
bonds, or the cash surrender value of 
1 life insurance policy, the road is 
usually smooth. Values are easily 
established. The legal necessities for 


effecting a valid pledge, and the mat It’s stronger, 


gin requirements are commonly un f | 
derstood Distributors sarer, asts 

are selling Taylor longer than 
Made Alloy Steel Chain wrought 

to all types of industry. ‘ 

They're reaping a good iron types! 
harvest of well-satisfied 
customers and chalking up 

sizeable new profits as a result. 
gin can well be a matter of opinion, Recommended wherever heavy lifting 
rather than a generally accepted rule is required — it has twice the tensile 
[he situation is further complicated strength of wrought iron. This fact, 
by the fact that banking statutes and plus its effective hardness and unusual 
regulations often put limitations on a resistance to grain-growth, work-hardness 
bank’s freedom of action in this r and shock, makes it twice as safe. . . last five to 
spect. In addition, loans against each fifteen times longer . . . cost far less in the 
long run. Start giving your customers the advantages 
of Taylor Made Alloy Steel Chain 
now. Start getting your share of the 
A, profits too. S.G. Taylor Chain Co.,Gen- 
" eral Office and Plant, Hammond, Ind.; 

Eastern Sales Office and Plant, Pitt., Pa. 


Other types of collateral, however, 
must be considered in a different light. 
Values are not always so easily agreed 
upon. The law with respect to a valid 
pledge often varies from state to state 
Moreover, what constitutes a safe mar 


of the types of collateral impose a duty 
on the banker to insist on having more 
detailed supervision and more frequent 
follow-ups than if he were lending 


wainst periodic financial statements 
or readily marketable collateral. There 


fore, whether vour banker will or will 


not make loans against any or all of a FREE CATALOG! Send Coupon today! 


the types of collateral discussed will we _ 


- - 
- 


depend on the legal requirements with 
which he must comply, and on the 


’ G. Taylor Chain Co, 
policies which the bank's director Dept. G 


h 1 set Hammond, indiana 
5 Rush free copy of new catalog No. 12C giving 
He re tus obse rrathing all facts and specifications on the complete line 
A FAT NAME IN 


e two ion 
uM . pec in : f Taylor Made Alloy Stee! Chain 


vhich are useful to keep in mind de : . 
: Nome A 
spite the foregoing general limitations f 
First, each type of collateral is good NCE 18 
inder the proper circumstances. S« ty ; 
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SALES TIPS 


FOR PROFITABLE 
SELLING 


what does a MULTI-DRILL do? 


A MULTI-DRILL wili drill 2 to 8 holes at 1 
stroke—cut production time... reduce tool 
investment . .. lower hole costs. Fits any 
drill press without use of special tools 

or need of alterations. Thousands of 
MULTI-DRILLS in use today wherever 
metal, wood or plastics are drilled or tapped. 


features that help you sell 


Extremely flexible—quickly adjustable to drill any 
hole pottern within a 9” circle. 


Centers as close as '2". 


Standard Extension Spindles available to 
increase working area to 22/2". 


Precision spindle assemblies . . . 

enclosed ball thrust bearings . . . heat 

treated alloy gears. . heavy duty universal joints 
gvarantee long, trouble free service. 


Fit any drill press. 


See us at Booth 1309, 
National Metal Show, 
Chicago 











Taper Bored Type ‘‘CB”’ 


COUPLINGS 


Three sizes of Lovejoy Type “CB” Couplings are now 
available for use with Dodge Taper Lock Bushings. 


Here's what this means to you: 


@ immediate delivery to your customers in a wide range of bore sizes. 
@ Simplified stock with smaller numbers of coupling bodies. 

@ More sales . . . increased profits. 

In addition, your customers get all the advantages of Lovejoy design and 
construction: long, dependable service; easy installation; positive alignment 


correction; no shutdowns for cushion change; no lubrication required .. . 
all of which adds up to LASTING CUSTOMER SATISFACTION. 


Write today for complete information. 


NON LOVEJOY FLEXIBLE COUPLING CO. 


4879 West Lake St. Chicago 44, Illinois 
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ond, if your banker cannot accept the 
collateral you have to offer, he will 
usually be able to suggest other re- 
sponsible lenders who will consider 
your application. 


Types of Collateral 


Now for direct mention of the 
types of collateral which were referred 
to earlier. They may be summarized 
as follows: 

Securities of Closely Owned Com- 
panies: The problem, here, is that if 
the collateral must be sold there is no 
established market available. A par- 
ticular buyer must be found. Some- 
times this obstacle can be overcome if 
a responsible third party will enter 
into an agreement with the bank to 
the effect that he will buy the note 
and the collateral from the bank 
should the borrower default. 

Accounts Receivable: These con- 
stitute good collateral if they are cur- 
rent, diversified, are due from respon- 
sible buyers, and do not fall within 
the limitations of the law or bank 
policy which have already been de- 
scribed. 

Commodities or Merchandise: 
These also make good collateral under 
the proper circumstances. Ready 
marketability, margin, time of pro 
posed sale, care during storage, and 
validity of lien are the particular mat- 
ters to be discussed with your banker. 

Machinery and Equipment: In re 
cent years an increasing number of 
banks have engaged in this type of 
financing. Whether this be for ac- 
count of the seller or the buyer, 
whether it be on conditional sales con- 
tracts or chattel mortgage, whether it 
be with or without recourse or reserve 
depends on the individual application. 
In general the banks engaged in this 
type of financing feel it necessary that 
the following conditions be met: 

1. Preferably, the machinery or 
equipment should be new—not used. 

2. A reasonable down payment is 
required—say between 25 percent and 
334 percent of cost. 

3. The final maturity period might 
be as short as 12 months or as long as 
60 months, depending on the type of 
equipment to be financed. 

4. The machinery or equipment 
should permit a ready sale at a fair 
value in the used or second hand mar- 
ket. 

5. The estimated profit, or savings 
plus depreciation, resulting from ac 
quisition should be adequate to repay 
the loan during its life. 


Real Estate May Not Be Enough 


Although a mortgage on real prop 
erty is the oldest type of pledge 
known, there are many banks that feel 
they cannot take a mortgage on com- 





mercial or industrial property as the 
sole basis for a loan. This is more apt for Wrenches and Shep Tools 
to be true in the very large cities than 
it is in the smaller centers. The rea 
sons for this point of view—where it 
is found—are numerous and technical. 
In the main, however, they relate, in 
part, to banking laws and regulations 
which govern this type of advance in 
detail and, in part, to overall con- 
siderations of policy. 


Contracts Can Be Collateral 
During World War II, the means 


by which the proceeds of Government 
contracts could be used as collateral 
were greatly broadened. These means 
are again largely in force. The require- 
ments to be met are determined by 
the related acts of Congress and the 
regulations set up by the government 
agencies concerned. 


Look Ahead 


The outlook for the future must not 
be neglected by the bank or the bor- 
rower. Loans made today are to be paid 
back on some tomorrow. Therefore, 
when a banker lends money to a busi 
ness, he must form an opinion about ae q 
the future of the ad, and the bor- Billings Vitalloy® and Carbon Steel Tools are 
rower’s line of business and of business 
in general for the period of time 
covered by the loan. Frequently he 
will not state that opinion to the 
prospective borrower, but it is there 
nevertheless. Any estimate of the fu 
ture is hazardous and the more light 
that can be brought to bear on it, the 
better. Billings Wrenches and Shop Tools have been 

With respect to the outlook for : 
your Own enterprise, you should have accepted by professional tool users since 1869. 
more information than any one else ; ; 
But your plans for the future, if kept Billings advertising constantly increases this 


to yourself, can be of no help to your 
banker. acceptance among your customers. 

While lenders endeavor to keep 
abreast of developments in the lines 
of business which they serve, they can- 
not ordinarily be so well posted as are 
the managers engaged daily in those FITS Billings Industrial Distributors find that 
fields. New products, new machines, 
new methods of distribution and mar Billings QUALITY and ACCEPTANCE 
keting and new packaging can alter 
the course of a whole field of business make Sales and Profits come easily and 
as well as the individual concerns in 
that field. frequently. 

What lies ahead for business in gen- 
eral is a complex matter. No one can 
be sure that his view will prove to be 
correct. Both the borrower and the 


lender should be interested in the 

other's opinion. The chronic pessi ® 
mist is no better as a banker or a | 
businessman than is the chronic opti 


aristocrats of the hand tool industry. Unsur- 


passed for service and long life. 


better tie up with... 


mist. What the banker is looking for 
in the borrower is a sense of balance 


The borrower has a right to expect the HOP TOOLS 
same quality in his banker. But if the w asee nes 6 oo. Since 1869 

two never trade their ideas on how -y- 

things look, neither one will have an 


THE BILLINGS & SPENCER 
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WHEN YOU SELL 


wr-y-) 14: VE) 4 


YOU'RE SELLING 


LEADERSHIP IN 


Ba nerice was built on the philosophy 
that “those who stand still go backwards” 
... and in this spirit Cooper Alloy has built 
an engineering and research division 
second to none in the high alloy field. 
Cooper Alloy firsts include such things as 
casting stainless steel in shell molds, centri- 
fugal casting in permanent metal molds, 
development of new alloys such as V2B, 
100% x-ray of vital cast components, and 
the invention and use of many new methods 
and devices designed to increase quality 
and speed production. 


When you sell Cooper Alloy stainless 
steel valves, fittings or accessories, you're 
selling leadership in research . . . which is 
just another way of saying that you're 
selling the best product on the market 
today and one that you know will also 
be the best on the market tomorrow. 


COOPER ALLOY 


CORPORATION eHILLSIDE, N.J. 
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opportunity to get a “feel ot the 
other's mind. Without this “feel” it 
is dificult to achieve the mutual un 
derstanding which 1s essential to a 
well-rounded banking relationship 


Work Together 


Bankers have been portrayed as peo 
ple who are willing to lend money 
only when you do not need it. This, 
of course, is not true. A substantial 
part of their work and livelihood 
comes from putting the money left in 
their care to work safely, constructiv ely 
and profitably. To do this job prop- 
erly, the banker is obligated to know 
as much as he can about the borrower 
himself, his business operations, and 
his business plans and problems. If 
vou approach this relationship with an 
appreciation of that point of view, 
vou will be doing your part in forming 
a sound, profitable and enduring asso 
ciation 


New England Group Tells 
How to Attract Industry 


How business leaders in a surplus 
labor area can stimulate recovery on 
their own initiative was outlined re 
cently bv the chairman of a Realtor’s 
group in Lawrence, Mass. 

Fred H. Dietsch, leader of a task 
force set up by the Society of Indus 
trial Realtors, wrote Sinclair Weeks 
Secretary of Commerce, that his group 
had succeeded in interesting at least 
one large manufacturer in locating in 
Lawrence. The group's approach to 
solving unemployment problems of 
the onetime New England textile cen 
ter could apply to any community in 
similar straights, Mr. Dietsch sug 
gested 

Among actions he recommends 

|. Surplus labor areas should con 
centrate much of their promotional 
efforts on one or more industries t 
which they can offer special advan 
tages Areas with unemployment 
should look to becoming new centers 
for growth industries. “We feel the 
successful location of one compan 
from a particular industry will tend 
to attract other concerns in the sam: 
industry.” 

2. A personal relationship should 
be established between leaders in th« 
surplus labor areas and persons respon 
sible for plant location, such as cor 
poration -officials in charge of real 
estate operations, officials of banks 
railroads, Chambers of Commerce, de 
velopment agencies, and industrial 
property brokers 

3. Local industry itself should be 
studied for growth possibilities. Since 
almost any company has plans for 
expansion, manufacturing officials 
should be queried on their aspirations 





and given all possible assistance t 
expand. Lack of suitable financing is 
generally a basic reason for holding 
off expansion plans. 

4. Labor itself is the greatest singk 
asset of surplus labor areas, and this 
advantage should be publicized. Re 
training programs are recommended 
so that people can acquire new skills 
needed in new industries attracted to 
the area. 

5. Each surplus labor area has pat 
ticular advantages it should stress to 
all industry. Taking Lawrence as an 
example, Mr. Dietsch noted that the 
citv has millions of square feet of tex 
tile mill space that can be bought 
cheaply and a stable tax evaluation 
‘The mills can be and have been con 
verted to diversified use bv industries 
which in many cases employ morc 
people than did the original textile 
mills. Also the city is close to uni 
versities and is ideal for 
ters and laboratories.” 

6. Room should be made for growth 
of new industry. Space requirements 
must be an important part of plan 
ning and zoning. 

In Greater Lawrence, Mr. Dietsch 
said, 47 acres have been zoned for 
industrial use and will be developed 
in industrial park. His group recom 
mended that the city’s Citizens’ Com 
mittee analyze total potential em 
plovment in the area in relation t 
existing mill space. “It is our beli 
that space is available for all diver 
fied industry that Lawrence could ab 
sorb and that an abundance of mill 
space will remain surplus. Some un 
used mill buildings, therefore, could 
well be considered for demolition and 
replacement as parking area Othe 
vacant mills could be consid 
duction to two-story heigh 


‘ 


would mean less building 
nance, heating and other overh« 
pense It would also mak 
feasible to place modern 
such properties and convert the: 
effect, to modern, attractive 

Mr. Dietsch concluded 
understood that the development 
industry im any area, with surplu 


} 


labor or otherwise, is a long-term \ 





HELPING CHILDREN 
BOUNCE 


A reclaimed-rubber and asphalt 
compound is being produced to “put 
the bounce into children’s play- 
grounds,” Chemical Week, McGraw 
Hill publication, reports. According 
to the manufacturer, powdered re 
claimed rubber is mixed with asphalt 
in the plant and this combination in 
turn is mixed with conventional as- 
phalt on the playground site. 











[ay twee. ee 


dressers 











a Se Mere 


give you six sets of bearings 


“eo 


Hard use—Desmond Hex Dressers are built for it. Six holes in hardened 
bearing blocks extend the usefulness of Desmond Hex dressers as many 
times. As bearing holes wear, turn the blocks for a new set of holes 


Five sizes for all needs Ask your Desmond distributor for technical 
advice on proper dressing to make your grinding wheels last longer 
The Desmond-Stephan Mfg. Co., Urbana, Ohio 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


THE DESMOND-STEPHAN MFG. + URBANA, OHIO 


Lich ge 


Another sales-building advertisement from 

Desmond, addressed to your prospects 

through Mill & Factory, American Machinist, 

Modern Machine Shop, Foundry, and other 

publications. Total circulation more than 

135,000. For steady repeat business— 
». promote Desmond. 


Blocks readily replaceable when all six sets of bearing holes are worn 


LL 
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MORE RUGGED! 


SUUGALL 


WINCH HOIST 


NEW MODELS 


...plus new, 


LARGER 
DISCOUNTS 


Now, Lug-All, the leading portable winch- 
hoist, introduces newly designed, job- 
tested models—-huskier than ever! Not a 
“warmed-over” design, but THE really 
new portable winch-hoist. 


3 CAPACITIES 


All improvements are included on every 
model without any increase in price—on 
the 1% ton, the 1\% ton and the % ton 
Lug Alls. 


MARINE MODELS OPEN 
NEW SALES OPPORTUNITIES 


All three capacities also available in rust- 
resistant, corrosion resistant models that 
have passed severe calt-spray tests. Open 
up new hoist accounts with mines, chem- 
ical plants, ship owners ... wherever 
corrosion is a problem. 

Some territories still open for aggres- 
sive, established distributors. 


WRITE TODAY... 
THE LUG-ALL COMPANY 


WYNNEWOOD 11 PENNA. 





Walker-Turner Holds Distributor Sessions 


Training group on recent visit to Walker-Turner plant includes Curt Johnson, Stanco 
Co., Dallas; W. R. Jorgenson, Industrial Equipment Co., Joplin, Mo.; S. L. Pierson, 
Mill Supply & Machine Co., St. Louis; Floyd Kreil, Walker-Turner; Robert Muller 
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Standard Supply & Hardware Co., 
ment Co.; and C. E 


New Orleans; Frank Gibson, Industrial Equip 


Hurd, The Industrial Supply Co., Coffeyville, Kan 





Field Representative 
Named by Carboloy 


Rudolf Torbico, formerly with 
Moore-Wright Co., has joined Car 
boloy Department of General Electric 

as a field sales representative 
Torbico will make his home 
in Davenport, lowa. He has also 
worked for Ford Motor Co. and Gen 
eral Motors Corp. and holds an indus- 
trial management degree from the 
University of Akron 


Director Named 


D. Dean McCormick, senior part- 
ner of McCormick & Co., has been 
elected a director of Firth Sterling 
Inc. succeeding A. C. Wickman who 
has retired. 





PICK-UPS are served from these neat 
stock drawers by Tino Penza at Con- 
tinental Cutter Supply, Brookiyn 
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Yardley Opens Warehouse 


Yardley Plastics Co. has opened a 
new warehouse in Atlanta, Ga., for 
service to distributors and dealers 





SULFLO - 
"ALL-PURPOSE" 


CONCENTRATED CUTTING COMPOSITION 
FOR ALL METALS—ALL JOBS 


A “natural” for every tool and die shop, 
machinsts and large industrials where 
metal working is done. 


Use for: Tapping—Threading—Pipe Cut- 
ting — Drilling — Punching — Sawing— 
Milling and Lathe Center points 


Will machine any metal! Use straight or 
can be added to present cutting oil now 
in use. 


Sulflc industria! lubricants have been 
known for years to the trade. They are 
steady sellers, and proven builders of 
repeat business. Send today fer details of 
the “trade loyal” Sulflo line. 


A PRODUCT OF SULFLO, INC. 
ELIZABETH 4, N. J. 














Distribution Guide 
Converted to Paid Basis 


The Department of Commerce has 
unnounced the conversion of its 
monthly publication, Distribution 
Data Guide, to a subscription basis 

Cost of the pamphlet, published by 
the Department's Office of Distribu 
tion, Business and Defense Services 
Admmistration, will be $2 for 12 
monthly issues and two cumulative 
subject indices covering six-month 
periods 

First issue of the publication was i 
March of this year. Officials said its 
conversion to a paid basis insures its 
permanence as a regular Department 
publication 

The Guide has brief reviews 
selected recent publications and 
ports, both Government and 
which contain basic informati 
statistics for use in market res 
merchandising, sales promotion 
ertising and allied subjects of interest 
to businessmen and others engaged i 
the distribution of goods and s« 


Nolan Co. to Produce 
Phillips Mine Lines 
The Nolan Co of Bowerston 


Ohio, will take over production of 
ross-Ovel and kick back dump , mine 
car control equipment, mine-run weigh 
hoppers and radial chutes formerly 
manufactured by Phillips Mine & Mill 
Supply Co. of Pittsburgh 
rhe Phillips name will continue 

be used in the manufacture and ma 
keting of these lines, Nolan officials 
innounced, while Nolan will take ove 
ill inventory, patterns, drawings and 
patents on the Phillips line of dump 
ind car controllers 





TELEPHONE DESK at H. W. Mills 
& Co., Passaic, N. J., is busy pot 
C. S. Conover, Andy Koll, Vincent 
Monacelli, William Layden and George 


Eichorn take the orders 





COMPLETE LINE 
FOR .EVERY. F.. H.. P.. USE 





EL 


STANDARDIZED 
PRECISION BUILT 


DRIVES 


Quality and service that has helped distributors build sales in 
areas across the country, for more than 30 years on 


outstanding profit opportunity 
* Write for catelog and franchise details 


V-Grooved Pulleys * Variable Pitch Pulleys * Bronze Bearing 
Pillow Blocks * Bronze Bearing Mandrels + Flexible Couplings 
* Round Belt Pulleys + “V" Step Cone Pulleys + Crown 
Faced Pulleys * Crown Faced V-Grooved Combination Pulleys 
* Shoft Collars + 
Variable Pitch Pulleys 





r 
CENTRAL DIE CASTING and MANUFACTURING CO. 


2935 W. 47th Street CHICAGO 32, ILLINOIS 


: 
; 





WACO car movers 
DAFETY cAR WRENCHES 


WILL SELL... because they are both safe and efficient 


SWACO CAR MOVER 


Special heat-treated spurs securely grip 
the outside edges of the rail. Handle is 
of rugged, selected hickory, 534%” long. 
A big favorite of safety engineers who in- 
sist on top performance as well as safety. 


SWACO CAR WRENCH 


Strong because it is made of high tensile 
alloy castings. Safe because the handle 
remains stationary in the hands of the 
operator as the ball-bearing ratchet head 
revolves with the car spindle. Weight 26 
Ibs., including 3-ft. handle. 
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How to keep informed on the 


part of your business 


AT YOUR FINGER TIPS, issue after issue, is one of your richest veins 

of job information — advertising. You might call it 

the “with what” type — which dovetails the “how” of the editorial pages. 
Easy to read, talking your language, geared specifically to the betterment 
of your business, this is the kind of practical data which may 

well help you do a job quicker, better — save your company money. 


Each advertiser is obviously doing his level best to give you 

helpful information. By showing, through the advertising pages, how his 
product or service can benefit you and your company, he is taking 

his most efficient way toward a sale. 


Add up all the advertisers and you've got a gold mine of current, 
on-the-job information. Yours for the reading are a wealth of data and 
facts on the very latest in products, services, tools... 

product developments, materials, processes, methods. 


You, too, have a big stake in the advertising pages. Read them regularly, 
carefully to keep job-informed on the “with what” part of your business. 


2ae 
M CRAW ALL $88 


(fbb ~McGRAW-HILL PUBLICATIONS 
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NO.27 GF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


NOW... Starrett Announces 
“SATIN CHROME” STEEL RULES 


SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS « 





MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS «+ DIAL INDICATORS 
STEEL TAPES « PRECISION GROUND FLAT STOCS 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U.S. A. 
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A Tremendous New Sales Feature 
Pioneered by Starrett 


A proven sales stimulator when 
introduced by Starrett on microm- 
eters and other precision measur- 
ing tools, Satin Chrome Finish is 
now ready to boost your sales of 
Starrett Steel Rules. This no-glare, 
hard wearing, multi-plate finish 
eliminates glare; makes it easy to 
read the rule at any angle, in any 
light. It speeds up readings; elim- 
inates eyestrain; helps avoid er- 
rors. It also resists moisture, 
acids, perspiration rust and stains. 

Against non-reflecting Satin 
Chrome Finish, the sharp, distinc- 
tive, machine-divided graduations 
featured on all Starrett Steel Rules 


stand out dark and clear. Every 


graduation is uniformly clean 
cut, precisely spaced, easy to read. 

These new Starrett Satin Chrome 
Finish Steel Rules are available 
now in a choice of two types — 
Full Flexible and Spring Tempered 

with the most popular, most 
widely used graduations. 

No. C309R, a 6-inch full flexi- 
ble rule has No. 9 graduations 
16ths and Quick Reading 32nds 
on one side, and Quick Reading 
64ths on the reverse side. 

No. C604RE, available in 6-inch 
and 12-inch lengths, is a spring 
tempered rule with No. 4 gradua- 
tions 8ths and 16ths on one 


side and Quick Reading 32nds 
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and G4ths on the reverse side. It 
also has Y2” end graduations for 
convenience in measuring in close 
quarters. 

NOTE: Other Starrett Rules and items 
can also be furnished with Satin Chrome 
Finish — prices on application only. 


WE’RE DOING A BIG 
SALES JOB FOR YOU 


Not just now and then but day 
in and day out throughout the 
year Starrett helps sell the value of 
the Industrial Distributor’s serv- 
ice and what it means to industry. 
Every advertisement, every cata- 
log, every piece of Starrett litera- 
ture carries this seal and stresses 
the economy, efficiency and con- 
venience of buying through In- 


dustrial Distributors. 








ACCO Registered’ Slings 





It’s Flexible—and 
It’s ALL Steel 


CABLE-LAID 


Single leg used in basket hitch 
around heavy rough casting 


“It’s the most 
useful sling 
we have 
ever had” 


®@ This is what users say because 
acco Cable-Laid has the flexibility of 
a manila rope but the strength of steel. 
; It’s made from improved plow steel 
Another leg used in choker hitch : . F E 


through opening of cast elbow ; 7 
Yes, even the independent wire rope 


core is made of the same tough wire. 

The high flexibility of acco Cable- 
Laid comes from the construction of 
the rope. It’s not just six strands 
around the core, it’s six separate wire 
ropes laid around the wire rope core. 
This is also what gives acco Cable- 
Laid its fine resistance to kinking 
even after it has been used around 
square corners. 

Add to acco Cable-Laid the pat- 
ented DUALOC ending—and the acco 
half-thimble—and you have a sling 


Two legs used as whip slings 


for heavy unbalanced load A¢CCcO 


wire for greatest known strength. 


which can’t be beat for all-around 
usefulness and low-cost lifting. In 
addition to the inherent advantages 
of the acco Cable-Laid construction, 
these slings are acco Registered with 
all of the advantages this specifica- 
tion assures. 
* . . 

This is only one of hundreds of ACCO 
Registered Wire Rope Slings you can sell 
profitably to your customers. Write our 
Wilkes-Barre, Pa., office today for details. 
*Trade Mark Registered 


Wire Rope Sling Department 


aN AMERICAN CHAIN & CABLE 





a Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, 
New York, Odessa, Tex., Philadelphia, Pittsburgh, Portland, Ore., San Francisco, 


— 


Y Bridgeport, Conn. ¢ In Canada: Dominion Chain Co., Ltd., Niagara Falls, Ont. 





